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Leader Officer 

Model VL-440 uses four 40-watt 

48 inch T-12 fluorescent lamps. Can be 
mounted singly or in continuous rows, 
suspended or direct to ceiling. 
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The beautiful Leader Officer fluorescent luminaire has always 























been an outstanding fixture in the office and institutional 
lighting fields . . . attested by thousands of installations 
found throughout the country. 
Model VL-240 takes two 49-watt 
48 inch T-12 fluorescent lamps. An 
excellent fixture for use where two 
lamps will satisfy lighting level 
requirements, 


NOW IMPROVED! Leader consistently improves every 
Leader product for benefit of users and distributors alike. 
In accordance, the Leader Officer now features new 





plastic side panels and new plastic louver. This 





gleaming white plastic never warps or discolors . . . 
always retains its natural brilliant lustre, and has 
been destaticized to prevent electrostatic 

attraction. 


THE BEAUTIFUL NEW END CAP... deep drawn... 


adds modern styling and striking new 


~ 


The Leader Officer Adjustable Spotlight... 
a merchandising idea with tremendous 
power for boosting sales appeal. Mount 
it over merchandise and it gives o remark- 
able sales punch from an inconspicuous 
source. 


Beller Light 





simplicity to the Officer design. 


THE NEW PLASTIC SIDE PANELS are translucent, 
permitting a maximum of diffused light to be 
directed horizontally —a highly desirable feature 

for direct-to-ceiling mounting. 





THE NEW PLASTIC LOUVER provides excellent 


shielding of lamp brightness with a minimum 


ller Business 


of light interference. 


Only the Best Electrical Wholesalers and Con- 
tractors Distribute and Install Leader Fixtures 


LEADER ELECTRIC COMPANY 


3500 N. KEDZIE © CHICAGO 18, ILLINOIS 
WEST COAST FACTORY * 2040 LIVINGSTON ® OAKLAND 6, CALIFORNIA 














WHOLESALERS AND WHOLESALERS’ SALESMEN: 


Tie in your sales efforts with our Sales Promotion on 
NEW ELECTRICAL ECONOMY "De-Lay”’ Renewable Fuses and Renewal 
DEVELOPMENTS Links. Our representatives are always available. 


#3 
time-saving machines 
need this protection! 


Features of this new 
: thy Six Spindle Time- 
| ate .< seid a > tae Saving CONOMATIC 
; ' + mi jig are(1)spacious tool- 
: id ' . ing area, (2) plenty 
of room for coolant 
reservoir and chips, 
(3) open-end attach- 
ment drive and the — 


modern 
EconoMY “de-lay” fuses 


@ You don't have to put up with costly, time- 
wasting stoppages of production equipment, 
caused by needless “blow-outs” due to 
momentary overloads. 

Specify modern ECONOMY “De-Lay” Fuses 
for all circuits. They give superior protection 
in the 135 to 200% overload range, where 
‘‘blow-outs’’ are most frequent. 

Your Electrical Wholesaler will be glad to 
supply you with ECONOMY “De-Lay”’ Renew- 
able Fuses and Renewal Links. 





Send for 


MY, New Catalog 


CENEWABLE CARTRIDge rise 


B /ECON® 


ECONOMY FUSE & MFG. CO., 2717 GREENVIEW AVE, CHICAGO 14, ILL. Acc Principat cinies 
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Metal Moldings 
cS “Gorilla” Grips 


wv “Redege’ Outlet 
and Switch Boxes 


Fittings 
Y EZand EMT Couplings 
and Connectors 


> A.B.C. Amored 
\ Bushed Cable 
Jf Florduct Racewoy 
Surfaceduct Raceway 


Plug-in strip 


Nepcoduct 
Underfloor Duct 


Wirewa Raceway 





IPI Distribution Bus 


Lo-loss Feeder Bus 

Sherarduct Rigid 
Conduit 

XDuct Junior 
EMT Tubing 


Flexstee! Flexible 


Conduit 
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ELECTRIC PROOUCTS 


a 
a hy 


National El 
ectric offers 
you—t 
ates he complete line and complet 
ource for roughing-in a wees 
s! 





1. National Advertising in more than 


25 trade-papers and magazines. 


‘\ 


2. Direct Mail Advertising to 
your customers and prospects. 


3. Trade Show Displays at lead- 
ing exhibitions and conventions. 








Professional Society 
Activities 





A Dependable National Electric engineers give talks before leading professional 


+ society meetings—presenting to these groups technical and other 
LIN@— cpproves by Under- aspects of NE products—further backing up your sales efforts 

writers’ Laboratories, Inc.,— , 

accepted by contractors, engineers 

and builders. NE Roughing-In ma- ake U N a - 
terials are ENGINEERED TO FIT — ELECTRIC PROOUCTS | 
THE JOB! Be eT ide Mn ey PR 


National Electric Products Co 


> W, 
Pittsburgh 30, Pa. rperation “3 
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Director of Circulation, Electrical Wholesaling 
330 West 42nd Street, New York 18, N. Y. 


POPPE en ee ee 


New Company Connection. ........0eees000% 


New Title or Positie@ ss os ocvvacncvssscevess 


CHANGE OF ADDRESS 


Please change the address of my Electrical Wholesaling 


Tee eee eee ee eee ee) 
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»..and so are YOUR PROFITS from 


BULL DOG FRICTION TAPE 


Bull Dog Friction Tape is a first choice with householders, main- 


tenance men, and mechanics who pride themselves on good work. 
It smooths on, grabs tight, won't ravel, does a better job everytime 
because of its consistently high tensile strength and great adhesion. 

Wide consumer acceptance gives Bull Dog Friction Tape a quick 
turnover, makes it a profit builder. Cash in on the demand — order 
a supply today! 





COMPANION SALES BUILDER! 


Bull Dog Splicing Compound 


Tops in quality, and a sure-fire 
seller. High dielectric test, water- 
tight. strong, elastic, long-lasting. 
Tested to A.S.T.M. specifications. 


Another Quality Product of 


Boston Woven Hose & RUBBER COMPANY 


Distributors in all principal cities 
PLANT: CAMBRIDGE, MASS., U.S.A. © P.O. BOX 1071, BOSTON 3, MASS. 
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Looking at the past 40 years — 
in the light of G-E lamps 


Since the birth of the National Electrical W holesaler’s 





\ssociation, many a product handled by electrical 


wholesalers has come and gone. 


The wholesaler has seen new lines come into being 
and old lines fall into decline. This change has been as 
great as the change in the needs and desires of the 
people we serve. 


—— 





But General Electric lamps which were in your cata- 
logs when N.E.W. A. was born, occupy an even greater 
place there today. That’s because it has always been 
the aim of General Electric Lamp Research contin- 
ually to develop new and better lamps to meet the 
growing needs of industry and the public. All during 
this period, G-E Lamps have provided a steady profit 


to wholesalers and better and better values to consumers. 


General Electric lamp progress has marched hand- 
in-hand with the growth of the National Electrical 
Wholesaler’s Association. Many wholesalers will recall 


the lamp developments shown on the following page. 








148 
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EDISON’S FIRST LAMP— The first 
practical incandescent light 
bulb. Produced 1.4 


per watt. 


lumens 





TIPLESS LAMP 


breakage, and improv ed lamp 


Eliminated tip 


appearance, 





HIGH PRESSURE MERCURY LAMPS 
—High-efficiency industrial 
illumination, permitting the 


use of fewer light sources. 





A 


HOT CATHODE GERMICIDAL LAMP 
Germ-killing radiant ener- 
gy at highest efficiency and 


lowest cost. 


j / lis his (,-/ | 


laity 





3} 
_ 
GAS-FILLED LAMP — Major in- 
crease in efficiency, particu- 


DUCTILE TUNGSTEN FILAMENT-— 
First rugged metal filament, 
making possible more efficient larly in high-wattage lamps. 


sources of diversified form 


for every lighting purpose. 


S-1 SUNLAMP — For the first 
the health benefits of 
ultraviolet rays from a serew- 


INSIDE FROSTED LAMP— A smooth 
bulb diffusing light with neg- time, 
ligible loss in output. 


base bulb. 


PREFOCUS FLASHLIGHT LAMP— COILED-COIL FILAMENT First 
Doubles flashlight candlepow- strong lamp of this more 


er and insures uniform spot. eflicient type. 


iy 





ALL-GLASS SEALED BEAM HEAD- HIGH-IMPACT, SHOCKPROOF LAMP 


LAMP — Revolutionized auto- -Withstands terrific shock. 
motive headlighting. Hard An important factor in keep- 


glass reflector and lens fused ing naval ships in action dur- 


ing World War II. 


together constitute the bulb. 


firsts of G-l 
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NONSAG WIRE —kept close- 
pitch filament coils from 
stretching and shorting. Bet- 
ter maintenance of efficiency. 





BIPOST LAMPS — Radically 
new. More rugged construc- 
tion. Inherently prefocusing. 





FLUORESCENT LAMP—A revolu- 
tionary 
“Cold light” of radically high- 
er efficiency. 


lamp development. 





/ 


ae 
P i 


CIRCLINE AND SLIMLINE FLUORES- 
CENT LAMPS — New 
standard fluorescent lamps 


forms of 


adapted to the needs of archi- 


tect and designer. 


aun G-E LAMPS 
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The 10" Anniversary of 
G-E Fluorescent Lamps 


(;... 10 short years ago, the first fluorescent lamps were 


placed on publie sale by General Electric. Since then 


a 


} G-E fluorescent lamps have revolutionized lighting in stores, 
offices, institutions, factories, homes. This rapid acceptance 


is a tribute to the skill with 





which the lighting industry 













How 10 years of G-E 
fluorescent lamp re- 


has applied the great, new 
search has given you light source, 
more light for your 
From the first, G-E Lamp 


money. 
peepee scientists have led in fluores- 

| cent development, working 

LIGHT ~ ceaselessly to bring the cost 


OUTPUT 
UP 44% 


of fluorescent lamps lower 





and lower—to raise efficiency 


higher and higher. The chart 







LAMP COST 
DOWN 62.5% 


shows what’s happened. 


You ean count on G-E 











fluorescent lamps as an in- 
creasingly valuable tool in modern lighting. The continuing 
improvement in fluorescent is typical of the persistent 
effort of G-E Lamp research to give your customers more 
light for the money. It is only one of many reasons why it 


always pays to handle G-E lamps. . . constantly improved 


by research to Stag Srighter Longer! 












GENERAL @Q) ELECTRIC <->: 
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Whatever lamps your customers 
need —G-E makes ‘em all! 








General Electric makes more than 10,000 different types and sizes of 
lamps to serve completely the needs of your customers. And you can 
look to G-E to lead the way with an ever-increasing line of high 


quality lamps for all purposes. 





Remember, the General Electric lamps vou sell are one of the 
greatest values on the market... because General Electric lamp 


research is always at work to make G-k lamps Stay Brighter Longer! 











G-E LAMPS 
GENERAL & ELECTRIC 
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Whenever your LIGHTING PLAN calls for one or 
more of these eleven popularly employed light- 
| ing units, be sure to specify RLM labeled equipment. 


Such specification insures you of units made to conform 
to important standards relating to lighting equipment 


efficiency, ease of maintenance and long life. They cover ka consult this latest 


(1) Materials (2) Reflection Factor (3) Construction 


(4) Photometric Performance (5) Accepted Criteria 
(6) Auxiliary Control Equipment Standards (7) Con- CH EC K LIST 
formance to National Electrical Code. N 

No lighting unit can bear this RLM LABEL unless contin- \ : aoe by 
uous compliance to RLM specifications has been deter- . Electrical Testing Laboratories _ 
mined by the Electrical Testing Laboratories: For a “A 
COMPLIMENTARY COPY of COMPLETE RLM SPECIFICATIONS 

for ELEVEN INDUSTRIAL LIGHTING UNITS, write any of 

the manufacturers listed below or address your request — 

to RLM STANDARDS INSTITUTE, Suite 817, 326 W. mA 

Madison Street, Chicago 6, Ill. 


















































































































FLUORESCENT UNITS* 
LD Ll LD 
| lame mean | eas" | ea’ | eae] ey | ray" 
Lamps Lamps Lamps Lamps 
x Appleton Electric Company 
x x x x Benjamin Electric Mfg. Co. x x x x x x 
x Bright Light Reflector Co. x x x 
Day-Grite Lighting, inc. x 
x Jones Metal Products Co. (Abolite) 
x The Miller Company x x x x x x 
Mitchell Manufacturing Co. 
x Overbagh & Ayres Mfg. Co. 
x x x Quadrangle Mfg. Company 
x x x x Smoot-Holman Company x x 
Sylivenia Elec. Products, Inc. x 
x x x x Westinghouse Electric Corp. x x x x 
x x x x Wheeler Reflector Company x x x x x 
*Based upon Report for the Fourth Quarter of 1947 by Electrical Testing ** Shec. $22 covers a new 2-40 W fluorescent longitudinal shield unit. R-2691 
Laboratories, Inc., the independent testing agency of the Institute. re 8 gman mens iE ARIE AE lp lp REA as 1 
* Electrical Testing Laboratories, Inc., 2 East End Ave., ; | A TVA ROT | iJ & | E [) 
New York 21, N. Y.—an independent testing organization, : 4 VLAD ih FO 
serving American industry for 50 years and responsible for the 











inspection and certification of lighting units to RLM Specifica- 
tions. Fourth Quarter Report above shows manufacturers who =“ 
can supply lighting units made in accordance with RLM Speci- ts ers} | 
fications as indicated by (X). TT al 
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Form MB 
Starter 








Bulletin 6013 
Basic Unit 


















for external re- 


There’s a CLARK "aes", a on 
ACROSS-THE-LINE STARTER — 


AND ENCLOSURE 
For Every Industrial Condition 


Shown above is the basic unit of CLARK Bulletin 6013 AC 
Magnetic, non-reversing, Across-the-line Starters. It provides 
full voltage starting and overload protection for squirrel cage 
motors and can be used as a primary switch for wound 
rotor induction motors. 





NEMA Type 7 En- 


This starter consists of a CLARK Bulletin 7707 Contactor with 
double-break silver-to-silver contacts and CLARK Bulletin 
7323 Overload Relays which open the contactor coil circuit 
when an unsafe overload occurs. Contactor and Overload 
Relays are mounted on a steel mounting plate which is 
easily removed for service. 


Enclosures to meet Every Operating Condition 


Form MA, MB and MC starters have heavy steel enclosures, 
with provisions for locking. 






NEMA Type 5 Dusi- 


The CLARK line is the ideal line for Distributors. Tight and NEMA 
Type 4 Water-Tight 


tHE CLARK CONTROLLER co. 


UNDER CONTROL 1146 EAST 152nd STREET, CLEVELAND 10, OHIO 
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ROME’S NEW 
NON-METALLIC 
SHEATHED CABLE 


Meets All Requirements 
of the Man on the Job 


e EASY TO WORK e EASY TO STRIP 


ron e LIGHT WEIGHT e SAVES TIME 


Yes, RoFlex Non-Metallic Sheathed Cable, is easy to strip, light 
weight, uniformly small in diameter, and clean to handle... the 
kind of “flex” the electrician calls “easy to work.” Further, step by 
step, it is constructed for low cost and trouble-free installation. 





CHECK THESE FEATURES FOR YOURSELF: 


1. The thermoplastic insulated conductors strip 3. Impregnated jute fillers in each valley give the 


easily leaving bright, clean copper for quick finished cable increased longitudinal strength, 
connection. The insulation is highly resistant to and serve as "rip-cord"’ for stripping outer braid. 
oils, acids, moisture, flame . . . is permanently 


4. The outer cotton braid is flame and moisture 
resistant. The uniformly small diameter saves 
space in outlet boxes and fits smaller holes. 


colored for quick and easy circuit identification. 


2.A spiral wrap of specially treated paper 
covering each conductor provides light-weight, Add them all up and you have a cable that is easy 
durable protection against mechanical injury to handle and quick to install... the result is 

... yet, strips back easily. savings for you. Remember the name... RoFlex. 
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APPARATUS DEPARTMENT 


GENERAL 6) ELECTRIC 


COMPANY 


GENERAL OFFICE SCHENECTADY, N. Y. 


1635 Broadway 
Fort Wayne 2, Ind. 


April 5, 1948 


CONGRATULATIONS, 
FLUORESCENT LIGHTING EQUIPMENT MANUFACTURERS! 


On this, the year of its tenth birthday, fluorescent 
lighting is mature beyond its years. It has enjoyed almost unprec— 
edented growth of public acceptance. It is a sound and growing 
business with limitless prospects for even greater human service. 


You can be justly proud of the part you have played in 
the growth of the modern fluorescent lighting industry. To a large 
extent your efforts have made all this possible. 


General Electric, too, is proud of its record of leader-— 
ship in developing and marketing fine components for fluorescent 
lighting. Our part in the teamwork that has helped put the industry 
over the top is indicated by the millions of ballasts that you have 
used to operate your fixtures. 


We take this occasion to pledge our continued effort to 
provide a quality product embodying every possible improvement, 
and, at the same time, to extend best wishes for many more years 
of profitable and useful public service to all members of a great 
industry. 


P. M. Staehle, Manager of Sales 


r 


SPECIALTY TRANSFORMER AND 
BALLAST DIVISIONS 


ELECTRICAL WHOLESALING — 



























This new Spero 40-page Catalog contains: 
@ Candlepower Distribution Curves 


Wholesaler hola @ Coefficients of Utilization 
@ Foot-candle levels for typical installations 


e Dimensional and Installation Data 


fave 4 copy % 
@ Complete technical data and 
List Prices on all five lines 
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LINES OF 
ELECTRICAL PRODUCTS 









FLUORESCENT LUMINAIRES 
REFLECTORS 
FLOOD LIGHTS 
VAPOR pra UNITS 


MATERIALS FOR 
ELECTRICAL CONSTRUCTION 





PERO ELECTRIC CORPORATION 
18222 LANKEN AVENUE 
CLEVELAND 19, OHIO 


THE S 








Unite for Your. Copy TODAY! 
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Remington Rand bookkeeping 


reduce payroll 
administrative costs 


for your organization 





58,000,000 workers in American industry today 
necessitate streamlined and mechanized payroll 
accounting for efficient administration. Whatever 
the size of your organization, deductions for social 
security, withholding taxes, pension plans or insur- 
ance premiums mean that your payroll procedure 


must be accurate, fast, informational and controlled 


Remington Rand bookkeeping machines pro- 
vide the special features to solve your payroll 
problems. Every form you require — payroll regis 
ter, statement, pay check or envelope, individual 


earnings record, etc., is prepared at one operation. 


Individual, adjustable registers accumulate each 
deduction separately. Cross computing registers 
compute and print the net pay automatically. Com- 
pletely electrified alphabet, numeral and operatins 
keys speed each operation. Checks are numbered 


dated and “protec ted” automatically 

Let your Remington Rand specialist show you 
how this machine works on your payrolls. Write 
Adding - Bookkeeping - Calculating Machines Div 


ision, Dept. EW-4, 315 Fourth Avenue, New York IO, 





CHINES FOR MANAGEMENT 









Whatever your size... 


200 employees or 20,000... complete electrification 
and balances computed and printed automatically are just two of the many 











Remington Rand features to help-you eliminate waste effort in 
your payroll administration—give you extra facts and figures 


for departmental and management control. 


i 
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SPOTLIGHTS 


For Individual or In-Line Mounting 






with Standard MITCHELL Commercial Fixtures 



























MODEL NO. 345 


For use with 2-40 Watt eee ORT 
RS Fs. Shite aca beat ae aot 


Commercial Fixtures. 
MITCHELL Model Nos. 
3005, 3006, 3009 and 3010. 


BM Me I sis 
—— -  . Ml, Mn ths he 
J a Se ee oe 


MODEL NO. 346 


For use with 4-40 Watt SK 6s 5 vaeneins 
Commercial Fixtures. SEE Sine cenasnanns 
ee Te 


MITCHELL Model Nos. 
3007, 3008, 3011 and 3012. 


PACKED: 1 to a carton; 
Shipping weight 71/2 Ibs. 


PACKED: 1 to a carton; 
Shipping weight 8% Ibs. 


MODEL 
NO. 345 


MODEL 
NO. 346 








Provides Adjustable High-Intensity Downlighting 
for Dramatizing Merchandise and Displays 


Here is ideal “‘selling’’ light-—dramatic spot 
illumination that adds brilliant beauty and 
‘‘punch”’ to merchandise and displays. These 
new units may be used individually, inserted 
between two fixtures, or added at either end. 
Handsome and compact, designed to enhance 
the appearance of any commercial interior. 
Units use PAR-38 projector spot or flood 
lamp. Light beam is readily adjustable in all 
directions by means of a gimbal ring; beam 


Mitchell Manufacturing Company 
2525 CLYBOURN AVENUE, CHICAGO 14, ILLINOIS 
in Canada: Mitchell Manufacturing Company, ltd., Toronto, Canada 
Far West: Complete Modern Plant and Sales Office ot Los Angeles 
Serves the Entire Pacific Coast Area 
1019 NORTH MADISON AVENUE, LOS ANGELES 27, CAUFORNIA 


may be offset from the vertical up to a 45 
angle. Easily installed. Knockouts are pro- 
vided on top of units for ceiling mounting to 
outlet box. Units may be supported between 
two fixtures by means of chase nipples pro- 
vided at either end. Decorative end ornaments 
are quickly removable for in-line surface or 
stem mounting. All-steel construction, attrac- 
tively finished in Satin Aluminum. Under- 
writers’ Approved. 





First Choice 
in Lighting 

















IN PACKAGES DESIGNED TO 


SELL THEM 


IN 


QUANTITY 





HANDY 5-PACK DISPLAY 
Sells S fuses instead of 1 
Little package . . . big sell- 
ing punch! Displays 5 
“Crystal” fuses in little 
space; increases unit sale 
5-fold. Handy to keep 
spare fuses for emergency 
use. 


100-PACK DISPLAY 
Holds 20 handy 5-packs in 
less than 6” of counter 
space! Shows at a glance 
the superior features of 
“Crystal” fuses; perfect for 


counters and windows. 


4 





OV 


ELECTRIC 


AL 


WAPARY:'"* 


PLUG FUSES * CARTR 


FUSTATS * WIRE * CORD SETS * TROU 
DECORATIVE CHRISTMAS LIGHTING 
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OPTICALLY 
ENGINEERED- 














FOR PRECISION LIGHTING 


Day-Brite Fluorescent Lighting Fixtures distribute the light 
evenly without glare, deep shadows or distortion, as required 
for precision work. They are rigidly constructed and designed 
for easy installation and carefree maintenance. 








Evaluate all these features in dollars and cents and you will 
find that Day-Brite Fixtures are worth a whole lot more than 
they cost. 

The DAY-LINE heavy-duty industrial fluorescent fixture 
with porcelain-enameled steel reflectors. Designed for two 
and three 40- watt and two 100-watt lamps... unit or con- 


tinuous installations. U.S. Patent Nos. 2317434, D-135375 
and D-133458. 









Day-Brite Lighting, Inc., 5405 Bulwer Avenue, St. Louis 7, Mo. 
Notionally distributed through leading electrical supply houses. 


In Cancda address all inquiries to Amalgamated Electric Corp., Ltd., Toronto 6, Ontario. 
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20 wattT— 
95¢ list plus tax 


40 watT— 
$1.25 list plus tax 


® SYLVANIA 














MAKERS OF FLUORESCENT LAMPS, FIXTURES, WIRING DEVICES; ELECTRIC Lie 
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TONE IN FLUORESCENT LAMPS 






MORE LIGHT! 
MORE CUSTOMERS! 


MORE PROFITS! 





Made only by Sylvania... one of the most that will win acceptance for fluorescent in 


far-reaching developments in fluorescent illu- 
mination in years! Incandescent color in fluo- 
7 rescent lamps — that’s what your customers 
have been waiting for. The one fluorescent 
lamp that gives more light and is of a color 





SYLVANIA ELECTRIC PRODUCTS INC. 
LIGHTING DIVISION, SALEM, MASSACHUSETTS 


thousands of stores, homes and offices. 
Take advantage of this great, new devel- 
opment. Begin to fill the great demand for 









just such a fluorescent lamp by sending in 
your orders today. 






ELECTRIC ¥ 









RADIO TUBES; 





LIGHT BULBS; 
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CATHODE RAY TUBES; 








ELECTRONIC DEVICES 
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ESSIREE, PARDNER, your Customers can rely on 

Gold Seal Tape to stick to the job under any 
conditions — because Gold Seal is continually 
tested — its production carefully controlled — to 
preserve the lasting “tackiness” that has made it 
the favorite of electricians and linemen every- 
where. 

Gold Seal will not dry out, ravel, peel or smear 
the hands, Its high quality base cloth assures high 
dielectric strength, and it tears evenly, quickly — 
speeds the job. 

Features like this — consistently advertised — 
make Gold Seal a steady seller. Stock a good supply 
in both single rolls and the handy, 10-roll con- 
also make Dia- tainers. Jenkins Bros. (Rubber Div.), 80 White 


‘riction and Rubber 


is nent ASTM and Street, New York 13. 
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FRICTION and RUBBER TAPES 
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ELECTRICAL 


WHOLESALING 





on its Fortieth 


Anniversary 


It is our sincerest wish that the success and growth enjoyed 
by N.E. W.A. during the past 40 years, continue far 
into the future. 


And we earnestly desire that the years ahead will be 
equally bright for the individuals and companies that 
make up N.E. W.A. 


To help make this come about we shall continue as we have 
in the past to: (1) Build the same high quality into Central 
Rigid Steel Conduit that has made Spang Products famous 
for 120 years; (2) Create acceptance for Central Conduit 
by advertising it in leading trade journals; (3) Use our 
advertising to remind buyers of distributors’ services. 

But not all of our efforts are directed to the future. Right 
now we are doing everything possible to speed produc- 
tion of Central Rigid Steel Conduit. 


SPANG-CHALFANT 


Division of The National Supply Company 


General Sales Office: Grant Building, Pittsburgh, Pa. 
District Offices and Sales Representatives in Principal Cities 


(ove Teiled Sept Gi: 


CENTRAL WHITE 
wm ae SAMANIZED) 


CENTRAL BLACK permanent, baked-on black enamel finish, inside and out. 
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N. E. W. A. 


On this, your fortieth anniversary, please accept 





our sincere best wishes for your continued 





growth and success. To each of you who 






have helped make possible the universal 
acceptance of our product—thanks a million, 








LIGHTWEIGHT 
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a 000 copies of this book 






THREAODLES S 


It’s Republic’s free 78-page book, which tells 

the complete story, with text, illustrations and 
diagrams, about bending modern Inch-Marked* 
ELECTRUNITE E.M.T.—the ORIGINAL 


lightweight rigid steel wiring raceway. 


Introduced in 1943, approximately 25,000 copies 
of this book have been sent upon request to 
contractors, maintenance men and electricians— 
men who use and specify raceway 

material; and to students and apprentices— 

your customers of tomorrow. 


This is but one of the ways in which Republic 
provides strong support for the individual sales 
effort of ELETRUNITE Distributors. It’s 
another reason why ELECTRUNITE 

continues to hold a wide first place margin 

in E.M.T. brand preference surveys. 
REPUBLIC STEEL CORPORATION 


STEEL AND TUBES DIVISION «+ CLEVELAND 8, OHIO 
Export Department: Chrysler Bldg., New York 17, N.Y 












RiGiob STEEL RACEWAY 
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nf light multiple 


indoor set 





g.|t's the best-known 


ae 





= Whee! Sell ‘em fast! 

For NOMA’s the best 
known name in 

Christmas lighting! 

















- Out io figh*s 
rf i 
~ [ OMA 


\ 


\ You bet! NOMA‘s \\s 
tops in style . . . quality \i, 





. . selling features ! \ te 
‘ 3215 — NOMA 
15-light outdoor " 
set. Add-on plug. f 
Always in the lead 9a 
. / y \ X 
on new ideas! jy AXgo 
' 
m' _* 
\\ \ i 
: j 
509—BUBBLE-LITE series 
string ... selling sensa 
tion of last Christmas 
. - . f 1 ' * 
f t ‘oF ‘ yy -S i. 
2 as + vib: N f 
CT ie NS A 
euese-tirTe ~ 
OTA na ‘ A 
. 3 5036 — BUB S 
UBBLE-LITE : 
And does the NOMA tree. In green or white } 
name help you make 


more money! 
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brand...with the greatest demand! 


















Surveys show that j in 
decorative lighting. 


NOMA.. 
2S fo AL 


so t"s 






















420— BUBBLE-LITET lamp (series type) 
Includes special metal clip to hold lamp upright. 





ne 







' aa 

Oa Sy \ai= a PACEMAKER ... profit maker... that’s the Noma 

y AP ~ line again this vane? And howe’ s something ‘‘super” in 
“a 


= rare » © 
\ y store for you... be sure to see the Noma Exhibit at the Toy Fair. 






Take advantage of the extra sales power that’s in the NOMA name 

.. the name more folks know best in Christmas lighting! Cash in on 

the heavier Noma advertising planned for’48! Join the NOMA 
profit parade! 


tTrade Merk *Reg. U. S. Pat. Office 


NOMA ELECTRIC CORPORATION .« 55 West 13th Street, New York Ill, N. Y. 
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THE Executive 


THE 








ACHIEVEMENT 


las —=SY ALL- BRIGHT, CHICAGO 


There is only one manufacturer of All-Bright fixtures. We have no affiliation 
with any other manufacturer of lighting fixtures using a similar trademark. 


Luminatres 


Designed for Beauty, 


Efficiency and Performance 


Below: XUL-440, Louvered 








Lamps 





Line 
w Cat No _ Wo. Watt Volts Length 
XUG-240 2 40 118 48% 14 
XUG-440 4 40 118 48% 21 
XUL-240 2 40 118 48% 14 
118 48% 21 


XUL-440 4 40 





Slimline Fixture Data 


___ Approx. Dimensions 


Width Height 
——— 


3% 
4% 





XUG-296 2 51 118 96% 14 
XUG-496 4 51 118 96% 21 
XUL-296 2 51 118 96% 14 
XUL-496 4 51 118 96% 21 
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Ease of Maintenance... Remov- 
able or hinged cradle contains 
side panels and louvre or bot- 
tom glass. Easy accessibility to 
component parts or wiring by 
two slide catches which lower 
reflector. Construction... Heavy 
gauge metal reinforced K.O.’s 
a tb eee Finish... Durable 

aked white enamel, reflection 
factor 87%. Wiring... Wired 
complete, 110-120 volts, 60 
cycle A.C. Certified... Approved 
by Underwriters’ Laboratories, 
Inc., Wiring and Fabricated, 
A. F. of L. 


Above: XUG-496, Slimline 


Designed for modernization plus 
eye-appeal, these extremely shal- 
low units have an overall depth of 
from 3% in. to 5 in. Convex glass 
ceramic finish side panels stream- 
line these fixtures and provide 
wide illumination distribution. 






Recent Installation of Executive Luminaires in one of the 
Spiegel, Inc. stores, Chicago. 





Se 7 


Below: XUG-440, Fluorescent 








Seg 
Contact your electrical wholesaler for imme- 
diate delivery. Write for complete 24 page 
illustrated catalog. 
Trademark Registered. 


ALL-BRIGHT ELECTRIC PRODUCTS COMPANY 


4/GNT RIGAT WITA 


49M hight 


3917-25 N. Kedzie Ave., Chicago 18, Illinois 


Manufacturers 
of Fluorescent 
lighting Fixtures 
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The Moe Light 
line is advertised in color- 
ful half-pages in Better 
Homes & Gardens. Each 
message reaches more than 
3,200,000 homes — many 
Each 
reader is offered a copy of 
the beautiful Moe Light 
catalog — and referred to 
his local Moe Light 
dealer, 


in your own City. 


you, 


for information! 


Feature these fast-selling 
packaged portables for 
fast turnover and volume 
profits in your lighting 
and lamps department! 


1948 


| 


Chromium 


M-318 Fluorescent Wall Bracket, 


M-1135 Five light. 


M-857 Outdoor Lantern made of 
solid copper with ribbed 
crystal globe. 


finish. 


Opal 


glass reflectors inside metal 


shades provide soft, direct 
light in addition to in- 
direct light. 
hardwood urn. 
solid brass. Brass or red i 
shades. : 





Polished 
Made of {= 


M-1055 Five light. Colo- 
nial cut glass shades, 
Crystal spindle and font. 
fade of solid brass. 
Illustrated with M-1099 
Prism Adapters. 














now offers a complete 
line of fixtures, including many 


striking new designs 


.-- presented in a new catalog, 
packed with sales-making 
illustrations in full-color 


A complete line of Moe Light fixtures 
is really good news, isn’t it? Yes, for 
the first time you can offer your cus- 
tomers Moe Light quality, Moe Light 
beauty, and Moe Light price — in 
beautiful fixtures designed by Moe 
Brothers for every room in the home. 

Moe Light has always been a real 
profit-maker! Now it has everything: 
a complete packaged line with the 
beauty and quality of fine custom- 


~ a —— 


CCQ 


Muieieidte « okt Oat 









M-1000 
Fluorescent | 
Desk Lamp 


M-418 
Fluorescent 
Bed & Wali Lamp 
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MOE BRO 





built fixtures ; the price-economy of up- 
to-date volume production methods; 
the design ideas, facilities, and de- 
livery you expect from a major source 
of supply; and valuable support of a 
national advertising program. 
When you sell Moe Light—you’re 
all set for a profitable share of the 
big 1948 building and modernization 
market. In any year, the Moe Light 
line is the shortest distance between 
you and profits. Start your plans 
early by ordering a supply of the new 
Moe Light catalog today! Dealers: 
order from your local distributor. 
Distributors: order direct from — 


OM ERS 


on special 
Moe-Light 
display deals. 





M-218 
Fluorescent 
Pin-Up 


nme “clu ring (“o Guay 














CHAMPION 1 Incandescent bulbs and Fluorescent tubes have the 
quality that wins new accounts and keeps your customers com- 


ing back to you for lamp replacements. 


They're easier and more profitable for you to handle—no red tape, 
no contracts, no restrictions. CHAMPION’S low overhead and 
clean-cut distribution policy means lowest cost and highest 
profit. You can do more lamp business and make more money 
selling Champion Lamps. 





CHAMPION LAMP WORKS 


aaa 
Lynn, Massachusetts ai 


A DIVISION OF CONSOLIDATED ELECTRIC LAMP co 
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his shows Virden Fluorescent 





in one of its most popular models. Without 
apologies, may we say that not only is it the 
finest fluorescent you can buy but it is dis- 
tributed by the country’s finest distributors 
and backed by the finest service. 


VIRDEN VALUE 


a © = As individual units or as continuous lines of light, 
Virden Fluorescent brings you unusual beauty 


and dignity with unusually high efficiency. 


See your Virden wholesaler. 


. 








“possibilities 
unlimited “’ 


—so we said 
in announcing P 
these fixtures. 
it is still 
just as true. 











. 














This complete Pendant fixture No. VF-8440-P illustrated is dee - 
signed and constructed for individual mounting . . . and is an 
o ~ assembly of the following Kits: VK-744 Basic Chassis, VK-440 
~ ad 4-Lt. Shield, VK-300 Twin Stem Pendant. 








This row of Continuous Pendant fixtures is an assembly of the following 
total Kits: 3—VK-744 Basic Chassis, 3—VK-440 4-Lt. Shields, 3—VK-200 
Single Stem Pendants, 2—VK-600 Spacer Couplings . . . as indicated by the 
cut-off illustration, it can be added to indefinitely. 
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‘7.50 LIST By FOR THIS 


SMART NEW LIBERTY CHIME 


with chime transformer, 
if matching pushbutton, com- 
plete with everything but the wire. 


Seven other sales-wise designs in 
Liberty two-tone chimes list from 
$10.95 to $3.50. All but the two 
lowest priced models come com- 
plete with chime transformer. 





Lhe elt 
NCE 1924 





o. 0. 0, % 


MOMS ; E 


apo 


Liberty Chimes are priced to sell the 
small home mass market. Liberty's 
national advertising in these maga- 
zines helps you make the most of this 
market. 


MANUFACTURING COMPANY 


MINERVA, OHIO 
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te 4-LAMP SLIMLINE * No. 5096 ye 2-LAMP FLUORESCENT + No. 5000 


COMPLETE FIXTURE | A \ COMPLETE FIXTURE 


ene: No. SL. 50K 


COMPLETE FIXTURE 


ACCESSORIES BASIC UNIT 


“> \ \ 
= hy \ N 8810 
for m —S—— Ny, - 


COMPLETE 


BASIC UNIT 


No 24% ] ) . \ \ FIXTURE 


= 
O O 


O O 

UR fiftieth anniversary 

Jubilee fixtures are out- 

standing in construction and 
appearance. They are sub- 
stantial, simple to assemble. Complete fix- 
tures have hinged metal louvres and fluted 
polystyrene side panels and decorative end 
plates which attach to the basic fluorescent 
or slimline fixtures. 
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CAREY 


THE LEADING MANUFACTURER 
TO MAKE ALL YOUR 
COMMERCIAL FIXTURES WHETHER, 
SLIMLINE, FLUORESCENT OR 
INCANDESCENT 


Leading Wholesalers say: 


‘“GARCY HAS THE BEST SELLING 
COMMERCIAL LIGHTING EQUIPMENT” 


As we enter a second half century we look forward 
to greater accomplishments with an organization 
geared to that end. We are ever interested in the 
greater success of our electrical wholesalers and 
contractors through lighting sales. In this regard we 
pledge our continued cooperation as in the past 


Our New Home 


Our new home was made nec- 
essary because of the growing 
demand for GARCY lighting 
equipment. Our huge facilities 
are now streamlined and mod- 
ernized to meet highest produc- 
tion peaks and to keep GARCY 
ahead in design.and quality. 
From this lighting headquarters 
will flow the best in lighting 
fixtures—equipment of greatest 
durability—of easiest installa- 
tion, and of lowest maintenance 
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oo NEW YORK OFFICES & WAREHOUSE 


600 BROADWAY - NEW YORK 12, NV. ¥. 


GARDEN CITY PLATING & MANUFACTURING CO. 


1750 NORTH ASHLAND AVE. CHICAGO 22, ILLINOIS 





= 7 Yet Moa - 
For homes, stores, offices, schools and shops 4 VOLTS 120: 240 a P main BREAKER 


Stl BREAKER AMPS OW Hanne 


where space is at a premium, that’s where | LE Teakouere wach oess § 
1 


the Cutler-Hammer Type MO 4 Multi- ‘ : | tow on 


Breaker finds its market. Measuring ap- 238 | | 0 oN 
proximately 5” x 7” it provides a thermal f: OFF = 
trip that lags on harmless overloads and a 1 


magnetic trip that acts instantly on short hy 5 =a * 

circuits. It providés 4 breaker poles in 15, , . 
. 20 or 30 ampere ratings easily adaptable to 
‘double pole requirements. It is easy to in- 

stall and wire and is Cutler-Hammer engi- 

neered throughout. The MO 4 is available 

for surface or flush mounting. It can be used 

either as a service entrance or as a distri- 

bution unit. Feature it . .. there’s a grow- 

ing market for it. CUTLER-HAMMER, 

Inc., 1327 St. Paul Ave., Milwaukee 1, 

Wisconsin. 














—— aw 


GReRAMMIER 





It measures only 5x7 yet it provides thermal-magnetic 
trip, has 4 poles, is easy to install and wire 


and...it’s CUTLER-HAMMER engineered throughout... 
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BEAMED TO YOUR 
ee 


THROUGH YOU and other wholesalers is sold 







each step in the manufacture of its wire and cable. 








the bulk of the huge volume of Roebling elec- From copper conductors drawn in the Roebling 
trical wire and cable. Roebling advertising brings mill to their tough, dependable jackets, they're 
business to you before it brings business to efficient, trustworthy, long-lived... tested by 
Roebling . . . it is thus essentially your advertising scientific methods . . . giving top performance and 
... reaches engineers, contractors, industrial and economy on the job. 





commercial users in your market . . . helps create 





orders and profit for you! 





; JOHN A. ROEBLING’S SONS COMPANY 
But all successful selling must be backed by TRENTON 2, NEW JERSEY 






quality products, and Roebling carefully guards Branches and Warehouses in Principal Cities 











Add up the advantages of selling the Roebling line and you've a 
sum total that goes to town: 








Complete lines of wire and cable ... over 60 types for every purpose. 







Sales and service assistance from Roebling Field Men... 
technical cooperation that spells customer satisfaction. 







Branch warehouses .... close at your hand, fully stocked, backing you with 
fast efficient service. 






 ROEBLING 


A CENTURY OF CONFIDENCE 


ROEBLING 
— 









* WIRE ROPE AND STRAND *® FITTINGS * SLINGS 
*% SUSPENSION BRIDGES AND CABLES *® AIRCORD, 
AIRCORD TERMINALS AND AIR CONTROLS *® AERIAL WIRE 
ROPE SYSTEMS *® ELECTRICAL WIRE AND CABLE 
* SKI LIFTS * HARD ANNEALED OR TEMPERED 
HIGH AND LOW CARBON FINE AND SPECIALTY WIRE, 
FLAT WIRE, COLD ROLLED STRIP AND 
COLD ROLLED SPRING STEEL * SCREEN, HARDWARE 
AND INDUSTRIAL WIRE CLOTH * LAWN MOWERS 
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New Cluster Adapter (write for new 
bulletin). Latest Revere Creation. Clus- 
ter fitting accommodates one to five 
projector spot or projector flood lamps. 
Made of aluminum, Light weight. 
Mounts on any existing area or pump 
island light with '‘2” pipe fitter: 
dresses and lights up service station 
without adding expensive pole equip- 
ment. 







l : 7 ; 
= AIGHTING EQUIPMENT mie 
Progressive salesmen like the Revere line for its com- seni q Te” 
= 


pleteness. Its diversification covers a wide field and ae fe 

offers lighting equipment to meet the requirements of Si sited 

Service Stations — Airports — Sports, Industrial and ~— can toe ont 
Marine lighting. It’s a line for customer-satisfaction 
because of its ease of wiring and low cost of main- 
tenance features. Make Revere Catalog data part of 
your sales equipment. The catalog is jam-packed with 
suggestions and illustrations that stimulate the sales 
imagination. It’s a selling tool to impress upon your 
customer — the QUALITY, WORKMANSHIP and 
EXCLUSIVE DESIGN of Revere lighting units. Use 
it for greater sales volume. 


















\ 


. 
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3800 Series—Revere Eliptor. 300- 
500 watt. 750-1,500 watt. In- 
geniously designed. All alumi- 
num er porcelain enameled colors. 



















Open and Enclosed 
Floods. A supreme 
line in 150 to 1,000 
Watt sizes for any 
type of mounting. Also 
portable models. 


VVVAVLVTE ae 


No. 3018—Convertible—Weath- 
erproof. Accommodates extra 
floods (see cluster tight on 
left). 





AL LLLP 


No. 4200 — Enclosed 
Flood. 750 — 1,000 — 
1,500 Watt. Weather- 
proof easy to service 
unit, has rotation fea- 
ture with degree mark- 
ings. 












The Revere Hinged 
Floodlight Pole. 
Eliminates haz- 
ardous climbing 
to clean or serv- 
ive floodtights. 
20, 24 and 30 foot 
mounting heigh's 


“A 


Revere Pylon-lite. Its top 
area lighter (No. 3650-S) is 
available with one, two or 


a 


3080 Series—Open or enclosed three top floods. Glass col- 


floodlight. For lighting large a rem 9-S.5452-L ALT.-4 300-500 umned and fluorescent lighted. 
areas. Alzak alum num refiec- 7 — Watt Enclosed (Navy type) Area and top floods can be 
tor. 300 to 500 watt PS lamp. ~ , i. Flood. Concussion, vibration had in colors to match sta- 
500 to 1,000 watt Bipost lamp. 7 and exposure resistant. tion color scheme. 


REVERE eBiesrnic. MFG. © 





6011 BROADWAY + CHICAGO 40 ILLINOIS 


INDOOR AND OUTDOOR LIGHTING EQUIPMENT FOR EVERY NEED 





36 


ELECTRICAL WHOLESALING— April, 1948 























note FF aang 


































Whats 


(A 63-second quiz about typical products 
in our big family of wiring materials.) 


1 

I never make a bit of noise, yet 

my smooth, efficient operation results in 
long service life that is something to shout 
about. Electrical contractors like to put me 
in bedrooms, theaters, offices, and many 
other places where silence and top 
performance are especially 

desirable. What’s my name? 




















Cost-conscious electrical 

contractors have found that it 

is often advisable to use me in place 
lead-covered cable for installations in race 
Ways in wet locations. They find that I am 
easy to install and can use smaller conduit. 

I really have two names. 

What are they? 


ot 


Sometimes I wear asbestos, 
sometimes glass, and sometimes silicone 


round, square, or rectangular. Users can ben¢ 
me easily, but I will not crack or rupture. 

A great many electric products work 

better and last longer than ever 

because they have me. 
Guess who? 





I am coated inside and out 

It’s difficult to hurt me with even 

the toughest treatment. My color is 

white when I fight atmospheric corrosion, black 
when I fight chemical action. Many types of 
boxes and fittings have been designed 

to go with me perfectly. My name 

is so well known that it should 

be easy to guess 


ios 8 Rae 


os rer ish 


I have thousands of parts, of many 

sizes, types, and capacities. I am readily 
available in any quantity. My parent has t 
best-known name in electricity. 

Know what it is? 
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with either glass or asbestos. My core can be 


GENERAL & 





y Name? 


ANSWERS 


1 


it’s General Electric's silent 
mercury switch, the specifica 
tion-grade switch that helps to 
improve the quality of any wiring job. We'd like to 
remind you, too, that it is now T-rated 10 amperes 
at 125 volts to meet today’s heavy loads. 


My name is either G-E RW —for rubber-insulated 
moisture-resistant wire—or G-E TW, for thermoplastic- 
insulated wire of the same type. We suggest you 
recommend RW or TW for economy in raceway in- 
stallations in any of the following: (1) underground; 
2) in permanently moist locations; (3) in concrete 
slabs or masonry in direct contact with the earth. 














The name is one thing upon which good electrical 
performance depends—Deltabeston* magnet wire. It's 


1 


interchangeable with double-cotton-insulated magnet 
wire, and smart electrical contractors everywhere 
know that using it is one of the best ways to insure 
reliable motor service under all conditions. 











If you've ever stocked conduit you've probably 
guessed that these names are G-E White and G-E 
Black rigid conduit. They are bywords for quality 
wherever conduit is used. The rest of the G-E line of 
raceways includes boxes, hangers, fittings, ‘‘flex’’ 
and EMT—all made to work to the best advantage 
with one another. 


The answer should be easy—General Electric’s full 
line of wiring materials. Whatever you need—wire, 
cable, raceways, wiring devices, fluorescent acces- 
sories, of every variety—your best single source of 
supply for dependable quality is always General 
Electric. We'll be glad to give you full information 
on any products in this full line. Just write to Section 
K11-426, General Electric Company, Bridgeport 2, 
Connecticut. 


ELECTRIC 


* TRADE-MARK REG 


! 


U.S. PAT. OFF. 





(Censored) U. S. Gov't. Manhattan Project Metropolitan Life Insurance Co. Housing Project 
Oak Ridge, Tennessee Bronx, New York 


Municipal Auditorium Federal Building and Post Office 
Kansas City, Missouri Pittsburgh, Pennsylvania 
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ELECTRICAL CONDUIT 
...in the Nation’s 
= —_ BUILDING PROJECTS 


For almost half a century, great buildings and public projects across the nation have 
specified PITTSBURGH STANDARD Electrical Conduit for safe, dependable wiring 
protection. A few of these installations which are using PITTSBURGH STANDARD 
are pictured here. Others, large and small, cover the entire country. 





Although today’s unprecedented demand is causing some delay in the delivery of 
PITTSBURGH STANDARD Conduit, we are striving for maximum production that 
still must be consistent with our highest standards of quality. 


SNAMELED METALS CO. 


General Offices and Mills 
61 BRIDGE STREET PITTSBURGH 23, PA. 


(Courtesy T. W. A.) (Courtesy Beverly Hills Citizen) 
Supreme Court Building Hoover Dam, Colorado River Beverly Hills City Hall 
Washington, D.C. Arizona Beverly Hills, California 








brings not only MORE LIGHT without annoying glare™ 
... but a NEW experience in SEEING! 
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eng that actua en: 
” GLOWS WITH LIGHT:": 






















for schools = stores = offices 


High levels of illumination... 100O—120—130—or more foot- 
candles... but only a light meter would know it! That is the 
miracle of Sky-Glo... high levels of illumination without aware- 
ness of the fact! Ease of seeing...without awareness of the reason 


. reusere® 
# miro” 
ee . syste™ 


“sky-O" cailind 





—so restful...unobtrusive...and stimulating is Sky-Glo lighting! 











SKY-GLO IS A SYSTEM OF VINYLITE 
LOUVERS, CHANNELS AND FITTINGS 
.. that make possible ceilings which 
glow with light. For rooms old and 
new. Expensive ceiling alterations 
are unnecessary as Sky-Glo can be 
installed below the ceiling, at any 
point from 8'6” above floor. Vinylite 
is a product of Bakelite Corp.; has a 
light transmission factor of 71%. 


Sky-Glo cannot be described. 
You must actually be present in 
a Sky-Glo illuminated room. 
Then, only, can you appreciate 
the statement that Sky-Glo 
makes possible a new experience 


in seeing! Then, only, can you see 


what a difference there is between 
a glowing ceiling of light and 


individually hung light sources. 


READY, NOW, is the Sky-Glo 
“Bulletin SC’... the book that 
tells why Sky-Glo is one of the 
most significant developments 
in fluorescent lighting. . . in 
terms of lighting performance 
...in terms of installation... 
application... .modernization... 
maintenance! Mail the coupon 
for your free copy. 


* At 130 footcandles, ceiling brightness is less 
than | candle per sq. in. (452 footlamberts). 





BENJAMIN ELECTRIC MFG. CO. 





Dept. GG, Desplaines, Illinois 






Send, without cost or obligation, copy of Sky-Glo “Bulletin SC”, 


| 

| 

| 
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The BIG sizes move fast in ALUMINUM 


















Because the lighter weight of aluminum conductors 


means startling reductions in cable costs. The bigger 








the conductor, the more they save—the more you sell! 

Take weatherproof Neoprene-insulated aluminum 
wire, for example—available in sizes up to 500,000 
em. On one job, No. 4 insulated aluminum wire 


weighed 81 lbs. per 1000 feet. The alternative insulat- 


§ ed copper wire weighed 112 lbs. No wonder your sales 
f will go up when your customers figure it in aluminum! 


Aleoa E.C.* Aluminum is drawn, stranded. insu- 
i lated, and sold by leading wire manufacturers. More 
than 12,000,000 Alcoa sales messages this spring are 


telling your customers about it. Ask your supplier or 






NO PROBLEms 


write ALUMINUM COMPANY OF AmerRIcA, 1442 Gulf - 
joints and terminals 






Building, Pittsburgh 19, Pennsylvania. 






NO PROBLEMS 
of conduit layout 


*i. C.: Electrical Conductor Aluminum 





AND YOUR SUPPLIER 
HAS IT! 


Insulated and sold by leading wire manufacturers ALE 
i * OA 7D ALUAINVAR 


FOR ELECTRIC WIRE AND CABLE 












> 
> 
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Every one you 





When you sell a BullDog lighting panel, it doesn’t forget you! 
. Every BullDog Panelboard is well-styled, efficient. . . sells 
your customers the idea of coming to you again for future 
needs in electrical distribution equipment. 


Utility plus good looks 


ULLDoGc Superba Panelboards are for 
| | paneoesione where fine appearance is 
as necessary as good performance. 

Standard Superba features fuse doors 
interlocked with switch handles to provide 
extra safety. All fuses are “dead” before 
they become accessible. 


Modified Superba has all the advantages 
of Standard, except the safety interlocked 
fuse doors (intended for installation where 
normal service will be performed by elec- 
tricians only). 


Both panelboards have the exclusive 
OMNI-BUS feature, which permits easy 
balancing of loads. Heavy-duty toggle 
switches, with quick make-and-break 
action, minimize danger from arcing and 
burning. 

* * * 


The story of BullDog Lighting Panel- 
boards reaches 316,931 prospects through 
advertising in 11 leading trade publica- 
tions. This helps your selling job and you 
should profit by it. 


eer raseee 
Cg Ne mi ity EE TO 


a 


Cutaway view of standard 
SUPERBA phenolic unit, featur- 
ing OMNI-bus bars, rugged tog- 
gle switches—all adding to the 
appearance and utility of this 


ty lighting panel line. 
¥ 
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BullDog manufactures Vacu-break Safety 
Switches * SafToFuse Panelboards * 
Superba and Rocker Type Lighting 
Panels * Switchboards * Circuit Master 
Breakers * ‘‘Lo-X"’ Feeder BUStribution 
DUCT ¢ “Plug-In” Type BUStribution 
DUCT © Universal Trol-E-Duct for flexi- 
ble lighting * Industrial Trol-E-Duct for 
portable tools, cranes, hoists, 
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Close-up of ROCKER-TYPE 
molded unit, designed for dur- 
ability, maximum dielectric 
strength, and heat resistance 
-« + « plus a simplified switch 
mechanism with durable rocker 
handles. 


BullDog’s Field Engineers welcome the opportunity of dis- 
cussing layouts with Electrical Wholesalers in the early 
planning stages of a building project. Their special 
knowledge and experience frequently contribute to an 
outstanding electrical distribution layout ... and mean 
Savings in installation and maintenance costs, as well as 
highest efficiency and reliability in actual installation 
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Ruggedness first 


ULLDoG Rocker Type Panelboards are 
i aestenes for use where heavy-duty 
performance comes first. Good appear- 
ance, while secondary, is not overlooked. 
Rocker Type Panelboards are trim... 
efficient-looking. 


BullDog Rocker Type has branch circuit 
units of molded material . . . arc-resisting, 
noncarbonizing, and nontracking. 

Breakage of switch handles is at a mini- 
mum in rugged Rocker Type Panelboards 
Quick make-and-break action, with 
smooth-working, knife-edge bearings (re- 
quiring no lubrication), insures ease of 
operation. When a lighting set-up calls for 
a panelboard that can take it, sell BullDog 
Rocker Type. 

* * * 


For full technical information on Bull- 
Dog SUPERBA or ROCKER-TYPE Panel- 
boards, call a BullDog Field Engineer. 
There’s one nearby who will be glad to 
answer your questions. Have him show you 
a BullDog installation in your own neigh- 
borhood. 


BULLDOG ELECTRIC PRODUCTS 
COMPANY 


Detroit 32, Michigan—Field Offices in All Principal Cities 
in Canada: BullDog Electric Products of Canada, Ltd., Toronto 
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Why not take advantage of this prebuilding service? HEADQUARTERS FOR ELECTRICAL DISTRIBUTION 
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Cpe handed fare 


When it comes to electrical fittings, a century of foundry expe- 
rience goes a long way in producing the kind of fittings con- 
tractors like to use. Every Gedney fitting is made of highest 
grade, unbreakable malleable iron, smoothly finished and rust- 
proofed. They are designed to fit the job and packaged in 
convenient quantities in durable metal-edged cartons. Stocking 
Gedney fittings is good business for wholesalers because 


electrical contraetors everywhere ask for them by name. 


ee 





The complete line of Gedney 
fittings is fully described in the 
new 62 page catalog. Illustrations 
and special cross-indexing make 
it easy to use. Why not ask for 
your copy, now. 


GEDNEY ELECTRIC COMPANY, RKO BLDG., RADIO CITY, NEW YORK 20, N. Y. 
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| say WiremotD it 


Maybe it’s because I’ve installed so many WIREMOLD jobs... 
but it’s my choice for surface wiring. With ten basic intercon- . 
necting systems, you can meet the wiring needs for any lighting 
application . . . and a minimum number of fittings means quick, 
easy installation. Schools, restaurants, offices, stores ... there 
are plenty of lighting jobs, large and small, in every territory. 
Next time you plan wiring for modern lighting, be sure to 
plan efficiency .. . plan to WIREMOLD it! Here’s a typical 
job. It’s what I mean when I say fast, neat installation .. . 
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Two runs of 1000 WIREMOLD, 
each with a capacity of ten No. 





12’s, from panel box... .one 
to feed fluorescent fixtures on 
ceiling ... the other to feed 


convenience outlets and sidewall a 

¥ | ; | Use 1028 Utility Box to branch 

pyre a off with 500 WIREMOLD to 

feed each row of fluorescent 

fixtures ... another example of 

a pull box fitting that makes 
installation easy, 

















' 
: 
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Mount fixture’ with no-bolt 
fixture stud, on 5739 base cut to 
fit. Notch canopy to take 500 
WIREMOLD. 


Write today for a copy of the WIRE- 
MOLD Catalog and Wiring Guide No. 17 


2wMas 


THE WIREMOLD COMPANY ¢ HARTFORD 10, CONNECTICUT 


Sold throvugn ELECTRICAL WHOLESALERS... Installed by ELECTRICAL CONTRACTORS... Everywhere 
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Big 55" x 16" full-color WINDOW Stags » " 
ties in with Westinghouse natio va - 


hd 














Set of nine full-color PENNANTS, each 12" x 8/2", 
printed both sides. For window and store interior. 


lune YW TED MALONE EVERY MORNING, MONDAY THROUGH FRIDAY, A.B.C. NETWOR 
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to BOOST your Lamp Sales! 


7eCe TO ALL WESTINGHOUSE LAMP 


power Moca ; DEALERS...ORDER YOUR NEEDS TODAY 
: wen, / Impressive, eye-catching display pieces like these 


AV,9/ are included in the Westinghouse Lamp Display 
estinghouse/ : t 


Kit— 1948 Offer No. One. Each display is well de- 

Me amore you Amu cm | signed and in full color, to help dealers everywhere 
LAMPS / tie in with the Westinghouse national advertising 
now appearing in Time, Saturday Evening Post, 


This Week and Parade. 


Now is the time to dress up your windows and 
counters with customer-stopping, sales-boosting 
lamp displays. Light bulbs are bought on impulse, 
and the more ways you display them the more you sell! 


Fill in and mail the coupon below for your dis- 
splay material requirements. Each kit includes ex- 
ma: a bax cards, price tickets and a handy lamp price 

‘ together with the colorful display pieces 
tad ere. Lamp Division, Westinghouse 


vd . 
ae. Bloomfield, N. J. 


Sve 


nghouse 


OFFIGES EVERYWHERE 


Oo 
WERM oo me 


NOTE—Send this coupon to your EWH-4 
Westinghouse Lamp Representative or to.. 

WESTINGHOUSE ELEctrRic Corp. 

Lamp Division, Bloomfield, N. J. 


Please ship, no charge, Westinghouse Lamp Display Kit— 19148 
Offer No. | 


, vy | FORK; 
Me Wodd St., PITTS- 
CISCO; 411 N. 7th St., 
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CRESCENT 


ABC 
ARMORED CABLE 


Has These Improved Features 
Which Make Installation 


Easier — Quicker — Safer 


“= BOND STRIP UNDER ARMOR 

Permanently low armor resistance is provided in 
sizes No. 14 and 12 AWG by use of a flattened, 
bonding wire which is in contact with the under 
side of each convolution. These sizes now are 
smaller and lighter, since they use the smaller di- 
ameter Type R conductors of the 1947 National 
Electrical Code. 


PREFABRICATED BREAK LINES 

The Cut Mark (at 1/2” intervals) shows the loca- 
tion of a prefabricated breaking line inside the 
armor. Only a few strokes of a file guided by the 
Cut Mark are required to cut through one outer 
ridge, and a bend by hand severs the armor. This 
results in a clean separation with no sharp edge— 
a safer, easier and faster job. The prefabricated 
breaking lines are so designed that there is no 
reduction in tensile strength, bending quality, 
crushing resistance and electrical conductivity 
of armor. 





In the last 20 years alone, over SIX BILLION FEET of Armored 
Cable have been produced by the industry. Armored Cable 
provides the only general purpose, factory-assembled and 
tested, metal protected wiring system. 


Write for BULLETIN 455 





INSERT BUSHING 


— CRESCENT 
@) WIRE and CABLE 


CRESCENT INSULATED WIRE & CABLE 
TRENTON, N. J. 
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Featuring 
the 
Exclusive 


“Jacknife” 
Hinge! 


Installation Is Fast... Easy! 


The ballast-free channels are hung first—either on the ceiling 

or suspended—singly or in continuous rows. Then follows simple, 
straight-through, unobstructed wiring. Finally, the complete reflector 

unit, which contains reflector, ballast, starter, wiring, lamp holder, lamps, 

and louvres, is put up in one simple, hook-on operation. That's all there is to it! 
Available for 2 100-watt or 

2 40-watt lamps. 


The GUTHLITE provides 
. efficient, glareless, down 
ptind light, comfortably pleas- 
ing ceiling light, and beauti- 
ful soft-lighted sides. There 
are no horizontal light-reflecting 
surfaces to gather dust. 
The reflector and Exterior are finished 300° PERMALUX WHITE, with 
satin finish ALZAK aluminum louvres, polished aluminum 
end ornaments, (removable when used in continuous rows), 
and decorative die-cut light windows in ends. A truly beautiful 
luminaire. Write today for detailed information—Bulletin No. 1845B 


e " Li9 
"ti fy “Radiant Glow 


“Jacknife” Hinge Makes It Simple to Service As 1-2-3! 


- 


\s 
oh 


THE EDWIN F. 


{pril, 1948 


Fun fh twist of the 
wrist opens the spring 
latch — releases the 
reflector unit to 
swing down, smooth- 
ly and safely, on the 
“Jacknife” Hinge. 


ELECTRICAL WHOLESALING 


) * Reeled spring 
counter-balance re- 
flector channel; 
means easy lower- 
ing and raising. Cir- 
cuit is broken as 
soon as Fixture is 
opened. 


GUTH ¢O.e ST. 
Leaders in Lighting Since 1902 


*Trade Mark. U. S$. & Canadian Patents Applied for 


i ae ‘ 2 
* 
— = 


‘3 From the floor, 
lamps and starters can 
be changed; reflectors 
and louvres can be 
dusted. As an added 
feature, the entire 
channel can be un- 
hooked and removed 
for thorough washing. 


fir 





Millions of new homes, apartments, hospitals, 
schools, factories and other types of building, not 
counting remodelling programs, all of which will 
include the use of one or MORE low voltage type 
transformers. Buzzers, bells, chimes, annunciators, 
electric locks and many other electrically operated 
devices require heavy duty type, dependable 





transformers, such as Acme Electric builds. 


Now is the time to build a reputation as a source 
for better performing — long life equipment. You 
can start by supplying Acme Electric bell ringing, 
chime and signalling transformers. Write for 
Bulletin J170. 


BELL RINGING TRANSFORMERS 


A heavy duty transformer made of lamina- 
tions of high grade silicon steel, fully in- 
sulated coils, in a protective frame of 
heavy gauge steel. Each transformer is in- 
dividually tested before packing. Properly 
installed, it should last a lifetime. Can 
also be furnished with Universal mounting 


CHIME TRANSFORMERS 


Designed to provide exactly 16 volts sec- 
ondary—not 12 or 14, and thereby provide 
the precise voltage to properly operate 
chime plungers. A heavy duty, well con- 
structed unit with all quality materials. 
Available with screw terminals or second- 
ary leads, with or without Universal 
mounting outlet box plate. Popular de- 


SIGNALLING TRANSFORMERS 


Two features that help sell Acme Electric 
signalling transformers are the ease of in- 
stallation with knockouts for conduit or 
cable and individual connection compart- 
ments with long primary and secondary 
cables. Transformer is completely sealed 
against moisture, dirt or tampering. Avail- 
able in ratings from 50 VA to 750 VA. 


plate for outlet box. signs carry U. L. approval. All sizes meet U.L. specifications. 

Acme Electric manufactures Luminous Tube Transformers—Fluores- 
cent Lamp Ballasts — Cold Cathode Lighting Transformers and 
Ballasts — Mercury Vapor Lighting Transformers — Radio and Tele- 
vision Transformers — Electronic Transformers — Door Bell, Chime 
and Signalling Transformers — Safety Transformers — Voltage 
Regulating Transformers—Step Down Transformers—Control Trans- 
formers — Warp-stop Transformers — Capacitor Transformers for 
Power Factor Correction—Air Cooled Power Transformers—Rectifiers. 


IN CANADA: ACME ELECTRIC (CANADA) LTD. 


824 Notre Dame St., West Montreal, Que. 


ACME ELECTRIC CORPORATION 


67 Water Street Cuba, N. Y. 
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o{) STRENGTH - RIGIDITY 
SAFETY - SMOOTHNESS 
|MON-RUSTING 





Do you have the entire 
Killark catalog of the com- 
plete Killark Line? If not, 
send for it. 


Offices and Warehouses: Atlanta, Baltimore, Boston, Chicago, Denver, Los d 
Angeles, Pittsburgh, San Francisco, Seattle and Syracuse. Offices: Cincinnati, Van eventer & Easton Ave, 
Cleveland, Dallas, Detroit, Kansas City, Minneapolis, New York, Philadelphia, $T. LOUIS 13, MQ. 





CLIFTON 


MANUFACTURING CO., Inc. 
BOSTON 26, MASS. 
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YARDLIGHTS 


No. 8972 has 12” porcelain enameled reflector 
No. 8974 has 14” porcelain enameled reflector 
No. 8976 has 16” porcelain enameled reflector 
Completely assembled and wired 

For REA installations 


WEATHERPROOF 
SOCKETS 








8972—8974—8976 


@ Now made in alumi- 
num. 


@ Tapped for 12" con- 
duit. Will fit any 
fixture with 214” 
holder. 


5201 


VAPORPROOF 









































2800-2804 2801 


Now made in aluminum 


No. 2800 has a cast aluminum hood tapped for 
'/>° pipe—60-100 watt lamp used 


@ No. 2804 is for 150-200 watt lamp 


No. 2802 is an outlet box type and can be mounted 
on either a 3!/,” or 4” box—60-100 watt lamp 
used 


No. 2801 wire guard made especially to fit No 
2800-2802 


% JACKSON Lighting Equipment sold exclusively thru 
Electrical Wholesalers. 


% Manufacturers of Industrial Lighting Equipment. 


JACKSON ELECTRICAL COMPANY 


900-910 W. VAN BUREN STREET CHICAGO 7, ILLINOIS 
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And that symbol not only stands for best qual- 
ity,—it also stands for best service in delivering 
asbestos covered wire to meet your produc- 
tion schedules. 


As specialists in the manufacture of one type 
of wire only—Asbestos Covered Wire—we are 
qualified to provide you with wire that will 
meet your every requirement in quality, ap- 
pearance and durability. 


Every job that goes through our factory is 
handled on an individual basis. That means 
constant inspection for quality—and it permits 
close production scheduling to meet your de- 
livery requirements. 


RADIBESTOS WIRE and RADIX SERVICE are 
a combination that will give you complete 
satisfaction. 


Tell us your needs and 
let us submit samples and 
quotations. 


P a”: 


ADIX WIRE 


aNY - 


2800 EAST 55TH STREET - CLEVELAND, OHIO 











Y 
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Precision in Miniature — ee 
SANGAMO “* /y for -S TIME SWITCH 





Available for 


IMMEDIATE DELIVERY 





les brand new—and just what your trade has been 
wanting—the Sangamo Type S Time Switch! Small in 
size, low in price, this high quality, accurate time switch 
is an item that will mean quick sales—and ready profits 
for you. 

The Sangamo Type S Time Switch is an accurate, 
attractive product of Sangamo’s 20 years of experience 
in making quality time switches. It is powered by a newly 
developed Sangamo high torque, synchronous, self-start- 
ing, low-speed motor that is lubricated for life. 

Built to exacting Sangamo specifications, it assures 
truly accurate timing. The switch is designed for easy 
mounting on a standard switch box or for mounting on 
any wall. It is fully approved by Underwriters’ Labora- 
tories and is guaranteed for one year. 

The new Sangamo Type S Time Switch is available 
for immediate delivery. Place your order for stock now. 











Dimensions: 
3” wide, 5%’ high, 3’' deep. 





Features like these are > tenia ” Sangamo Quality Construction 









































Outside Manval Cover Readily Dead Front Precision Machined Dependable Simple Switchbox 
Operation Removed Safety Design Gears Low-Speed Motor Mounting 


pees || S T ji Write Salletin 
$12.45 (Trade Discounts Apply) or 


Get acquainted with the full story—speci- 
Available in Brown or Ivory cases. Type S has 


ton” and ‘tof soos heen aie fications —installations—applications 
raed Cast* aah tame “al eames y Aten to and prices. Write for Bulletin 1050C. It 


and Type SR are priced slightly higher. gives complete details. 
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MARKSTONE again leads the way 

straight to the hearts of America’s 
homemakers . . . with the most sensa- 
tional development ever conceived in 
fluorescent lighting—plastic-shielded, 
fully-enclosed home ceiling fixtures! 

Now you can give your customers the 
absolute tops in home illumination 
Aluore scent light softly diffu sed by BEAU- 
TIFUL TRANSLUCENT Plastiglo 
shields in plain or decorative patterns 
The Plastiglo shield, an exciusive 
Markstone development, fully encloses 
reflector and lamps, prevents accumula- 


IN THE H 


tion of dirt and insects, gives 85% light 
ethciency. 


And each Plastiglo-enclosed fix- 
ture provides a choice of 5 gorgeous, 
tarnish-proof, plated trim colors 
Chrome, Jeweler’s Gold, Chinese Red, 
Blue, Rose) for perfect decorative har- 
mony, plus a wide range of styles and 
sizes FOR EVERY ROOM IN THE 
HOME! It’s the highest achievement 
Markstone 
achievement that means bigger SALES 
VOLUME and PROFITS for you! 


in home lighting . .. a 


Cash in Now— Millions Want Fluorescent Fixtures for Every Room in the Home 








Congratulations to N.E.W.A. on its’ 40th Anniversary 
Markstone Fluorescents For Every Room In The Home at the private showing of 
residential fixtures, Lafayette Hotel, Buffalo, May 3 to May 


See the complete line of 








SALESMEN: A few choice territories are still open. 
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Design and mechanical 
patents pending. 





PLASTIC-SHIELDED, FULLY-ENCLOSED 
FLUORESCENTS...FOR EVERY ROOM 















eeeeeeaceveeeoeeeeaeasceeeeeeaeeeeete 


Here’s Selling Punch and 
Customer Appeal—Plus 


@ The first fully-enclosed, plastic-shielded 
home fluorescent fixture. 

® Non-destructible, lightweight, easy- 
to-clean Plastiglo shields. 

@ Decorative or plain Plastiglo pat- 
terns optional. 

@ Ribbed Plastiglo surface provides 
multiple light radiating surfaces— 
gives 85% efficiency. 

e@ Plastiglo shield fully encloses re- 
flector and lamps— prevents accumu- 
lation of dirt and insects. 

® Choice of 5 tarnish-proof, plated trim 
colors. 

® Wide range of styles and sizes. 

®@ Smart, distinctive designs. 

@ NATIONALLY ADVERTISED. 


eeeeeevoeveeeoeeeeaeeaoe eee eeeeeeeeeeene ene 
@eeeeeevoeeveeveeveeeeeeeeeeeeoeeeeeeee ee 


qat ORL REFUND 
. eoooreee gn * z> 
* Guaranteed by @ 


Good Housekeeping 
a ~ 


» A) 
©? AS apyeRtistd wis 


L. Approved 
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The tape you see MOST 
»»-in electrical tool boxes! 


The contractor buys ACCURATE 
Tape because he knows it goes on fast 
and stays put... tears off clean at the 


finish and won’t ravel. 


The wholesaler sells ACCURATE 
Tape because he knows a good thing 
when he sees it. He stocks the brand 

that dealers say outsells others so he 

can supply what’s wanted—keep his 


inventory moving—and deliver fresh, . 
clean goods always! 4 0 - 
- Dp, \ 





When it comes to fast sellers, you 
can’t beat ACCURATE Tapes for 


speed. Check your stocks of friction 


4 


and rubber tape, today. Then make 

your next order ACCURATE! Accu, 

rate Mfg. Company, Main Offices & 
Plant: Garfield, New Jersey. 


MMPES | 


OVER A QUARTER ) OF TAPE 
CENTURY SPECIALIZATION 


ee 
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© CONDUIT FITTINGS 


“CABLE FITTINGS . . . | 
“OUTLET BOXES . . SCREW DRIVERS 

*RE A FITTINGS 2... 

“TIME SWITCHES WIRES . | 

*E. M. T. FITTINGS | 

“YARD LIGHTS =. .| 


ah » BAR HANGERS . |_| 
*LUGS AND | 


NEWA ‘ws 4 
r 1908 —1948 


To NEWA our sincere 
congratulations on its 40th 
Anniversary—may you have 
many more and may 
we prosper together. 
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WHOLESALERS! 
Congratulations NEWA! 


AUSTIN CONTINUES TO KEEP PACE WITH 
DEVELOPMENTS IN THE ELECTRICAL INDUSTRY : 


As in former years, it is our privilege again to welcome all 
of our friends with whom we have enjoyed friendly business 
relations in the past. We are pleased to give greeting to 
our old friends and to add to this ever growing list the names 
of our new ones. 









NEWA Convention Statler Hotel 
c ABLE —week of May 3 to 7, 1948, Buffalo, New York. 


. FIXTURE FITTINGS 
RUBBER SPLICING COMPOUND 


. PORTABLE CORDS AND CABLE . . . 
| CONNECTORS... STRAPS AND HANGERS 
|. ROLLERS . . ELECTRICIANS TOOLS . 


* 



















. 1894—1948 
SU ..,..«ccunnvertuaedtenies We sell exclusively thru 


SEND FOR our catalog which | WHOLESALERS 


gives illustrations, descriptions, ' 
prices, and complete data onthe |! 


AUSTIN line. “lhe Vb BS. dastin Company 


NORTHBROOK, ILLINOIS 
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PLAN-O LLVLH 





















..» BECAUSE EACH PROSPECT SEES 
A LAYOUT CUSTOM-ENGINEERED 
TO HIS INDIVIDUAL NEEDS, 
AND GUARANTEED TO GIVE 
COMPLETE LIGHTING SATISFACTION.” 


—_— 
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SQYS Joseph Kurzon, President of Joseph Kurzon,Inc., 
Leading New York Wholesaler 


With a Frink pzaw-o-zr7T#, your customer sees a 
detailed blueprint of his proposed fluorescent installa- 
tion, custom-engineered by lighting experts to his exact 
requirements. He buys more readily, because he knows 
that by following Frink’s specifications he is guaranteed 
complete lighting satisfaction. 


Furthermore, a pzaw-O-zr78 easily convinces your 
customer of the advantage of installing guaranteed high 
quality L-I-N-O-L-I-T-E fluorescent fixtures. That means 
better lighting for him, more repeat business and 
bigger profits for you. 








Send today for complete information on Frink’s 
PLAN-O-LITE service, a sample packet of Pzan-o- 





zi7Te layouts and installation photos, and the new THERE'S NO EXTRA COST for a revealing Frink 
Frink catalogue. Clip the coupon now. PLAN-O-LITE \oyout.Every PLAN-O-LITE 
is custom-engineered to your prospect's indi- 
vidual needs. Send the coupon for information 











and somples. 








L-I-N-O-L-I-T-E Series 12.. 
only 3 inches deep . . . interchangeable 
hinged louver or glass door frame bot- 
tom, quickly opened or removed . . . 
designed for maximum efficiency, easiest 
maintenance . . . 2 or 4 lamps. 


\ THE FRINK CORPORATION 

\ 27-01 Bridge Plaza North, L. I. C., N. Y. | 
Without cost or eehionion. send your sample | 
packet of PLAN-O-LITE fluorescent layouts 
and photos to the | 



















( ) also please send catalogue of 
new Frink fluorescent fixtures. 4-M 


PE cchease moh THE FRINK CORPORATION 


27-01 BRIDGE PLAZA NORTH, LONG ISLAND CITY, N. Y. 


| Altention of ....... 
| 
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8 GOOD REASONS WHY 


...Wire insulated with GEON for manufacturing, 
domestic, industrial, and utilities wiring... 





x * y 
” + 
. ¥ 
+ | 
> Excellent electrical properties 
Thin coating of insulation * : 
More conductors in a given space 
Ease of handling * 
Easy stripping 
Light weight a 
Resistance to ozone, wear, sunlight, 
water, chemicals, and most other - 
normally destructive factors 
m1 14 colors including NEMA v4 
standards 
” Be sure to specify wire or cable in- 
sulated with GEON in order to get | 
* *% all these advantages. Or, for informa- 


K * tion regarding special applications 

a * + please write Department K-4. B. F. | 
Goodrich Chemical Company, Rose 
Building, Cleveland 15, Ghio. In 
Canada: Kitchener, Ontario. 













t ' i C “SOODRCH C 
. F. Goodrich Chemica ORRPARBY cs ccovwcr commas 


GEON polyviny! materials *« HYCAR American rubber + KRISTON thermosetting resins + GOOD-RITE chemicals 
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“Easy on the Eyes” with its smooth, neatly engineered appearance, the 
LPI CONSTELLATION also preserves vision with its soft, steady light. 
It's the last word in fluorescent illumination — and the Constellation’s 
combination of scientific efficiency and graceful design makes it the 
ideal fixture for almost any commercial installation. 

The Constellation is versatile, too. Made in 2-40 watt and 4-40 watt 
sizes, it can be surface or pendent mounted, singly or in continuous rows. 
It is a work of craftsmanship, carefully made for easy installation and low- 
cost maintenance. The Constellation can be equipped with attractive one, 
two and four lamp Spot-O-Lite units for effective accent lighting. 


Underwriters approved, union made, and sold through leading 
electrical wholesalers. 


LIGHTING PRODUCTS Inc. 


Hi GHtLA N D P A R K 








» CRLERetS 
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for “Circline”’ 
Fluorescent Tube — 
New Idea In 

Desk Lighting 














. Height 13”. All brass adjustable 





The Faries Manufacturing Company, established in 1880, 
has enjoyed cordial and successful business relations with 
the National Electrical Wholesalers Association for the 


40 great years of its life. 


Faries wishes to sincerely congratulate N.E.W.A. upon 


the attainment of its 40th anniversary. 
The 1948 FARIES LINE 


The Faries 1948 Catalog illustrates more than 60 modern, 
fast-selling numbers . . . desk lamps, floor lamps, torch- 
ieres, and a wide variety of special-purpose lamps. Write 


for your copy today. 
NEW?! The CIRCLARC 


The newest number in the beautiful Faries line is the CIRCLARC, 
supplied complete with the new 18 watt “Circlare” fluorescent bulb. 


The Circlare provides a maximum of light where it is needed 
most: on the working plane at 
the front of the desk. 


SPECIFICATIONS 


shade 7144” x 1414”. Single push 
button switch. Heavily felted cast 
base 6” x 12”. 10’ r.c. cord. 


Finish: Electroplated  statuary~ 
bronze with gold trim, or steel 
gray with gold trim. 





QO ANNCS Manufacturing Company. Deeatur. Il. 


d Pioneers in Lighting Equipment Since 1880 
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YES, the oe THE Connector 


LARGER SURFACES 








for the WRENCHES ~ a good-sized 
HEX Top and Bottom 





The men who use connectors appreciate the 
better design of the Penn-Union - - especially 
when they have to make a splice in close 
quarters, or any unhandy location. 

Better Design is a feature of the entire Penn- 
Union line, which includes Tees and Taps, Straight 


Sold by Leading Wholesalers 
PERR_UMOR ELECTRIC ee = Pa. 


Canada: Dominion Cutout Company, Ltd., 250 Richmond St. West, Toronto 
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Connectors, Terminals, Grounding Clamps, and 
many more fittings . . . every one thoroughly 
dependable, mechanically and electrically. Pre- 
ferred by leading users, who have found that 
“Penn-Union” on a fitting is their best 
guarantee of unfailing service. 
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220 Series 


200 Series 








300 Series 


F Mr. and Mrs. America added 
] to their family as fast as we’ve 
added Lifetime wiring devices to 
ours, they’d win a stork derby hands 
down. 

In only a little over a year, we've 
quadrupled the size of our house- 
volume 


hold. In a new, modern, 


production plant, Slater offers a 


constantly growing line of all 





Family Portrait 


- 
os 

"> ae. 
“77 . 


360 Series 








330 Series 


100 Series 


400 Series 


} 


270 Series 


Bans 


170 Series 


275 Series 


ST CNMI I A RES BEET es Nw 





needed wiring devices for the con- course, approved by Underwriters’ 


struction and manufacturing fields. Laboratories, Inc. 
Items shown simply represent Slater has the wiring device for 
typical examples of acomplete line —_ your specific application. Write for 


in each category, which are all, of catalog. 





yorK 


ELECTRIC & MFG. CO. Yilstime icing 7 ical 


wooosidDe, 
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\ Some days only auxiliary heat is needed ... some days only 
regular heat... but efficiently designed heating plans now 
call for both. 


The @ Quikheter blends perfectly into a situation such 

as this. It provides instant, early morning heat and comfort 

to normally chilly bathrooms, bedrooms, nurseries... or 
Ts | wherever and whenever extra heat is needed... at a cost of 
only a few cents per hour of continuous operation. 
Quick-acting, requiring only the flip of a conveniently 
located switch, these noiseless, long-lasting units are specifi- 
cally designed to meet the need for variable heating re- 
quirements in the home. 





Attractive in appearance, low in cost and easy to install in 
new or old homes, the economy-famous Quikheter is com- 
plementary to any room...and adds substantially to the 
overall comfort, convenience and value of the home. 


ee 


st ass 8 Bina 


Available in single units of 1000 and 1500 watts and twin 
units of 2000 and 3000 watts. Separate control switch can 
be placed anywhere for your convenience... with thermo- 
static control also available, if desired. 





See your electrical contractor for details or write for Bul- 
letin No. 77. 





nk e€dam Electric Co. 


ST. LOUIS 13, MISSOURI 
ME eSB Sea A.” oe 
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“‘WHAT’S THE QUICKEST, CHEAPEST WAY 


OUT OF CONDUIT TIGHT SP@TS?” 
“4 ‘Split couplings— 


made by OZ........... 


with that tough coupling job where it’s impossible to screw 
“L” conduits into ordinary fittings . .. what you need is the 
O. Z. Split Coupling. Simply butt the conduit ends within 
the opened Split Coupling, tighten the two nuts and you 
have a permanent joint. No turning or twisting is necessary 







—installation costs are kept to a minimum. 





Now available for conduit sizes ranging from 5” down to 
¥,”, O. Z. Split Couplings give you these advantages: 









LOW UNIT COST—simple, one- 
piece malleable iron construc- 
tion assures low-priced, high 












quality product. LOW INSTALLATION COST — just 


tighten nuts to close fitting. Bolt 
head is held in place by coupling 
shoulder. 








TIGHT CLOSING — flange fits 








tight together when closed. 
Keeps out dust and dirt. 














UL APPROVAL 















SPRING STEEL LOCK WASHERS — maintain 
pressure for permanent connection. 

















INTERIOR THREADING — meshes with 
conduit threading for a rigid, close- 
fitting connection. 








ou! THEY'RE O.K. FOR DETAILS on these and other 





electrical products in the complete 


IF THEY'RE 0. Z O.Z. line, get in touch with your local 
O.Z. distributor. He’s prepared now 


ELECTRICAL to serve you from stock. @® 3493 











MANUFACTURING 


oy. COMPANY CONDUIT FITTINGS - CABLE TERMINATORS + GROUNDING DEVICES 
LR CAST IRON BOXES - SOLDERLESS CONNECTORS - POWER CONNECTORS 
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Self-FASTENING .. . Self- 
CONTAINED toggle-lugs hold 
*Togl-Trof’’ firmly in perfect 
alignment, without use of 
hangers or added parts. Die- 
fabricated end-on-end connectors 
make continuous run possible 
through removal of end plates. 





Flip - of -a- finger release, drops 
hinged bottom for easy access to 
interior of ‘‘Togl-Trof’’. 
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(Melbil ite presents 
«NEW, REVOLUTIONARY 
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TROFFER SERIES... 


THE SELF-FASTENING 





NEEDS NO EXTRA PARTS! 


“Togl-trof” is the answer to every fluorescent troffer problem. No hangers, clamps, 
flanges, pipes, chains or hooks, are needed. * * * “Tog]-trof” is self-fastening. 
Ingeniously placed toggle-lugs, slip past the recess and grip the upper part of the 
ceiling, to provide safe, secure fastening for your beautifully designed “Togl-trof” 


fluorescent fixture. * * * “Togl-trof” is self-aligning. It draws up flush, and adjusts 
itself to any irregularities in the ceiling. “ *  “Togl-trof” is self-contained. 


It needs NO Extra parts! Continuous-run is effected by merely removing the end- 
plates and joining the engineered 12” x 48” fixtures with the die-fabricated end- 
on-end connectors, which are a part of every “Togl-trof” fixture. * * ** Available 
in 2, 3 or 4 lamp units, in open fixture type, linex glass bottom, lens type bottom 
or baffle-type louvres, for maximum visibility and low-brightness effect. * 
“Togl-trof” is Easy to install and does not interfere with ordinary construction 
activities. Install it after everything else is completed, if you wish. “Tog]l-trof” is 
an AMAZING development in fluorescent troffers. ** * “ SEE it Today! USE it 
on your next job! 


(Send for Catalogue T-1) 


Watelalthielaitla-ias 


BEB Bho inc. of 
Product NJ | 1 RB 4 49 Inc. of Super-Vision’ 


of Jersey City 6, N. J. Mobiliers 











KIRLIN No. 414 
rectangular box 14's 
x 3%" x 4° deep, for 
40 W. tubular T8 
lamp 


KIRLIN No. 1208 KIRLIN No. 1218 
150 W., or No. 1212 Square Model 500 

300 W. for wide watt Mogul base 
distribution of light lamp 





for modern rtmernca 


% Made in all sizes, incandescent and Prompt delivery in unit packages, and sold 
fluorescent, Alzak GlasSurfaced aluminum only through wholesalers. 

reflectors assure high efficiency, moulded 
prism lenses control light properly. 


Used in homes, stores, offices: recessed, 
nothing hanging. The complete, most popular 
Die-cast aluminum alloy frames with stainless line; in most jobbers stocks. Write for New 
steel doors, rust-proof. Catalog 48. 


THE KIRLIN COMPANY 


3435 East Jefferson St. __ Detroit 7, Michigan 
Pa ~ 


" “ 
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KIRLIN No. 4506 — 
6" flush recessed exit 
No-Guard type has 
shock-proof glass, No 
4516. 


~ 


KIRLIN fluorescent 
Disc-Louver reduces " 
glare, improves all KIRLIN — fluorescent 
bare lamps. Shown in = for wide distribution KIRLIN No. 508 — 
troffer of light. Hinged door 100 W. Box 81%" x 
; type or open troffer 5'2" x 6” deep 
type 











EXPLOSION-PROOF SWITCH PYLETS 
1. TUMBLER SWITCHES with push-pull Rod 


to control motors or lighting circuits in hazardous locations. 
l and 2 gang, 1, 2 and 3-pole, 10 to 30 ampere, also 3 way 
and 4 way, 10 and 20 ampere types. 


2. TUMBLER SWITCHES with interlocking Plug 
Receptacle for use as service outlets for portable electrical 
equipment in hazardous locations. Plugs cannot be inserted 
or withdrawn unless switch is open. Switch cannot be closed 
unless plug is fully inserted. 2 and 3-pole, 20 and 30 ampere, 
250 and 460 volt ratings. 


3. EXPLOSION-PROOF SECONDARY CIRCUIT 
BREAKER PYLETS for protection of motors against over- 
loads and stalled rotor currents. Can also be used for ‘‘on”’ 
and “‘off’’ switch. Single and double pole with a selection of 
interchangeable heater units for protecting fractional horse- 
power motors. 


4. EXPLOSION-PROOF UNIVERSAL JUNCTION 
PYLETS—6, 7 and 10 hub types with close-up plugs. For 
easy replacement of sheet metal knockout boxes in the re- 
Wiring of old gasoline pump installations. 


5. EXPLOSION-PROOF JUNCTION PYLETS available 
in a wide selection of styles and sizes with threaded or union 
type hub. Furnished with plain covers for general use or 
with covers tapped for conduit to support lighting fixtures. 
Also furnished with pipe plug angle type cover for filling 
with sealing cement. 


6. PYLE-O-FLEX flexible explosion-proof and watertight 
fittings for adjustable and vibrative connections to motors, 
floodlights and pendant type lighting fixtures. Furnished in 
any combination of male and female threaded or female 
union type end connections with flexible lengths of 4 to 36 
inches, conduit sizes /2"’ to 2”’ inclusive. 


7. EXPLOSION-PROOF SEALING PYLETS have remov- 
able pipe plug covers which can be mounted in any one of 
four positions for filling with cement. Used to isolate the 
wiring compartments of arc-producing devices from balance 
of conduit system. 


EXPLOSION-PROOF UNIONS, male and female, straight 
and 90° elbow types. 





A line of the most commonly 







used types of conduit fittings for 







hazardous locations as detined 







in Article 500 of The National 








Electrical Code. Explosion-proof 







Pylets are designed in accord- 







ance with Underwriters’ Lab- 












oratories requirements and are 






classified in their list of inspected 







electrical appliances. Their sub- 







stantial construction and the 







high quality of materials and 





workmanship insure safety, un- 







interrupted service and long life. 







Consult your Pylet Catalog 1100 






for complete listings of the 







above and other Explosion-Proof 









and Dust-Tight Pylets. 


THE PYLE-NATIONAL COMPANY 


1352 NORTH KOSTNER AVENUE, CHICAGO 51, ILLINOIS 


Offices: New York ¢« Baltimore ¢ Pittsburgh e St.Louis « SanFrancisco « St.Paul « Cleveland 
Export Department: International Railway Supply Co., 30 Church St., New York 
Canadian Agent: The Holden Co., Ltd., Montreal 


PLUGS and RECEPTACLES e FLOODLIGHTS e TURBO-GENERATORS e LOCOMOTIVE HEADLIGHTS e MULTI-VENT AIR DISTRIBUTION 
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You safeguard your reputation when your fixtures 


are equipped with Certified Ballasts. 


Fixtures with Certified Ballasts assure you and your 


customers of these advantages... 


® Rated light output ® Full lamp life 


® Quiet operation ® Trouble-free performance 
Certified Ballasts deliver this superior performance because they are... 


® Built to rigid specifications 
® Tested and checked regularly by impartial | 





Electrical Testing Laboratories, Inc. 





Certified Ballasts are used in all Fleur-O-Lier fixtures, in RLM 
-~, Certified Equipment and in Certified Lamps with circline tubes. 


—~ERTIFIED BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 


CERTIFIED | 







2116 KEITH BLDG., CLEVELAND 15, OHIO 
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We've said it before and we say it again. . . if you 
want to make lasting friends of your contractor cus- 
tomers, sell them the trouble-free starting and satis- 
factory performance of Conduit Pipe Products. Sales 
will take care of themselves. 


Representatives in Principal Cities 


PIPE PRODUCTS C0. 


COLUMBUS, OHIO 








PIPE COUPLINGS « PIPE NIPPLES +: ELBOWS, 90° AND 45° 


RUNNING THRER ? > GOOSENECKS + WALLPLATES + EMT FITTINGS 
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Next time you need rubber or friction tape, ask for 
PANTHER or DRAGON. See for yourself how easily 
they work and how well they adhere — how “right” they are 
for better, safer splices. See for yourself why more and more tape 
users demand PANTHER or DRAGON Friction 

and Rubber Tapes for every taping need. 

These tapes are made by a company in the electrical 
insulation business nearly 70 years, and pass ASTM and 
federal specifications with a wide margin of safety. 
Sold only through recognized wholesalers. 

Hazard Insulated Wire Works, Division of 


The Okonite Company, Wilkes-Barre, Pennsylvania. 


anther on Dragon 


friction and rubber tapes 
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HE UNITED STATES is being forced 
toward socialism by a tax revolution 
of far-reaching consequences. 


We have not yer felt fully the deadly impact of 
this revolution because inflation and the postwar 
' boom have delayed its effects. 

But from now on, more and more people will 
feel its bite. Already it is the dominant element in 
our economic life. Already it is the major factor in 
our chances of keeping our jobs and of getting ahead. 

Here are some pertinent facts on this tax revolu- 


tion: 


1. The tax load that our nation can safely carry 
has long since passed the danger point. 


Our capitalistic system is in real danger when 
taxes take more than 20 percent of our national 
income (or 20¢ out of every income dollar). Beyond 
that point there are not sufficient dollars left in 
private hands for capitalistic America to raise the 
capital required to keep its industry going. So we 
are right now being nudged further and further into 
socialism. 

For today taxes take twenty-five percent of na- 


tional income (or 25¢ out of every income dollar). 


wae 


2. The tax revolution has undercut the incen- 
tives that help us to get ahead. 


The group whose incomes range from $5000 up 
now turns over about one-half of its total income 
to federal, state, and local tax collectors. Before the 
war, this group gave the tax collectors one-third 
of its collective income. 

In sharp contrast, the group of people with in- 
comes under $5000 pays the tax collectors 20% of 


its income for direct and hidden (mostly hidden) 
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Why You Cannot Get Ahead 
As Your Father Did — 






taxes — against 18% before the war. This lower- 
bracket group needs immediate tax relief but I 
believe most sincerely that persons earning less 
than $5,000 have a very vital reason for also sup- 
porting tax relief in the much more heavily hit 
upper brackets. 

As you get ahead, you expect your taxes to go 
up. Taxes should be levied, in principle, according 
to ability to pay. But today tax rates rise so sharply 
that they virtually destroy all incentives to get 
ahead, to save, and to invest in new and untried 
enterprises that open up new jobs. The progressive 
tax idea now carried to punitive extremes has be- 
come a destructive tax revolution. 

Today the U.S., envied by all the world for the 
wealth it has won under capitalistic incentives, has 
cut its incentives below those offered by that state 
whose police methods strike terror into-the hearts 
of all workers. 

Soviet Russia rewards successful managers, writ- 
ers, and scientists better relatively than we do 
under our present tax system. 

A revolution that sweeps away incentives will 
quickly sweep away our free enterprise economy. 
The only substitute ever found for free incentives 
is the whip-and-lash compulsion of the police state. 
And no police state has ever been able to match the 
production of a free people with a free economy 


that gives adequate rewards to individual producers. 


3. The tax revolution hits squarely the average 
American’s chances of keeping a job and of 


getting ahead. 


If you make less than $5000 a year you may well 
ask why you should worry about a tax revolution 
that seems directed at the comparatively small 


cz 


group, about 1 of American families, who make 


$5000 a year or more. 









Play Safe 
Sell SECURITY 


Pick Security Friction Tape 


This strong, rubbery tape has high insulating properties 
and the tensile strength that’s needed for the tougher 
jobs. Security has no pinholes—doesn’t unravel when 
unwound from the roll. There isn’t a better all-around 
electrical and general-purpose tape on the market. Safe, 
sure, long-lasting, Security is your handy man for any 
splicing job. Write to United States Rubber Company, 


1230 Avenue of the Americas, New York 20, N. Y. 


A PRODUCT OF 


UNITED STATES 
RUBBER COMPANY 
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The answer, it seems to me, is that “risk capital,” 
the money that makes new jobs when invested in 
growing companies or in new businesses, must come 
largely from the people making more than $5000 a 
year. The others usually cannot afford to take any 
risks with their savings. 

It was the savings of this 10% group that made 
possible the huge growth in American industry and 
American jobs and our progress in raising American 
living standards in the years before 1930. 

Now the government is taking so much from the 
10% group in taxes that they cannot afford to risk 
any savings they manage to accumulate. Most of 
their savings now go to insurance companies and 
savings banks which are barred by law from making 
risky investments or investments even in seasoned 
common stocks. 

The flow of risk-capital from this 10% group can 
only be renewed by reducing their taxes. The result 
will benefit everyone over the difficult years to come 
by providing more and steadier employment for all. 

The cost of the presently proposed reduction, less 
than 1% of the national income, can well come out 
of current revenue surplus. It will be repaid many- 


fold by the new enterprises it will stimulate. 


4. Jobs will be lost if risk-capital does not 
increase. 


Unless the flow of risk-capital into business can 
be doubled and trebled in the next few years, busi- 
ness investment in job-making new plants and 
equipment will drop sharply. The McGraw-Hill 
survey of prospective capital expenditures, reported 
in the previous editorial in this series, made that 
quite clear. 

When such a drop in business investment has 
come in the past, it has brought with it a general 
slump in business — and unemployment. 

As we work through the enormous demand for 
goods of all kinds built up during the war years, 
and as the war-accumulated savings of businesses 
and individuals are spent, it will be harder and 
harder to keep production and employment at to- 
day’s high levels. 


Then—at the very time that we shall need all our 
drive to maintain prosperity—we shall be hit by the 
full impact of the tax revolution. 


5. Compounding these troubles is a tax system 
as out-of-date as an oxcart. 


Twenty years ago, when taxes took only twelve 
cents out of the national income dollar, our rattle- 
trap tax system was little more than a nuisance. 
Today, when it takes twice as big a bite, its double- 
taxing of the earnings of investors, its discriminatory 
excises, and the overlapping of federal, state, and 
local levies are a fatal handicap. A new system, a 
fair system, a rewarding system, is a necessity if 
American initiative and enterprise are to have a 
fair chance. 

What Congress does now about federal taxes will 
bear crucially on our ability to sustain prosperity. 

By demanding economy in government and by 
re-designing the tax system to stimulate initiative 
and risk-taking, Congress can multiply many times 
our chances of maintaining full employment and of 
raising living standards. 

By allowing people to save more and by renewing 
the incentive to risk capital in new enterprises, 
Congress can actually insure a bigger tax return 
in the years ahead. More business will result — and 
pay more taxes. 

That is the only way that a free people with 
a free economy can carry the tax load. 

That is the best way that our government can 
improve our chances of keeping our jobs and of 
getting ahead. I suggest that you discuss these vital 
matters with your chosen representatives in Con- 
gress, in your state government, in your local 


community. 





President, McGraw-Hill Publishing Company, Inc. 
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New Trumbull Advertising 
Campaign Helps Build 
Sales Through Service 


With the January issues of business and technical 
magazines, the largest publication advertising pro- 
gram in Trumbull history went to work for you. A 
study of the publications selected for the new cam- 
paigns (see Chart, next page) shows a much greater 
emphasis on the functional approach to markets 
than in the past. This means that Trumbull adver- 
tising is beamed to reach key men (architect, con- 
sulting engineer, electrician, management) via the 
functions they perform, rather than by industry. 

Another and even more significant change for 1948 
is in the advertising copy — what the ads say. The 
new Trumbull campaigns talk the reader’s inter- 
ests first, Trumbull products second — and only then 
in terms of a solution to the reader's problems. 

Ads are informative and helpful. Each campaign 
is built around a basic sales idea designed to implant 
in the prospect’s mind a definite and desirable im- 
pression of what Trumbull does for him. This is 
service advertising. It will make selling easier and 
more profitable for you. 

Reproduced here are two current ads in the new 
Trumbull campaigns. The one on the right — for 
architects, consulting engineers, and utility repre- 
sentatives — provides useful data on good electrical 
practice with regard to branch circuit systems and 
shows how Trumbull FLEX-A-POWER with its 
flexibility and economy helps achieve this goal, the 
Basic Sales Idea being: “Men who observe the best 
practices make it a practice to use Trumbull.” 

The second ad is from the “Executive” series 
scheduled for BUSINESS WEEK and other man- 
agement magazines. It features FLEX-A-POWER, 
since this is one of the more costly products in the 
Trumbull line, 
and also because 
rLega-aA « 
POWER contrib- 
utes much to 
operating effi- 
ciency and flexi- 
bility of produc- 
tion. (Purchasing 
decisions here 
must certainly be 
approved on the 
executive level.) 








The Basic Sales Idea, the thing about FLEX-A- 
POWER that is most distinctive, that reaches out 
and commands the reader’s interest: “The overhead 
that pays for itself in cost reduction.” 


Trumbull in Full Production 
on New Type D 
Enclosed Safety Switch 


Here’s good news 
— the kind you 
can spell n-e-w-$. 
For there’s profit 
for you in the an- 
nouncement that 
production is now 
in full swing at 
Trumbull for fast 
delivery on the 
new Type D En- 
closed Switch. 
From its attrac- 
tive streamlined 
styling to the 
easily removable 
interior, this 
switch is completely modern in design and opera- 
tion. It’s front operated, by means of a large, sturdy 
handle. Pivoting lever may be padlocked in the 
“OFF” position to prevent operation of the switch. 
There’s plenty of wiring room, and terminals are 
easy to get at. Double break contacts. Entire switch 
interior firmly mounted on back of the box . . . may 
be removed by loosening one screw. Two knockouts 
on back and sides . . . three each, top and bottom. 
Designed primarily for Service-Entrance and for 
general purpose. Excellent for oil burner installation. 


More Color, More “Sell,” More 
“Distributor” in New 
Trumbull Sales Circulars 


One of the highlights of Trumbull’s direct mail pro- 
gram for 1948 is a new type sales circular. These 
familiar 4-page product folders have been com- 
pletely redesigned. The accent is now on sales — 
through the distributor. 

Space is provided on the cover of each circular 
for imprinting your name where it can be seen. And 
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News about what Trumbull is doing to help you 
make more money with the TRUMBULLine 

















the cover carries a sales message. Inside the folder, 
copy concentrates on sales features of the product 
and user-benefits. There is a minimum of engineer- 
ing data. Material is attractively diplayed through 
effective use of color and installation pictures. 


Light Touch Used to 
Sell FLEX-A-POWER in 
This Dealer Mailing Piece 


“The House That Hobbs Built’, is the title of a 
new booklet which presents the unique advantages 
of FLEX-A-POWER Busways with humor as well 
as sound reason-why. Prepared by Trumbull for use 
by distributors (e.g., as envelope stuffer) and dis- 
tributors’ salesmen, this amusing 8-page folder is 
lively, human and at the same time informative. 

It draws a pointed analogy between the “wisdom” 
of building a house big enough to provide for all 
future needs (which may never materialize), and 
costly investments in distribution systems in antici- 








The circulars have been planned for use by dis- 
tributor’s salesmen — to be left, for example, with 
purchasing agents where it is not desired to leave 
the catalog, or as inserts with your direct mail 
letters. They can also be used to answer inquiries. 
FLEX-A-POWER and L.V.D. Busways sales cir- 
culars of the new type have already been published. 


pation of possible future power requirements. 

By installing FLEX-A-POWER, the copy states, 
modern industry is showing real foresight. Folder 
concludes with an invitation to “let one of our repre- 
sentatives call’. Back cover of this engaging pro- 
motion piece comes imprinted with your name and 
address. 


BREAKDOWN OF TRUMBULL ADVERTISING FOR 1948, SHOWING PUBLICATIONS SELECTED AND THE AUDIENCE REACHED BY EACH 


SPECIFYING INFLUENCES 


Architects and Electrical Contractors 


MANUFACTURING PLANTS 


Executive Production Elec. 





Chief or Power Engrs. Executive Purchasing 


Power Salesmen and Plant Electricians 


INSTITUTIONS, COMMERCIAL BUILDINGS, ETC. 


Chief or Power Engrs. 
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Rubber PLUG 





Stand the gaff 


These rubber caps ask for hard usage, defy 


breakage. They come to you in every functional 
design for commercial and industrial applica- 
tions, for portable tools and appliances. A wide 
range of sizes with cord grips to take the pull 
off the cord. Diversified line of parallel-blade 


and polarized types. 


DISTRIBUTED THROUGH 








DEQUATE 





on heavy-duty 


The range includes 2-wire — 10 Amp., 250 V. 
(parallel); 2-wire — 10 Amp., 250 V. (polarized); 
2-wire— 20 Amp., 250 V. (polarized); 3-wire 

10 Amp., 250 V. (polarized); 3-wire — 20 Amp., 
250 V. (polarized). Blades and contacts are 
solid brass. Every durable feature that real 


workmen want. 


ELECTRICAL WHOLESALERS 


THE ARROW-HART & HEGEMAN ELECTRIC COMPANY, HARTFORD, CONN.,U.S.A. 
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The Strike We Can’t Afford 

\ year ago we stated here: “For the electrical in- 
dustry the period of greatest peace-time sales volume 
still lies ahead unless salesmanship goes on strike.” 
Unless Salesmanship Goes On Strike!” That’s 
the one strike this industry can’t afford to have happen 


“sé 


and is not going to permit, even though the equivalent 
of it exists in all too many quarters today, without it 
having been recognized as such. 

\Ve realize that in the past shortages of much 
wanted goods did eliminate the need for real selling 
in many lines wile those shortages existed, but what 
worries us is the lack of intelligent awareness when 
the turning point has come, when the supply exceeds 
the demand and thus opens up once more the need and 
opportunity for real selling. 

Surely no salesman worthy of his salt can disregard 
the rapid reversal from a sellers’ to a buyers’ market 
that has occurred in many sectors of the electrical 
appliance field. Similarly some of the scarce items in 
the electrical construction materials field are now in 
free supply or getting that way fast, and that brings 
stepped-up competition for available orders. 

What we said a year ago still goes today and we 
fully believe that ‘“‘for the electrical industry the 
period of greatest peace-time sales volume still lies 
ahead.’ But, like every other opportunity. if we don’t 
erasp it while it exists, it will go sour, and a strike of 
salesmanship can make that happen. 

Many executives, charged with moving the products 
of large manufacturing plants, are determined not to 
have that kind of a strike on their hands and are doing 
something about it. They are firing the drones, pushing 
up the go-getters, putting on new men in territories 
where the score has been bad and-—all along the line 
they are stepping up the tempo of their sales staff to 
keep the orders rolling in that will keep their plant in 
operation. 

Boss wholesalers and sales managers might well do 
hkewise. They must grow heaps more scrutinizing of 


operating costs in general and sales costs in particular. 


They must study the performance of salesmen in terms 
of dollar sales and net profits earned-on-sales more 
closely than they have been in the last eight vears. It 


will mean that one of these davs those salesmen whose 


records reflect a chronic case of the “Seven Year 
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Squat” (see page 53, Electrical Wholesaling—Feb 
ruary, 1948) must find themselves out in the street 
flat on their posteriors, and out of a job. Along witl 
them should go the sit-down strikers who either hav 
forgotten how to work or never learned. 

More than ever before it is necessary for the whol 
saler and his salesmen to remember, that the life of 
any wholesaling establishment depends first on effective 
selling at a price with a profit, and when that type of 
sales effort fails to produce enough sales volume t 
eenerate operating expenses out of the slim margins 
between cost price and selling price, then something 
unpleasant must happen--—inevitably. 

Let all of us realize that the period of greatest sales 
volume is still ahead but let us remember also that 
from now on the price of getting the business includes 
intensive, intelligent hard-hitting selling 


* 


Contruction Materials 


The Department of Commerce's March report on 
production materials shows that 9 important materials 
were being turned out in greater volume than during 
December, 1947 and the production of 11 types ot 
construction materials were only slightly below 1) 
cember levels. 

Considering that December 1947 was a peak pro 
duction month for most of the items involved, that 
report justifies the hope that building operations cai 
at least maintain the momentum gained by the end o 
1947. 

Witness the fact that for the first two months 
1948 building permits issued in 215 cities totaled $722 


million which was more than double the total for 1] 


same two months of 1947. 


* 


Why That Puzzled Look 


You dont have to be a bewhiskered, tottering oct 
genarian to tind that if you make some comment o1 


relate some event of the not-too-distant past it bri 


8) 





























PLASTIC-INSULATED BUILDING WIRE 


CHECK THESE SELLING FEATURES of Densheath Building Wire — thermo- 
plastic insulation will not support combustion, is impervious to acids, oils,. 
alkalies; wire is long-aging and is recognized by the National Electrical 
Code for circuits up to 600 volts, temperatures up to 140° F.—and for wet 
and oily locations. 

When it comes to installation, Densheath saves you hours and dollars. 
Small diameter means more copper per conduit, less weight to handle. 
Smooth, slick finish with no braid makes wire pull through conduit easily... 
resists abrasion. Permanent color coding means quick circuit identification. 

For extra profits as well as performance, specify Densheath for every 


wiring job. tst7a 
* Re U.S. Pat. Off, 
® Light weight, small diameter ® Low moisture absorption. 
© Wieedctes Approved by Underwriters for wet 
locations (TW) and in oil 
® High abrasion resistance @ sico-cositence 
® High tensile strength ® Long-aging 
® Resistance to common acids, ® Easy to pull through conduit 
@ 


alkalies, oils Free-stripping 


D E N S H E AT pesny BUILDING WIRE 


ANACONDA WIRE & CABLE COMPANY 
25 Broadway, New York 4, N. Y 
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Men rust 
oul faster 
than they 


wear oul. 


Courtesy of the Kalamazoo Vegetable Parchment Co., 
Kalamazoo, Michigan. 





a highly puzzled look into the eyes of your listener. 
In fact you don’t even have to be 40 years old to get 
that sort of a reaction quite frequently. 

There may be other explanations for that puzzled 
look, but we think that the National Industrial Con 
ference Board supplies the answer in a report entitled, 
“Economie Experience of the American Population.” 

It is pointed out that of our total population 63.4 
million individuals have had no adult experience with 
a free market. when automobiles, homes, clothing and 
other consumer goods could be bought at will and, you 
might say, “taken home without waiting.” 68.7 million 
have had no experience with a peace-time economy ; 
83.4 million had no adult experience under a Repubh 
can administration; 90.3 million can recall no adult 
experience with the 1929 crisis and the succeeding de 
pression and 110.8 million had no adult experience 
with the World War I period. 

We feel like turning the interpretation of that one 
figure around the other way and say that 83.4 million 
have had no adult experience with any other than a 
“New Deal” administration with all that that implies. 

In any case when you see that puzzled look rise in 
your listener's eyes, take a few minutes of your time 
and tell him something about the freedoms that indi 
viduals and business really did enjoy in the not-too 
distant past. 


* 


Normal Again 


We quote from the “Bulletin” published by The 
Electric Institute of Washington as follows: 

“A lot of lawsuits around the country to compel 
dealers to maintain prices on fair-traded items. Even 
television sets are being sold in the Midwest at below 
list price. Looks like business is normal again.” 

Yes, that “normal again” is justified. The tragedy 
is that many dealers and not just a few wholesalers 
clamor and argue and fight to get better profit margins 
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from the manufacturers and at the first sign where 
some real salesmanship is needed to keep up sales 
volume they proceed to give those profits away. 

You can lead a horse to water, but you can’t make 
um drink. 


* 


Profits Paradox 


We have before us a summary showing the 194, 
sales and profits of a group of large department stores, 
food, variety, shoe and drug chains, a total of 31 re 
tailing concerns. .\lso shown are the figures for a 
nationally operating wholesaling firm that also owns 
a chain of retail stores. 

The retailing concerns, almost without exception, 
show for 1947 sales increases over the previous year, 
ranging from 5 or 6 percent up to nearly 40 percent 
The 1947 NET profits after taxes of the majority 
were about equal to 1946, in a few cases they were less 
than for 1946 and two or three concerns reported a 
nice increase in NET profit. 

Contrast those results in retailing with the published 
figures of the wholesaling firm. Its 1947 sales wer 
about 15 percent below those for 1946, even though 
its retail stores chain showed a nice gain in sales. For 
1946 it reported a net PROFIT of $4,640,000 but it 
finished 1947 with a LOSS of $225,000 

If a small independent wholesaler were to suffe 
percentage-wise such a drop from a handsome profit 
to a sizeable red figure in one short year, he would 
probably have to go out of business, unless he had a 
Hock of patient creditors. The moral of this tale is 
If you don’t want to get squeezed out, watch you 
profit margins and don't sacrifice profit for the sake of 
bolstering up your sales volume. You can’t run your 
business on red ink. 


* 


Ho-Hum: 


On the occasion of a recent society wedding at a 
fashionable church the bride was given away by he: 
son and—officiating as best man for the bridegroom 
was that bridegroom's son 

Just as if there isn’t enough confusion around 
already. 


/ 


Ww 


EDITOR 
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New High Accuracy Low Resistance—Cooler perience, skill, and engineering 
of a half century of fuse making, 


a worthy addition to the line of 
Union Renewable, Super-Lag 
Renewable, and Gem 
Non-Renewable 
Fuses. 


The design and construction 


with Copper insure low watt loss with a 

Alloy Trigger Spring resultant saving in power cost. 

The current-carrying copper fuse 

Greater time lag with precision strip 1s exactly 
calibration and cool operation are alike at both 
















| offered in the new Jefferson Elec- 























tric Saf-T-Lag Thermal Fuses. 
The new copper alloys, develop- 
ment of wartime research, are 
employed in the trigger spring. 
This material retains its character- 
istics under all heat, tension an 

time conditions imposed and offers 
simple, positive operation. After 
blanking and forming it is heat 
treated and thereby remains un- 
affected by the relatively low fuse 
interior heat which does not 


exceed 280° F. 














A Triple-Action 
Fuse 


The Saf-T-Lag 
Thermal Fuse pro- 
tects wiring an 
equipment against 
short circuits like any 
good fuse of proper capacity 
for the job. 

The extreme accuracy of cali- 
bration and the extra long time- 
lag feature make possible close 





Write for new Fuse | 

matching of the fuse to the ends and Booklet 482-ST which in- 

equipment being protected. In _ heating and. cludes handy Rating Chart. 

the case of poly-phase motors —% or therefore a. 

aay gr  offecti > ah e also—not otter at one en 

anes features Ce _— effective than the other. Because of cooler JEFFERSON ELECTRIC COMPANY ) 

protection against burnouts result- og peratin g tem erature of the Bellw d, Wi : 

ing from single phasing. Overfusing Saf-T-L F P | board ood, IIlinols 
af-‘T-Lag use, pane oaras = In Canada: Canadian Jefferson Electric Co-, Ltd. 


is not necessary: Finally, pro- : 
Ou ) y> and switches are not 
tection 1S afforded from a thermal affected adversely- 384 Pape Ave., Toronto, Ont. 





standpoint against high and detri- In the New Saf-T- 
mental ambient temperatures Lag Thermal Fuse 
caused by poor contacts, insull- you will find incor- 
cient air circulation, etc- porated the ex- 


*Reg. U.S Pat. Off. 
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SOURCE The figures we use as basis for these 


monthly comparisons of performance in the electrical 
wholesaling field are collected and compiled by the 
Bureau of the Census of the U. S. Dept. of Commerce. 
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Business Index 
For the Month of January 1948 


SALES The January reporting panel, upon which 
the electrical wholesaling information is based, included 
509 wholesalers with sales for the month of $97,444,000. 
Included in this group were 380 full-line wholesalers, 
123 wiring supplies-construction materials distributors 
and 87 appliance-specialties wholesalers. While a sea- 
sonal drop was experienced, December to January, total 
sales were up 31 percent as compared with January 
1947. 

Considered by class of house and compared with 
January 1947, full-line wholesalers were up 32 percent. 
On the same comparative basis wiring supply houses 
indicated a 3 percent increase but appliances-specialties 
wholesalers’ sales were reported off an average of 2 
percent. The seasonal drop, December to January, was 
less pronounced, however, in the case of wiring supplies- 
construction material distributors than for the other 
two trade segments. 


INVE NTORI ES Inventories held at a high level 


for the month of January. Measured at cost and as 
reported by 509 wholesale firms, inventory holdings ad- 
vanced 6 percent, December to January, and reached 
a level 43 percent above January 1947. On a compara- 
tive basis with December, full-line wholesalers showed 
a 7 percent increase, wiring supplies-construction ma- 
terials distributors reported a 1 percent increase and 
appliance-specialties wholesalers reported an 8 percent 
increase. 


COLLECTIONS 


mitting credit information indicated an accounts receiv- 
able turnover rate during January of once every 36 


Returns of 545 wholesalers sub- 


days. This represented no change from the average 
collection period renorted for January 1947, but was 
slightly higher than for the preceding month of De- 
cember. 


CORRECTION: Due to an error in engraving, sales 
for the previous month should have been located at 473 
on the barometer. 
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The Pittsburgh Permaflector Series-40 Universal Troffers have many “ 


advantages : 


1. A basic stock of troffers and a supply of the shielding accessories pro- 
vide five types of variable troffer installations. 

2. Any desired type of shielding accessory can be quickly and easily at- 
tached to the troffer without disturbing operating equipment or sur- 
rounding Ceilings. : 

. The Universal Troffer and its companion shielding accessories allow 
complete flexibility and originality in the execution of planned lighting 
installations—patterns, continuous rows, squares——to suit the require- 
ments of the user. 

To the electrical contractor and wholesaler the advantages of this broad 
appeal are evident. Instead of a large inventory of many troffer types, 
only the basic troffer and shielding assemblies are stocked; and these can 
be stored in one-third the space formerly required. Each troffer comes 
complete, ready to install; each shielding accessory is packed complete, 
ready for the attachment. 


“Pinsbu roh : 


Permaflector 


To meet the need for a completely flexible 
fluorescent troffer with easily interchangeable 
accessories, simplicity of installation and multi- 

 plicity of application—Pittsburgh Permaflector 
Engineers have designed the Series-40 Universal 
Troffer, together with four different shielding 
accessories which can be easily and quickly 
attached to the troffer. 
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Egg-crate Louver Assembly—Complete, Ready to Install 

Each four-foot Egg-crate Louver Assembly is framed for quick instal- 
lation to the basic “40” troffer and equipped with a full-length piano 
hinge and captive screw latches for easy maintenance. Egg-crate 
louvers finished in high-efficiency, baked-on white enamel. 45° cross- 
wise and 30° length-wise shielding. 





Albalite Glass Panel Assembly—Complete, Ready to Install 


The Albalite Glass Panel Assembly is both a shielding accessory and 
a decorative element. When installed in continuous runs, the effect 
is that of one continuous panel of light. The entire assembly is in- 
stalled in a jiffy with a screwdriver. Panels are piano-hinged for 
quick maintenance. 


Baffle-Louver Assembly—Complete, Ready to Install 


Admirably suited to installations where 30° length-wise and 30° cross- 
wise Shielding is required. The assembly is quickly attached to the 
Universal Troffer and is equipped with a piano-hinged frame to per- 
mit lowering (all baffles at once) for maintenance and re-lamping. 
Frame and baffle-louvers finished in baked-on white enamel. 


Corning Lens Panel Assembly—Complete, Ready to Install 


Its high-efficiency and superior appearance make this shielding ac- 
cessory ideally su:ted for modern architectural treatments. The framed 
assembly is equipped with full-length piano-hinge and captive-screw 
latches for simplified maintenance. Quickly and simply installed. 








For the details on the Universal Fluorescent ADJUSTABLE INCANDESCENT DOWNLIGHT 


Troffers and Shielding Assemblies, write today Shown above is one of the many companion incandescent units designed 
requesting “Series 40” Advance Notice Sheet for use with Universal Troffers. The new Pittsburgh Permaflector 

° Fluorescent Catalog 48-A lists the complete line of fluorescent troffers, 
luminaires and compagion incandescent units. Reserve your copy now. 











DISTRIBUTED BY BETTER ELECTRICAL WHOLESALERS EVERYWHERE 
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REGIONAL ANALYSIS JANUARY, 1948 


Figures in this table apply to the geographic divisions 


as outlined and numbered in color on map above 
REGIONALLY, all classes of houses combined, 
sales were above the January 1947 level in all 














seograp ae divisions except New England where a de SALES INVENTORIES 
cline of 2 percent was recorded; increases ranged from January 1948 January 1948 
5 percent for the Middle Atlantic States to better than Compared in % with Trading Compared in % with 
10) percent in the West North Central and West South Scistion 
Central States. All divisions reported seasonal declines, Dec. Jan. g Dec. Jan. 
eli a Cac, 1947 1947 (See Map) 1947 1947 
Considered geographically, most divisions reported 36 2 ] 1 9 78 
nventory changes approximating the national average 32 L15 2 110 46 
with the West North Central States showing no change 28 195 3 | 5 26 
December and the South Atlantic States showing 24 1 42 4 0 30 
ie highest increase of 11 percent. The New Iengland 28 +-24 5 +-}] 1-50 
States reported the highest increase over January 1947 31 27 6 + 3 +52 
In terms of weeks supply at the current sales rate, 25 +44 7 r 6 +43 
trade inventories represent about 7 weeks business 32 +35 8 4 +65 
simular indexes of 6'4 and 7\/, weeks were recorded 35 +27 ? r 7 48 
for January 1947 and January 1939 respectively. This 
ranged from a low of 6.2 weeks in the West North the month of January ran from 34 days for the East 
Central region to 8.9 in the New England region South Central region to 38 days in the West North 
Geographically collections of accounts receivable for Central region 
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SOURCE The figures we use as basis for these wholesaling field are collected and compiled by the 


monthly comparisons of performance in the electrical Bureau of the Census of the U. S. Dept. of Commerce. 
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Appleton Lighting 


Equipment 


Sell Appleton Lighting Equipmentand provide yourcus- 
tomers with the illuminating efficiency that spells better 
industrial workmanship, smoother production. Expertly 

ngineered for superior illumination and lower main- 
tenance, Appleton Lighting Fixtures guard your reputa- 
tion as a dealer in the very best electrical merchandise. 


The Appleton “Goodrich” Stocklite shown above is 
typical. Diffusing light from eight different reflecting 
surfaces, the Stocklite provides the proper distribution 
of light in narrow stock aisles, without spotty distri- 
bution or unpleasant glare. 


Hundreds of lighting specialties of equally expert 
design comprise the complete Appleton Line of rug- 
gedly built fixtures, meeting virtually every industrial 
requirement — indoors or out. Now including the 
famous line of lighting specialties formerly manufac- 
tured by the Goodrich Electric Company, Appleton 
Lighting Equipment points the way to better lighting 
at minimum service, installation and operating cost. 


SOLD THROUGH ELECTRICAL WHOLESALERS 


APPLETON ELECTRIC COMPANY 
1734 WELLINGTON AVENUE + CHICAGO 13, ILLINOIS 


Branch Offices: NEW YORK, 50 Church Street © DETROIT, 3049 E. Grond Blvd. 
* CLEVELAND, 1836 Euclid Avenue . SAN FRANCISCO, 655 Minna Street ° 
ST. LOUIS, 420 Frisco Bldg. © LOS ANGELES, 100 North Santa Fe Avenue © ATLANTA, 
724 Boulevard, N.E. © BIRMINGHAM, 429 Brown-Marx Bldg. © MINNEAPOLIS, 
305 Fifth St.,S. © PITTSBURGH, 414 Bessemer Bldg. © BALTIMORE, 100 E. Pleasant 
Street © BOSTON, 10. High Street © DENVER, 1509 Seventeenth Street ¢ 
PHILADELPHIA, 1017 Cherry Street 
Resident Representatives: Cincinno 3s, Kansas City, Milwaukee, 
New Haven, New O iItle 


Export Representatives: International Standard Electric Corp., 
67 Broad Street, New York 4, N. Y. 
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TWIN-HIGHLITE HIGH-MOUNTING 
FIXTURES—Designed to produce 
high levels of illumination 


from a minimum number of 


outlets in high bay imdustrial 
interiors. Easily serviced. 
Equipped with easy-to-wire 
channel for mounting on 
single suspension. Porcelain- 
enameled. 














DISKONECT GLASSTEEL DIFFUSER — 
Reflector, lamp and globe may be de- 
tached from hood as unit, without 
rewiring. Provides soft, yet high in- 
tensity illumination on both horizoral 
and vertical surfaces without objec- 
ionable shadows. 


APPLETON VAPOR-TIGHT FIXTURES — 

Newly designed. Made of tough malleable 
iron. Also available in the complete Appleton 
Line are Explosion-Proof and Dust-Tight 
Lighting Fixtures, blanketing all require- 
ments for hazardous locations. 


if 
} 


i} 


Be sure your customers have and use the BIG 
APPELTON CATALOG. The last word in buy- 
ing convenience, this big purchasing guide is fully 
detailed and graphically illustrated, listing more 
than 15,000 items inthe Appleton Line—all " STAN- 
DARD FOR BETTER WIRING.” The Appleton 
Catalog will be mailed to any user of wiring and 
lighting equipment immediately upon request 





T FITTINGS ¢ LIGHTING EQUIPMENT © OUTLET AND SWITCH BOXES © EXPLOSION-PROOF FITTINGS © REELITES 


HAZARD BLUE a VE 





All standard constructions of Hazard wires and 
cables are based on modern proved-in-the-field 
cable designs and conform to the highest commer- 
cial standards. Years of successful operation assure 
user satisfaction in every service recommended. 


HAZA 





| RW 


| RH 


RU 


| 
| 
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GRADE 
Code 
Moisture 


Resistant 
Heat 
Resistant 
Latex 


Thermoplastic 


Thermoplastic 


Unusual conditions demand a specially designed 
cable for highest efficiency. Hazard engineers are 
always ready to discuss with you— and your cus- 
tomer — the construction best suited for the par- 
ticular job. Just write or telephone. 


PBUILDING WIRE 


meets latest National Electrical Code 





INSULATION 


HAZACODE—Code Grade 
Rubber 
WATERTITE—Moisture 
Resistant Rubber 
PERFORMITE—Heat Resist- 
ant Grade Rubber 
PERMEX—Unmilled Grain- 
less Rubber 


HAZAKROME—Flame 
Retardant 


HAZAKROME—Flame Re- 
tardant, Moisture Resist- 
ant 





MAX. OPER. 

OUTER COVERING TEMPERATURE USE 

Fibrous or Lead 60C 140F General | 

Fibrous 60C 140F General or in wet 
locations 

Fibrous or Lead 75C 167F General 

Fibrous 60C 140F General 

None 60C 140F General up to size 
4/0. In air up to | 
2,000,000 CM 

None 60C 140F In wet locations up 


to 4/0 AWG 


a e 
meet every service requirement 
FIBROUS COVERING - for ordinary mechanical protection 


for wire in conduit or exposed where conditions are not unduly 
severe. Made regularly of cotton, but may be of linen, silk, rayon, 
jute, asbestos or other fibrous materials. Hazard weatherproof flame- 
resistant Firekrome finish is standard on building wire. 


HAZAKROME THERMOPLASTIC COVERING - resists 
flame, heat, oil, chemicals, moisture and ozone. Requires no outer 
covering. It is also used for conductor insulation. 


LEAD ~— for complete moisture protection. Furnished pure or with 
hardening alloys. 

LOXSTEEL —for mechanical protection instead of conduit in 
buildings or buried direct. Interlocked S-shaped galvanized steel 
armor. Non-ferrous Loxbronze and Loxzinc Tape armors afe also 
available. 


NON-METALLIC SHEATH 


HAZARDEX —for closed or open work in reasonably dry loca- 
tions. A non-metallic sheathed cable with heavy, closely-woven yarn 
cover.ng thoroughly saturated with a moisture-resisting and flame- 
retarding compound. Clean hard finish. 

ARMORTITE -—for direct burial in the ground. Protected with 
non-metallic, leatherlike Armortite tape. Moisture, abrasion and 
chemical resistant. 

HAZASHEATH — for direct burial. A tough mold-cured armor 
sheath compounded with neoprene for resistance to oil, flame, acids, 
alkalis and moisture. 
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VICE ENTRANCE CABLE 
offers new Okobestoprene Tape wrap 


Types UBN and ABN give still better performance 
now that individual insulated conductors and the bare 
neutral conductor are wrapped with Okobestoprene 
Tape. This asbestos-neoprene tape provides a solid 
flame-resistant and moisture-resistant sheath... in- 
creased flexibility ... and a clean concentric conductor 
at all times. 

Hazard Service Entrance and Drop Cables are also 
available in all styles and types for underground, over- 
head, industrial, residential and special service, and all 
offer you typical Hazard long-lived easy-to-work-with 
construction. 





e proved-in-service answer to every 
portable cord or cable requirement 


All Hazacords are supplied with the tough Hazaprene 
’ jacket that’s specially formulated to bring out the best 
| physical properties of its basic ingredient: neoprene. 
The Hazaprene jacket successfully resists oil, grease, 
solvents, acids, water, sun, flame, etc. And just as import- 
ant, it withstands twisting, scraping, stretching as well 
as heavy blows and other possible mechanical damage. 

For giant electric shovels, portable tools, machines, 
or household appliances, there is a flexible, long-lived 











Congratulations to the National Elec- 
trical Wholesalers Association on its 
Hazacord available. Hazard Insulated Wire Works, Anniversary. It’s been a pleasure to 


work with you during the past 40 years. 


MACAROG 


insulated wires and cables for every electrical use 


Division of The Okonite Company, Wilkes-Barre, Pa. 
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new glossy finish for 


, 
f) 
j 
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it’s Lagler RU F 


Laytex (RU) is 90% pure rubber insulated with 


a strong braid cover. It is not plastic covered 





It g-l-i-d-e-s through conduit! 


Another U.S. Rubber first! A new discovery in 
wax finishes for the finest building wire ‘on the 
market. Careful laboratory analysis and research 

selected this precisely-compounded finish, in order 
to provide the greatest possible ease in pulling. 

As proof of how successful this finish is, in a 
rigorous laboratory test only 22 to 26 pounds pull 
was needed to pull Laytex RU through a test con- 
duit with four 90° angles...as compared with 32, 40, 42, 
45, and 80 pounds, respectively, for 5 other leading 

brands. That means Laytex RU is 33% to 300% 

easier to pull—thanks to its special new wax finish. 


Write for sample and free booklet on Laytex RU, 
world’s smallest diameter, lightest weight natural 
rubber insulated building wire. Wire and Cable 
Department, United States Rubber Company, 1230 
Avenue of the Americas, New York 20, N. Y. 


*Reg. U S. Pat. Off 







A PRODUCT OF 


UNITED STATES 
RUBBER COMPANY 
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MeGraw Award Presented 


To E. O. Shreve at Chicago 


McGraw 


Award Manufacturers’ 


Medal for 


1947 pre- 


sented to General Electric Co. vice president during winter 


convention of 


- tege \GO—Ear! O. Shreve, vice-presi- 
dent of the Genera! Electric Com- 
pany and president of the United States 
Chamber of Commerce, received the 
James H. McGraw Award Manufactur 
ers’ Medal for 1947 at a luncheon re- 
cently held here in the Edgewater Beach 
Hotel. The lunch took place during 
the winter convention i the National 
Electric Manufacturers Associat 
\\ I stuart, «€ of Electri ( n 
Str and Mai ance and s« etary 
the Committ Awards, presented 
Mr. Shreve with a bronze medal and a 
urs f $100. 
Mr Ss] reve re -ived the aw rd ree 
Q of “his <« ribution the elec 


National Electrical Manufacturers Assn. 
trical manufacturing industry's welfare 
and progress through unselfish and vig- 


orous personal effort in resolving con 
flicts ot divided interests into commot 
industry objectives, and his leadership 


and inspiration in directing his industry 
toward broad and industry-wide goals.” 


Che panel 


of judges recommending M1 


Shreve tor the honor included: FV. ( 
Jones, The Okonite Company, Passai 
N. J.; Leonard Kebler, Ward Leonard 
Electric Co., Mount Vernon, N. Y.; D 


Hayes Murphy, The Wiremold Company, 
Hartford, Conn.; George C. Thomas, Jr., 
The Thomas & Betts Co., 
N. J.: and W. ‘F. 

Twenty-three 


Inc., Elizabeth, 
Stuart 


years ago, the late Jame 








SPEAKERS at the annual winter convention of the National Electric 


Vanufacturers 


{ssociation recently held in Chicago included: 


A S. 


VcCordick, president, Canadian Electrical Manufacturers Asan., and vice 
president, Moloney Electric Co. of Canada, Ltd.; W. C. Johnson, presi- 
dent, N.E.M.A., and executive vice president, General Machinery Divi- 
sion, Allis halmers Mfg. Co.; Carl Taylor, president, Waukesha, Wise. 
State Bank; B Napier Simpson, general manager, C.E.M.A. and W. J. 


Donald, managing director, N.E.M.A. 
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MCGRAW 
O. Shreve (left) receives scroll and 
congratulations from W, T. Stuart, 
secretary of award committee. 


AWARD WINNER Earl 


Hl. MeGraw, founder of the MeGraw 


Hill Publishing Company, Ine., estab- 
lished a series of four awards to en 
courage constructive thinking for the ad 


vancement of the electrical industry. The 


each consisting of a bronze medal 


$100. are 


awards, 
ind a purse of 
| 


SOnal ¢ 


given tor pet 
ontributions of merit in the manu 
facturing, contracting and wholesaling 
industry and 


industry. An 


electrical 
vithin the 
440.000 to 


branches of thr 
lor cooperation 


endowment of perpetuate the 


awards is administered by a Committee 
of Awards representative of the four 
branches of the industry. 


\ citation read at the presentation aid, 


in part, that: Ikarl O. Shreve has brought 
to the councils of the National Eleetrical 
Vianufacturer Association a quality of 
confident statesmanship, of wise leader 
hip, of unswerving loyalty and of tire 
le chergy beyond measure or appraisal 
If tewardship has encompassed the in 
ad tr a a whole hhh ervice ha been 
mistan inspired with the conviction 
that vhiat Va best lor the electrical 
manutacturmye mediusts mild, in the end 
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Ady ™ 
FORTIETH | 





SIXTIETH 
ANNIVERSARY 








ANNIVERSARY 


; 
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HE people of Harvey Hubbell wish to 










4) 


take this opportunity to offer their warm 
congratulations to the National Electri- 





\ers- 
h \esa tric — P 
' vance of 7 on intea™ cal Wholesalers Association on its 40 years of 
impor ° 1 e . . 
; a consider ; constructive and beneficial influence on the 
alert: les struct¥ 


whole electrical industry. 








During its sixty years of existence, Hubbell has 
strived to contribute in its own way to the ad- 
vancement of a great industry. 


It seems singularly timely that these two organi- 
zations share in the celebration of their respec- 
tive fortieth and sixtieth anniversaries. 


A TWIST — IT LOCKS 
NEVER DISCONNECTS ACCIDENTALLY 








Se en ater ce Tan 





~ HARVEY HUBBELL INC. |i 
BRIDGEPORT, ... CONN. 
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be best for every company, large or small, one company. Yet his views, actions and) = member of the board of governors, of th 
in the industry. decisions were consistently and clearly budget committee, of the law committee, 

“The capacity for courage which swept industry-wide. In resolving widely con of the regulatory and _ legislatir con 
aside selfish interest and narrow view-  flicting interests he always sought not mittee, of the executive committee. He 
point won for him the confident support compromise, but greater goals has served as a member or as chairmat 
of his company associates. Representing “To the National Electrical Manutac of almost every ‘mportant committee ac 
the largest single manufacturer in the turers Association, he has given an unsut tivity. He served four terms as vict 
electrical industry, he brought to associa- passed record of devotion and hard work. president. He served as president fron 
tion activities the compelling interests of | For fourteen vears he has served as a 1940 to 1941.” 








Adequate Wiring Conference aus a ce a 
. f the prospects to be sold (whether 


builders, architects, contractors o1 


Stresses Sales Training natu ee a 


i employed (whether educational or pri 
\ ~~ ld j saa motional). All concurred in the opinion 
Annual adequate wiring conference held in Chicago empha-  4).4 44. he trained successfully. for ack 


‘ . — . . - quate wiring sales work, employees must 
sizes need for training sales personnel, active cooperation with - 
2 have sales personalitics, Other capahiliti 








contractors and establishment of more certification bureaus. @"® '™portant and cesirable, they held, 
but sales ability is the primary and 11 
dispensable requirement. 
HICAGO — More than one hundred out that no major idea was ever sold by Those attending the second panel agres 
representatives of the electrical indus any group without a united front of all that “you've got to make calls to get r 
; try attended the annual Adequate Wiring individuals and interests, Newcomb urged — sults” in selling adequate wiring t 
Conference recently sponsored by the the industry to corral its forces around — builders. Proper planning and follow 
National Adequate Wiring Bureau in this a single theme, slogan, and standard t through by sales personnel, support 
city. sell adequate wiring on a mass basis. “If newspaper, direct mail and other types 
3 The conference, which was held im- we don't co-operate and pull together,” idvertising will do the job, panel members 
mediately following the convention and he warned, “we will throttle the sales of — maintained. 
exposition of the National Association of | our products and services.” The electrical contractor is perhaps the 
Home Builders, drew attendance from Following Mr. Newcomb’s address, the most strategic figure in the adequate wit 
25 states and from points as far distant conference opened with a panel discussion ing sales picture, held members of the 
as Spokane, Atlanta, New Orleans, New on how to train adequate wiring sales third panel, who discussed, “How Car 
York, Colorado, Houston, Jacksonvilk personnel. It was decided that while train We Obtain Active Co-operation fro 
and Boston. ing problems vary according to types of More Electrical Contractors. With his « 
How to train adequate wiring sales per areas and types of individuals to he operation and support, the success of an 
sonnel in selling adequate wiring to home trained, no training program can be su (Continued on page 221) 
builders ; how to obtain active cooperation 
from more electrical contractors in sell- 
f ing adequate wiring to owners of existing 
homes; and how to organize adequate 
Wiring certification bureaus in different 
: kinds of communities were the problems 
discussed during the panel sessions. 
R. I*. Hartenstein, supervisor of elec 
tric and steam sales from The Ohio Edi- 
son Company and a representative of [di 
: son Electric Institute on the Nationa! 
: Bureau's executive committee, served as 
; veneral chairman at the conference. 
Phe keynote address was given by T. J. 
Newcomb, chairman of the National Ade 
quate Wiring Bureau's executive com 
mittee and sales manager for the West- 
inghouse Electric Corporation's appliances 
division, who stressed that the greatest 
{ hazard the electrical industry faces today, 
is the hazard of circuit saturation, or in 
' dequate wiring in the vast majority « 
fT \merican homes. The problem = and_ its 
solution, Mr. Newcomb emphasized, con 
cerns all branches of the industry and é _ -_ , ‘ : ° 
A ALLIES EPS IRE eee JOTTING DOWN a few notes before participating in the discussions at 
wilh ap ng 5 the Adequate Wiring Conference are: A. H. Jones, general sales man- 
mpOrlam message the public, builders, ager, Madison Electric Co.; W. R. Milby, assistant to the superintendent 
architects, home financing executives and of Detroit Edison’s customer service division; W.C. Brown, sales repre- 
members of our own industry. Pointing sentative, Public Service Co. of Indiana. 
1948 0 a - - 
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Representative Fed- 
eral NOARK Safety 
Switches. The small- 
est is £71, 30 amps., 
125 volts, weight 2 
Ibs.; the largest is 
#211246, fusible 
type-A (heavy duty), 
1200 amps., weight 
750 Ibs. 





Federal 


NOARK 


Satety Switches 






One thing is certain: 
“ regardless of siz 
weight, or rating, 
Federal NOARK sig- 
nature on asafety 


switch stands for for- 
ward-logking engi- 
neering, thorough- 
going honesty of 
@nufacture, and 
@eliability you can 
bank on. 





























Write for a copy of the “Federalog” 

Executive Offices: 50 Paris Street, Newark 5, N. J. 

Plants: Hartford, Conn. * Newark, N. J. * St. Louis, Mo. 
Long Island City, N. Y. 


se” AQ ‘ 
1 “WA yee fey: 


a ge ot oO ee 
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. . we felicitate you — our contemporary — on this, 
your 40th Anniversary and we hope your members, in 
the coming years, will reap the reward which they so 
richly deserve... 
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OUR CONSTANT PROGRESS IN DEVELOPING 
AND MAINTAINING HIGHEST QUALITY AND 
DEPENDABILITY IN SERVICE...... 


These reproductions of catalog pages bring to your attention the famous 
family of DUTCH BRAND Friction and other Insulating Tapes, These tapes 
are items of exceptionally broad and versatile application and we make 
not only the standard variety in general use but also specialized insulating 
tapes for special purposes. Van Cleef Bros. Inc., keeps pace with the manu- 
facturing demands of the industry and for 38 years, the DUTCH BRAND 
Trade Mark has stood for quality, fair dealing, and product uniformity. 
Our new catalog is ready and contains interesting and informative material. 
Ask us for your copy. 





Thal TAPE FRICTION. jan 


q- iF < if 4 = fy i 
< 3 4 ge € 7 ys 
FOR ELECTRICAL AUTO BICYCLE HOME AND SHOP USES FOR FLECTRICAL, AUTO, BICYCLE, HOME AND SHOP USES 
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NOB DUTCH BRAND 4 for | 

~ FRICTION TAPE « ® i 
DuUICH sare 

NO8 FRICTION TAPE a's 
UTCH OR 


ar 
In 


Caran oe: | 4 
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. * * : ' 

; JUNIOR Friction Tape Dispenser SENIOR Friction Tape Dispenser i 
" 191.“ high and 9” in diameter — holds 19%" high — oval shape — short di- , 
| 36 rolls of No. 1 tape and 36 rolls of ameter 8%” and long diameter 11” — 
| No. 2 tape. holds 24 rolls each of Nos. 1 and 2 tape j 
. and 12 rolls each of Nos. 4 and 8 tape . 
Scam cas tae 0 oe es ee ep ee te cee as le hs eh a i ek ek a a as es es es ee Pe 





A NEW AND DRAMATIC DUTCH BRAND SALES HELP 


These strikingly beautiful clear plastic dispensers can 
triple or quadruple dealers’ sales of DUTCH BRAND Friction 
Tape. Jobber tape sales will be increased accordingly 
through the heavy demand for refills. 


VAN LEEF BROS.[NC. 


WOODLAWN AVE. 77th TO 78th STS. 
CHICAGO 19, ILL. 





Api 








sate es 







ctro enginee 
p the latest developm 


ures, 1” x 114’, 
, durable styrene, 





i available i in ribbed phuatiec or evere 
* ‘Available i in 4-lamp 40 watt and 2-lamp 40 watt, 
Surface or Pendant mounted 


@ All models are used for Individual or Continuous row 
installation without the addition of extra parts 


No. 1045 —4-It 40 watt (1040 Basic+Kit No. 5) BE “BASIC” IN °48 
No. 1025—2-lt 40 watt 


“SK YLOUVER’’—Another Electro BASIC UNIT ADAPTATION 


Sold by leading electrical wholesalers everywhere 


ig” ELECTRO’S LIGHTING ENGINEERS ARE ALWAYS AT YOUR SERVICE 


ELECTRO MANUFACTURING CORPORATION 


ied a 2000 W. Fulton St. ¢ Chicago 12 
=(o= 
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C. L. Peirce, Jr. 
Chairman of the Board 





Joseph V. Smith 
President 





/ 
REETINGS:|... 
G trical WngeaMe 


ombination: : 
or le stocks at every strategic PO! 


resentativ 
i ization of factory repr : 
cca Ppa proved selling policy henge 
oa sa ny EXCLUSIVELY THROUGH 
and Company --- 


TRICAL WHOLESALER. 
















The unbeala 
Wholesalers with amp 


es who 









Alan Arison 
Sales Engineer 
*Michigan- "Indiana 


Frank Lanick 
District Manager 
*Minn.-* Mich.-* Wisc.-*lowa 











E. S. Williams 
District Manager 

¥ * W yo.-Col.-*Texas-New 

= Mex.-*Kan.-*Nebr.-* Okla. 


Norman Arntzen 
District Manager 
“Calif.-*Nevada-Arizona 


“indicates States Partially Covered. 











Chicago Operating Manager 

















W. R. Pounder W. W. Glosser 
Divisional Vice President Divisional Vice President 
Ilinois California 





C. L. Stroup 


C. C. Warne, Jr. 
Electrical Engineer 


Assistant Eastern Sales Manager 





Lester Evers John Wennogle 


Sales Engineer 
*Penna.-*New York-*W. Va.-*Md. 





John Carroll 
Sales Engineer 
*Illinois-* Wisc.-* Mich. 


James Everst 
Sales Engineer 
* Missouri- “Illinois-*lowa 





L. T. Owen 
Sales Engineer 
Ore.-Wash.-ldaho-* Mont. 


Harry Edwards, Jr. 
Sales Engineer 
*Nevada-*California-Utah 
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R. G. Robbins R. M. Waggoner Marshall Lasher H. C. Landsell 
Eastern Sales Manager Midwest Sales Manager = Assistant to Divisional Vice President Assistant to Divisional 
California Vice President Illinois 





Paul Lockwood C. H. Keen John Scott Frank Gibson 
District ManagerMaine-Vermont Division Sales Manager Sales Engineer District Manager- *Penna.- 
-N. Hampshire-Mass.-R. |. *New York-Conn.-*New Jersey *New York-Conn.-*New Jersey “New Jersey-Delaware-*Md. 





James Spicer Leonard Schafer Morris Harrison James Creech 
District Manager -So. Carolina- District Manager Sales Engineer District Manager 
No. Carolina-*Va.-*W. Va. Ohio-* Michigan Kentucky-*Tenn.-*Ind.-“lll.-*Va. Georgia-Alabama-Florida 





Don Cole George Brundrett Earl Nelson Wallace Stroberg’ 
District Manager District Manager District Manager- *Kan.-*Nebr.- Sales Engineer *Montana- 
Ark.-*Tenn.-Mississippi-*La. *Texas-*Lovisiana Okla.-*So. Dak.-*lowa-*Mo. *Wyo.-N. Dak.-*S. Dak. 


HUBBARDann COMPANY 


PITTSBURGH 
CHICAGO 


OAKLAND 
CALIFORNIA 
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Residential Oype 


No. 1070 SINGLE POLE and 
No. 1073 THREE WAY 


TOGGLE SWITCHES 


Fully enclosed and protected against intrusion of foreign mat- 
ter. Manufactured only from first grade raw materials. The 
heavy gauge, movable, Prosphor Bronze contacts are positive 
and fast-acting and will give years of safe, satisfactory service. 
Extra heavy mounting strap with wide plaster ears. Terminal 


screws ample for No. 10 wire. 


Rating: 10 Amps., 125 Volts; 5 Amps., 250 Volts. 


Approved by Underwriters’ Laboratories, Inc. 


Elcon3 Pledge to the Industry eee 


The name ELCON became famous for dependable and exacting Electrical Equipment in American military 





aircraft throughout the world. The same standards of ELCON “know how” that are now being applied in 
electrical research and development for the Bureau of Aeronautics is being applied to the manufacture of 
domestic wiring devices. Reputable Electrical Jobbers may offer ELCON products to Electrical Contractors 


with secure confidence in their present and future relationships. 
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1010 1010T 1020 1002-1 1040-1! 1060-1 1050-1 1053-1 
CLIFF BAKER M. LELAND STANFORD W. L. CARROTHERS J. C. BAKER J. S. LINN PAUL KOWAL 
President Secretary Ass't Treas. Chief Elec. Eng. Ass‘t Chief Elec. Eng. Plant Sup’t. 


ELCON MANUFACTURING CO.* 436 EAST MANCHESTER AVE.* LOS ANGELES 3 * CALIFORNIA 





SALES AGENTS DENVER: B & W Sales Co. PORTLAND, ORE.: L. M. Baxter Co. SAN FRANCISCO: F. M. Nicholas Co. 
100 W. 13th Ave. 1008 S. W. 6th Ave. 1123 Harrison St. 
DALLAS: John Hancock MINNEAPOLIS: Geo. T. Sturman SAN DIEGO: Calif.-Ariz. Sales Age’y SEATTLE: L. M. Baxter Co. 
916 Kirby Bldg. 712 Sixth Ave. South 301 West ‘’G”’ Street 1006 Lowman Bidg. 
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ADVERTISEMENT 


IDEAL DISTRIBUTOR NEWS 





TO HELP 
YOU SELL 














PUBLISHED BY IDEAL 


INDUSTRIES, Inc., Sycamore, Ill. 


APRIL, 1948 





DEMONSTRATIONS SELL MORE CLEANERS 





IDEAL’S TRAINING 
PROGRAM BIG HIT 
WITH SALES GROUPS| 


Thorough Grounding in Basic 
Product Advantages Makes 
Selling an Easier Job 





The Ideal training program 
is meeting with high enthusi- 
asm from distributor sales 
groups all over the country. 
Many salesmen report that 
the program has given them 
new ammunition resulting in 
greater sales and increased 
income. 


Salesmen Ask Questions 


Interest has been so great 
that in some cases meetings 
scheduled to last an hour and 
a half or two hours have con- 
tinued into overtime sessions 
—with all the questions com- 
ing from the audience. 


Cover Markets and Products 


These meetings have one ob- 
jective—to help salesmen of 
franchised Ideal distributors 
sell more and earn more. The 
Ideal representatives who 
conduct them have themselves 
undergone special training. 
They know their products 
and markets. After attending 
the meetings salesmen are 
equipped to answer every 
question that the customers 
throw at them. 








FREE DIRECT MAIL 


Don’t overlook this oppor- 
tunity to use this direct mail 
and make Ideal’s national ad- | 
vertising your local advertis- 
ing. Three new direct mail 
pieces for April are available 
for mailing: one each on 
Thermo-Grips, Live Centers | 
and Wire Strippers. All are| 
self-mailers, imprinted in two| 
colors. Folders are furnished 
free, by Ideal, with the dis-| 
tributor’s name imprinted on 
reply cards. All he does is 
stamp, address and mail 
them. 








4, 


William A. Holman (left), Ideal representative and Glenn 
Root, Indianapolis Graybar Electric salesman, all set to 
demonstrate Ideal “Tank Type” Cleaner. Six cleaner orders 
totaling over $1,300 were taken in addition to regular busi- 
ness. (Cleaner is small enough to fit in trunk of most cars.) 








Ideal Introduces New. Find Sales Tips In 
Etcher Model | “Wire-Nut” Ads 


Latest addition to the Ideal| Valuable tips on new pros- 
line is the new “Universal”’| pects and markets for Ideal 
model metal etcher, competi-|‘‘Wire-Nuts” are to be found 
tively priced to really “sell”|in current trade journal 
the lion’s share of the market. | advertising. 

The etcher quickly and easily| Featuring testimonials from 
marks anything made of| satisfied users, the ads actu- 
steel, iron, or their alloys.| ally play a double role, from 
The unit is enclosed in a|the sales standpoint. You can 
metal case. When opened, the} use them in selling other 
cover forms a work plate. A|“Wire-Nuts” prospects in the 
“C” ground clamp is provided | same field—or get ideas for 
for etching large sized parts. | prospecting new customers in 
Four etching heats—120-,| related fields for increased 
240-, 420-, and 700-watts. earnings. 








The “New Look” in Thermo-Grip Display 


A new display unit that lets 
your customers actually use 
the Thermo-Grip is now 
available. 
The display consists of the 
Thermo-Grip unit and pliers 
and a large three-color card 
gas TvOES OF . that invites the prospect to 
er try out the equipment him- | 
wiT self. Simple directions for use | 
ih —_ are also included. The pros- 
‘ pect coming into your store 
can make a soldered wire con- 
a nection or solder a lug on a 
cable. 





os 
Ubi Al 


“Try it,” invites new Thermo- 





Grip display that builds sales| Because he convinces himself | effort changes 
of the unique advantages of! into a buyer. 


through demonstration. 
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SO CAN YOU BY 
TYING IN WITH 
CURRENT DRIVE 


Distributor Salesmen Find 
Cleaner In Action 
Sells Itself 
Sales jump when prospects 
see the Ideal Tank Type 
Cleaner do its speedy, 
thorough job. They want to 
try it—and they step right 
into a sale as they get the 
fee] of truly modern indus- 
trial cleaning. 
This sales tip comes from dis- 
tributors’ reports of cases 
where special forces in the 
field have concentrated on 
cleaner sales. The Ideal 
Cleaner can be carried in a 
salesman’s car. Once demon- 
strated, it stands up to all 
arguments and comparisons. 
Good Profit 
With an excellent profit mar- 
gin on every cleaner sold, dis- 
tributor salesmen find that 
extra effort pays off hand- 
somely. A market survey 
shows that there are 184,000 
industrial plants, 28,000 
hotels, 18,000 theatres and 
241,000 service stations—to 
mention just four classifica- 
tions—that are potential buy- 
ers of Ideal Cleaners. Many 
of these are large enough to 
be multiple purchasers. 
Strong Sales Promotion 
Free displays on both “Tank 
Type” and “Hand Type” 
Cleaners are available to dis- 
tributors carrying a_ mini- 
mum stock. 
Powerful national advertis- 
ing, backed by direct mail 
(supplied free with name im- 
printed to distributors) sup- 
ports the effort to make 1948 
the banner year for 
Ideal Cleaners. 


sales 





| Thermo-Grip, minimum sales 


the 


prospect 
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‘Sih 
IN LIGHTI 


A\ ppropril 
Brightn ss 
Controt = 


Everybody is talking about “Q and Q” .. . the Qui 
Quantity of lighting. Never has the industry been more © 
zant of these two important factors since the advent of fluorescent ~ 
lighting. 














Quality lighting is Appropriate Brightness Control . . . Curtis 
is out front in offering ABC lighting in a most efficient and 
economical form . . . the new low-brightness “Eye-Comfort” 
Alzak Aluminum Troffer. 


The photo above shows the customer records office of the 
Central Hudson Gas and Electric Corporation, Newburgh, New 
York. Here Curtis ““Eye-Comfort” Troffers provide more than 70 
footcandles on desk tops with a new low in unit brightness... 
really ABC lighting. 


The Curtis ‘“Eye-Comfort” Troffers utilize the new 40-watt, 
T-17, 60-inch low-brightness lamp. The contour of the reflector 
approximates that of a parabola and is designed to direct a maxi- 
mum of light to the working plane while limiting the amount 


ALZAK ALUMINUM 
of light delivered from the troffer to the eye. 





Write for complete details on this troffer . . . your customers 


will demand The New Look in Lighting. . a : ) ROPFEFERS 


CURTI S Lighting. 


Sigs WEST 6OSTH STREET. CHICAGO , ILLINOTS 
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CONGRATULATIONS N.E.W.A.! 
1908-1948 


E of ELectricAL WHOLESALING extend our sincere congratulations to 
the members, officers and staff of the National Electrical Wholesalers As- 
sociation on the occasion of this, the Fortieth Anniversary Convention. 
Basically an association is merely the shapeless and lifeless creature of a 
legal formula. It can attain shape and stature only if through the joint efforts 
of men of common interests a pattern for its operation and development is 
designed. It can achieve purposeful movement and action only to the degree 
that living men breathe life into its inert form. From the moment of its cor- 
porate inception to the end of its corporate dissolution an association functions 
and achieves, grows and prospers, generates aid and benefits for its members 
only to the degree that men of common interests combine in earnest effort to 
fulfill the objectives of their purposeful union. 


In its forty years of existence your association has been fortunate in having 
always among its members enough men of ability and foresight to shape its 
course wisely and provide intelligent action when and where action was needed. 

Born out of an obvious need of an organized agency for cooperation, vour 
association has grown from small beginnings to one of impressive stature—- 
its growth paralleling always the over-all increase in the demand for efficient 
and economical distribution of electrical products at the wholesaling level. 

Your association has survived through those forty years that may well go 
down in history as the most fascinatingly miraculous as well as the most 
revolutionary the world has ever seen. 


Through peace-time booms and depressions it served you well and through 
the most vicious and devasting two wars that were ever fought it provided the 
vehicle for intelligent and effective cooperation with all the different government 
agencies in our war effort. Through the concerted action of your leaders and 
members you enabled the electrical wholesaling industry to build up an enviable 
record of war-time performance. 


You have indeed good reason to be proud of the achievements that the 
past forty years have indelibly inscribed on your record. 


Now, in the post-war period, as your association is “turning forty,” it is 
engaged in carrying through what is unquestionably the best-planned and most 
comprehensive program of constructive activities in its entire history. 

Through all the years of its existence it has been the pleasure and privilege of 
ELECTRICAL WHOLESALING (and its predecessors) to record the doings of 
your association. Now on this momentous occasion of your Fortieth Anni- 
versary we take pleasure in presenting three features namely: Saluting 
N.E.W.A.’s past with an Historical Review, saluting its PRESENT with a 
factual report on its plant and organizational set-up, saluting its FUTURE with 
a group of N.E.W.A. committee reports that forecast a brilliant new record. 

It is our hope that the reading of this trilogy will give all of N.E.W.A.’s 
members not only new pride in their association but also that it will create new 
interest and new enthusiasm and stimulate new and even harder effort toward 
advancing the interests, not only of its members but of the entire electrical 
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wholesaling industry. 














National Electrical Wholesalers Association 


40th ANNIVERSARY CONVENTION PROGRAM 
Hotel Statler May 2-7, 1948 





SUNDAY — MAY 2, 1948 
Afternoon 
2:00—Georgian Room—Meeting of Board of Gover- 


nors. 
4:30—Georgian Room—Meeting of Board of Gover- 
nors with Chairman of Commodity and Functional 
Committees. 


MONDAY — MAY 3, 1948 
Morning 
10:00—Ball Room—Session for Members and Guests. 
yr wens OF APPARATUS AND SUPPLY DIV. 
ort of Chairman of Apparatus and Supply Divi- 
sion, “8 D. M. Salsbury. 
Address—"The American Package,” Mr. L. E. Os- 
borne, Vice President, Westinghouse Electric Corpora- 
tion. 
Report of Operating Cost Committee, Mr. L. M. 
Nichols, Chairman. 


Afternoon 


2:00—Ball Room—Session for Members and Guests. 
MEETING OF APPARATUS AND SUPPLY DIV. 
Special Presentation by Warehousing Committee, 
Mr. J. J. Kaske, Chairman. 
Panel Discussions— 
Mr. D. M. Salsbury, Moderator; Mr. Herbert Metz, 
Co-Moderator. 
Members of Panel— 
Catalog Committee, Mr. A. C. Prange, Chairman. 
Fan sal Ventilating Committee, Mr. J. P. Hamblen, 
Chairman. 
Industrial and Commercial Lighting Committee, Mr. 
B. Merritt, Chairman. 
Lamp Committee, Mr. C. E. Mason, Chairman. 
Residential Lighting Committee, Mr. A. J. Musser, 
Chairman. 
4:30—lroquois Room—Meeting of Apparatus and 
Control Committee, Mr. H. P. Litchfield, Chairman. 


Evening 


6:00—Fillmore Room—Meeting of Industrial and Com- 
mercial Lighting Committee, Mr. B. Merritt, Chairman. 
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8:00—Iroquois Room—Meeting of Apparatus and 
Control Committee with Manufacturers, Mr. H. P. 
Litchfield, Chairman. 

8:00—Fillmore Room—Meeting of Industrial and Com- 


mercial Lighting Committee with Manufacturers, Mr. 
B. Merritt, Chairman. 


TUESDAY — MAY 4, 1948 
Morning 
9:30—Ball Room—Session for Members and Guests. 
MEETING OF APPARATUS AND SUPPLY DIV. 
Address—"How To Train the Wholesalers’ Sales- 
men;" M. J. M. McKibbin, Assistant to Vice President, 
Westinghouse Electric Corporation. 
Panel Discussions—Mr. B. M. Salsbury, Moderator, 
Mr. Herbert Metz, Co-Moderator. 
Members of Panel— 
Apparatus and Control Committee; Mr. H. P. Litch- 
field, Chairman. 
Industrial Electronics Committee; Mr. R. M. Johan- 
nesen, Chairman. 
Outside Construction Materials Committee; Mr. 
L. W. Taylor, Chairman. 
Wires and Cable, and Armored Conductor Com- 
mittee; Mr. D. Lyle Fife, Chairman. 
Wiring Devices Committee; Mr. R. W. Kimberlin, 
Chairman. 
Conduit Committee; Mr. L. E. Latham, Chairman. 
Conduit Fittings and Boxes Committee; Mr. R. A. 
Stott, Chairman. 
Rural Markets Committee; Mr. Henry Czech, Chair- 


man. 


Afternoon 
12:15—Ball Room—Elections—Apparatus and Supply 
Division. 
Mr. D. M. Salsbury, Chairman, Apparatus and Sup- 
ply Division, Presiding. 
1:00—Visit to Westinghouse Motor Plant. 
(All members and guests are invited to be the guests 
of the Westinghouse Electric Corporation for ok 
eon and plant visitation of their new and modern motor 
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manufacturing plant. Special buses will leave the Dela- 
ware Avenue entrance of Hotel Statler at 1:00 P.M.) 


WEDNESDAY — MAY 5, 1948 
Morning 
GENERAL CONVENTION SESSION 


9:30—Ball Room—General Session for all Members 
and Guests. 

Address of Welcome; Honorable Bernard J. Dowd, 
Mayor of the City of Buffalo. 

Address; Mr. E. B. Ingraham, President of N.E.W.A. 

Report—Mr. Charles G. Pyle, Managing Director. 

Address—"Labor Relations of Electrical Whole- 
salers;" Kendall B. DeBevoise, Esq., Association's 
Counsel. 

Report of Finance Committee; Mr. A. H. Nicoll, 
Chairman. 

Address—"The Art of Living; Dr. Norman Vincent 
Peale. 

Report of Resolutions Committee. 

Picturama—'The New America"—Presentation by 
Life Magazine. 

Comments by Mr. Earle Wakefield, Assistant to pub- 
lisher of "Life." 


Afternoon 


12:15—Ball Room—Elections—Appliance Division. 

Mr. G. F. Kindley, Chairman, Appliance Division, 

Presiding. 
12:30—Election Meetings for all N.E.W.A. Zones. 

N.E.W.A. members will meet to elect members of 
the Board of Governors, as follows: — 

Zone |—Fillmore Room—Members in Connecticut 
(except Bridgeport and that part of Connecticut west 
and south of Bridgeport), Maine, Massachusetts, New 
Hampshire, Rhode Island and Vermont—Mr. F. E. 
Stern, Chairman, Pro-tem. 

Zone 2—Parlor E—Members in Southern Connec- 
ticut (including only Bridgeport and that part of Con- 
necticut south and west of Bridgeport}, Northern New 
Jersey (including all of New Jersey north of Trenton) 
and New York—Mr. Herbert Metz, Chairman, Pro-tem. 

Zone 3—Parlor D—Members in Delaware, District 
of Columbia, Maryland, Southern New Jersey (includ- 
ing Trenton and all of New Jersey south of Trenton), 
Eastern Pennsylvania (including all of Pennsylvania east 
of Altoona) and Virginia—Mr. W. G. Peirce, Jr., 
Chairman, Pro-tem. 

Zone 4—Parlor C—Members in Alabama, Florida, 
Georgia, Kentucky, North Carolina, South Carolina 
and Tennessee—Mr. H. D. Roden, Chairman, Pro-tem. 

Zone 5—Parlor B—Members in Ohio, Western 
Pennsylvania (including Altoona and all of Pennsylvania 
west of Altoona}, and West Virginia—Mr. |. W. Dan- 
forth, Chairman, Pro-tem. 

Zone 6—Ilroquois Room—Members in Illinois, In- 
diana, Michigan and Wisconsin—Mr. F. R. Eiseman, 
Chairman, Pro-tem. 

Zone 7—Room 306, Third Floor—Members in Colo- 
rado, lowa, Kansas, Minnesota, Missouri, Nebraska, 
New Mexico, North Dakota, South Dakota and Wyom- 
ing—Mr. K. G. Gillespie, Chairman, Pro-tem. 
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Zone 8—Room 308, Third Floor—Members in Ar- 
kansas, Louisiana, Mississippi, Oklahoma and Texas— 
Mr. J. P. Hamblen, Chairman, Pro-tem. 

Zone 9—Parlor—Members in Arizona, California, 
Hawaiian Islands, Idaho, Montana, Nevada, Oregon, 
Utah and Washington—Mr. E. E. Karsten, Chairman, 
Pro-tem. 
1:00—Georgian Room—Luncheon and Organization 
Meeting of Board of Governors. 

Evening 
6:15—Town Casino—N.E.W.A. Cocktail Party for all 
Members and Guests. 
7:30—Town Casino—Annual Banquet for all Members 
and Guests. 


THURSDAY — MAY 6, 1948 
Morning 
10:00—Ball Room—Session for Members and Guests. 
MEETING OF APPLIANCE DIVISION 

Report of Chairman of Appliance Division; Mr. G. F. 
Kindley. 

Address—"The Present and Future of the Radio, 
Television and Appliance Business"—Mr. R. C. Cos- 
grove, Vice President and General Manager of Crosley 
Division, AVCO Manufacturing Corporation. 

Special Presentation by Warehousing Committee; 


Mr. J. J. Kaske, Chairman. 


Afternoon 
2:00—Ball Room—Session for Members and Guests. 
MEETING OF APPLIANCE DIVISION 
Panel Discussions—Mr. W. G. Peirce, Jr. Moderator. 
Members of Panel— 
Rural Markets Committee; Mr. Henry Czech, Chair- 
man. 
Major Appliances Committee; Mr. K. G. Gillespie, 
Chairman. 
Small Appliances Committee; Mr. C. A. D'Elia, 
hairman. 
Legislative Committee; Mr. F. E. Stern, Chairman. 


FRIDAY —MAY 7, 1948 
Morning 
9:30—Ball Room—Session for Members and Guests. 
MEETING OF APPLIANCE DIVISION 

Panel Discussions— 

Mr. Benjamin Gross, Moderator. 

Members of Panel— 

Radio, Television and Tubes Committee; Mr. Harry 
Alter, Chairman. 

Service and Repair Parts Committee; Mr. J. A. 
Vassar, Chairman. 

Sales Promotion and Sales Training Committee; Mr. 
L. P. Kefgen, Chairman. 

Store Management and Store Arrangement Com- 
mittee; Mr. L. J. Mulhall, Chairman. 

Address—"Demonstrate to Sell"—Mr. H. U. Mann, 
President, H. U. Mann Company, Inc. 

Unfinished Business. 

New Business. 

Adjournment. 
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O € control Of a 


ortable electrical equipment 
in oth indoor and outdoor fS 








Safety. Positive interlock prevents opening the 
case or withdrawing the plug unless the switch 
is “off. Switch can't be turned ‘‘on” unless the 
case is closed and the plug fully inserted. 


Switches. Motor circuit switch. Quick make and 
break. Double break, reinforced, positive pres- 
sure-type blade and jaw construction. Positive 
pressure fuse clips. Combination solder or solder- 
less wire lugs. 2 or 3-pole fusible. 


Plug Receptacles. Style 1 is grounded through 
the shell of the plug and the receptacle housing. 
It will take the plugs used with the former Type 
MKS of the same rating. Style 2 is grounded 
through an extra pole andthe shell. An eyebolt 
and wingnut prevents accidental withdrawal of 
the plug when the switch is open. 


Type WMKS Interlocking Safety 
Switch and Plug Receptacle 


CONDULET* 


ings O 








cations 



















Type WMKS 
Interlocking 
Safety Switch 
and Receptacle 
Condulet with 
Type DP 
Interlocking 
Plug 


2 =a It’s raintight! 


CONDULET is a coined 
word registered in the U.S. 
Cast metal case. Strong and durable. Four Patent Office. It designates 


sturdy mounting feet. Many possible threaded @ product made only by the 
hub arrangements for both vertical and hori- Crouse-Hinds Company. 
zontal conduit. Cover may be padlocked to pre- 

vent unauthorized entry. Operating handle may 

be padlocked “‘on” or “off’’, 


Threaded operating shaft. Bearings perma- 
nently lubricated to resist corrosion and prevent 
the entrance of dust and moisture. 





a 
Horse-power ratings. 2 through 50 H. P. Nationwide 
30, 60, 100 or 200-ampere. 230-or 575-volt A. C. Distribution 
Through Electrical 
Wholesalers 









Listed in Condulet Catalog 2500, Section 50, A 





CROUSE-HINDS COMPANY CONDULETS 


Syracuse 1, N.Y. 


Ollices: Birmingham - Boston — Buffalo — Chicago — Cincinnati — Cleveland — Dallas — Denver — Detroit — Houston — Indianapolis 


FLOODLIGHTS 





Kansas City - Los Angeles — Milwaukee — Minneapolis —- New York — Philadelphia — Pittsburgh — Portland, Ore. —San Francisco TRAFFIC SIGNALS 


Seattle — St Louis— Washington. Resident Representatives: Albany — Atlanta — Charlotte —- New Orleans — Richmond, Va 





CROUSE-HINDS COMPANY OF CANADA, LTD., Main Office and Plant: TORONTO. ONT AIRPORT LIGHTING 
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WHERE THE WHOLESALERS’ ASSOCIATION WAS BORN: Dec. 1908 The Clifton House, Niagara Falls, Can. 


Gleaned from N.E.W.A. Records 


1908-1948 
| Forty Years of Progress 





Compiled with the approval of N.E.W.A.’s Executive Com- 
mittee and with the muchly appreciated assistance of 
N.E.W.A.’s Headquarters staff from the official reports of 
Forty Years of N.E.W.A. conventions and committee meetings. 





By Arthur W. Hooper 
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66 \M going to address you,” 
‘on the sub- 

ject of the rumor coming from 
some manufacturer that this meet- 
ing would be the last meeting of the 
Electrical Supply Jobbers Associa- 
tion.” The date was May 13, 1914. 
The occasion was the annual con- 


the speaker said, 


vention of the Electrical Supply Job- 
bers Association (now N.E.W.A.) 
at Atlantic City N. J. Judge Thomas 
M. Debevoise, counsel of the associ- 
ation, was the speaker. 

Now, in this year 1948 that same 
organization is celebrating its 40th 
anniversary — larger, more influen- 
tial and going stronger than ever!! 

The electrical branch of the whole- 
saling industry came into being 
when the owners of electrical in- 
stallation and repair shops found 


themselves increasingly called upon 
to supply electrical parts for which 
no convenient or nearby source ex 
isted. Then, out of their midst, some 
of the more merchandising-minded 
decided to supply that need and—a 
new “jobber” was born. 

The electrical wholesalers associa- 
tion was founded because the whole 
salers wanted to develop their busi- 
ness opportunities, protect their in- 
terests and continue to supply the 
best method and channel of whole- 
sale distribution for the electrical 
manufacturers. 

The National Electrical Whole- 
salers Association is largely respon- 
sible for the unqualified acceptance 
as an economic necessity which the 
electrical wholesaling industry en- 
joys today. 


IT HAPPENED IN 1908— 
The association was organized on 
December 10, 1908 as the Electrical 


Supply Jobbers Association at a 


meeting at Niagara Falls, Canada, 
with approximately 100 members 
comprising the organization. That 
number represented practically all 
the reputable electrical wholesalers 
existing in the United States at that 
time 

Through all its years the associa- 
tion has followed successfully the 
objectives set forth at the first or- 
Its aims, then 
declared, called for diligence, perse- 
verance and painstaking work on 
the part of all members, and the 
leading position of the association 


ganization meeting. 


today is indeed a tribute to the mem- 
bers who at the start pointed the 
association in the right direction and 
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W.W. Low 


inspired all those who followed to 
cultivate greater cooperation and 
constructive effort. 

In the second article of its by 
laws, the association states: “Its 
objectives are to promote the wel- 
fare of its members and to distrib- 
ute among them the fullest infor- 
mation obtainable in regard to all 
matters affecting the electrical sup- 
ply jobbing business ; to issue infor 
mation standard 
prices established by manufacturers 
of electrical supplies ; to aid in bring- 


sheets showing 


ing about more friendly relations 
between the electrical supply jobbers 
and others engaged in the electrical 
business; to assist in standardiz- 
ing and marketing high-grade elec- 
trical merchandise and in reducing 
fire hazard; to improve the quality 
of electrical goods marketed by 
\merican manufacturers and the 
service rendered by the various 
branches of the electrical industry.” 

The association has grown and 
flourished because through all the 
vears it has remained true to the 
objectives expressed above in its first 
set of by-laws. 

The air of uncertainty and gloom 
that had hung like a dark cloud over 
the heads of a previous group was 
cleared away when, at a rather fate- 
ful get-together meeting in August 
1908, a few strong hearts and strong 
minds among the organizers decided 
that all traces of potentially danger- 
ous practices should be kept out of 
the declared objectives of the organ- 





E. B. Latham 


ization. The group adopted a reso- 
lution that a committee of five men 
should consider the whole situation 
and report back at a joint meeting. 
The committee, consisting of W. W. 
Low, Frank H. Stewart, Chas. B 
Price, E. B. Latham and R. \. 
Scudder met twice and recommend- 
ed that all implications of connection 
with a previous group should be 
wiped out and that a national asso- 
ciation should be formed along the 
lines already agreed upon. 

With those premises accepted by 
all, the Electrical Supply Jobbers As- 
sociation was founded on December 
10, 1908 at the Clifton Hotel in 
Niagara Falls, Canada. 

The members listened closely to 
the association counsel, “Judge” 
Thomas M. Debevoise, when he 
spoke at that historic meeting. Judge 
Debevoise told the members: “It is. 
of course, impossible to protect any 
association that is formed from the 
institution of an investigation by the 
Government of the United States 
or of any one of the States; but it 
should be the object of any new 
association to have everything it 
does so thoroughly and clearly stated 
in writing that in case the Depart- 
ment of Justice ever wishes to start 
an inquiry into its methods, the mat- 
ter may be placed by written evi- 
dence before the department’s rep- 
resentatives.” 

It was decided right at the outset 
that the association would not (and 
has not since that day) do certain 
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Frank S. Price 


things of which the following was 
the most important : The association 
would not attempt to control prices 
through agreements with the man- 
ufacturers, or agreements among the 
members, or agreements with con 
tractors and otherwise. 

The association of electrical whole- 
salers in 1908 claimed approximately 
100 members, representing all sec- 
tions of the country. There were 
three divisions, namely, the Atlantic, 
the Central and the Man 
agement of association affairs was 
vested in an 


Pacific. 
executive committee 


consisting of 15 members, seven 
from the Atlantic 
from the Central 
from the Pacific Division. Franklin 


Overbagh was appointed to the office 


Division, seven 


Division and one 


of general secretary for the associa- 
tion and Chas. Edward Brown was 
made M. 
as counsel 


treasurer, while Thomas 


Debevoise was retained 
of the group. 

In 1908 the electrical supply field 
was experiencing more or less cha- 
otic conditions. Some of the houses 
Cut- 
throat competition was most evident 


were not strong financially. 
with cut price houses springing up 
in all parts of the country. The well- 
established, 


recognized wholesale 


houses went to the convention of 
their association uncertain and afraid 
of what was happening in the indus 
try. More than one 


considering drastic ways to combat 


wholesaler was 


the cut price houses. One dangerous 
] 


action contemplated was the elimina- 


Frank H. Stewart 


tion of the traveling salesman. 
Then, even as now, the whole- 
saler members who were concerned 
with a major problem found that 
there would be good advice, some 
possible solutions and a full discus- 
sion of problems at the meeting of 
E.S.J.A. As one member expressed 
it: “The interchange of ideas has 
always been an important reason 
with many members for attending 
meetings, and there is hardly a mem- 
ber of the would 
deny its value from that standpoint 


association who 
or the necessity of continued co- 
operation for the purpose of pro- 
tecting the position of the jobbers 
in the electrical trade.” 

In the case of eliminating sales- 
men to combat cut price houses the 
members listened with interest to the 
pioneer wholesaler, W. R. Hlerstein 
when he advised them: “We have 
seen the so-called cut-price houses, 
demanding cash in advance, spring 
up like mushrooms in different parts 
of the country. Enticing price lists 
are issued by the ton, making fre- 
quent reference to the elimination of 
traveling 

We all 


know what usually happens to the 


such expensive items as 
losses 


salesmen and credit 


customer who advances money to 
these houses, and eventually we see 
them carted away to their common 


The 


money 


dumping ground traveling 


salesman costs us but we 


must have him. He is the friend of 
the contractor, and he makes friends 


of them for his house. The retaile: 
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can have no better friend and the 
jobber no better asset than a crew 
of clean-cut, intelligent, loyal and 
aggressive traveling salesmen.” 
The first resolution passed by the 
Electrical Supply Jobbers Associa- 
tion after its organization declared 
that a larger profit was desirable on 
goods sold in quantities less than 
one-fifth of a standard package. 
Other early activities of the associa- 
tion called for the secretary to issue 
price sheets as and when he deemed 
it necessary, showing resale prices 
suggested by the manufacturer. 
From the very beginning the asso- 
ciation aided the wholesalers in be- 
coming the most economical outlet 
for the manufacturers. One of the 
problems at that time was getting 
rid of and overstocked 
items. The membership of the asso- 


obsolete 


ciation represented many sections of 
the country with conditions 
varving greatly. Realizing that mem- 


local 


bers in one section could profitably 


use items which were obsolete or 
overstocked in another section, the 
national 
secretary to list all overstocked and 
from 
periodic reports by the members. 
The list was revised from time to 
time and circulated among the mem- 


bers. A ten percent commission on 


association instructed its 


obsolete goods as gathered 


all sales resulting was forwarded to 
the association treasury to cover part 
of the extra clerical expense 1n- 
volved in publishing the list. 

One of the reasons for the success 
of the association in building the 
electrical supply industry to its pres 
ent leading position was the ability 
of its members to work. 

The history of the 
proves beyond all possible doubt 


association 


that the members wanted and had a 
“working organization.”” The mem- 
bers through the commodity com- 
mittees were continually striving to 
eliminate small and large problems 
in the industry and place the indus- 
try on a more solid foundation. 

It is, of course, impossible to list 
every suggestion and proposal made 
by the association during its forty 
years of existence and of the many 
resolutions, suggestions and accom- 
plishments only a few can be report 


ed in this brief history. .\bove all 
the association did three things: (1) 
It kept in immediate touch with 
every trend or development. that 


might affect the members in their 
electrical 


wholesaling 


business of 
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products (2) It took under con- 
sideration every suggestion which 
would improve the wholesalers’ 
ability to render economical service 
to the manufacturers and followed 
it through with effective group ac- 
tion. (3) Many suggestions and 
changes in procedure that could not 
immediately be adopted were studied 
and improved upon until finally they 
became the accepted policy in the 
trade. 

The problem of handling returned 
without suffering 
losses troubled the wholesaler even 


seri us 


POL ds 


in those days and of course, was the 


Thomas M. Debevoise 


subject of many discussions at the 
association meetings. The members 
agreed that credit given the customer 
for the return of goods, should be 
the selling price less freight or ex- 
press charges and an adequate serv- 
ice charge for the work involved and 
that all bills should be stamped as 
such. 

\ continuing activity of the asso 
ciation was to get reputable electri- 
cal wholesalers established firmly as 
the most economical outlet for the 
manufacturers’ products. To do this 
the association encouraged the 
wholesaler to study his warehousing, 
his sales programs, his methods of 
handling materials and his office 
procedures, to gain as much eff- 
ciency in operating his business as 
possible. One of the most valuable 
aids toward more efficient operation 
supplied by the association to the 
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wholesalers was the group of studies 
on the cost of doing business that 
were conducted in the early years. 

It is impossible to estimate the 
value of addresses that were deliver- 
ed and of the papers which were 
read to the members during the 
meetings. Almost every member took 
with him when he left a convention 
some fresh ideas on how to improve 
his business. Some of the topics pre- 
sented in the convention papers 
were: Co-operation Between Elec- 
trical Jobbers and Electrical Con- 
tractors; Competition sased on 
Straight-Forwardness and Honesty ; 
Competition sased on Intelligence 
and Understanding ; Competition— 
Based on Vindictiveness; Proper 
Method of Handling Salesmen; Are 
You Loyal to Your Credit Man ; Co- 
operation Between Sale and Ware- 
house Departments as Applied to 
Jobbers Trade. 


IT HAPPENED IN 1911— 

Kight committees were required 
to carry on the association’s pro- 
gram and study industry problems 
in the year 1911. The following 
committees were active: Finance, 
Audit, Donation and Contribution, 
lreight and Classification, Public 
Utility, Manufacturers Committee, 
Operating Expense and Sheet Com- 
mittee. The officers of the associa- 
tion were Franklin Overbagh, gen- 
eral secretary; C. E. Brown, treas- 
urer; A. H. Elliot, secretary of 
Pacific Division; T. M. Debevoise, 
counsel. The division chairmen were : 
EK. W. Rockafellow, Atlantic Di- 
vision; W. W. Low, Central Divi- 
sion; Andrew Carrigan, Pacific Di- 
vision. 

One of the major problems for 
the electrical wholesaler in the early 
days was the packaging of electrical 
goods. 

Few items arrived at the whole- 
saler’s establishment in such order 
that they could be placed immedi- 
ately on the shelves or stored in the 
warehouse. Usually it took one or 
more men many hours of sorting 
and counting to check against in 
voice before the materials could be 
put into the stock bins. To improve 
this situation the association ap- 
pointed a unit and standard package 
committee. Much of the present day 
packaging and carton sizes are a re- 
sult of the series of committees that 
worked on convincing manufactur- 


ers that improvements in packaging 
were necessary. 

The first committee’s report, sent 
out to the membership in January 
1912 contained recommended stand- 
ard size cartons containing a definite 
number of units for almost every 
product handled by the electrical 
wholesaler. The report covered such 
items as: Rubber covered wires, 
rubber covered fixture wires, lamp 
and show window cord, office wires, 
annunciator wires, friction tape, 
splicing compound or rubber tape, 
wire guards, shade holders, porce- 
lain tubes, wood moulding, insulator 
joints, outlet boxes and _ covers, 
ground clamps, fixture studs, etc. 


IT HAPPENED IN 1912— 

Where in those days the whole- 
salers’ incoming as well as outgoing 
shipments involved much R. R. 
freight, inter-city truck deliveries 
being unknown, it was significant of 
its activities that at the semi-annual 
meeting of E.S.J.A. in Atlantic City, 
N. J. in May 1912, FE. W. Rocka- 
fellow, chairman of the freight and 
classification committee reported 
that the railroads had reduced the 
rate on wrought iron pipe from 
ninety cents per hundred pounds to 
sixty-two cents per hundred pounds 
from Chicago to Salt Lake City, 
Utah. Mr. Rockafellow also told 
the members that the committee was 
attempting to have the reduction ap- 
plied to iron conduit. (In May, 1913 
the committee announced that it was 
successful in having the reduction 
applied to iron conduit. ) 


IT HAPPENED IN 1913— 

In 1913 the association hired an 
accounting firm, Niles and Niles, to 
examine the books and records of 
20 wholesale houses and write a 
complete report on gross profits, ex- 
penses and turnover in handling 
lamp sales. As a result of the report 
by the accountants, the following 
bulletin was issued by the manu- 
facturers. “The manufacturers upon 
investigation find that their ‘B’ 
agents are entitled to an additional 
compensation for the contract year 
ending April 30, 1913 of 4.87 per- 
cent. Settlement will be made on that 
basis. The question of compensa- 
tion for the year beginning March 
1, 1912 is under consideration, Re- 
port will be made as soon as the 
accountants can finish their investi- 
gation.” 
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\t its meeting in Niagara Falls, 
Canada in September 1913, the as- 
sociation voted that the general sec- 
retary be instructed to send a letter 
to the manufacturers of materials 
requesting that all labels on shelf 
goods material show plainly catalog 
number, schedule, unit and standard 
package quantity and further that 
they should advise the association if 
they would comply. 

Division chairmen in 1913 were 
I’. S. Price, Atlantic; N. G. Harvey, 
Central; and H. V. Carter, Pacific. 


IT HAPPENED IN 1914— 

In the early part of 1914 the 
members received a report on a uni- 
form system of accounting drawn 
up by Niles and Niles. The account- 
ing firm had been instructed to pre- 
pare a uniform system of account- 
ing, including: (1) A classification 
of accounts; (2) Definitions of the 
accounts; (3) A general accounting 
svstem with descriptions of the rec- 
ords and suggestions regarding the 
use of mechanical aids; (4) A sys- 
tem of monthly reports with descrip- 
tions of the statements; (5) Designs 
for the special accounting books and 
forms; (6) Forms for the monthly 
statements. 

In February 1914 the members 
agreed to leave the question of join- 
ing the National Chamber of Com- 
merce up to the general secretarv 
and counsel. The association joined. 

One of the major activities of the 
association during this period was 
gathering statistical reports on va- 
rious lines and circulating them 
among its members. For example, 





statistical data and sales information 
applving- to rubber covered wire 
were gathered for the month of 
March, 1914. The association re- 
quested from its members figures on 
the number of sales less than $5.00 
as follows: Number of sales, aver- 
age charge, gross percentage of 
profit per sale, gross profit per order 
in dollars and cents. 

At Atlantic City, N. J. in May, 
1914 the unit and standard package 
committee reported that it had taken 
up with the incandescent lamp man- 
ufacturers the question of properly 
relabeling their lamps and that the 
manufacturers had agreed to label 
their lamps as requested by the com- 
mittee. The committee also stated 
that the same request had been made 
of the manufacturers of dry bat- 
teries who also agreed to label bat- 
teries as requested by the committee. 

A discussion among the members 
at that particular Atlantic City meet- 
ing also brought out the fact that 
the statistical reports being issued 
were of great value. As a conse- 
quence the executive committee rec- 
ommended compiling statistics on 
portable, parallel and lamp cord for 
the month of June; weatherproof 
wire for the month of July and snap, 
rotary and pushbutton switches and 
plates for the month of August. 

Strengthening the bonds between 
wholesalers and manufacturers has 
always been a leading aim of the 
association, but it became particu- 
larly important in 1914 after the 
World War I broke out. There was 
a great need for closer cooperation 
and a better understanding of each 
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other’s problems. In August, 1914 
the general secretary sent letters to 
various manufacturers inviting them 
to attend the September convention 
of E.S.J.A. The association wanted 
to make this meeting an opportunity 
to explain to the manufacturers the 
objectives of the association and the 
lines on which its activities would 
be conducted. 

When the convention met at Niag- 
ara Falls, Canada in September, 
1914, Judge Debevoise was called 
upon to make the initial address to 
the visiting manufacturers, and he 
sketched the history of the associa- 
tion and told the large crowd: “The 
association has been working simply 
for the purpose of educating its 
members, educating them as to busi- 
ness methods; cost of doing busi- 
ness; cost of handling goods; in 
particular handling goods in small 
quantities and breaking up stand- 
ard packages into | don’t know how 
many parts and sending them in a 
thousand different directions. ‘The 
association has done much to raise 
the merchandising standards of its 
members.” 

At the same September meeting 
in Niagara Falls, Canada, the asso- 
ciation created a three-member com- 
mittee on statistics to formulate 
plans for gathering statistics by lines 
and groups having some relation to 
each other. 

Meeting in Birmingham, Alabama 
in December 1914, the members 
heard H. V. 


the Pacific Division speak on the 


Carter, chairman of 
subject of Cooperation with Cen- 
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tral Stations. Mr. Carter told the 
group of the Pacific Division's plans 
to invite two representatives of cen- 
tral stations on the West Coast to its 
next meeting. Mr. Carter 
ported on the work being 
the West Coast in getting contrac 
tors to join the National Contrac- 
tors Association. 


also re- 
done on 


IT HAPPENED IN 1915— 

In June, 1915 the association trav- 
eled to Detroit, Mich. for its semi- 
annual meeting. One of the high- 
lights of this session was the report 
of the freight and classification com 
mittee. The latter committee report- 
ed: “Carrying lines have been seek- 
ing increases of rates practically 
speaking all over the country. We 
have been able to have a reduction 
made in the western classification of 
conduit fittings from first to second 
class in less than carloads on them, 
thereby making a saving of a mini- 
mum of ten cents, with a maximum 
of twenty-five cents per cwt. on less 
than carload shipments.” 

The E.S.J.A. 
Springs, Va. in 1915 
featured a number of constructive 
recommendations by the unit and 


Hot 


meeting at 
November 


standard package committee. 

The committee recommended that 
battery manufacturers adopt new 
methods for packing batteries with 
the suggestion that the popular sizes 
be packed 25 in a package and slow 
sellers 10 in a package. The com- 
mittee requested that manufacturers 
consider the heavy expense incurred 
in handling this material in and out 
of stock and placing on shelves. The 
committee was of the opinion that 
the suggested changes would prove 
of mutual benefit. 

The same committee recommend 
ed that the lamp committee of the 
association request lamp manufac- 
turers to print on their labels which 
appear on cartons a full descrip 
tion of the style of lamp contained 
therein. To illustrate, a round bulb 
lamp to be called. round bulb rather 
than Style G, etc. 

The unit and standard package 
committee reported that the 
1915 methods of packing two-piece 


also 


where 
different 
sizes were very unsatisfactory and 


porcelain knobs and cleats 


tops and bottoms are of 
caused the wholesalers unnecessary 
and The 


suggested manufacturers pack all 


labor expense. committee 
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of the above items in separate com- 
partments side by side and not on 
top of each other. 


IT HAPPENED IN 1916— 


In the 
cities in 


vear 1916 less than 100 
the United States could 
boast of supporting at least one rec- 
ognized electrical wholesale house. 
Electrical wholesalers in those days 
carried tremendous stocks. Because 
it took a long time to get goods, cus- 
tomers bought in large quantities. 
Salesmen traveled by train since au- 
tomobiles were expensive and roads 
very bad. 

At its meeting in Detroit in Feb- 
ruary 1916, the association decided 
to appoint a committee of six mem- 
bers to make a survey of the asso- 
ciation and its activities and con- 
sider plans for the work of the asso- 
ciation and the broadening and de- 
velopment thereof. 

The Detroit gathering also heard 
the unit and standard package com- 
mittee recommend 26 changes in 
packaging methods to manufactur- 
ers of various types of electrical 
Some of the recommenda- 
tions were as follows: Request man- 


goods. 


ufacturers of locust pins to put them 
100 and 250; suggest 

small quantities on 
bolts; put list price on each flash- 
light battery, and cartons; 
recommend to manufacturers of the 
pipe fittings that they seal them in 
paper cartons; use corrugated sepa- 
rators for plug cutouts to prevent 
breakage; recommend that cartons 
be not over 15 inches long on sched- 
ules B and H. 

The lamp committee reported to 
the that manufacturers 
are adopting the use of labels as sug- 
gested by the unit and standard 
package committee, and also stated 


in bags of 


packages of 


cases 


members 


that miniature and carbon lamps 
would probably be out of date in- 
side a year. 

The June, 1916 meeting at Hot 
Springs featured the report of the 
committee. The committee 
put forth a number of recommenda- 


survey 


tions, all of which were adopted by 
the members. The committee recom 

mended: (1) Eight groups instead 
of three divisions; (2) Groups to be 
broken down by states; (3) ach 
group to have a chairman and a se¢ 

retary the 


elect 


members of 
Each 


who 
(4) 


members of 


are 
group; group to 


the executive commit- 
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tee; (5) Activities of each group to 
be conducted under and in accord- 
ance with plans approved by coun- 
sel; (6) Each group to meet four 
times a year; (7) Committees to 
be appointed for the following in- 
terests : Auditing, Finance, Incandes- 
cent Lamp, National Meeting Pro- 
gram, Co-operation, Donation and 
Advertising, Freight and Classifica- 
tion, Chamber of Commerce, Na- 
tional Fire Protection Association, 
Concentric Wiring, American Fair 
Trade League, Central Station Com- 
mittee. 


IT HAPPENED IN 1917— 

In March, 1917 another commit- 
tee reported progress in ironing out 
difficulties with manufacturers. The 
dry battery committee told the asso- 
ciation members that it had met with 
manufacturers and given them a list 
of grievances. The manufacturers 
welcomed the committee’s sugges- 
tions and promised many reforms. 

The semi-annual meeting at Cin- 
cinnati, Ohio in November 1917, 
featured an address by W. L. 
win of the General Electric Co. 

Mr. Goodwin pointed out that 
wholesalers were negligent in devel- 
oping the business potentials of elec- 
trical contractors and retailers. He 
estimated that while the yearly con- 
sumption of electrical goods was 
then 700 millions of dollars per year, 
by proper study of the whole prob- 
lem of distribution, the awakening 
of demand and systematic co-opera- 
tion with the retailers and contrac 
tors, the annual demand could be 
increased to 2500 millions in the fol- 
lowing five to ten vears. 

Mr. Goodwin urged the whole 
salers to get behind contractors and 


(sood- 


retailers and encourage them to 
open shops and sell electrical sup 
plies at retail. “It is lack of retail 
outlets that prevents the big sales of 
electrical goods,” he said. “The trade 
is accused of creating a demand for 
electrical devices without furnishing 
an adequate means for their sys- 
tematic distribution.” 

One of the final acts of the asso 
ciation during the year 1917 was the 
appointment of a War Service Com- 
mittee. The committee, consisting of 
W. E. Robertson, chairman; F. M. 
Bernardin, N. G. Harvey, W. R 
Herstein and F. S. Price, did a heroic 
job for the electrical wholesaling in 
dustry during World War I years. 
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IT HAPPENED IN 1918— 
The virtual revolution which took 
place in certain phases of American 
business life during the years 1918- 
28 naturally was reflected in the 
electrical industry also. During this 
period, the electrical wholesalers wit- 
nessed the tremendous growth and 
expansion of the chain store, the 
launching of public utilities into the 
merchandising field, the commercial 
development of radio and the propa- 
gation of new jobbers who lacked 
hoth ability and stability. Federal 
legislation bound many activities of 
trade associations. There was a period 
of discontent on the part of manu- 
facturers after World War I. 

The officers of the association in 
1918 were Franklin Overbagh, gen- 
eral secretary and treasurer; Albert 
H. Elliot, secretary, Pacific Division ; 
Thomas M. Debevoise. counsel; E. 
Donald Tolles, secretary. In the At- 
lantic Division W. E. Robertson, 
Robertson-Cataract [Electric Co., 
was relieved as chairman of the At- 
lantic Division by E. C. Graham, 
National Electrical Supply Co., 
Washington, D. C. 

In 1917 when the United States 
entered the war the wholesalers 
found it difficult to maintain more 
than a semblance of complete stock. 
There were many manufacturers 
who no longer accepted orders from 
the wholesalers. Government buying 
bureaus had been set up everywhere 
to procure goods. The wholesalers 
suddenly found themselves in a po 
sition where they had to get recog- 
nition as an essential industry or 
else—. 

The association’s first move was 
the adoption of a pledge for the 
electrical wholesaling industry as 
prepared by the association’s War 
Service Committee. The committee, 
armed with the which 
charged electrical wholesalers with 


pledge, 


the responsibility of making sure 
that products sold would be devoted 
to essential uses as defined by the 
Priorities Division of the War In 
dustries Board, journeyed to \Wash 
ington to present the electrical 
wholesaler’s case. 

There the committee convinced the 
war industry leaders at the Capital 
that the electrical wholesalers were 
an essential industry and performed 
essential services in the public in 
terest. 

The pledge was accepted and ap 
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proved by Judge Edwin b. Parker, 
priorities commissioner. In approv- 
ing the pledge, Judge Parker told 
the wholesalers: “The government 
is depending upon the experience 
and patriotism of all manufacturers, 
jobbers, dealers and consumers to 
assist it in securing an equitable dis- 
tribution of all products and _ their 
application solely to essential uses.” 
That the committee was able to con 
vince Judge Parker of the necessity 
of the electrical wholesaler was quite 
an accomplishment and a_ brilliant 
victory for the wholesaling industry, 
because Judge Parker had previously 
stated that he considered the whole- 
saler an unnecessary evil. 

During the war, the association 
published texts of all government 
regulations, priority regulations, bul- 
letins, ete., and circulated them 
among the members. 

At the semi-annual meeting in Hot 
Springs, Va., May, 1918, A. M. Lit- 
tle, Mohawk Electrical Supply Co., 
recommended the appointment of a 
publicity committee to strengthen the 
position of the electrical wholesaler 
in the minds of the Government offi 
cials and American business. The 
committee was appointed and _ re- 
ported to the general meeting of the 
association in Cleveland in Decem- 
ber, 1918. 

At its semi-annual meeting in 
Cleveland, December 1918, the mem- 
bership approved the executive com- 
mittee’s action in appropriating $12,- 
000 for an advertising campaign in 
1919. There was quite a lengthy de- 
bate over this expenditure and pro- 
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gram but in the end, the appropria- 
tion was approved and the publicity 
committee set out on its program to 
gain more recognition for the elec- 
trical wholesaling industry. 

The Cleveland convention heard 
an address by M. S. Seelman on 
“Central Station Merchandising.” 
This was the first time in the history 
of E.S.J.A. that a central station 
representative had addressed the 
association, 

A uniform accounting system fur- 
nished to the members in July, 1918 
was Officially adopted at the Cleve- 
land convention. 


IT HAPPENED IN 1919— 

In 1919 the chairmen of the three 
divisions were as follows: W. R. 
Herstein, Central Div.; W. I. Bick- 
ford, Atlantic Div.; T. E. Bibbins, 
Pacific Division. 

W. E. Robertson as chairman of 
the War Service Committee told the 
members that immediately after the 
armistice was signed and the govern 
ment appointed a department to han- 
dle surplus stocks, a representative 
of the association went to Washing- 
ton and was the first to tender the 
services of a War Service Committee 
to the U. S. 

The committee was thanked for 
its cooperation and an agreement was 
made by which there would be no 
dumping of electrical supplies on the 
market by authorized sale either at 
auction or private sale without notice 
to the wholesaler’s War Service 
Committee. 

Mr. Robertson further stated that 
an inventory of all surplus electrical 
supplies was in progress and as soon 
as completed the committee would 
prepare and present a plan to electri- 
cal wholesalers by which they could 
individually enter a syndicate which 
would be formed to relieve the gov- 
ernment of such surplus standard 
electrical supplies as might be found 
to exist. 

In 1919 the association commit- 
tees were as follows: Incandescent 
Lamps; Rigid Iron Conduit; Non 
Metallic Flexible Conduit; Metal 
Molding and Wire Molding; 
Armored Conductors; Dry Batteries 
& Flashlights; Condulets; Outlet 
Boxes; Bushings and Locknuts; 
Pole Line Hardware; Poles, Cross 
\rms, Brackets and Pins; 
lain & Glass Insulators; Rubber 
Covered Wire & Cables, Weather- 


Porce- 





proof Wire & Lamp Cord; Heating 
Devices; Schedules B,S.H,XA & 
Similar, Enclosed Fuses & Blocks: 
Sells & House Goods, Supplies, Bell 
Ringing Transformers; Reflectors 
& Lighting Fixtures; Fan Motors; 
Freight Classification ; Cooperation 
& Harmony; Statistical Advisory; 
Publicity; Uniform Accounting; 
Donation & Advertising ; Concentric 
Wiring; Chamber of Commerce; 
National Fire Protection Association 
and American [Fair Trade League. 

Another indication of the associ- 
ation’s interests, in addition to its 
many committees, could be seen in 
the topics chosen for presentation at 
its meetings. Some of the papers 
read were titled as follows: The 
Growing Demand for 
Household Devices: 


Electrical 
Analysis of 
Various Leading Lines with a View 
to Determining Turnover; Credit 
Matters with Particular Regard To 
Time Elapsing between Collection ; 
Should Traveling Salesmen Be Made 
Collectors; Will Overhead Increase 
or Decrease in 1919; Farm Lighting 
Outfits. 

The uniform accounting com- 
mittee launched another study in 
1919, an examination of the cost 
of warehousing different lines. The 
objects of the study as expressed by 
the committee were three-fold: First, 
to give the results to the members so 
that they could better study their 
problems ; second, to show the manu- 
facturers the cost of warehousing 
and dramatize the service performed 
by the jobbers, and demonstrate 
that their distributors were ware- 
housing economically and effectively. 
Third, in obtaining the cost of ware- 
housing different lines, the com- 
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mittee felt that the wholesalers were 
one step nearer the goal for which 
they were striving 





that was, getting 
satisfactory total costs of jobbing 
different lines. 


IT HAPPENED IN 1920— 

Meeting in New York in February 
1920 the Atlantic Division of the 
association heard Frank \. Merkel 
speaking for Howard Ehrlich, an- 
nounce a new magazine which was 
being introduced that month named 
“The Jobber’s Salesman” and which 
would be devoted to building up 
efficient sales effort among the sales- 
men of electrical jobbers. (That 
magazine is known today as ELeEc- 
TRICAL WHOLESALING). 

An appropriation of $25,000 was 
authorized at the E.S.J.A. conven- 
tion held at Del Monte, Calif. in 
May, 1920 to continue the advertis- 
ing campaign which was inaugurated 
the year before. 

At its meeting in Cleveland in 
November of the same year the 
members heard a report by H. F. 
Thomas, president, Northwestern 
Electrical Equipment Co., and chair- 
man of the committee on operation 
costs. The committee’s report as 
given by Mr. Thomas related cost 
figures showing the expense of han- 
dling each of 12 principal lines of 
goods distributed by the electrical 
wholesaler. An additional fund was 
voted to Mr. Thomas’ committee to 
carry on and extend the cost study 
over all lines. There was also a report 
submitted to the members on ac- 
counting and statistics procedures. 


IT HAPPENED IN 1922— 

How to make the most of im- 
proving business conditions was the 
chief topic at the 14th annual meet- 
ing of E.S.J.A. at Hot Springs, Va. 
in 1922. The prosperity of the elec- 
trical wholesaler appeared to depend 
a good deal on two major programs 
that vear. The first was how much 
the wholesalers were willing to do in 
the “Electrify America’ movement 
which was being sponsored by the 
National Electric Light Association 
now known as the Edison Electric 
Institute. The second factor con- 
cerned the establishment of radio as 
an important branch of the industry. 
The wholesalers were urged to set 
themselves up to merchandise radios 
on a large scale. 

At its meeting in Cleveland in 
November 1922, the 196 member 
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houses of E.o.5.A. adopted a “Code 
of Ethics” written by a special com- 
mittee on ethics, as a guide to those 
who “are now or may hereafter be- 
come engaged in the business of 
jobbers and distributors of electrical 
materials.” 


IT HAPPENED IN 1923— 

The dark clouds of uncertainty 
had all but disappeared for the elec- 
trical wholesaler in 1923. His busi- 
ness was good and there were no 
indications that it would not con- 
tinue good. 

The governing body of the associ- 
ation was the executive committee, 
consisting of 18 members and repre 
senting all divisions. 

Some of the activities of the asso- 
ciation at that time included: Active 
participation in the promotion of the 
Electrical Code, and support of the 
uniform electrical ordinance cam- 
paign —a move to safeguard life 
and property by regulating and pro- 
viding for the inspection of the in- 
stallation and maintenance in build- 
ings of electric wiring devices and 
electric materials. The ordinance also 
called for the creation of the office of 
electrical inspector and fixed penal- 
ties for violations of the ordinance. 

The association 
conduit fitting manufacturers coop- 
erate with conduit manufacturers to 
the end that before changes in size 
and design are made, ample notice 
be given to jobbers and contractors 
in order to enable them to dispose of 
materials affected by such changes. 

During the previous two years 
when business had been poor and 
many wholesalers dissatisfied, some 
members had questioned the value 
of the association. One of the mem- 
bers, O. Fred. Rost, Newark Elec- 
trical Supply Co., was asked to ad- 
dress the 15th annual meeting at 
Hot Springs on the subject of what 
the association meant to its members. 

Mr. Rost said, “Through the ef- 
forts of the package 
standards have been developed. In 


prop sed that 


association 


an average wholesaling establish- 
ment, the time of at least one clerk 
at $20.00 a week is being saved be- 
cause of the better methods of pack- 
ing in vogue, a saving of $1,040 a 
year. A small house employing a new 
method and form report devised by 
the association, can save the time of 
one typist—$780 a year. Insurance 


premiums for the average house are 
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cut down at least $200 a year. The 
association also saves the small job 
ber at least $1.00 per copy on cata- 
logs, over a 3-year period, and if an 
edition of 1,000 copies is considered 
the saving per year is $333.33. Add- 
ing these all up shows a net saving 
of $2,953.33 which would be a fair 
average. The membership cost to the 
jobber at this time is only $170.26 
and $257.34.” 


IT HAPPENED IN 1924— 

Judge Thomas M. Debevoise re- 
signed as counsel for the association 
on July 1, 1924. On October 8, 1924, 
a committee of which O. Fred. Rost 
was chairman, appointed Dana T. 
Ackerly of New York, N. Y., as 
counsel for the E. S.J.A. In response 
to his introduction to the members 
during the semi-annual convention 
of the association in November 1924 
at Cleveland, Mr. Ackerly made a 
statement which summed up very 
well the reasons for the success of 
the electrical wholesalers association. 
Mr. Ackerly said: “I have already 
been with you long enough to know 
that you are an organization given 
rather to work than to 
making.” 


speech- 


IT HAPPENED IN 1925— 

The officers of the association in 
1925 were: Franklin Overbagh, gen- 
eral secretary and treasurer; I. 
Donald Tolles, secretary, Atlantic 
Division and special representative ; 
Albert H. Elliot, secretary, Pacific 
Division; Dana T. Ackerly, counsel. 
Division chairmen were: I. S. Price, 
Atlantic Division; W. S. Bissell, 
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Central Division; R. J. Holtermann, 
Pacific Division. 


IT HAPPENED IN 1926— 

In 1926 the association members 
voted to cut the initiation fee in 
half and changed the membership 
requirements in order to permit 
more electrical wholesalers to join 
the organization. At that time there 
were a large number of young 
growing wholesalers in business in 
the U. S. who couldn't quite make 
the then required high level of eligi- 
bility requirements for membership 
in E.S.J.A. It was also agreed at 
this meeting that no executive com- 
mittee member could succeed him- 
self. 


IT HAPPENED IN 1927— 

The meeting of E.S.J.A. at White 
Sulphur Springs, W. Va., in 1927 
was probably one of the most im- 
portant in the history of the associ- 
ation. At its convention in 1926 the 
association had voted the appoint 
ment of a 7 man committee to be 
known as the committee on funda- 
mentals. The committee was ap- 
pointed to study the whole set-up 
and operation of the association and 
make suggestions as to what could 
be done to increase the efficiency of 
the organization and make it more 
truly representative of the electrical 
jobbing industry. The committee ap- 
pointed included: E. M. Keatley, 
president, Virginian Electric, Inc. ; 
McKew Parr, president, Parr Elec 
tric Co.; G. E. Cullinan, vice presi 
dent in charge of sales, Gravbar 
Electric Co.; L. T. Milnor, presi 
dent, Milnor Electric Co.: H. F. 
Thomas, Northwestern 
Electric Equipment Co.; Ff. N. Ave 
rill, president, Fobes Supply Co.; 
A. J. Cole, vice president, McGraw 
Electric Co 


president, 


The committee proposed the fol 
lowing changes: That there should 
be a chairman of the executive com 
mittee and a vice chairman as offi 
cial spokesman for the association; 
that there should be a managing 
director engaged for the association 
to keep the machinery humming; 
that the 
should be moved from Chicago to 
New York City. 

G. FE. Cullinan and L. T. 


association headquarters 


Milnot 
were elected as the first chairman 
and vice chairman respectively and 
at the association’s meeting in De 
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troit in November, 1927, the new 
executive set-up was seen in opera- 
tion for the first time. 


IT HAPPENED IN 1928— 

The next ten years were marked 
by an epidemic of concentrations, 
the purchase of many large indepen- 
dent houses by nationally operating 
concerns, the Wall Street collapse 
and depression years, the N.R.A., 
and finally the 1936-37 boom and 
then another near collapse. 

George E. Cullinan was reelected 
chairman of the executive committee 
with Edwin M. Keatley as vice 
chairman for 1928. The association 
convention in June of 1928 wit- 
nessed the changing of the name of 
the association from Electrical Sup- 
ply Jobbers Association to National 
Electrical Wholesalers Association. 
The vear 1928 was also the year 
that E. Donald Tolles was appointed 
managing director, a position that 
he held for the next 14 years. 

Reports from the various com- 
modity committees were not very 
encouraging during 1928 although 
two announcements showed that the 
wholesalers were still moving for- 
ward. As a result of a vigorous cam- 
paign on the part of the members of 
the association many manufacturers 
announced that they would incorpo- 
rate the “Sold Through 
Jobbers” in their advertising presen- 
tations. The idea caught on fast and 
resulted in some very valuable ad- 
vertising for the wholesalers. 

Early in 1929 the conduit and 
wire conductors committee told the 


slogan, 


manufacturers of 
armored conductor and flexible con- 
duit now tag each coil showing the 


members that 


exact footage as recommended by 
the committee. 


IT HAPPENED IN 1929— 

At the start of 1929 N.E.W.A. 
had 14 commodity committees. There 
were committees for conduit and 
wire conductors, conduit fittings, in- 
candescent lamps, heating devices, 
fan motors, household motor driven 
devices, wiring devices, porcelain 
and glass insulators, bare and insu- 
lated wire, dry batteries and _ flash- 
lights, pole line hardware, lighting 
fixtures and reflectors, radio, freight 
classification. 

In addition there were a number 
of committees concerned with asso 
ciation projects and representing the 
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national affairs. 
These committees included : National 
meeting program, cooperative rela- 
tions, Chamber of Commerce of 
U.S. A. (councillor), National Fire 
Protection Association, committee 


organization in 


on committees, insurance, catalog, 
dealer cooperation, simplification, 
new members and Chamber of Com- 
merce. (referendum). 


IT HAPPENED IN 1930— 

This year marked the beginning 
of hard times for N.E.W.A. Most 
of the wholesalers realized that their 
future welfare depended on running 
their businesses with the utmost effi- 
ciency. It was, therefore, with great 
enthusiasm that the members took 
up a suggestion by Managing Direc- 
tor Tolles for the establishment of 
a Survey and Research Department 
in July 1930. The managing director 
had gathered from the members a 
list of subjects for the department to 
study. 

It was agreed that the Survey and 
Research group should study and 
report on methods of dealing with 
such common problems as clerical 
and accounting operations, use of 
special office equipment, determina- 
tion of basis for salaries and wages, 
insurance of all kinds, cartage and 
trucking, salesman’s cars, specific 
warehouse methods of handling dif- 
ferent kinds of merchandise and 
profit sharing plans. 


IT HAPPENED IN 1931— 

In July 1931, the association ex 
panded the responsibilities of I 
Donald Tolles, managing director to 
include the duties of treasurer. As 
always during periods of difficult 
business conditions, the question, 
what was the association doing for 
its members, was raised and debated 
hotly. Some members asked, what 
good did it do them to be members. 
Others declared that the association 
membership cost too much. 

(ne member, H. ©. Smith, one of 
the executives at the Hardware & 
Supply Co., a large independent 
wholesale house in Ohio, reported 
to the members on a survey that he 
had made of all associations in the 
country similar in size to N.E.W.A. 
He discovered after a careful study 
that N.E.W.A. cost less per member 
than any other association compar- 
able in size and that N.E.W.A. had 
the largest percentage of attendance 
at its general meetings. 

Certainly much good came from 
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the fiery discussions that took 
place at that time and among other 
changes, a rearrangement of the 
commodity committees was effected 
for the general efficiency of the asso- 
ciation. 

The year 1931 was the most 
serious for the wholesaling industry. 
Major problems faced by the whole- 
salers included: A need for efficiency 
in operating their businesses with 
lower operating costs and_ better 
turnover; the elimination of ridicu- 
lous competitive practices, such as, 
special orders, 90 days credit and 
bad credit risk business; a careful 
analysis and planning of sales work 
to weed out worthless accounts and 
not pass up good prospective cus- 
tomers. There was a great need for 
industry cooperation. 

Rolling up its sleeves, the associ- 
ation went to work—The budget 
committee with the help and cooper- 
ation of the Metropolitan Life In- 
surance Co. presented a scheme for 
organized planning of wholesalers 
business as to methods, costs and 
selling. 

The operating committee presented 
“Back To 
Profits’, based on actual records of 
a number of wholesale establish- 
ments. The script for the play pointed 
out all possible ways that the whole- 


an excellent playlet., 


salers could cut costs and eliminate 
needless expenditures and still con- 
tinue to operate efficiently. 

The association joined with the 
Federal Trade Commission and held 
a trade practice conference. The 
Department of Commerce had just 
published a report (made at the 
request of N.E.W.A.) _ entitled 
“Problems of Wholesale Electrical 
Goods Distribution”. The book had 
been published after two years of 
preparation and was circulated by 
the association among its members. 
The members were urged to do more 
specialized selling and cooperate 
more fully with the other branches 
of the electrical industry. 

The inside construction materials 
committee reported success in its pro- 
gram to persuade manufacturers of 
wiring devices to issue price changes 
less frequently and in no case more 
than once a month. 


IT HAPPENED IN 1932— 

That the association was having 
success despite the difficult times was 
shown in the fact that in 1932 its 
members represented a high per- 


centage of the total wholesaling 
business in the country although not 
the highest percentage of numbers 
in the industry. 

The 24th convention of the asso- 
ciation in September, 1932 at the 
Hotel Statler in Buffalo saw the 
approval and adoption by the mem- 
bers of a code of rules or laws for 
the regulation of the wholesaling 
industry. More than two years of 
discussion, debate and conferences 
with the Federal Trade Commission 
had gone into the drawing up of 
the electrical wholesaling industry’s 
Trade Praetice Rules. 

Walter J. Drury of Graybar was 
elected chairman of the executive 
committee and Henry J. Baitinger, 
president of the Baitinger Electric 
Co., Inc. was made vice chairman. 

The 24th Convention also saw 
the wholesalers adopting a declara- 
tion of the electrical wholesalers 
position in the industry. The declara- 
tion stated for the benefit of the 
other branches of the electrical in- 
dustry and all American business 
just what the electrical wholesalers 
considered to be their duties in the 
industry. 


IT HAPPENED IN 1933— 

The year 1933 was the “Silver 
Anniversary” for N.E.W.A., com- 
memorating 25 years of service to 
the electrical industry. 

On Jan. 18, 1933, special com- 
mittees from the National Electrical 
Contractors Association and N.E.- 
W.A. met in New York and dis- 
cussed problems affecting the two 
branches of the industry and con- 
sidered plans for business develop- 
ment through mutual cooperation. 

The passage of the National In- 
dustrial Recovery Act, made it man- 
datory for trade associations to re- 
vamp membership requirements in 
order to become truly representative 
of their industry, and so that there 
should be no inequitable restriction 
on membership. In order to remove 
any question of its being truly rep- 
resentative, N.E.W.A. amended its 
by-laws by reducing the initiation 
fee from $250 to $100, and by pro- 
viding memberships for concerns 
doing less than $200,000 without the 
payment of an initiation fee and at 
net dues, payable quarterly. 

As expected, the 25th annual 
meeting at the Hotel Statler, Buf- 
falo in August, 1933 set new records 
in attendance. The outstanding fea- 
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ture was, of course, the ratification 
of the Electrical Wholesaling Code 
under the N. R. A. plan. 

After much debate and discussion 
(especially regarding the definition 
electrical wholesaler) the 
“Code of Fair Competition for the 
Electrical Wholesaling Industry” 
was adopted as prepared by the 
N.E.W.A. Code Committee. The 
Code Committee consisted of W. J. 
Drury, Graybar Electric Co.; H. J. 
Baitinger, Baitinger Electric Co.; 
W. I. Bickford, Iron City Electric 
Co.; J. L. Buchanan, General Elec- 
tric Supply Co.; B. W. Clark, West- 
inghouse Electric Supply Co.; G. E. 
Cullinan, Graybar Electric Co.; F. 
R. Eiseman, Revere Electric Co.; 
F. R. Elliott, Elliott-Lewis Electric 
Co.; E. M. Graham, National Elec- 
trical Supply Co.; Arch Melsxay, 
McNaughton-McKay Electric Co.; 
R. L. Simon, Metropolitan Flectri- 
cal Distributors Inc.; G. H. Wahn, 
Geo. H. Wahn Co. Messrs. Drury, 
Graham 


of an 


and Eiseman were = ap- 
pointed to present the code at Wash- 
along with H. ©. Smith, 
Hardware & Supply Co. and L. L. 


New 


ington 


Hirsch, Electrical Supply Co., 
Orleans. 

The dry batteries and flashlight 
committee reported to this meeting 
that a meeting with manufacturers 
had been highly successful. The com- 
mittee presented a list of recommen- 
dations to the manufacturers and 
reported that the latter were in 
favor of the entire list. The com- 
mittee had recommended: (1) Uni- 
form cash discounts. (2) Wholesale 
cost should be uniform, variable only 
on account of difference in trans- 
portation costs. (3) Broken carton 
and carton price differentials. (4) 
There should be no advance notices 
of price increases. (5) The sale of 
surplus and obsolete material should 
be first offered to the regular chan- 
nels of distribution. (6) Manufac- 
turers should not market identical 
items at different prices. (7) All 
expense of transportation in “mak- 
for material 
should be borne by the manufacturer 
thereof. 

(It is interesting to here 
that in connection with this com- 
modity committee and manufacturers 
comunittee meeting the manufac- 
turers advised that after a careful 
study they were convinced of the 
economic advantages of distribution 
through the wholesalers. ) 


ing good” defective 


note 
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IT HAPPENED IN 1934— 


In the early months of 1934 the 
membership of N.E.W.A. had in- 
creased to 502 houses, a gain of 200 
over the previous vear. At the end 
of 1934 the membership stood at 511. 

Early in 1934 the code was sub- 
mitted to the government and con- 
ferences were held with W. L. 
Allen, administrator. \ complete 
revision was necessary to satisfy 
the various advisory boards . Finally 
it was decreed that there should be 
one general code covering wage and 
hour regulations and general trade 
practices for all wholesaling indus- 
tries. N.E.W.A. decided to accept 
the general code but also to press 
for a supplementary code to im- 
prove conditions in the 
wholesaling field. 

N.E.W.A. became a member to 
the Code of Fair Competition for 
the Wholesaling and Distributing 
Trade which became effective Jan. 
22, 1934. 


In speaking of the outlook under 


electrical 


the code before the Pacific Division 
of N.E.W.A. in Keb. 1934, George 
EK. Cullinan 
of the 30's, has done more than any 


said: “The depression 
argument or any number of written 
words might to prove to manufac- 
turer and to consumer alike the 1m- 
portance of an efficient and well or 
ganized wholesaler. If we play the 
game under the codes, we are bound 
to get more and better business and 
more and better profits, under better 
and that, after 
all, is what we are striving for.” 


working conditions 


During the early 30’s local as- 
sociations of independent electrical 
wholesalers were formed in most of 
the principal trading areas of the 
country. In 1934, the groups voted 
to form a permanent National 
Council of Electrical Wholesalers 
with headquarters in New York. At 
first, it was feared that this would 
mean two national associations for 
electrical wholesalers. 
the National Council 
made its position unequivocally clear 
at the 1934 convention of N.E.W.A. 
when it stated that it had no inten- 
tion of developing into a national 
organization and that its sole pur- 
pose was to make possible informal 
discussions of mutual problems by 
the and = to 
enable these groups to continue their 
efforts in seeking fair and equitable 
relations with manufacturers. 


However, 


various local groups 





E.R: Electric 
Co. chairman of 


executive commitiee in 1934 and H. 


Keiseman, Revere 


was elected the 
J. Baitinger reelected vice chairman. 

Retiring chairman W. J. Drury 
told the members attending the con- 
the 


developments in the past vear has 


vention, “One of remarkable 
been the increase in gross margins 


on the old-time supply lines, until 


recently known as the ‘low gross 
profit lines.” The gross margins on 
these lines are now better than on 
the formerly so-called ‘high profit’ 
or ‘promotional lines’ such as radio, 
washers, cleaners and other appli- 


ances.’ 


IT HAPPENED IN 1935— 

Most wholesalers entered the vear 
1935 with enthusiasm and optimism. 
The year 1934 had closed with sales 
30 percent ahead of 1932 and al- 
though few wholesalers expected 
1935 to be a boom year they did 
better selling oppor- 
the 
’ had 
improved. Progress had been made 
in obtaining more satisfactory re 
schedules from manufacturers. 


expect to see 
tunities than had been seen in 
previous 5 vears. Profit rates 
ale 
lhe 
code had finally been secured and 
functioning. But, above 
all, there was a definite growth of 
cooperative spirit within the indus- 
try. 

When the N.RAA. 
the Supreme Court, the wholesalers 
fell back on the Code of 
which had been adopted a few years 
before through the joint efforts of 
the Federal Trade Commission and 
N.E.W.A. However there was the 
problem of the 
membership set-up because under 
the reduced membership 
ments which had been compulsory 
under the N.R.A., the 
had taken in many firms which had 


Was NOW 


was killed by 


Practices 


what to do with 


require- 
association 


no right to call themselves electrical 
wholesalers. These firms used their 
N.EAW.A. membership mostly to 
inveigle from 
manufacturers. At its convention in 
Chicago in 1935, the 
voted to restrict its membership and 
set very definite requirements, how- 


discounts electrical 


asst lati mn 


ever giving the executive committee 
authority to waive requirements in 
special cases. 


IT HAPPENED IN 1936— 
The year 1936 saw the start of a 
two year sales boom for the electrical 


wholesaling industry. Sales records 
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were established by appliance sales- 
men and other lines. New home 
construction created a great demand 
for electrical goods. At the start of 
1936 there were only about 31 eligible 
electrical wholesaling concerns who 
were not members of N.E.W_A. 

L. E. Latham, E. B. Latham & 
Co., succeeded F. R. Eiseman as 
chairman of the executive committee 
and H. O. Smith, Hardware & Sup- 
ply Co. succeeded H. J. Baitinger as 
vice chairman. Alfred Byers was 
named secretary of the association 
that year. A large part of the 26th 
annual convention at Hot Springs, 
Va. in May, 1936 was given over 
to discussions of the reports of the 
various commodity committees. 


Committee Recommendations 


Some of the recommendations of 
the committees were as follows: In- 
creased selling effort by the whole- 
saler on home ventilation, mercury 
vapor lighting, motors and controls, 
portable room coolers, residential 
lighting and vacuum cleaners. 

Also discussed were: Revision of 
suggested resale schedules on fans; 
a study of flashlight and battery sales 
to industrial plants; distribution of 
range and meter switches to utility 
companies through the wholesaler ; 
wholesaler-retailer distribution of 
washing machines ; a study of cost of 
appliance demonstrators; one year 
guarantee of refrigerators; return 
of radio replacement parts for credit 
within one year from the date of 
purchase; absorption by the manu- 
facturer of transportation charges, 
both ways, on defective radio parts 
and cabinets. 

One of the recommendations of 
the conduit committee at the May 
convention was that manufacturers 
discontinue local warehouse stocks. 
The committee made its recommen- 
dation on the basis that sales and 
deliveries out of these stocks through 
warehouses or agents resulted in un- 
fair price discrimination against 
those wholesalers who do their own 
warehousing and otherwise perform 
the full distribution service for the 
manufacturer. 

Less than three months after the 
N.E.W.A. members adopted the 
conduit committee’s recommenda- 
tion, several conduit manufacturers 
had withdrawn local stocks and many 
others were reported to be doing so 
as quickly as possible. 
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Of interest to the N.E.W.A. mem 
bers in 1936 was a report on taxes 
prepared by Harry L. Harper, Pa- 
cific district manager, Graybar and 
delivered at the meeting of the Pa- 
cific Division in Del Monte that 
year. Mr. Harper pointed out that 
there were 72 possible taxes for the 
wholesaler to pay and that most 
wholesalers were paying a majority 
of the list. 


IT HAPPENED IN 1937— 


L. E. Latham was reelected chair- 
man of the executive committee in 
1937 and J. G. Johannesen, General 
Electric Supply Corp., vice chair- 
man. The lamp committee reported 
to the association members that 
Mazda lamp manufacturers were 
completing a very thorough and 
comprehensive study of the entire 
lamp business. A number of changes 
were put into effect which made it 
possible for B agents to obtain a 
substantial volume of lamp business 
previously unavailable. The over- 
all compensation of [I agents was 
increased. 

In September and October of 
1937 the stock market declined and 
business fell off. Most serious to the 
electrical wholesalers was the drop 
in building activity. 


IT HAPPENED IN 1938— 


From a small beginning the elec- 
trical wholesaling business had 
grown by 1938 to be one of the 
country’s leading wholesaling indus- 
tries employing the services of 40,000 
persons and in normal years turning 
over a volume of $700,000,000 worth 
of goods. The National Electrical 
Wholesalers Association had grown 
consistently with the industry. The 
association reported in 1938 that 
there were only 60 eligible whole- 
sale firms that were not members of 
N.E.W.A. 

Conditions in business presented 
a complex problem at that time, with 
business of every description strug- 
gling to hold its own. 

The year 1938 saw the start of a 
new adequate wiring campaign spon- 
sored by the National Adequate Wir- 
ing Bureau. Also the committee con- 
sisting of, L. M. Nichols, chairman, 
W. M. Dick and A. L. Perry, which 
had been appointed in 1937 to re- 
vise the uniform accounting system, 
reported to the members on how to 
make the system more adequate. 


At its first meeting in 1938, the 
manufacturers of wiring devices 
proposed to N.E.W.A.’s committee 
that the manufacturers pay freight 
only on shipments of 200 pounds or 
$75 net value. A great deal of dis- 
cussion followed with the majority 
of the members accepting the pro- 
posal as a fair one. There was a 
trend toward increasing the use of 
non-returnable reels in 1938. 

John G. Johannesen, vice presi- 
dent of General Electric Supply Co., 
was elected chairman of the execu- 
tive committee in 1938 and D. Lyle 
Fife of Fife Electric Supply Co., 
vice chairman. 

The apparatus and control com- 
mittee told the association that 
wholesalers reported over $50,000,- 
000 worth of business in 1937 in 
motors and controls, switchboards 
and accessories and safety switches 
and panel boards—an increase of 22 
percent over 1936 and the com- 
mittee’s survey showed that 68 per- 
cent of the members replying were 
increasing their business in appa- 
ratus and control equipment. The 
members were urged to really go 
after the apparatus and control 
equipment and were urged to hire 
specialists for their organizations. 

The industrial and commercial 
lighting committee reported -success- 
ful negotiations with manufacturers 
in having manufacturer’s catalogs 
divided into two parts in covering 
industrial reflectors; group A to 
cover the complete industrial line 
and group B, non-standard items. 

The year 1938 was a trying one 
because business fell off the first six 
months, but finished off the year on 
the upgrade. The 479 members of 
the association were warned not to 
let operating expenses run too high 
in relation to sales. 

The batteries and flashlights com- 
mittee reported to the members that 
manufacturers were making progress 
toward the elimination of some of 
the many sizes of flashlight cases and 
batteries. Since spring, the committee 
said, manufacturers have changed 
their policies to allow wholesalers 
maximum discounts on all purchases 
of standard packages. 

Another encouraging report came 
from the washer and cleaner com- 
mittee. This committee reported that 
manufacturers now realized that 
wholesalers must be supported and 
had agreed to give adequate margins 





tne a ee 


ae 


aes 


See 8) 


TEE, oa 













































ELECTRICAL WHOLESALING 





April, 1948 








ei 


aa nk spe 


see ee 2+ 














to allow tor the greater merchandis- 
ing costs necessary to sell major 
appliances. 


IT HAPPENED IN 1939— 


N.E.W.A. members faced the year 
with confidence in 1939 in view of 
improving business. The members 
were advised to watch the fluores- 
cent lamps closely 
market. 

At its May convention in 1939 at 
Hot Springs, Va., the various groups 
of manufacturers that met with 
N.E.W.A.’s commodity committees 
were for the first time officially ap- 
pointed by N.I-.W.A. and were em- 
powered to act as official spokesmen 


as a growing 


for the electrical manufacturing in- 
dustry. Television was the subject 
of featured addresses in 1939. 

The executive 
nounced that year a decision to invite 
into membership the distributors of 


committee  an- 


domestic electrical appliances. 

J. G. Johannesen and D. Lyle 
Fife were reelected chairman and 
respectively. Fred 
Todt was elected chairman of the 
Pacific Division at its meeting in 
Del Monte, California. 

The European War stepped up 


vice chairman 


sales volume considerably toward 
the end of 1939. 


IT HAPPENED IN 1940— 


Most of the leading electrical 
wholesalers predicted that the vear 
1940 would bring an increase of 
about ten percent over the business 
of the previous year. Fluorescent 
lamps were reduced in price about 15 
percent in 1940 due to better pro- 
duction and increased demand. 

At its 32nd annual convention in 
Hot Springs, Va. in May 1940, the 
membership, which had grown to 487 
by this time, heard an interesting re- 
port by the association’s REA com- 
mittee. The committee presented a 
list of facts on the REA program 
to show the members how they could 
help contractors and dealers culti- 
vate this growing market. 

The members attending the con- 
vention learned that the approval of 
small diameter wire opened up a 
big market and that the fluorescent 
market had grown to be a 35 to 40 
million dollar business and was still 
growing. 

The executive committee sug- 
gested that a sales training course 
be developed specifically for the 


electrical wholesaler’s salesman _ be- 
cause of the large number of new 
men in the field. 

R. A. 
tary of the Pacific Division to suc- 
ceed the late Albert H. Elliot who 
died in February 1940. 

Conduit sales were up 25 percent 
in 1940. Manufacturers reported 
their plants operating at capacity and 
urged the wholesalers to anticipate 
requirements and stock accordingly 


Balzari was elected secre- 


in order to continue to serve their 
customers. 

The 33rd annual convention of 
N.E.W.A. at Hot Springs, Va. in 
May 1941 had the largest attendance 
in the history of the association 
(up to that time). National defense 
dominated the discussions and ac- 
tions of the 33rd annual convention. 
Chairman John M. Newton warned 
the members that 
well ahead of the late 20's, strict 
management is essential because of 


“while volume is 


higher taxes, increasing wages, ex- 
panding costs of maintaining larger 
and broader stocks. 


IT HAPPENED IN 1941— 


Mr. Newton was reelected chair- 
man of the executive committee in 
1941 and Warren I. Bickford was 
elected vice chairman. 

The industrial and commercial 
lighting committee reported that the 
lighting industry has reached a posi- 
tion as the second largest and was 
hailed as the fastest growing market 
in the electrical wholesaling industry. 
Lighting had grown from a 35 mil- 
lion dollar market four years ago to 
200 million in 1941. 

More than 700 wholesalers gath- 
ered for the October convention of 
N.E.W.A. in Detroit in 1941. Priori- 
ties was the main topic. 

The industrial and commercial 
lighting committee reported that 
much progress had been made in 
eliminating service difficulties in fluo- 
rescent lighting. The manufacturers 
urged each wholesaler to add one or 
more lighting specialists to his staff. 


IT HAPPENED IN 1942— 


Early in 1942 the government an- 
nounced that a distributor’s section 
had been set up in the Production 
Requirements Bureau. C. McKew 
Parr was appointed Senior Electrical 
Consultant for the electrical depart- 
ment of the section. 
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Also in 1942 the association cre- 
ated a management committee to 
handle affairs of the association 
which could not wait until the larger 
executive committee held a meeting. 
The management committee could 
meet and act in twelve hours. D. 
Lyle Fife was chairman of the first 
management committee and was also 
elected as the association’s first presi- 
ent. Other members of the manage 
ment committee were: F. R. 
man, J. G. Johannesen, J. M. New- 
ton, and Walter Williamson. 

E. Donald Tolles retired as man- 


Kise- 


aging director after 26 years of 
service, but Mr. Tolles remained as 
treasurer. 

Throughout the war 
commodity committees of N.E.W_A. 
were constantly meeting with manu- 
facturers committees to discuss 
WPB and OPA rules and regula- 


tions. The joint committees made 


years. the 


many recommendations to the gov- 
ernment as the electrical industry 
went all-out to cooperate in speeding 
up war production. The October 
1942 convention was cancelled that 
vear to reduce non-war travel. 

During the war the association's 
headquarters set itself up to relay 
to its members all priority and gov- 
ernment regulations of interest to 
the members. The association did an 
excellent job of advising its mem- 
bers and keeping them up-to-date 
on the various developments in the 
electrical industry during the war. 
sulletins sent from N.E.W.A. dealt 
with subjects such as the 48-hour 
week legislation, business direct with 
government agencies, OPA rulings, 
the Vinson Bill, priority or CMP in- 
formation, ete. 

The association gave its full co- 
operation to Linford C. White, chief 
of the Distributors Branch of WPB. 
The mutual co-operation and team- 
work between Mr. White and the 
association was largely responsible 
for the efficient operation of the dis- 
tribution of electrical goods to the 
armed services, war industries and 
allied nations during the war. 

On December 1, 1942, the asso- 
ciation appointed a new managing 
director, Charles G. Pyle. 

IT HAPPENED IN 1943— 

Early in 1943 Linford C. White 
resigned as chief of the Distributors 
Bureau of WP. Nathaniel G. Sy- 
monds, another friend of the whole- 


121 





salers, became director of the branch. 
C. Mchkew Parr also resigned his 
government post in 1943. 

In March 1943 the 
commenced an advertising 
to tell the industry of its 


association 
program 
activities 
as a national essential war business 

N.E.W.A. sponsored an Industry 
War Conference at the Hotel Stat- 
ler in Buffalo, May 23 to 26, 1943. 
W. I. Bickford as chairman and as- 
sisted by D. Lyle life and W. J. 
Kranzer arranged a program which 
included addresses by leading gov- 
The 


representatives discussed the various 


ernment officials government 
regulations and orders affecting the 
electrical wholesalers. More than 750 
members attended the Buffalo meet 
ing. This was the first spring meet- 
ing held by N.E.W.A. during the last 
25 vears that was not held in Hot 
Springs, Va. 

D. Lyle Fife was re-elected presi- 
dent of the association at the Buffalo 
the 
management committee elected were : 
J. L. Busey, General Electric Sup- 
ply Co.; F. R. Eiseman, Revere 
Electric Supply Co.; John M. New- 
ton, Oakes Electrical Supply Co.; 
A. H. Nicoll, Graybar Electric Co. 

The association headquarters was 
moved up-town to 500 Fifth Ave- 
nue in New York City in 1943. 

Realizing that the end of the war 


meeting. Other members of 


would bring a flood of new prob- 
for the 
the association began early, to make 


lems electrical wholesaler, 
plans to assist its members during 
the readjustment period it felt would 
follow the war. Herbert Metz, Gray 
Co., was 
N.E.W.A.’s 
planning committee. 
In the latter half of 
sociation 


bar Electric appointed 


chairman of post-war 
1943, the as- 
a campaign to 
distributors 


launched 
bring 
into the 


more specialty 


organization. .\ sub-com- 


mittee of the post-war planning 
committee was set up, under the 
leadership of E. B. Ingraham, presi 
dent, Times Appliance Co., New 


York, and this sub-committee devel 
oped many ideas for the appliance 
industry in the post-war period. 


IT HAPPENED IN 1944— 
Because of the fact that the 
ciation had by 


ass0)- 
the 
capacity of most of the country’s 


now outgrown 


large hotels, the 36th annual con- 
vention in 1944 had to be held at the 
Hotel Stevens, Chicago. 
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The convention proved to be, as 
expected, full of history-making fea- 


tures. A record attendance of 1100 
members and guests attended, in- 
cluding 119 charter members of 


N.E.W.A.’s new appliance division. 


John L. 


eral Electric Supply Co., was elected 


Busey, president of Gen- 


president of the association to suc- 
ceed D. Lyle Fife. 

The newly-formed appliance di- 
vision elected E. B. Ingraham, who 
had been instrumental in having the 
division created, as its first chair- 
man. 

In 1944, N.EW.A.’s post-war 
planning committee (Herbert Metz, 
chairman, E. B. Ingraham and L. E. 
Latham) issued its first report to the 
members. The report dealt with such 
subjects as tremendous post-war 
market, buyers will have the money, 
home building mar- 
electronics, television, farm 
publicity. The committee 
went on record with the following 
statements: We want to be sure that 
our operation is streamlined. The 
wholesaler has no more important 


mass retailing, 
ket, 
market, 


problem than that of manpower. The 
build up a hard- 
efhcient sales force. 


wholesaler 
hitting, 


must 


The Pacific Division had a record 
attendance at its annual convention 
at Santa Barbara, California in May 
1944. J. P. Carson, Graybar Electric 
Co., the 
division to relieve Harry E. Perl of 
State Electric Supply, Ltd. 

Also in 1944, the problem of dis- 


posing of the huge wartime stores 


was elected chairman of 


of consumers surplus goods received 
considerable attention by N.E.W.- 
A.’s management committee. Presi 
dent Fife appointed a surplus con- 
sumers goods disposal committee to 
keep in touch with all developments 
and inform the members about them. 
The committee consisted of George 
I. Hessler, chairman, Henry Czech, 
Charles Goodwin, J. P. 
B. T. Hare, L. 1. Hirsch and Cal. 
Zamoiski. 

In August 1944, Managing Direc- 
Pyle 


appointment of Robert C 


Hamblen, 


announced the 
Hill as 
N.EAW.A.’s appliance 


tor Charles G. 


director of 
division. 

Also in 1944 for the third time the 
association had to cancel its fall con- 
vention in the 
Office of Defense Transportation's 
orders to hold meetings to a mini- 
mum number. 


co-operation with 









IT HAPPENED IN 1945— 
N.E.W.A. entered the vear 1945 


with 749 houses on its membership 
list. The banned all 
meetings involving attendance of 50 
persons or more and of course, ruled 
out the spring general convention of 
N.E.W.A. as the annual 


meeting of the Pacific Division. 


government 


well as 


The association’s program in 1945 
was concerned with many subjects 
the pro 
gram, the basic sales training pro- 


veteran's re-employment 
gram, the new policy of conducting 
committee meetings apart from the 
convention, the program of encour- 
aging local electric leagues to co- 
operate in following-through on 
N.E.W.A.’s the 
progress made by the appliance di- 
vision, the increase of 300 new mem- 


various programs, 


bers in the association and the asso- 
ciation’s intensive effort to cooperate 
with the government agencies. 

The vear 1945 saw the publication 
of the first issue of the N.E.W.A. 
Surplus Property Journal. The 
“Journal” contained reports of late 
developments and policies of the 
government agencies concerned with 
disposing of war surplus goods. 

The victory in Europe in 1945 
brought many revocatory orders 
from the WPB. The electrical whole- 
salers looked forward to having 
more products to sell. 

\ll of the committee meetings in 
1945 
with post-war plans and availability 


were, of course, concerned 
of materials. The sudden end of the 
war with Japan gave N.E.W.A. its 
chance to show that its early plan- 
ning was not in vain. 

Al Pfaltz joined the N.E.W.A. 
staff in 1945 to handle publicity. pro- 
motion and public relation work for 
the association 

\s a result of a 
by the publicity, sales promotion and 
sales training committee, N.E.W.A. 
joined with the E.E.1I. in publishing 
a basic sales training program. This 


recommendation 


program was a great success in the 
years immediately following the war 
and was used by many members in 
training salesmen. 

In Washington, the CPA relieved 
the WPB as overseer of the remain- 
ing materials and production con- 
trols in November 1945. 

(Ine of the most popular com- 
mittee reports in 1945 was one is- 
sued by the warehousing, deliveries, 

"(Continued on page 218) 
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N.E.W.A, EXECUTIVE COMMITTEE 








Left to right: Charles G. Pyle; R. J. Brown; D. M. Salsbury; K. B. DeBevoise, 





standing: G. F, Kindley; D. T. Ackerly, standing; E. B. Ingraham, N.E.W.A. president and executive committee chair- 
man; Alfred Byers, standing; and L. E. Latham 


N.E.W.A. Turns 40 





Hi. operating record of the 

National Electrical Wholesal- 

ers -\ssociation is an enviable 
one in the trade association field, 
covering forty years of expanding 
services to an ever-increasing mem- 
bership as well as to the electrical 
wholesaling industry. 

The outstanding accomplishment 
of the association’s objectives estab- 
lished by it so many years ago is a 
fitting tribute to the intelligent and 
well-devised organizational plan un- 
der which it has operated. 

One of the oldest trade associa- 
tions in the United States, the 
growth of N.E.W.A., from the time 
of its founding in 1908, has paral- 
leled the 
industry 


erowth of the electrical 
itself, 


therein the 


closely _ reflecting 


tremendous advance- 
ments made in this field 

Backed with a wealth of experi- 
ence accumulated 


vears of 


over its many 
operation the association 
has been sufficiently far-seeing and 
set-up to fully adapt it 


the changing conditions ne- 


Hexible 
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By William C. Pirie 


cessitated by the growth of the elec- 
trical industry as well as the electri- 
cal wholesaling industry itself. 

The growth of the association 
membership and the development of 
its many complex, coordinated and 
constructive activities has necessi 
tated from time to time additions to 
the headquarters operating staff as 
well as changes in the executive 
branches of the national organiza 
tion. 


Board of Governors The Ruling Body 


Direction of the association’s pro 
eram of activities and services lies 
with the Board of Governors which 
meets twice each vear. In 1946 the 
duties of this Board (then known as 
the Executive Committee) had _ be- 
come so many and so pressing that 
it was designated as the Board of 
Governors and today operates 
through the Management Commit- 
tee—a smaller and more flexible 
group that meets much more fre- 
quently. 

To this latter group is assigned 





the responsibility of directing the 
association’s work and the over-all 
Inanagement of its varied activities 
between meetings of the Board of 
Governors. It presents semi-annual 
ly to the Board a detailed report of 
its actions for consideration and ap 
proval. 

Other executives elected from as 
sociation membership are the presi- 
dent, the vice president, the chair 
man of the Apparatus and Supply 
Division and the chairman of the 
\ppliance Division. 


Executive Staff at New York 


Clearing hceuse for all the asso 
ciation operations is the headquar 
ters of the executive staff located at 
New York City. Here are handled 
the thousand-and-one administrative 
details that enter into the successful 
Here 
are gathered, prepared and distrib- 
uted to the 
throughout the country the informa- 


conduct of the association. 


wholesaler members 


tion, bulletins, committee reports, 


latest field developments and all the 
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OUR ABLE and capable Charles G. Pyle heads the National Electrical Whole- 


salers Association as managing director. 


other information that is so neces- 
sary to the wholesalers’ operation 
and they must 
promptly in order to derive from 
them the utmost benefit. 

Currently the headquarters execu- 
tive staff of the association consists 


which receive 


of the managing director, the secre- 
tary, the director of the Appliance 


W. M. Fenn, and W. S. Peirce, Jr. 
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Division, the treasurer, the publicity 
the the 
Pacific Zone who is located 


director, and 
Oth or 


on the Pacifie Coast. 


secretary of 


Counsel Plays Important Role 


In association work, as in every- 
thing else, there are right ways and 








N.E.W.A, LEGISLATIVE COMMITTEE—Left to right: Charles G. Pyle, F. Stern, R. C. Hill, Alfred Byers, J. 1. Bogdan, 
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wrong ways to accomplish the law- 
ful objectives. 
Helping to shape the successful 
the National Electrical 
Association over its 


course of 

Wholesalers 
four decades of operation has been 
The advice of 
association 


counsel. 
which the 
constantly and freely sought and by 


its legal 
counsel has 
which it has closely abided has en- 
abled it to find the right way to ac- 
complish its purposes. 

Because of this sound policy for 
safeguarding the operation of the 
association, the work of the legal 
counsel makes itself felt in the work 
of each and every committee, in the 
reports and bulletins issued by the 
committees to the membership, and 
in every forward step the associa- 
tion has made. 

This strict adherence has been in 
the best interests of the association 
and its members and has contributed 
materially to its present-day strength 
and the position of esteem it now 
holds in the trade association field. 


Zones Introduced for Flexibility 


Beginning with about 75 charter 
1908 
known as 


(the association 
the 
\ssociation ) 


members in 
Electrical 
the 
membership roster has grown so 
that today it includes more than 900 
of the country’s leading electrical 
wholesalers. 

With this member- 
ship increase, the set-up of divisions 


was then 


if yI yI CTS 


Supply 


tremendous 





































































(Atlantic, Central and Pacific) that 
had been used for many years be- 
came unwieldly in operation and the 
present nine geographic divisions 
were established in 1946. 

Thisshas resulted in a much more 
satisfactory and flexible organiza- 
tion with each zone operating locally 
and rendering its contribution more 
valuable to the national organiza- 
tion. 


Appliance Division Formed 





The urgent need for closer co- 











operation of all related branches of 








the electrical wholesaling industry 
brought about the establishment on 
a tentative basis in 1944 of the Ap- 
pliance Division of N.E.W.A. 
There is much truth to the old 
saying, “In unity there is strength” 
and it was felt that by covering all 
phases of the electrical and radio 
distribution industry the National 
Ilectrical Wholesalers Association 
could better command a position of 








prominence and importance in the 
distribution field. 





ALFRED BYERS, busy secretary of the Association, looks up from his work 
long enough to be snapped by the camera man. 


Already a number of combination 
supply and appliance distributors 
were members of the association and 
using this group as a nucleus to 
form the Appliance Division into an 
integral part of the association, 
would result eventually in a division 
that would be truly representative 
of the electrical appliance distribu- 
tors nationally. 

In 1946 the Appliance Division 
had finished two years of probation- 





ary operation in a highly commend- 
able manner and was made a full- 
fledged division—another forward 
step in strengthening the association. 

Among the many important ac- 
complishments credited to the Ap- 
plhance Division are the Basic Sales 
Training Program, already taken by 
thousands of salesmen throughout 
the country, and the Scientific Per- 
sonnel Selection Program known as 








the “Hiring Kit.”” Both of these pro 
grams have been vital contributions 
to the membership of the association 
and to the industry in general. 


Committee Work Benefits Association 


Much important industry and as- 





sociation work is performed by the 


N .W.A. committees. The coopera- ROBERT C. HILL informs the N.E.W.A, members on the latest developments 
tion of the many individual mem in the appliance field as director of the Appliance Division. 
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bers who serve voluntarily on these 
committees, aid in planning and de- 
veloping specific activities, offer 
their valuable experience and _ will- 
ingly contribute their time for the 
good of the industry has done much 
to build the association and enhance 
the value of its timely services. 

Currently there are thirty-three 
committees operating in N.E.W.A. 
designated as general committees 
and commodity or functional com- 
mittees. Those in the last two classi- 
fications are committees within the 
\pparatus and Supplies Division or 
the Appliance Division. Members 
are selected to serve who represent 
a well-balanced cross-section of ex- 
perience and special interest in the 
electrical wholesaling industry. 

lhe activities of these committees 
are reported in the form of operat- 
ing or condensed reports which are 
printed and placed in the hands of 
member. The full value of 
these committees can be well esti- 
mated when it is realized that prac- 
tically every phase of the electrical 
wholesaling industry is covered by 
the thorough work of one of these 
committees. 


every 


While space obviously does not 


permit a_ full description of the 
scope and activities of each and 
every committee (reports of some 


of the committees are given else- 
where in this issue) it might be well 
to cite the work of one or two of the 


ROSE M. CLEARY efficiently operates 


Electrical Wholesalers Association. 


committees to illustrate more fully 
the services they render. 

Watchdog of all national and 
state legislation that affects the elec- 
trical wholesaling industry might be 
an appropriate title for the Legisla- 





AL PFALTZ keeps busy with the National Electrical Wholesalers Association’s 
sales promotion and public relation activities. 
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the treasury department of the National 


The 


this group is to keep constantly 


tive Committee. function of 
abreast of all developments on the 
legislative front and, 
study and thorough discussion, ad- 
vise the membership regarding these 


‘ 
close 


after 


matters. 

In states 
affects the 
introduced, the committee 
members 


where legislation that 


electrical wholesaler is 
arranges 
to have association oper- 
ating in that particular state pro- 
vided with analyses of the contents 
of such bills. While the association 
takes no active part one Way or an- 
other in state legislation, the commit- 


tee feels it is extremely important 


that members be supplied with such 
information as is necessary so that 
their best interests can be safe- 
guarded. 

Another example of the many 


benefits to the association members 
from the continuing work 


derived s 
of the committees is the establish- 
ment of standards for salesmen’s 
handbook sheets as published by in- 
dividual 


For a great many years the varia- 


manufacturers. 


tion in catalog sheets was an annoy- 
ing problem to electrical wholesalers 


and their salesmen. Lack of uni- 
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N.E.W.A. office personnel includes, left to right, Helene Stachler, secretary to 


Hill; Ingrid A, Johanson, typist; and William L. Morris, bookkeeper. 


formity in size and format made it 
impossible to assemble a_ decent 
working catalog and caused much 
concern in the 
ing industry. 
Faced with this problem and the 
urgent demand for a prompt solu- 
tion, N.E.W.A.’s Catalog Commit- 
tee after much study and research 
prepared and released in 1946 a full 
set of 
bring about a uniformity of these 


catalog pages. 


electrical wholesal- 


specifications in order to 


Electrical manufacturers through- 
out the country were furnished with 
these specifications and requested to 
comply with them as a means of 
making the salesman’s working cata- 
log more practical and efficient in 
use on the “selling front.” 

That the committee did a splendid 
promotional job on this program is 
attested to by the large number of 
manufacturers now complying with 
the specifications, for it was very 
Wisely pointed out that such com- 
pliance would result in mutual bene- 
fit to the manufacturer as well as to 


the wholesaler and his salesmen. 
Thus, too, the work of the other 

committees, constantly meeting and 

helping to guide the association in 
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RECEPTIONIST at N.E.W.A. is Aileen 
Lang. 


its work, constitutes a nationwide 


service to the association members 
and the entire industry. 

With the premise that the first 
objective of any trade asociation is 
to do all it can to further the inter 
ests of the members and their branch 
of the industry, a look at the record 
reveals that the National 
Wholesalers Association has truly 
attained this objective. 


Electrical 
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Mr. Pyle; Gladys K. Wahl, secretary to Mr. 


Realizing from the time of its in 
ception that the electrical wholesaler 
could continue to exist and thrive 
remained the 
efficient 


only so long as he 


most economical and most 


means of distribution, the associa 
tion has directed its activities to ac- 
complish this purpose. That the elec 
trical stands 
today in this position is primarily 


wholesaling industry 


the result of the complete and ex- 
haustive work of the association. 

Through its successful leadership 
in the electrical wholesaling indus- 
try it has also brought about a far 
greater appreciation on the part of 
all concerned of the important role 
and the acute need of the electrical 
wholesale distributor in our economic 
scheme and has done much to fu 
ther the spirit of interdependence in 
the entire electrical industry. 

With its 
ing program of carefully planned 


extensive and continu 
activities, with the voluntary and 
cooperative work of its members 
and with the efficient operation of 
its executive staff, there 1s no reason 
that the coming 
fruitful 
ciation and its members as the first 


to suppose years 


cannot be as for the asso 


fortv vears have been. 
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2ared for tomorrow 


Another milestone on the road to perfection! 
Improved wiring standards REQUIRE more boxes. Greater 
discrimination DEMANDS top quality. 

Every phase of our operations has been expanded to 
produce more boxes of greater quality than ever before. 


YOU CAN ALWAYS RELY ON RACO 


A-S-E STEEL PRODUCTS FOR MANY USES 
STEEL OFFICE FURNITURE * WARDROBE, STORAGE AND 
COMBINATION CABINETS ¢ CLOTHING LOCKERS « INDUSTRIAL 
EQUIPMENT FOR FASTER MATERIALS HANDLING « FROZ-N- 
FOOD LOCKERS e ELECTRICAL OUTLET AND SWITCH BOXES 





Raco Products are listed by Underwriters’ Laboratories, Inc. 


ALL-STEEL EQUIPMENT INC,, 300 Kensington Avenue, Aurora, Illinois 








A Complete Line of Switch and Outlet Boxes 


ALL-STEEL PRODUCTS ALL=—-STEEL EQUIPMENT INC. 
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REPORT OF MEETING OF APPARATUS AND CONTROL COMMITTEE 
HOTEL PENNSYLVANIA—NEW YORK, N. Y. 


JANUARY 12, 1948 


Chairman H. P. Litchfield convened the meeting 
at 10:00 A.M. 


Mr. Pyle reviewed, for the benefit of the Com- 
mittee, the methods of carrying on Committee 
activities. He also described in some detail the 
manner in which the Association’s Fortieth Anni- 
versary Convention is to be conducted at Buffalo— 
May 2-7, 1948. Particularly, he stressed the idea 
of holding several panel sessions. In order that 
the greatest good could be derived from those 
sessions he encouraged members of the Com- 
mittee to participate in those panel discussions. 


Product Scope 


The Committee gave consideration to the scope 
which, in its opinion, should be assigned to this 


Committee. The basis of the discussion was a 
statement of product scope prepared by head- 


quarters for this particular purpose. 


The following is the list of products which the 
Committee recommends be included with the Com- 
mittee’s product scope :— 


Safety and Knife Switches, Branch 
Circuit Breakers and Panelboards 


Safety and Knife Switches, Branch Circuit 
Breakers, Multi-Breakers, etc., Panel- 
boards, and Power Panelboards 


Entrance Switches 
Meter Service Switches 
Range Switches 

Time Switches 


Cabinets, (for panelboards: surface and flush; 
steel and cast iron) 


Fuses 
Plug Fuses 
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Enclosed Fuses 
Renewable Fuses and Links 
Fuse Wire and Ribbon 


Miscellaneous Parts (fuse clips, reducers, 
testers, etc.) 


Motors, Generators and Control 


Fractional Horsepower Motors 
Motors, 1 HP and over 


Motor Control (starting and magnetic 
switches, controllers, compensators, self- 
starters, rheostats, resistors, etc. ) 


Generators, Exciters and Converters 


Power Transmission (power drives, gears, 
belts, pulleys, etc.) 


Repair Parts (brushes, bearings, etc.) 


Switchgear, Meters, Transformers, 
and Lightning Arresters 


Switchboards 


Switchboard Accessories (switches, fuse hold- 
ers, meters, busbars, mountings, fittings, 
marble and slate) 


Watthour Meters (A.C. and D.C.) 


Instruments (voltmeters, ammeters, watt- 
meters, etc.) 


Lightning Arresters, Cut-Outs, Re-Closers 
and Disconnect Switches 


Power and Distribution Transformers and 
Accessories 


Capacitors for power factor correction 
Circuit Breakers (air and oil) 
Voltage Regulators 


Electric Welding Apparatus (and electrodes) 


Portable Electric Tools—(Drills, Buffers, and 


Grinders, Hammers, Saws, etc.) 
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Members of the Committee:— 


H. P. LITCHFIELD, Chairman 

J. A. ADAMS (Substitute for 
J. P. Martin) 

H. J. BAITINGER 

W. M. CoRRIN 

G. H. FISCHER 

T. M. JONES 

E. M. KoETSIER (Substitute 
for A. C. Schielke) 

R. L. MCCALLEY 
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E. J. DAILEY 
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Graybar Electric Co., Inc. 


The Martin Electric Co. 
Baitinger Electric Co., Inc. 
Corrin Electric Supply 

J. Geo. Fischer & Sons, Inc. 
General Elec. Sup. Corp. 


Watson-Flagg Sales Corp. 
The Monumental Elec’! Sup. Co. 
Westinghouse Elec. Sup. Co. 


Graybar Electric Co., Inc. 
Treadway Electric Co., Inc. 





H. P. Litchfield, Chairman 





The Committee recommends that all types of 
fuses, including plug fuses, should be added to the 
scope of products for this Committee. 


The Committee considered items under Tele- 
phone and Signal Equipment as follows :— 


Telephone and Signal Equipment 


Bells, Buzzers, 
sirens, etc.) 


Annunciators (and accessories) 


(gongs, chimes, howlers, 


Alarm and Call Systems (burglar, fire, hos- 
pital and nurse’s call, school, paging, watch- 
man’s clocks, tank signals, etc.) 


Intercommunicating Telephones 


Apartment House Telephones (mail boxes and 
door openers) 


Accessories (telephone brackets, push but- 
tons, floor treads, telephone and battery 
switches, bell transformers, relays, recti- 
fiers, insulated staples, speaking tubes) 


It was the consensus of the Committee that the 
Executive Committee consider assigning this 
group of products to another Committee of the 
Association, inasmuch as these products are gen- 
erally not considered to come within the scope of 
apparatus and control commodities. 


Review of Report of March 13, 1947 Meeting 


In introducing this subject, Chairman Litchfield 
referred to the outstanding work which had been 
done by Mr. John M. Newton the Chairman of 
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the former Committee and leader of that Com- 
mittee for several years. After the secretary read 
the report of the previous meeting of the Com- 
mittee, general discussion followed resulting in 
the following recommendations :— 


1. The present methods used by manufacturers 
in changing price schedules continues to be 
a hardship to the wholesaler inasmuch as it 
minimizes the effectiveness of his salesmen’s 
selling efforts and, in addition, causes con- 
siderable additional costly clerical work. 
Simplification is greatly needed. It was be- 
lieved to be helpful toward that end if this 
subject would be discussed at the panel ses- 
sion at the Buffalo Convention in May, 1948. 


2. It was suggested that another subject which 
should be discussed at Buffalo during the 
panel session is the need for simplification of 
Safety Switches. 


8. The following Sub-Committees should be 
appointed, the Committee recommended, as 
a means of expediting the work of the Com- 
mittee :— 


Sub-Committee on Fuses and Terminals, and 
Safety and Knife Switches 


Sub-Committee on Motors, Generators, and 
Control and Welding Apparatus 


Sub-Committee on Switchgear, Meters, 
Transformers and Lightning Arrestors. 


The following Sub-Committees were appointed 
by the Chairman on the basis of this recommenda- 
tion: 
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Sub-Committee on Fuses and Terminals, 
and Safety and Knife Switches :— 


M. P. Nickerson, Chairman 
R. L. McCalley 
J. P. Martin 


Sub-Committee on Motors, Generators, 
and Control and Welding Apparatus :— 


G. H. Fischer, Chairman 
E. J. Dailey 
A. C. Schielke 


Sub-Committee on Switchgear, Meters, 
Transformers and Lightning Arrestors :— 


T. M. Jones, Chairman 
H. J. Baitinger 
W. M. Corrin 


Following the appointment of the Sub-Commit- 
tees, the following dates were agreed upon for 
meetings of these Sub-Committees at Associa- 
tions headquarters :— 


Sub-Committee on Fuses and Terminals, and 
Safety and Knife Switches—March 22, 1948 


Sub-Committee on Switchgear, Meters, Trans- 
formers and Lightning Arrestors—March 23, 
1948 


Sub-Committee on Motors, Generators, and Con- 
trol and Welding Apparatus—March 29, 1948 





It was suggested that the Committee on Motors, 
Generators, and Control and Welding Apparatus 
might consider the following subjects:— 


1. Universal designed overload coils inter- 
changeable with all makes of motor starters. 


Interchangeability of Heater Coils. 
Rating and Fusing Rate. 


Replacement parts and repair service prob- 
lems. 


The following subject was suggested for the 
consideration of the Sub-Committee on Switch- 
gear, Meters, Transformers and Lightning Ar- 
restors :— 


1. A number of the leading manufacturers of 
dry type transformers, 600 volt and under 
primary to 120/240 volt secondary, do not 
provide taps on transformers 50 KVA and 
smaller. In the opinion of some members the 
taps should be provided because transform- 
ers are becoming more and more in demand 
for lighting loads, especially fluorescent 
which requires exacting voltage, and with 
the taps this makes it available. This would 
be desirable from an industry standpoint. 


Current Business Conditions 


A discussion of the current situation in the 
general field of apparatus and control material 


indicated the following :— 





The delivery situation is showing some im- 
provement as regards deliveries from the 
manufacturer to the wholesaler. 


(a) 


Manufacturers are delivering more of their 
available items of these lines. That has been 
the case for some time past. 


(b) 


Steel and cast iron seem to be getting into 
poor supply again and aluminum is being 
substituted in some cases. 


(c) 


(d) 


The back order situation appears to be very 
much improved. 


(e) 


Motors for the more common major ap- 
pliances continue to be in short supply. 
(f) The inventory situation is one which bears 
careful watching. 


(zg) The wholesaler’s business, as in the case of 
business generally, has been good with the 
result that there is danger of complacency. 
The Committee considered it to be highly 
desirable for members to review their own 
customer back order situation, in order to 
be certain that those orders are valid and 
that deliveries from their manufacturer 
suppliers are in line with requirements of 
customers’ orders. 


Industrial Electronics Committee 


The possibility of duplicating of interests in 
some subjects by both the Industrial Electronics 
Committee and this Committee was considered, 
and the Committee expressed its desire to co- 
operate with the Industrial Electronics Committee 
whenever that Committee may feel that such co- 
operation would be helpful and constructive in 
that interest. 


Packaging and Labeling 


A subject which in the Committee’s opinion, is 
a more important one, calling for general improve- 
ment, is that of packaging and labeling. Packag- 
ing itself by manufacturers is being handled in 
a reasonably satisfactory manner. 


With regard to labeling, however, the Commit- 
tee believed that there is considerable room for 
improvement. Improvement in the appearance of 
labels, as well as a good description of contents 
is especially required. Illugtrations are particularly 
requested whenever they can be provided. 


One reason which the Committee expressed in 
calling for this improvement is the great number 
of new and inexperienced employees to whom such 
labeling would be of considerable help. The point 
was made also that even in the case of customer 
relations such labeling would be a great ad- 
vantage. 
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Opportunities For Sales Promotion 


It was the consensus of the Committee that 
wholesalers generally were not advised adequately 
on the opportunities offered to them in this field. 
Considerably more education is required on behalf 
of the wholesaler and his salesmen. This was con- 
sidered by the Committee to be highly essential 
in order to encourage electrical wholesalers to 
increase their operations in this field and, thereby, 
provide adequate distribution which manufactur- 
ing necessarily requires in this field of electrical 
products. 


Sales Boosters 


The N.E.W.A. Supply Sales Booster on Motor 
Control Equipment (January 1948) issue—Volume 
I Number 3, was reviewed by the Committee. The 


Committee was here informed of the idea behind 
the Sales Booster Program and the need for mem- 
bers to hold sales meetings with their own sales- 
men upon receipt of each issue of Boosters from 
Association headquarters. 


IT WAS VOTED that the Committee endorses 
the idea of the Sales Booster series and its effec- 
tiveness as a means for helping wholesalers’ sales- 
men and that, in its opinion, the Sales Booster 
on Motor Control Equipment is a splendid example 
of practical aid from the Association to the gen- 
eral membership. 





There being no further business to come before 
the meeting it adjourned at 3:45 P.M. 


H. P. LITCHFIELD, 
Chairman. 












































N.E.W.A. OPERATING COST COMMITTEE 
Peirce-Phelps, Inc., Phila.; Vice Chairman G. E. Carpenter, Westinghouse Elec. Sup. Co., N. Y.; R. C. Hill, director, 
Appliance Div., N.E.W.A.; Chairman L. M. Nichols, G.E. Sup. Corp., Bridgeport; R. EH. Donovan, Graybar Elec. Co., 
Inc., N. Y.; Alfred Byers, secretary, N.E.W.A.; and W. M. Fenn, counsel, N.E.W. A. 
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(left to right): J. 1. Bogdan, B.&B. Elec. Co., Cincinnati; J. K. Easton, 
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REPORT OF MEETING OF FAN AND VENTILATING COMMITTEE 


THE ST. CHARLES HOTEL — NEW ORLEANS, LOUISIANA 


DECEMBER 5, 1947 


Mr. J. P. Hamblen, the Committee’s Chairman, 
called the meeting to order at 10:30 A.M. He 
called on Managing Director Pyle who described 
the manner of conducting Association Committee 
meetings and the publication of reports. 


Product Scope 


The committee considered the products which 
had been suggested to come within the Commit- 
tee’s product scope and were unanimously in 
favor of the adoption of these suggestions, with 
the single addition of “Evaporative Coolers”. 


The Product Scope as adopted by the Committee 
is as follows:— 


Ventilating and Air-Conditioning Equipment— 

Ventilating Fans and Blowers (over 16 inches, 
except household) 

Air-Conditioning equipment (central installa- 
tions, unit conditioners, evaporative coolers, 
humidifiers, ozonizers, air filters, etc.) 

Furnace Blowers 


Fans—Portable and Ceiling— 


Desk and Bracket 
Ceiling and Column 
Ventilating (16 inch and less) 


Accessories (speed controllers, fan blocks, fan 
covers, etc.) 


Cooperation With Publicity Program of 
Propeller Fan Manufacturers Association 


The Chairman referred to the publicity cam- 
paign to be sponsored in 1948 by the Propeller 
Fan Manufacturers Association. At his request 
the Secretary read a letter of November 14, 1947, 
from Mr. W. H. Hart, the Chairman of the Pub- 
licity Committee of P.F.M.A. Mr. Hart solicited 
the cooperation of N.E.W.A. to the extent of its 
authorizing the preparation of one advertisement, 
in the P.F.M.A. Campaign, to be built around a 


theme, such as “What the National Electrical 
Wholesalers Association Says About Certified Rat- 
ings,” or, “Here’s What the National Electrical 
Wholesalers Association Does About Certified Rat- 
ings.” The Committee discussed this subject and 
concluded to defer final consideration until the 
afternoon session when interested manufacturers, 
who had been invited to be present, would attend 
as the Committee’s guests. 


Parts and Repair Service Problems 


It was the Committee’s opinion that repairs and 
servicing has become an increasingly important 
problem. 


IT WAS VOTED that the Committee recom- 
mends to Fan Manufacturers that they establish 
local and convenient service stations for the bene- 
fit of the general public, such as have been success- 
fully established and operated by appliance manu- 
factvrers. 


Discussion of Sales Promotion Problems 


The consensus of the Committee was that manu- 
facturers do not appear to give sufficient con- 
sideration to properly proportioning their produc- 
tion in relation to the sales requirements and 
public demand for various types of fans. It was 
believed that improvements could be brought 
about if manufacturers would arrange to survey 
their production and sales programs. 


In the case of attic ventilating fans, the Com- 
mittee believed that a considerable need exists 
for a comprehensive advertising campaign aimed 
principally at architects and builders. The purpose 
of such campaign should be to sell to architects 
and builders the idea of the health and comfort 
resulting from the proper installation of such 
air circulating equipment. The campaign should 
be designed to emphasize the need for providing 
space for this equipment at the time homes are 
designed and built; and also the great importance 
of proper installation as a means of insuring 
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proper and adequate performance. 


A further matter of importance, in the Com- 
mittee’s opinion, is the need for manufacturers 
to make additional efforts toward the merchandis- 
ing of this equipment in off seasons so as to bal- 
ance the year’s sales. 


N.E.W.A. Sales Booster to 
Assist With Fan Sales 


In discussing the application of the N.E.W.A. 
Sales Boosters idea to the building of greater 
volume of sales for fans and ventilating equip- 
ment, the following suggestions resulted :— 


1. To be of the greatest practical help, an 
N.E.W.A. Sales Booster should be published in 
March or April, the former month being prefer- 
able. 


2. More than one Booster seems to be called 
for inasmuch as there would seem to be a different 
treatment required for various types of fans. 
Accordingly, Boosters should be issued individu- 
ally for attic fans, bracket and desk type fans, etc. 


3. Boosters should include useful and pertinent 
technical information which salesmen require and 
which they can readily put to use. That data 
would cover such phases of the subject as space 
areas required for various sizes of equipment, 
the air output of various equipment types, etc. 
The Committee believes that the information 
would be readily and gladly supplied by manufac- 
turers for this purpose. 


“Mr. Electrical Wholesaler” 


Discussion of the Association’s graphic chart 
illustrating the Tenets of the Electrical Whole- 
saler and termed—“MR. ELECTRICAL WHOLE- 
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SALER”— indicated that everyone considered this 
mailing piece to be very valuable. The Committee 
recommended that every member of the Associa- 
tion make the widest possible use of it at every 
opportunity. 





The meeting adjourned at 12:15 P.M. for lunch- 
eon and was resumed at 2:00 P.M., when the 
following representatives of manufacturers were 
in attendance. 


L. Brown, Air Controls, Inc., Div. of The Cleve- 
land Heater Co., Cleveland, Ohio 


Walter Cooke, 
Detroit, Mich. 


E. W. Erickson, The Emerson Electric Mfg. Co., 
St. Louis, Mo. 


W. F. Frieshon, Fresh’nd-Aire Company, Chicago, 
Ill. 


American Blower Corporation, 


R. W. Nelson, The Herman Nelson Corporation, 
Moline, Ill. 


C. S. Stock, The Herman Nelson Corporation, 
Moline, Il. 


Lyman C. Reed, Reed Unit Fans, Inc., New Or- 
leans, La. 


Lyman C. Reed, Jr., Reed Unit Fans, Inc., New 
Orleans, La. 


Frank D. Graham, York Corporation, York, Pa. 


The Chairman welcomed these manufacturer 
guests and expressed appreciation of their co- 
operation in attending this meeting. The meeting 
then proceeded to consideration of the following 
matters: 
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Cooperation With Publicity Program of 
Propeller Fan Manufacturers Association 


The Chairman explained that at its morning 
session the Committee had given some attention 
to this subject. Following further discussion of 
additional details presented by Mr. L. C. Reed, 
a member of the P.F.M.A. Publicity Committee, 
this Committee agreed to cooperate in the manner 
suggested by Mr. W. H. Holt in his letter of 
November 14, 1947 which the Committee con- 
sidered at the morning session. 


Mr. Reed then presented a suggested advertise- 
ment in line with Mr. Holt’s description. At the 
conclusion of the meeting, and with the approval 
of the Committee, the copy presented by Mr. 
Reed was approved by the Association’s Manag- 
ing Director and Counsel. 


“Off-Season” Selling 


The Chairman informed the manufacturers 
present of the Committee’s discussion at the morn- 
ing session with regard to their opinion relative 
to the selling of attic ventilating fans during off 
seasons. The manufacturers reacted very favor- 
ably to that suggestion and expressed themselves 
as believing it to be a splendid idea. They, in turn, 
suggested that the electrical wholesalers assist 
manufacturers in that effort by making a strong 
effort in their various trading areas to enlist the 
more active support of local utility companies in 
that merchandising effort. Their assistance, the 
manufacturers suggested, could be highly valu- 
able in bringing about good results. 


Delivery Outlook For 1948 


The manufacturers were asked if they would 
contribute their views regarding the prospects 
for 1948 deliveries of various fan and ventilating 
“nanan These views are summed up as fol- 
ows :— 


Ventilating Fans of the 24” and 48” attic and 
window type will be plentiful next spring. 


Pedestal Fans seem to be destined to remain on 
an allocation basis for some time. 


Steel and Magnet Wire and Switches still con- 
tinue to be uncomfortably far apart from the 
demand. 
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Manufacturers’ Suggestions 
For Better Merchandising 


A manufacturer inquired whether or not whole- 
salers plan to train their dealers in selling. The 
Managing Director described the E.E.I.-N.E.W.A. 
Basic Sales Training Program and the N.E.W.A. 
Booster Service. The manufacturers were im- 
pressed with the fact that a real aggressive sales 
training program is reflected in these two activi- 
ties. 


A recurring source of many of the complaints 
which he has investigated, one manufacturer said, 
is poor installation. The wholesalers’ salesmen, he 
has found, desire to have nothing to do with that 
situation after the original sale is made, and refer 
the complaint to the manufacturer. The manufac- 
turer recommended that wholesalers’ salesmen 
should be encouraged to become familiar with 
good installation practice. They should also, in 
turn, select a good dependable carpenter in their 
own areas of operation, and one upon whom they 
can confidently depend, to make installations ac- 
cording to recommended specifications. 


Another manufacturer commended the sales job 
which has been done by wholesalers’ salesmen in 
the recent past. That job, he stated, has been done 
under extremely adverse conditions and he hoped 
that wholesalers will now encourage the broadest 
use of good selling techniques to continue and 
even further improve that good record. 


The “Attic Test Code” published oy P.F.M.A. 
should be thoroughly understood by every whole- 
saler’s salesman who handles that equipment. The 
data in that code, he explained, should be entirely 
familiar to each salesman because it is basic to 
the sale of these products. A member offered the 
view that it is also essential for manufacturers 
of attic ventilating fans to send representatives 
to wholesalers’ establishments, for the purpose of 
educating salesmen on the principles and prac- 
tices of installation as well as to explain to them 
how to handle other problems related to these 
products. In the past, visits by manufacturers’ 
representatives have been too infrequent and, 
therefore, there appears to be room for a much 
greater effort in the important work of adequately 
instructing wholesalers’ salesmen who are solicit- 
ing this type of business. 





There being no further business to come before 
the meeting, it adjourned at 3:30 P.M. 


J. P. HAMBLEN, 
Chairman. 
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REPORT OF MEETING OF INDUSTRIAL ELECTRONICS COMMITTEE 
HELD AT HOTEL PENNSYLVANIA — NEW YORK, N. Y. 
JANUARY 19, 1948 


Members of the Committee:— 


R. M. JOHANNESEN, Chairman 

T. C. LIGHTFOOT, (Substitute 
for F.R. Elliott, Jr.) 

R. L. WHITNEY 


Association's Staff:— 


THOMAS W. KELLY, Esq., Counsel 


ALFRED BYERS, Secretary 


CHAS. G. PYLE, Managing Director 


Johannesen Electric Co., Inc. 
Elliott-Lewis Elec’] Co., Inc. 


Westinghouse Electric Supply Co. 





R. M. Johannessen, Chairman 





After calling the meeting to order, Chairman 
Johannesen briefly reviewed the report of the 
Committee’s meeting held at Chicago, April 24, 
1946 and declared that the principal unfinished 
business remaining from that meeting was the 
Committee’s selection of products to come within 
its product scope for recommendation to the Ex- 
ecutive Committee for approval. 


Definition of “Industrial Electronics” 


The Committee felt that it is very necessary to 
define the meaning of “Industrial Electronics” in 
order that the general membership can be made 
aware of the types of products meant when this 
term is used. Accordingly, it was recommended 
that the following definition be adopted for the 
purpose of defining this Committee’s operations :-— 


“The field of Industrial Electronics includes all 
those lines of products which rely principally 
for their operation on circuits whose charac- 
teristics are determined by gas-filled, vacuum, 
or mercury pool tubes.” 


Product Scope 


The following list of products was selected by 
the Committee as appropriately coming within 
the scope of Industrial Electronics for considera- 
tion by this Committee: 
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Industrial Electronic Equipment 


Radio Frequency and Microwave Heating — 
(induction and dialectric) 


Electronic Tubes used for industrial purposes. 

Electronic Control Equipment (photo-electric 
relay equipment; regulators for speed, volt- 
age, current, etc; register controls; liquid 
level controls; tension controls; etc) 

Electronic Power Rectifiers 

Replacement parts for Industrial Electronic 


Equipment 

Test equipment used for industrial electronic 
purposes 

Industrial Sound and Inter-Communicating 


Systems 

Alarm and Call Systems (burglar, fire, hospital 
and nurse’s call, school, paging, watchman’s 
clocks, tank signals, etc.) 

Intercommunicating telephones 

Apartment House Telephones (mail boxes and 
door openers) 

Commercial Sound Reinforcement Equipment 


Radio Frequency Microwave Heating (in- 
duction and dialectric) 


The Committee pointed out that this is a com- 
paratively new field. It is one requiring a con- 
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siderable amount of promotional selling but which, 
at the same time, offers the electrical wholesaler 
a worthwhile opportunity with promises for ade- 
quate compensation. The Committee reminds the 
membership that electrical wholesalers should co- 
operate with their supplying manufacturers and 
their engineers in carrying out this promotional 
requirement and that, by doing so wholeheartedly, 
a profitable department can be developed. 


Electronic Tubes Used for Industrial Pur- 
poses 


A fact worthy of note is the existence at pre- 
sent, in some territories, of adequate wholesale 
distribution of electronic tubes used for industrial 
purposes. Equally worthy of note, the Committee 
pointed out, is the fact that this is a field which is 
being expanded from the standpoint of increasing 
industrial applications of this particular electronic 
product. 


Electrical wholesalers who are regularly en.- 
gaged in supplying industrial electronic equip- 
ment must, necessarily, handle replacement parts. 
These particular tubes are a most important com- 
ponent of such parts. In the Committee’s opinion, 
the handling of industrial electronic parts for in- 
dustry can lead to business expansion in this 
particular field for the electrical wholesaler oper- 
ating such service. Similarly, the Committee 
stressed that the electrical wholesaler who handles 
electronic tubes used for industrial purposes has 
every reason to expect, by means of tube replace- 
ment sales, also to sell original industrial equip- 
ment employing electronic principles, if he makes 
a definite selling effort in that direction. 


Electronic Control Equipment 


Good examples of products coming within this 
particular electronic field are photo-electric relay 
equipment; regulators for speed, voltage, current, 
etc; register controls; liquid level controls; ten- 
sion controls; etc. There are, of course, many 
other items within this category which are be- 
coming increasingly more common to the indus- 
trial field. 


This class of product contains some items clas- 
sified as “package goods” which readily lend 
themselves to the type of selling in which the 
electrical wholesaler normally engages. Some of 
the items in this category, of course, are more of 
an engineered product. These, necessarily, require 
engineering assistance in their sale to the indus- 
trial. The electrical wholesaler, therefore, who 
does have engineering service included within his 
organization can sell all of the products under this 
general classification of Industrial Electronic Con- 
trol Equipment. 


One outstanding experience in the electrical 
wholesaling field was particularly emphasized by 
the Committee. This is the very apparent reluc- 
tance of electrical wholesalers’ salesmen to concern 
themselves in any way with any product using an 
electronic tube as a component. It is obvious, 
members of the Committee stated, that this is an 
attitude which has grown out of insufficient 
knowledge of these products on the part of those 
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salesmen. In the Committee’s opinion, it is highly 
essential, so far as the potential opportunities in 
the field of industrial electronics distribution is 
concerned, to break down this phobia in sales- 
men’s minds. It is a fact, of which salesmen 
should be made fully aware, that these items are 
just as simply operated as any plug-in socket 
device, and, moreover, no more complicated sell- 
ing technique is involved. 


Electronic Power Rectifiers 


These electronic products are coming more and 
more into common usage as their better operat- 
ing characteristics and lower maintenance cost, 
as compared to motor generators and converters, 
are becoming known. Some electrical wholesalers 
have been successful in the sale of these products 
and state that any electrical wholesalers, with the 
necessary engineering staff, can handle this line 
of products with mutual satisfaction to them- 
selves and their customers. 


Test Equipment Used for Industrial Elec- 
tronic Purposes 


Because industrial electronic equipment has 
been growing in volume, the Committee explained, 
there is beginning to be a demand for packaged 
test equipment. Although manufacturers so far 
have not made packaged test equipment widely 
available, the increasing demand, in the Com- 
mittee’s opinion, will more than likely encourage 
development of this item. 


Industrial Sound and Inter-communicating 
Systems 


Some electrical wholesalers are quite active al- 
ready in this field and, in some territories, good 
opportunities do exist for distribution which 
should be attractive to electrical wholesalers who 
are interested. The consensus of the Committee 
was that this is a universal field of opportunity 
throughout the country; and industrial and com- 
mercial establishments in many areas are good 
potential customers regardless of their size. 


Conclusion 


Discussion took place with regard to this Com- 
mittee’s participation in the 40th Anniversary 
Convention program at Buffalo next May. It was 
concluded that at that time the Chairman would 
represent the Committee on a Panel Session which 
is being arranged by the Program and Projects 
Committee for one of the Convention sessions, 
and that the members of the Committee would 
come prepared to encourage discussion by the 
general membership on the subject of industrial 
electronics during that portion of the program. 





There being no further business to come before 
the Committee, the meeting adjourned. 


R. M. JOHANNESEN 
Chairman. 
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REPORT OF MEETING OF CONDUIT FITTINGS AND BOXES COMMITTEE 
HOTEL PENNSYLVANIA—NEW YORK, N. Y. 
JANUARY 13, 1948 


Chairman Stott called the meeting to order at 
10:00 A.M. He explained that interested manu- 
facturers had been invited to join the Committee 
at this meeting at the 2:00 P.M. session, and that 
there would be opportunity at that time to evolve 
from the discussion with them, information which 
would be of general interest to the entire mem- 
bership. 


Review of Report of Committee’s Meeting 
Held at New York on March 18, 1947 


This report was reviewed by the Committee in 
the light of developments which had taken place 
within the industry since that date. It was the 
consensus of the Committee that it would be help- 
ful to discuss some of the contents with the 
manufacturers at the afternoon session, for the 
purpose of obtaining whatever information they 
could offer with regard to the subjects considered 
at that meeting as indicated in the Committee’s 
report. 


Product Scope 


Consideration was given to the listing of prod- 
ucts in this particular field of the electrical in- 
dustry which appropriately would come within 
the scope of this Committee’s operations. As a 
result of this discussion, the following scope of 
products was recommended to the Executive Com- 
mittee as appropriate for assignment to this 
Committee: 


Fittings, Outlet Boxes, Miscellaneous Hardware— 


Rigid Conduit Bodies and Covers (including 
— proof fittings, special couplings, 
etc.) 

EMT and Flexible Metallic Conduit Fittings, 
(Connectors, Couplings, etc.) 

Non-Metallic and Armored Conductor Fittings, 
(Connectors, clamps, and fittings for non- 
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metallic sheathed cable and armored con- 
ductors.) 

Miscellaneous Fittings and Hardware (entrance 
fittings, grounding devices, locknuts and bush- 
ings, straps, hangers, adapters, nipples, wire 
connectors, lugs, sleeves, expansion bolts, 
screw anchors, bolts, screws, etc.) 

Boxes and Covers (outlet, switch, floor, pull 
and junction boxes, steel cabinets, covers and 
accessories, steel and cast iron.) 

Small Insulators (knobs, tubes, cleats, bush- 
ings, clamps, house brackets, insulator racks, 
etc.) 

Solder and Fluxes (wire, bar, acid-core and 
rosin-core solder; soldering salts, paste, 
sticks) 

Pulling Grease, Powder 


Packaging of Rubber and Friction Tape 


Attention was given to the problem confront- 
ing wholesalers in the handling of rubber and 
friction tape. It was the consensus of the Com- 
mittee that difficulties are experienced because of 
the manner of packing and marking packages and 
cartons of rubber and friction tape. 


Accordingly, the following Resolution was 
VOTED by the Committee in an effort to bring 
this subject to the attention of interested rubber 
and friction tape manufacturers :— 


WHEREAS, present methods of packing and 
marking packages of rubber and friction tape 
cause confusion to the wholesaler, and his cus- 
tomers; and 


WHEREAS, costly and embarrassing adjust- 
ments result from the present method; and 


WHEREAS, it is desirable to make ready 
identification of items of stock as easy as pos- 
sible for the many new and inexperienced em- 
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ployees in electrical wholesalers establishments ; 


NOW, THEREFORE, BE IT RESOLVED: 
that the Conduit Fittings and Boxes Committee 
of the National Electrical Wholesalers Associa- 
tion recommends to manufacturers that they 
package rubber and friction tape by length and 
that they plainly mark weight and length of 
contents on each unit, package or carton. 


Display Poster of “Mr. Electrical 
Wholesaler” 


The Association’s display poster and mailing 
piece entitled—“WHAT DO YOU THINK WE 


ELECTRICAL WHOLESALERS DO”, referred 
to aa—‘“MR. ELECTRICAL WHOLESALER”— 
was discussed from a standpoint of suggesting 
possible further uses for the benefit of the Asso- 
ciation’s membership. Two specific suggestions 
were made which, in the Committee’s opinion, 
should prove highly practical to every member. 


1. A page in the forepart of electrical whole- 
salers’ own catalogs could beneficially be used for 
reproducing this picture chart. 


2. This chart is well adapted to use in special 
mailing bulletins and promotion pieces which 
members may issue in connection with particular 
sales and product promotion campaigns. 


Afternoon Session with Manufacturers 


Manufacturers Present: 


G. J. HALES The Adalet Mfg. Co. 
J. F. LODGE Allied Metal Stamping Co., Inc. 
J. A. HAWKS Appleton Electric Co. 


M. J. WHITFIELD 


H. GINSBURG 
A. F. HILLS 


SAM JOSELSON 
SAM JOSELSON, JR. 
MALCOLM W. HERON 


R. C. DEAN 


M. W. JACONE 
G. C. RICHARDS 


H. E. KADEN 


Appleton Electric Co. 


Arrow Conduit & Fittings Corp. 


Crouse-Hinds Co. 

Electrical Fittings Corp. 
Electrical Fittings Corp. 
Gedney Electric Company 
General Electric Co. 

Knight Elec’] Products Co. 
National Elec. Products Corp. 
Newart Mfg. Co. 


Cleveland, Ohio 
Camden, N. J. 
New York, N. Y. 
Chicago, IIl. 
Brooklyn, N. Y. 
Syracuse, N. Y. 
Woodside, L. I. 
Woodside, L. I. 
New York, N. Y. 
Bridgeport, Conn. 
Brooklyn, N. Y. 
Pittsburgh, Pa. 
Cleveland, Ohio 





N. J. MACDONALD 


Chairman Stott extended a cordial greeting to 
the manufacturers and expressed the Committee’s 
appreciation of their cooperation in attending for 
the purpose of discussing mutual industry prob- 
lems. 


He explained that the purpose of the discussion 
would be to try to develop information for dis- 
semination to the Association’s membership, which 
would be helpful to members, individually, in per- 
forming a better selling job for their manufac- 
turer suppliers. 


1948 Outlook for Production and Deliveries 


Discussion of the Committee, the manufacturers 
were informed, indicated that a shortage exists 
in NEW WORK SWITCHBOXES and BOX ON 
BAR SETS. The Committee was interested in 
knowing why OLD WORK BOXES are being de- 
livered in view of that shortage. 


Comments by manufacturers were to the effect 


that as much demand still exists for OLD WORK 
SWITCHBOXES as for NEW BOXES. The home 
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The Thomas and Betts Co. 


Elizabeth, N. J. 


building program and remodeling program in the 
building field affects this situation and this condi- 
tion may, of course, change. BAR TYPE 
SWITCHBOXES, it was indicated, appear not to 
be manufactured at present in any quantity. 
Another factor affecting production is the con- 
tinuation of a shortage in sheet steel as well as in 
sheet aluminum. 


With regard to the situation generally in the 
outlet boxes and fittings field, manufacturers of- 
fered the following opinions :— 


Production of these items is greatly affected 
by the availability of malleable iron (pig iron) 
which continues to be in very short supply. The 
prospects are that 1948 production will be in- 
terrupted because of conditions in the steel 
industry. 


Manufacturing facilities in the outlet and 
switchbox field are entirely ample, but shortages 
in raw materials necessarily curtail production. 


Pig iron and coke both are expected to be 


available in lesser quantities in 1948 than was 
the case in 1947. The first half of 1948 is not 
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expected to be very good in any of the afore- 
mentioned fields of production. It is probable 
that production will be less than 1947 and im- 
provement is necessarily dependent upon the 
correction of many contributing factors, par- 
ticularly so far as these raw material fields are 
concerned. While there is an expectation that 
1948 will see an increasing demand, manufac- 
turers are concerned about their ability to 
meet it. 


Types and Styles of Outlet Boxes 
and Fittings 


In view of the materials situation, the discus- 
sion with manufacturers touched upon the pro- 
duction possibilities for the various styles and 
types of outlet boxes and fittings. It was stated 
that styles and types in the immediate future are 
likely to be less in numbers because of requiring 
materials for the fewer items which are most 
essential and in greatest demand. 


A manufacturer inquired if, in the Committee’s 
opinion, present shipments being made by manu- 
facturers are being put right into use in building 
or reconstruction, or whether they may be piled 
up in contractor or distributor warehouses. Ac- 
cording to the opinions offered, such shipments 
are being actually consumed and not accumulated 
except perhaps in some isolated cases. Although 
contractors’ stocks may, at this time, be larger 
than usual, this is possibly best explained as being 
caused by the increased volume of business of 
such contractors and such stocks are very prob- 
ably in line with that volume. It was felt that in 
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many cases contractor’s jobs had not progressed 
to the point of requiring materials when they are 
delivered, thereby increasing inventories tempo- 
rarily. Such inventories, however, would doubtless 
disappear when the job was ready for the use of 
those particular materials. 


Price Sheet Listing of Materials in 
Quantities in Accordance with Packaging 


The Chairman commented that there has been 
some discussion concerning the great help manu- 
facturers could make available to wholesalers by 
listing materials on their price sheets in quantities 
in accordance with their packaging. 


Manufacturers present indicated that they 
themselves desired to cooperate in that respect 
for the benefit of their wholesalers. However, 
packaging materials, they explained, continue to 
be difficult to obtain in the quantity and quality 
required and, therefore, it has been impractical, 
and in fact impossible, to act upon this idea. 


It was noted that several manufacturers are 
making careful studies of this very subject in 
order to be prepared to adopt this procedure when 
packing materials again do become adequately 
available. 


The Chairman emphasized that this subject was 
one which manufacturers could beneficially keep 
foremost in mind for improvement at the earliest 
practicable time. He also expressed gratification 
for the efforts being made by some manufacturers 
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to prepare their material toward this objective. 


Comparative Catalog Numbers 


Another subject, which the chairman reported 
is important to wholesalers, is that of having 
available a listing of comparative catalog num- 
bers, from which, when a particular item may 
not be available, the wholesaler may readily select 
another item of comparative value, quality and 
performance. 


This idea was considered to be an impractical 
one from the manufacturers’ standpoint. They ex- 
plained that their various products had distin- 
guishing features which could not be matched by 
a “similar” product of some other manufacturer. 
In each instance these distinguishing features are 
considered to be highly important from a selling 
point of view. 


Plastics and Similar Materials 


The use of plastics and similar materials for 
the manufacture of products related to non- 
metallic wiring jobs was reported to be not alto- 
gether practical or advisable from a safety stand- 
point. Manufacturers indicated that, up to the 
present, products made from such materials have 
proved inadequate for the type of use to which 
they are put. They do not withstand strain and 
consequently crack or break during installation 
or in the settling of a structure after its erection. 
The consensus of manufacturers present was that 
these materials seem to be disappearing from 
this field. 


Aluminum Boxes 


The future of aluminum boxes was discussed. 
Manufacturers explained that aluminum, at pres- 
ent, is in short supply. The necessary power is 
lacking for its manufacture in quantities de- 
manded. Many manufacturers, in other than elec- 
trical fields, are trying to adapt its use to their 
products during the current steel shortage. The 
consequence is that, although considerable alumi- 
num is being produced, it is by no means suffi- 
cient for the demand. This condition necessarily 
must be overcome if aluminum boxes are to be 
manufactured. There was no opinion as to when 
that might be possible. 
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Local Community Sales Ordinances 


This subject was reviewed again following the 
comments made about it in the Committee’s pub- 
lished report of its meeting held at New York 
on March 18, 1947. 


Emphasis was made of the fact that electrical 
wholesalers may have very definite liabilities 
under these ordinances. They should be certain 
that the electrical products they sell conform with 
the requirements of these local laws in the areas 
in which they operate. 


The Committee was requested to send a special 
bulletin on this subject to the membership for 
guidance and information. 


Wholesalers Purchase Orders 


Reference was made to the great number of 
back orders manufacturers had on hand from 
wholesalers some time ago. While these have been 
reduced considerably in recent months, whole- 
salers’ orders on hand are still sizable in total. 
A manufacturer inquired as to the status of those 
orders at this time. The consensus of the Com- 
mittee was that wholesalers generally had re- 
viewed their pending orders with their suppliers, 
and orders on hand at present could substantially 
be considered to be firm orders. 


Economic Situation 


Manufacturers were not ready to express them- 
selves as to the direction prices would go in the 
future. Too many factors are involved, they ex- 
plained. Opinion was expressed, however, that 
recent increases in the costs of materials, labor, 
and other operating expenses would likely have 
some effect on the pricing of their products. 


Conclusion 


In closing the meeting, the Chairman thanked 
all members and manufacturer guests who had 
participated. 





There being no further business to come before 
the meeting, it was adjourned. 


R. A. Stott, 
Chairman. 
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REPORT OF MEETING OF SALES PROMOTION AND 
SALES TRAINING COMMITTEE 


HOTEL PENNSYLVANIA—NEW YORK, NEW YORK 
JANUARY 30, 1948 


Mr. L. P. Kefgen, the Committee Chairman, 
called the meeting to order at 10:15 A.M. He 
then asked that the interim report of the Com- 
mittee’s last meeting, held in New York on Janu- 
ary 27, 1947, be read. While this report had not 
been published to the general membership be- 
cause of its unfinished business, and because of 
a change in committee personnel, it was approved 
by the present Committee members. 


Part of this report carried the suggestion that 
possibly a leading electrical trade paper, serving 
the retail field, might wish to undertake a “‘Shop- 
ping” survey or a reasonably large spot check on 
dealers’ sales performance. It was felt that an 
accurate report on current practices of dealer 
selling and merchandising to the consumer public 
would be of interest to the industry. Unfor- 
tunately, no electrical trade paper contacted by 
the headquarters’ staff at that time was found to 
be in a position to undertake a national study on 
this subject. 


A general discussion on the locally conducted 
“Shopper” surveys in Washington, D. C. and in 
Boston, Mass., followed. It was pointed out that 
these two activities were sponsored by the local 
Electric Association or League. 


The Chairman called the Committee’s attention 
to a recently published booklet entitled—‘“Appli- 
ance Retailing Two Years After the War’. This 
booklet was prepared by Albert P. McNamee of 
“McCall’s” Magazine, 230 Park Avenue, New 
York, N. Y. It would seem that the findings of 
this survey paralleled the findings of the above 
discussed locally conducted “Shopper” service; 
that, generally, the electrical dealer needs educa- 
tion and help now, so that he will be prepared to 
meet competition when merchandise becomes more 
plentiful. This competition, it was pointed out, 
will be from other industries seeking the con- 
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sumer dollar, as well as with other electrical 
appliance retailers. 


Sub-Committee Report 


The following report of the Sub-Committee of 
the Sales Promotion and Sales Training Com- 
mittee was read by its Chairman, K. B. Hopkins: 


Report and Recommendation to N.E.W.A. 
Management Committee: 


Your Committee on Sales Promotion and Sales 
Training feels that a problem exists for the Ap- 
pliance Sales Managers of our member compan- 
ies. That problem is the difficulty in keeping 
informed on the latest methods of handling the 
various phases of their jobs, including: 


Selection and Training of Personnel 
Setting Sales Quotas 

Proper Sales Compensation Setups 

Sales Research Information 

Sales Supervision 

Sales Reports and Records 

Sales Talks and Demonstrations 

Sales Contests and Campaigns 

Sales Correspondence 

Wholesaler and Dealer Displays, etc., etc. 


There is a tremendous amount of material pub- 
lished on these subjects in trade publications, 
magazines and newspapers. In addition, there are 
new books on some of these subjects published 
right along. Two difficulties present themselves 


143 








in getting all of this material to the place it can 
be used and in the form it can be used: 


(1) Much of this material is written from the 
manufacturer’s viewpoint and requires slant- 
ing for wholesaler application. 


(2) No busy sales manager can read even a frac- 
tion of all the information on these subjects. 
A digest bulletin and bibliography are both 
sorely needed. 


To help in solving the above stated problem 
your Committee recommends the publication of a 
bulletin which will digest some of this material 
(slanted for the wholesaler) and will also give a 
bibliography of books and articles on these sub- 
jects. By thus pre-selecting suitable material, we 
will be able to inform Appliance Sales Managers 
at a great saving in time. Also, these bulletins 
can be used in training less experienced and new 
sales managers or their assistants. 


As you know, the Store Management and Store 
Arrangement Committee is recommending a simi- 
lar bulletin service on the subject assigned to 
them, except that theirs will be for salesmen 
rather than sales managers. However, the same 
editor could well handle both bulletins, and the 
necessary research in connection with the two 
bibliographies could be advantageously combined. 


Our recommendation is that the editorial, re- 
search and production of both of these bulletins 
be handled by an addition to the N.E.W.A. head- 
quarters’ staff. We feel that the guidance of those 
who know our industry intimately is very desir- 
able. This work could be done by an outside con- 
sultant but not, in our opinion, as well as by a 
staff member. 


The cost of issuing these bulletins would be 
approximately $3,100 for 6 issues (one year’s 
schedule) which we recommend be made a part 
of the N.E.W.A. headquarters’ budget. At the end 
of the first year we suggest placing this bulletin 
service on a self-supporting budget. A breakdown 
of the costs would be about as follows: 


Preparation Cost 





1,000 copies of 6 issues .................. $1,000 
Editorial Cost 
at tats 1,500. 
Research and Clerical Cost 
I a ices 600. 
ae ee $3,100 


This report, while submitted by a sub-com- 
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mittee of the Sales Promotion and Sales Training 
Committee, has been reviewed by the entire com- 
mittee and carries the approval of all members. 


K. B. HOPKINS 


ROBERT C. HILL 
(Members of Sub-Committee) 


February 1947 





Mr. Alfred Byers, Secretary of the Association, 
explained that the reason neither the Committee’s 
(interim) report nor the Sub-Committee’s report 
had been sent to the general membership was that 
any expenditures, as set forth above, required the 
approval of the Executive Committee, which had 
not yet been voted. 


On motion duly made and seconded, 


IT WAS UNANIMOUSLY RECOMMENDED 
THAT this Sub-Committee report be referred to 
the Executive Committee for its endorsement and 
approval. 


Note: This proposal was considered by the 
Executive Committee, at its meeting on Febru- 
ary 11, 1948, and action was deferred until 
more experience has been gained as to the value 
and use made of the “Sales Boosters.” 


In a general discussion relative to preparing a 
standard course of training for Sales Supervisors 
and Sales Managers, it was pointed out that, be- 
cause local conditions in different areas vary and 
company policies and personalities differ, diffi- 
culties would be encountered in developing a 
training course. The costs involved in its prepara- 
tion would be prohibitive. However, if member 
companies, through a bulletin service on Sales 
Supervision and Sales Management, were kept 
advised on current ideas and successful plans in 
operations, many benefits could be obtained. 
Through the aid of such a bulletin service, both 
short and long range activities could be conducted. 


Mr. Cohen described in some detail the need 
for promoting sales on ironers in his territory. 
He outlined his plan of working with and through 
the local dealer on a direct mail campaign to 
increase demonstrations of ironers to consumers. 
He further explained that this campaign was be- 
ing supported by a dealer telephone canvass. Mr. 
Cohen pointed out that his company cooperated 
with the dealers in preparing the campaign. He 
stated that it will be interesting to know what 
percent of sales resulted in ratio to the demon- 
strations made. 


The Committee agreed that the type of in- 
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formation to be disclosed by this campaign would 
be helpful. 


Mr. Byers called the Committee’s attention to 
the fact that Mr. O. Fred. Rost had prepared a 
book entitled—‘“‘Constructive Salesmanship”’, pub- 
lished in 1926 by the Committee on Dealer Co- 
operation of the Electrical Supply Jobbers Asso- 
ciation, (now the N.E.W.A.). He offered the 
thought that possibly Mr. Rost, editor of “Elec- 
trical Wholesaling”, would be willing to undertake 
a similar book on Sales Supervision and Sales 
Management. The Committee thanked Mr. Byers 
for the information and stated that if such a 
book could be prepared by Mr. Rost on this sub- 
ject, confining the material to electrical appliance 
selling, it would be very useful. 


On a motion passed, 


IT WAS VOTED that headquarters should in- 
vestigate this possibility. 


Salesmen’s Compensation Methods 


Following discussion on different forms of 
methods of compensating salesmen, both Mr. I. 
H. Parks and Mr. George Cohen offered to supply 
headquarters with their operating plans, in order 
that all member companies might be informed of 
such details. This information will be reproduced, 
upon its receipt, in an issue of the N.E.W.A. 
Newsletter. 


Training Distributor Salesmen on Window 
and Store Arrangement 


After a considerable discussion, the thought 
was expressed that the Store Management and 
Store Arrangement Committee could more ade- 
quately cover this subject. However, the Com- 
mittee suggested that it might be a splendid sub- 
ject for a “Sales Booster’. Because the “Sales 
Booster” is written for the distributors’ salesmen 
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to better assist the dealer, both salesmen and 
dealer would benefit. 


Training Distributor Salesmen on 
Merchandising and Advertising Theory 
and Practice 


Mr. P. D. Karsten pointed out that there is a 
great deal of this type of information available. 
Many organizations, associations, colleges, fed- 
eral, state, and local educational bodies have 
developed courses and other material on this 
subject. Many “GI” and “On the Job Training’’ 
courses are available. It was suggested that if a 
member were interested in this subject, he might 
canvass his immediate area to find out what mate- 
rial and facilities are accessible. 


Sales Promotion Material 


The overall general problem of obtaining the 
greatest value, at reasonable cost, is a recognized 
national industry problem. The economic loss in 
wasted and unused material must be corrected. 
While this is an individual distributor-manufac- 
turer problem, it is felt that many manufacturers 
could improve their planning and handling of this 
material. It was stated that frequently the dis- 
tributor receives more material than he needs. A 
careful study of this subject, by the manufacturer, 
could no doubt reduce the high cost and waste 
now experienced. 


The consensus of the meeting was that a dis- 
tributor must have a centralized operation in the 
handling of sales promotion material. This would 
preferably be through one person—a Sales Promo- 
tion Manager—who could control all material and 
through whom all operations would clear. 


It was also stated that “in and out” records 
should be maintained. An inventory system is 
needed for promotional material similar to that 
kept on merchandise. 


To simplify dealer requirements, it was thought 
that the use of a display rack in a prominent 
place where all available material could be shown 
the dealer would also help on this problem. 


It was suggested, that as a further aid in solv- 
ing this sales promotion material problem, a 
Sales Booster on “Materials Handling” would be 
helpful to the distributor and dealer. 


Sales Booster 


The Committee unanimously expressed approval 
of the “Sales Booster”. While sufficient time has 
not elapsed to judge its beneficial results, it should 
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prove a valuable aid in increasing the effective- 
ness of distributor salesmen and dealer opera- 
tions. A thought was suggested that if any doubt 
exists as to the value of the “Sales Booster”, a 
questionnaire might be prepared by the head- 
quarters’ staff and sent to members to obtain 
their reactions. 


Buffalo Convention 


Managing Director Pyle told the Committee of 
the program and plans for the Convention at 
Buffalo, May 3-7, 1948. He outlined the former 
procedure of having Committee Chairmen read 
reports, and advised that, in his opinion, the 
Convention sessions would be made far more in- 
teresting and enjoyable through the medium of 
panel forum discussions, with members partici- 
pating. It was agreed that the Chairman and two 
or three members of the Committee would prepare 
material for the panel discussion. 


Sales Aids 


The Chairman requested Mr. Robert C. Hill to 
call to the attention of the Committee the study 
made by Mr. James H. Davis for the National 
Wholesale Druggists Association. Several mem- 
bers stated that this study had assisted them in 
their regular work, as well as that with sales 
manager groups in their territory. Mr. Hill also 
called attention to several articles appearing in 
“Sales Management” magazine in issues of June 
15, 1947 and December 15, 1947, on “Salesman- 
ship” by Mr. Robt. S. Wilson, Vice President in 
charge of Sales, The Goodyear Tire and Rubber 
Company. 


New Membership Brochure 


The Association’s new Brochure, “Program for 
Progress in Action”, was discussed. The plan for 
a new membership campaign was outlined to the 
Committee, and their help was requested. A 
thought was expressed that, in the future, separate 
mailing pieces be prepared, one for use with 
Appliance Distributors, the other with Supply 
Wholesalers. 





There being no further business to come be- 
fore the meeting, it adjourned. 


L. P. KEFGEN, 
Chairman. 
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REPORT OF MEETING OF RURAL MARKETS COMMITTEE 
HOTEL PENNSYLVANIA—NEW YORK, N. Y. 
FEBRUARY 13, 1948 


In opening the meeting, the Chairman described 
the rural electrification market as one having the 
greatest sales potential for the entire industry. 
It is a market, he said, which can be developed 
tremendously over a long period of time. Prob- 
ably because electrical wholesalers have been so 
busy in recent years they have somewhat over- 
looked the value and importance to them of rural 
market sales and promotion. As a result, others 
have entered the field and established a great 
many farm stores that are completely equipped. 
The important point for N.E.W.A. members to 
realize is that they must do something now to in- 
tensify their active interest and participation in 
rural market selling. 


The primary bottleneck in the rural electrifica- 
tion field is the lack of qualified dealers. 


Members of the Association who are located in 
the middle west have always had rural business 
but the factors of increased farm family wealth 
and farm expansion in recent years have pro- 
duced today’s great farm potential. Up to now, 
geography has been an important factor, but the 
fact remains that it is later than we think. If 
electrical wholesalers do not act now, and con- 
structively organize to develop this huge farm 
electrification market, they may miss the parade. 


Report of Last Meeting 


The Chairman read portions of the printed 
report of this Committee’s meeting which was 
held in New York City on March 10, 1947. In 
one major respect, he said, the situation has im- 
proved somewhat due to the fact that more elec- 
trical products are now being made available to 
the farm field. 
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Enlargement of Scope 


It was reported that at its last meeting the 
Executive Committee had voted to add the follow- 
ing to the scope of the Rural Markets Commit- 
tee :— 


Rural Appliances and Equipment 


Pumps and Water Systems 

Heating Equipment (incubators, brooders, poul- 
try fountain heaters, dairy sterilizers, hot 
beds, etc.) 


Motor Driven Equipment (grinders, feed mills, 
churns, choppers, portable farm motors, etc.) 


Milk Coolers, Quick Freeze Units, etc. 
Miscellaneous 


After lengthy discussion of this subject, the 
Committee recommended :— 


1. That the Executive Committee be requested 
to change the scope designation of “Rural Appli- 
ances and Equipment” to “Farm Electrical Pro- 
ductive and Maintenance Equipment.” 


2. That headquarters attempt to call the atten- 
tion of all members to the importance of the 
rural market by issuing a bulletin highlighting the 
“Farm Market” section contained in Electrical 
Merchandising for January, 1948. 


3. That a questionnaire be sent with this bul- 
letin to determine these facts—what electrical 
productive equipment items for the farm mem- 
bers are now handling; what items they expect 
to handle this year. The results of this question- 
naire survey would later be made available to 
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the Chairman for his use during the two panel 
discussions at the Buffalo Convention on which 
this Committee will be represented. 


4. That a recommendation from the Commit- 
tee be made to the Executive Committee that 
products which are listed on the questionnaire and 
are not now specified in the foregoing additions 
to the scope be approved by the Executive Com- 
mittee for inclusion in that scope. 


Organizing to Sell the Farm Market 


The Committee devoted most of its discussion 
to the essential requirements for rural sales pro- 
motion in terms of the electrical wholesaler’s 
needs and interests. 


The consensus was that such requirements 
are:— 


1. The electrical wholesaler must have a farm 
specialist. 


2. The farm specialist should make a thorough 
analysis of the wholesaler’s territory. 


3. Frequent educational — promotional meet- 
ings should be held with dealers, utility represen- 
tatives, contractors and all others having an in- 
terest in rural electrification. The need for ade- 
quate service should be emphasized. 


4. The electrical wholesaler should keep all 
interested factors informed regarding his rural 
market program. 


The following salient points were made in am- 
plification of these requirements :— 


Adequacy of wiring, both on the farmstead for 
power applications and in the farm home, should 
be the primary concern of everyone in the in- 
dustry whose products or services go into the 
farm market. In that connection, careful con- 
sideration should be given to the size of trans- 
formers; however, the safeguard here is that the 
electrical farm load is diversified—i.e., the farm- 
ers would not be using two major electrical prod- 
ucts at the same time. 


The problem of service is also of top impor- 
tance. The failure of an electrical product on the 
farm is an actual stoppage of production for the 
farmer. He must be able to depend at all times 
on prompt and good service. 


It was pointed out that the sales potential for 
the recently wired farm is about $500 per year 
for the next three years. Today there is an aver- 
age of about ten farm and appliance dealers per 
wholesaler’s salesman. In one middle-western 
farming area about 25 per cent of farm dealers 
carry farm implements in addition to electrical 
lines. An electrical wholesaler who has not been 
serving the farm field cannot appreciate that mar- 
ket’s sales potentials until he has made a thorough 
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investigation of the farmer’s needs and how his 
own organization should be set up to go after 
this business. 


After the wholesaler’s farm specialist has made 
a thorough study of and report on the territory 
to be covered he should then (a) train the whole- 
saler’s staff in respect to the basic requirements 
in the promotion and servicing of the farm mar- 
ket, (b) assist the wholesaler’s salesmen in edu- 
cating dealers, and (c) take part, with others, in 
holding product meetings with dealers and con- 
tractors in different areas. Each meeting should 
be devoted to one or two major products, such as 
water systems, milking machines, cream separa- 
tors, motors, etc., and should give proper em- 
phasis to the need for service. At least four such 
meetings should be held each year. 


Whenever possible it will be advisable to con- 
duct product demonstration clinics with the co- 
operation of factory representatives who are 
qualified to operate and answer questions relative 
to such products as arc welders, etc. 


Electrical equipment for the farm needs the 
same type of promotion that major appliances 
require and get. In that connection there is a real 
need for greater assistance by manufacturers for 
the small independent electrical distributor. 


It was the consensus of the meeting that the 
qualified farm dealer, the electrical specialty 
dealer and the electrical contractor are unques- 
tionably the most logical outlets through which 
the industry can sell and serve the farm market. 
Essentially this is an electrical market and one 
that should be approached on that basis. The 
spring and fall are considered to be the best times 
for promotional work. 


The Chairman stated that the farmer is not 
the same kind of a buyer as the city dweller. The 
farmer knows the farm implement dealer from 
whom he buys. As a result a great deal of the 
manufacturer’s advertising is directed to the im- 
plement dealer. We, in turn, in the Electrical 
Wholesaling Industry, owe something to the farm 
market and it is, therefore, important that we let 
others know what we are doing. 


Sales Booster 


The Committee was informed that an N.E.W.A. 
Sales Booster (of interest to both Divisions of the 
Association) was scheduled for June on the over- 
all subject of rural electrification. It will outline 
the importance of the market and, specifically, 
how the wholesaler’s salesman can work more 
profitably with dealers and contractors. 


Analysis of the Farmer Customer 


Because of the present decline in commodity 
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prices the Committee reviewed the situation with 
respect to the farmers’ attitude toward electrifica- 
tion now and for the future. Farmers today have 
money; about 90 per cent are out of debt. They 
have, furthermore, not been spoiled by the money 
they have been making. They are conservative by 
nature and think soundly. In short, the people 
living in rural areas are less apt to be affected by 
pessimism than those in cities. Prices do not have 
to be so high for farmers to live about as well as 
they have previously. Because of these considera- 
tions it should be noted that the American farm 
families will constitute a vast market for addi- 
tional sales if prices come down. 


Convention Program 


Mr. Pyle briefly outlined the program of panel 
discussions scheduled for the Convention at Buf- 
falo in May, 1948. This Committee, he said, would 
be represented on two of the panels—during the 
Apparatus and Supply session on May 4th and 
the Appliance session on May 6th. 


National Farm Electrification Conference 


Reference was made to the participation of the 
Association in this Conference scheduled for the 
fall of 1948. The Chairman recalled that last 
year’s conference was concerned with the use of 
electrical equipment on the farm and its promo- 
tion by the industry. At that time a representa- 
tive of the REA had announced that the REA was 
not interested in having its Co-Ops go into the 
farm business. The bottleneck, Mr. Czech re- 
peated, is still the good dealer and, he added, it 
must be apparent that an adequate number of 
qualified dealers must be made available to the 
farm market or Co-Ops and others will go into 
that field. 





As there was no further business to come be- 
fore the Committee it adjourned at 3:00 P.M. 


HENRY CZECH, 
Chairman. 
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Cohen, Glasco Elec. Co., St. Louis. 
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REPORT OF MEETING OF OUTSIDE CONSTRUCTION MATERIALS COMMITTEE 
HOTEL PENNSYLVANIA—NEW YORK, NEW YORK 
FRIDAY—JANUARY 16, 1948 





Report of Previous Meeting 


After calling the meeting to order, Chairman 
Taylor reviewed with the Committee the report 
of the previous meeting held on January 30, 1947. 
The subject of packing was discussed from the 
standpoint of changes in the manufacturers’ 
handling of packing since that meeting. It was 
the consensus of those present that the packing 
of materials by manufacturers is improving. 
Packing, however, continues to be a problem call- 
ing for still more attention. 


Product Scope of Committee 


The Committee recommended that the Execu- 
tive Committee approve for assignment to this 
Committee, the following scope of products in 
this field :— 


Outside Construction Materials Committee 


Poles, Cross Arms, and Wood Cross Arm Braces 
(including pins, brackets, ground wire mould- 
ing, and pole steps) 


Pole Line Hardware (including line specialties, 
anchors, ground rods, and wood strain in- 
sulators) 


Insulators and Insulator Hardware (porcelain 
and glass, pin and suspension type, strain, 
conductor and dead-end clamps) 


Secondary Racks, Porcelain Wireholders, 
Spools, ete. 


Connector Fittings (split-bolt, hot line, tap- 
off, ground rod, etc.) 


Underground and Sub-Station Materials (fibre, 
wood and clay, conduit, pot heads, cable bells, 
man hole fittings.) 


Miscellaneous 
Outside Construction Tools (hot line, lineman’s, 
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safety equipment, digging tools, line main- 
tenance bodies and trailers, winches and der- 
ricks) 


Contractor’s tools (conduit tools, fire pots, 
torches, soldering tools, wireman’s tools) 


NOTE: The Committee also suggested sev- 
eral groups of lead covered, special purpose, 
and bare wires and cables to be included in its 
product scope. However, the Executive Commit- 
tee at its meeting on February 11, 1948 as- 
signed all wires and cable to the Wires and 
Cable, and Armored Conductor Committee. 


Freight Rates 


The problem of increased freight rates is one 
to which each wholesaler necessarily must con- 
stantly direct his own attention. This problem is 
a@ serious one under present conditions of in- 
creased costs of operation, and the Committee 
emphasized the need for wholesalers to be con- 
stantly alerted to this situation so far as it con- 
cerns each member’s operations. 


Hot Line Tools 


The Chairman referred to the need for the 
safety identification for hot line tools. The Com- 
mittee’s discussion of this subject indicated that 
this matter of identification is important from 
the standpoint of cooperation with the safety 
programs of the operating utilities. Several factors 
are involved with regard to the actual manufac- 
ture and marking of hot line tools, each of which 
cause manufacturers some difficulty. 


The Chairman offered to obtain more detailed 
information about this subject for consideration 
by the Committee at its next meeting. Meanwhile, 
the Committee will study this subject with the 
view of making helpful suggestions to the manu- 
facturers of this type of equipment. 
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Manufacturers Sales Literature 


Some very helpful sales literature is being pub- 
lished and distributed by manufacturers in this 
field. It contains data of real value to the elec- 
trical wholesaler, and it was the recommendation 
of the Committee that each member handling 
products within this Committee’s scope should 
give careful attention to making the best indi- 
vidual use of the abundant material with which 
they are supplied, as a means of assisting in the 
sale of these products. 


Promoting Better Relations Between 
Wholesalers and Utilities 


An important matter in the distribution of out- 
side construction materials and related lines is 
the promotion of favorable relations between elec- 
trical wholesalers and utilities purchasing these 
materials. In the Committee’s opinion, the promo- 
tion of better relations between the wholesalers 
and utilities is a matter calling for individual 
handling by wholesalers themselves in their own 
sales efforts with the local utility companies. 


Sales Boosters 


The N.E.W.A. Sales Booster was not considered 
to be too adaptable to the field of outside construc- 
tion materials. However, consideration might be 
given by the Association to publishing a Booster 
on outside construction materials selling some 
time next year, preferably before the beginning 
of the storm season. It was particularly suggested 
that in such a Sales Booster it would be highly 
desirable to emphasize that the electrical whole- 
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saler is a dependable source of supply for inde- 
pendent telephone companies and similar public 
services who require quick emergency service 
under unusual conditions from time to time. 


“Mr. Electrical Wholesaler” 


In considering what further use members might 
advantageously make of the Association’s pub- 
lished chart of—‘“‘Mr. Electrical Wholesaler’”— 
depicting the services he performs for his sup- 
pliers and customers, the Committee suggested 
that a practical idea might be for members to 
have enlarged posters made of this chart for 
posting on delivery trucks which they operate. 


Panel Session at N.E.W.A. Convention 


Mr. Pyle informed the Committee of the plans 
which had been worked out by the Program and 
Projects Committee for the holding of a series 


of panel sessions during the Fortieth Anniversary 
Convention of the Association to be held in Buf- 
falo, May 3-7, 1948. He explained that the Chair- 
man of each Committee would report very briefly 
on his Committee’s activities and the session 
would then be open for general Convention discus- 
sion. He recommended that this Committee ar- 
range among its membership for a few key ques- 
tions to be offered from the Convention floor as a 
means of stimulating discussion. The Committee 
reacted most favorably to this idea, and the Chair- 
man indicated that in advance of the Convention 
he would act upon the suggestions Mr. Pyle had 
offered in the interest of developing interesting 
Convention discussion. 
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Following an intermission for luncheon the 
Committee reconvened at 2 P.M. with the follow- 
ing manufacturers present :— 


J. Mullally, Anaconda Wire and Cable Co., New- 
York, N. Y. 


R. Robbins, Hubbard and Company, Pittsburgh, 
Pa. 


E. O. Link, Indiana Steel and Wire Co., Muncie, 
Ind. 


B. W. Johnson, Oliver Iron and Steel Corp., Pitts- 
burgh, Pa. 


W. K. Dunbar, Phelps Dodge Copper Products 
Corp., New York, N. Y. 


O. G. Miller, Rome Cable Corp., Rome, N. Y. 


W. J. Dwyer, Triangle Conduit and Cable Co., 
Inc., New Brunswick, N. J. 


The Chairman requested the Secretary to read 
the personal comments offered by letter of Janu- 
ary 12th from Mr. E. J. Schaubert of Westing- 
house Electric Supply Company, St. Louis, Mis- 
souri, a member of the Committee who was unable 
to attend this meeting. 


Mr. Schaubert’s comments referred to the sub- 
ject of packaging and labeling and are quoted 
below :— 


“Guy Strand Wire 


“A shipping tag tacked on the outside of the 
reel, showing the quantity, diameter, type, etc., 
including our order number, is better than a 
gummed label which some suppliers use. Labels 
do not hold up as well as tags and are sometimes 
marred to the extent that the wording is no 
longer legible. It would be better if this infor- 
mation were cross-referenced, by placing a 
small tag on the inside of the reel fastened to 
the strand. 


“We have no complaints on strand shipped in 
coils. This is identified by durable tags with 
reinforced: eyelets. Some manufacturers, how- 
ever, use a combination identification shipping 
tag. We prefer two separate tags because, when 
reshipping, all we need to do is tear off the 
manufacturer’s shipping tag and replace it with 
our own. Where the combination tag only is 
used, it is necessary to cross through not only 
the manufacturer’s name, as original shipper, 
but also our own name as consignee, leaving 
only the descriptive data legible. 


“Weatherproof Wire 


“Not all manufacturers cross-reference iden- 
tification on cable shipped on reels. It is our 
recommendation that a separate tag be used, 
securely fastened to the side of the reel with 
a stapling machine. Some manufacturers al- 
ready use a separate metal or plastic tag show- 
ing the reel number and size, securely fastened 
to the side of the reel, then cross-reference the 
quantity, type, size, etc. by stapling on the out- 
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side of the reel a tag 8” x 414” and place a 
smaller tag measuring 2144” x 414” stapled on 
the inside of the reel. We recommend the fol- 
lowing wording — manufacturer’s trade name; 
under that, type of wire; under that, a com- 
bination line showing size and conductor; and 
under that, the voltage; and on the last line, 
the amount in feet or pounds. Then, about six 
squares should be provided at the bottom for 
carrying down the balance remaining on hand 
as cuts are made. These squares could be headed 
‘Cut Off’, and ‘Balance’. 


“Weatherproof Wire—Coils 


“Most manufacturers ship this type of wire 
in Kraft paper wrapping. Before the shipment 
reaches its destination this paper unravels due 
to the fact that the ends of the wrapping are 
fastened with gummed sealing tape. The result 
is that there is no tie on the outside of the coil. 
However, on the inside of the coil under the 
wrapping the wire is usually tied in four places. 
Therefore, in order to fasten our own shipping 
tag we have to unravel more of the wrapping 
paper to reach the tie wire or place a separate 
tie with our shipping tag attached. 

“We would recommend that the manufacturer 
cross reference the descriptive data by having 
a tag placed on the inside of the wrapping in 
addition to the one on the outside, so that if the 
tag on the outside were lost or marred we 
could still identify the type, size, and quantity 
from the tag on the inside. We recommend that 
instead of using gummed sealing tape for fast- 
ening the ends of the wrapping, a heavy, 
flat, linen tie tape be used, such as most manu- 
facturers are using on service entrance cable. 
Tie rope could also be used. Then these ties 
could be used later for fastening our shipping 
tags. I assume that this operation is being done 
by machine in one automatic measuring and 
wrapping operation. A small tag measuring 
about 3” x 114” is recommended, as weather- 
proof wire requires rough handling. 


“Hardware 


“On copperweld rods the manufacturer usu- 
ally stamps the length into the rod. This is very 
good and we would recommend following 
through by also stamping the diameter of the 
rod, as some suppliers already do on galvanized 
anchor rods. 


“On galvanized ground rods, however, there 
is no length or diameter stamped into the rod 
and we recommend these rods also be stamped 
the same as anchor rods. 


“General 


“Hardware manufacturers should get to- 
gether and standardize on their packing. One 
manufacturer will have a standard package of 
50 units while another manufacturer will stand- 
ardize on another quantity of the same type 
unit. Sometimes the same manufacturer ships 
the same type and size units in varying quan- 
tities. 


“There is still a tendency on the part of some 
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manufacturers to ship apparatus and supply 
material in burlap sacks and kegs. We do not 
recommend packaging any commodities in bur- 
lap sacks, kegs, or barrels.” 


Hardware 


With regard to the packing and labeling of 
hardware items, the manufacturers expressed ap- 
preciation of the views offered by Mr. Schaubert. 
‘They explained that galvanized ground rods can- 
not be marked by stamping, for the reason that 
the impact in the process of stamping causes 
crystallization. Moreover, during the process of 
stamping, there is a hazard to workmen due to 
chipping when striking the die for stamping. 
Any other procedures, it was pointed out, would 
be so costly as to be prohibitive. This matter of 
marking galvanized ground rods is a considerable 
problem of which manufacturers are entirely 
aware. 


In packing, a particularly bothersome factor 
is the weight of hardware products. Paper cartons 
are admittedly not too good, and manufacturers 
are seeking to use better materials, such as wood, 
when they become available, which materials 
would obviously better withstand the rough 
handling to which packages are subjected. 


The Purchase and Stores Committee of the 
Edison Electric Institute, it was reported, is a 
very active one engaged in the studying of the 
packing and shipping problem. That Committee 
has already studied 500 items in the pole line 
hardware field and the study of 1,000 more items 
is about completed. A total of 2,000 items is left 
for selection as to the most convenient time for 
that committee to study the packaging of those 
items. 


That E.E.I. Committee is attempting to arrive 
at a uniform weight of package contents, having 
in mind about a 75 pound average as an accept- 
able figure. That Committee also is giving atten- 
tion to proposing a uniform size of box for various 
products, with boxes to be wire bound or pro- 
tected in some similar manner. Another considera- 
tion in the mind of the E.E.I. Committee is to 
attempt to bring about the boxing of items in 
quantities divisible by 10. In general the E.E.I. 
Committee is giving attention to the boxing and 
bundling of items depending upon how the par- 
ticular item may best be packaged. 


The meeting was informed that the Chairman 
of the Committee of Purchase and Stores, Stand- 
ard Package Group, of E.E.I., is Mr. George 
Balch, Duquesne Lighting Company, Pittsburgh, 
Pennsylvania. It was announced also that Mr. 
Balch would supply to the Warehousing Commit- 
tee of N.E.W.A. these data to which the report 
has just referred for further study by that Com- 
mittee. 


Manufacturers informed the Committee also 
that, in accordance with their information, utility 
storekeepers are planning hereafter to order in 
standard quantities in line with the findings of 
the Edison Electric Institute’s Committee. The 
cooperation of N.E.W.A. members was also sug- 
gested by a manufacturer to the extent of going 
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along with this E.E.I. Committee’s program in 
the interest of saving expense as well as improv- 
ing service to customers. 


The members of this Committee felt that the 
program of the E.E.I. Purchase and Stores Com- 
mittee is a most constructive one, offering real 
practical solutions to what have been very trouble- 
some problems. The Committee also indicated the 
desirability of electrical wholesalers cooperating 
in the manner which had been suggested. 


Information Tags 


The Chairman referred to the suggestion in the 
report of the Committee’s meeting of January 
1947, regarding the use of Information Tags by 
manufacturers on their steel wire and strand. 
Such information tags, it was pointed out, would 
be a means of assistance to wholesalers in their 
handling in and out of warehouses. 

The importance of marking weight on Informa- 
tion Tags was questioned on the part of manu- 
facturers. An important objection to the sugges- 
tion, in the opinion of manufacturers, is the great 
extra cost which would be involved in marking 
each coil with its weight. 


Regarding the use of Information Tags on 
weatherproof wire, the manufacturers indicated 
that such tags necessarily would have to be sturdy 
in order to withstand handling and weather con- 
ditions. At the present time it is extremely dilfi- 
cult to obtain heavy weight paper which is essen- 
tial to the protection of such tags; and until such 
paper stock again becomes available it would not 
be possible to carry out this particular suggestion. 


Outlook for 1948 


Manufacturers pointed out that the production 
of bare and weatherproof wire in 1947 was used 
for the filling up of wholesalers inventories, for 
R.E.A. construction, and similar purposes. Pro- 
duction of these products during the year 1948, 
it is expected, will largely be used for actual pro- 
duction and consumption purposes. 

The consensus of the manufacturers was that 
real extra selling efforts will be required in 1948 
because, in their opinions, a buyer’s market has 
already replaced a seller's market in this par- 
ticular field. 


Conclusion 


On behalf of the Committee the Chairman ex- 
pressed sincere appreciation both for the good 
attendance of manufacturers and for the very 
helpful information they had supplied during the 
meeting. He stated also that it was the hope of 
each member of the Committee that the manufac- 
turers would be able to attend the Buffalo Con- 
vention in May 1948. 





There being no further business to come before 
the meeting it adjourned at 4 P. M. 


L. W. TAYLOR, 
Chairman. 
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REPORT OF MEETING OF INDUSTRIAL AND COMMERCIAL 
LIGHTING COMMITTEE 


HOTEL PENNSYLVANIA—NEW YORK, NEW YORK 
JANUARY 14, 1948 


Mr. B. Merritt, the Committee’s Chairman, 
opened the meeting by reminding the members 
present that considerable work faces this Com- 
mittee. He referred to the work of the previous 
Committee, under the Chairmanship of Mr. War- 
ren W. Booth, as having been noteworthy for the 
contributions which it had made for the benefit 
of all electrical wholesalers engaged in the dis- 
tribution of industrial and commercial lighting 
equipment. Inasmuch as this would be the first 
meeting of the present newly appointed Commit- 
tee, it had before it a high standard of accom- 
plishment to follow as established by the previous 
Committee. That standard, he declared, would 
be both a challenge and an incentive to the 
present Committee which he felt confident would 
carry on this important phase of Association 
activity with considerable credit to the members 
composing the Committee. 


Managing Director’s Remarks 


Mr. Charles G. Pyle, the Association’s Manag- 
ing Director, concurred in the Chairman’s opin- 
ions and expressed the thanks of the Association 
generally for the cooperation of this Committee 
in the interest of creater and better service to 
Association mem)ers. 


Mr. Pyle explained the manner in which the 
program has been arranged for the Fortieth An- 
niversary Convention to be held at the Hotel 
Statler, Buffalo, N. Y., May 3-7, 1948. He par- 
ticularly described the panel sessions which will 
be provided for the discussion of broad industry 
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problems. The panels, he stated, would be divided 
among the various Committees of the Association. 
This particular Committee would participate in 
one of those panel sessions and he urged the Com- 
mittee to prepare well in advance for their part in 
this important program. 


Review of Report of Committee’s Meeting 
March 4, 1947 


The report covering this Committee’s meeting 
held at New York City on March 4, 1947, was 
reviewed in some detail. 


The current situation with regard to whole- 
salers’ inventories resulted in the Committee’s 
suggesting that wholesalers individually should 
carefully watch their own inventories especially 
in view of present industry conditions. It was 
suggested, also, that wholesalers necessarily 
should use greater discretion in purchasing indus- 
trial and commercial lighting equipment, and it 
was pointed out especially that, in the interest of 
economy and public safety, it was advisable to 
make purchases of these commodities with de- 
pendable sources of supply. In this manner, the 
Committee believed, wholesalers would most effec- 
tively minimize their present distribution and cost 
problems with regard to the quality and per- 
formance of this equipment. 


Packaging and Labeling 


The experiences reported by members indicated 
that there still exists an unsatisfactory condition 
in the packing and packaging of these commodi- 
ties. The damage resulting from inferior pack- 
ing and packaging is large in quantity and value 
and requires considerable improvement. 
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Improvement could also be made by manufac- 
turers in the design of and information included 
on labels. It was urged by the Committee that 
each member should inform its supplying manu- 
facturers of this situation wherever it exists in 
order that necessary attention at the source can 
be given to this problem. 


Product Scope 


The following scope of products, for attention 
by this Committee, was adopted for approval by 
the Executive Committee. 


Industrial and Commercial Lighting Equipment— 


Commercial Units (glassware and hangers; 
show window reflectors, spotlights, etc.) 


Reflectors and Holders (RLM, shallow dome, 
bowl, glassteel diffusers, mercury vapor, etc.) 


Special Purpose Units 
Theatre Equipment 
Outdoor Lighting (floodlights, searchlights, 


street lights, and accessories, traffic signals, 
airport and landscape lighting) 


Signs and Accessories (flashers, sign trans- 


formers, color caps, capacitors, neon tubing, 
etc.) 


Miscellaneous Lighting Equipment (lamp 
guards, lamp changers, cord reels, lowering 
devices, lamp coloring and frosting, sight and 
foot candle meters) 


Improvements in Printing and Contents of 
Manufacturers Price Sheets Suggested 

In the Committee’s opinion, the price sheets 
published by manufacturers could be helpfully 


improved if manufacturers would illustrate the 
items on those sheets by the use of small cuts. 
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It was believed that these illustrations would 
greatly speed up the wholesaler’s service to cus- 
tomers. Very quick identification of items would 
thereby also be possible which is not the case when 
only catalog numbers are used. 


Comparative Catalog Numbering 
for Ballasts 


Some comparative catalog identification of bal- 
lasts is needed in the interest of more efficient 
operation and service. The Committee considered 
that it would be highly desirable to have from 
individual ballast manufacturers lists of com- 
parative catalog numbers for the easier and more 
proficient filling of specifications on customers’ 
orders. 


It was pointed out that with the relatively re- 
cent advent of fluorescent lighting and the appear- 
ance in the industry of various manufacturers of 
ballasts, there apparently has been no effort with- 
in the industry to provide interchangeable lists 
for the identification of ballasts of comparative 
characteristics. 


Although no formal recommendation to manu- 
facturers was voted by the Committee, it was 
suggested, however, that if individual manufac- 
turers should find this idea to be impractical as 
an individual effort, it perhaps might be possible 
for manufacturers to arrange for such informa- 
tion to be compiled and published for them, for 
distribution to their wholesalers by established 
industry printers and publishers of trade cata- 
logs. The Committee called the attention of the 
membership generally to this particular problem 
in order that members themselves may give it 
consideration as it affects their own operations. 
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Unit Packaging 


Consideration was given to the need for im- 
proving packaging insofar as self-contained light- 
ing units are concerned. It was the consensus of 
the Committee that unit packaging is highly desir- 
able for such self-contained lighting units as 
floodlights, yardlights, glass panels, etc. Unless 
such packaging is provided, the wholesaler is 
confronted with great difficulties in repacking 
and reshipping from his warehouse. It was also 
the opinion of the Committee that without unit 
packaging serious breakage is occurring. This is 
proving costly as well as interfering with the 
efficient servicing of customers’ orders. 


Domestic and Recreation! Floodlighting 


The field of home floodlighting, particularly in 
suburban areas, is, in the opinion of the Commit- 
tee, an extensive prospective market. It was 
suggested that it would be helpful and progres- 
sive for manufacturers of such lighting equip- 
ment to give their attention to the vigorous pro- 
motion of the sale of these lighting products 
through a well thought out educational program. 
In that connection, it was recommended that the 
Association cooperate with the manufacturers in 
the education of the public as to the advantages 
to be derived from the greater use of all utility 
floodlighting including home floodlighting. 


Another good potential market for wholesalers 
to consider is the floodlighting of public recrea- 
tional areas. Outdoor sport arenas are being used 
more and more in a number of cities throughout 
the country, and the Committee believed that 
electrical wholesalers have a good sales oppor- 
tunity wherever such arenas are constructed. 


Membership in LES. 


Some time was spent in discussing the work of 
the Illuminating Engineering Society (1.E.S.). 
That Society offers a considerable amount of val- 
uable assistance to members of the industry en- 
gaged in the sale of lighting equipment. In view 
of the many advantages available to I.E.S. mem- 
bers and the nominal costs involved, the Commit- 
tee recommended that members of N.E.W.A. 
consider seriously arranging for their own light- 
ing men to join the I.E.S. Chapter in their locali- 
ties. 


Slimline and Cold Cathode 


A good potential market is offered, in the Com- 
mittee’s opinion, in the field of slimline and cold 
cathode lighting. The Committee suggests that 
manufacturers be encouraged to develop appro- 
priate fixtures for the use of these new light 
sources, in order that this potential market can 
become more of a reality. 


Low Power Factor Ballasts 


A problem within the industry created by the 
use of low power factor ballasts was discussed, 
with the result that the Committee recommended 
that the Executive Committee go on record as 
discouraging the use of low power factor ballasts 
because of the safety hazards involved, and that 
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the use of such ballasts is definitely not in the 
public interest. 


Need for Engineering Data 


Experience with the handling and installation 
of industrial and commercial lighting equipment 
indicates that there is a need for manufacturers 
to supply more engineering data to assist in the 
installation of this equipment. It was pointed 
out that adequate engineering data can be sup- 
plied by manufacturers without undue difficulty. 
Proper installation is obviously important and 
the members of the Committee believed that man- 
ufacturers can be helpful alike to wholesalers, 
ultimate users and themselves by arranging to 
make required engineering data available. 


“Planned Lighting Program” 


The “Planned Lighting Program” for the in- 
dustry, sponsored by the Edison Electric Insti- 
tute, was reviewed. It was the Committee’s 
recommendation to the general membership that 
all members interested in the distribution of in- 
dustrial and commercial lighting give attention 
to the constructive ideas made available to them 
by means of the special promotional brochures 
the E.E.I. has issued on the Planned Lighting 
Program. Interested members can obtain infor- 
mation from their Electric Leagues, Local Utility 
Companies, or the Edison Electric Institute whose 
offices are at 420 Lexington Avenue, New York 
RT, Bs Be 


Second International Lighting Exposition 


The Committee regarded the Second Interna- 
tional Lighting Exposition, held at Chicago in 
November 1947, a most constructive project for 
the advancement of this branch of the industry. 
The Committee favored the holding of this and 
similar exhibits in the broad interest of develop- 
ing and promoting the better lighting of com- 
mercial and industrial establishments. 


Plans for Participation in Fortieth Anni- 
versary Convention Program at Buffalo, 
N. Y.—May 3-7, 1948 


The Committee discussed the remarks made by 
Mr. Pyle at the opening of the meeting. Arrange- 
ments were completed for the Committee to hold 
its next meeting at the Hotel Statler, Buffalo, 
New York, at a dinner meeting of the Committee 
itself at 6:00 P.M. on Monday, May 3rd. It was 
also decided to invite interested manufacturers 
to meet with the Committee at 8:00 P.M. that 
evening. 


Several subjects were tentatively considered for 
the Committee to discuss during its portion of 
the panel session to be held during the Conven- 
tion and the Chairman was requested to assign 
specific queries to be asked by members of the 
Committee during the panel session. 





There being no further business to come before 
the meeting it stood adjourned. 


B. MERRITT, 
Chairman. 
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In calling the meeting to order, Chairman D. L. 
Fife announced that the Committee would be 
joined at 2:00 P.M. by interested manufacturers 
for a discussion of mutual problems. He urged the 
frank exchange of views between members of the 
Committee and the manufacturers, in order that 
the most constructive thinking could be devoted 
to the problems confronting both groups. 


Product Scope 


The Committee recommended to the Executive 
Committee, for its approval, that the product 
scope of this Committee be as follows:— 


“ALL WIRES, CABLES, CORDS OR CORD 
SETS OF ALL DESCRIPTIONS AND 
VOLTAGES” 


Listing of Wire Sizes on Standard Reels 


The Committee considered the suggestion made 
by an Association member that manufacturers be 
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requested to publish a list showing a standard 
length of wire in sizes No. 1 and larger on stand- 
ard size reels unless specified otherwise. 


Discussion among Committee members indi- 
cated that members individually should specify 
the size reels they desire with regard to wire 
sizes No. 1 and larger and that manufacturers will 
supply the quantity specified in any amount. 


Panel Discussions at Buffalo Convention 


Mr. Pyle described to the Committee the sched- 
ule of panel sessions arranged for the Apparatus 
and Supply Division and the Appliance Division 
meetings, to be held at the Fortieth Anniversary 
Convention at Buffalo, May 3-7, 1948. He urged 
the Committee to give its full support to this pro- 
gram by means of promoting, through Committee 
members, active discussion from the Convention 
floor. By that procedure, it is believed, a much 
more interesting Convention session will result. 
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2:00 P.M. Session with Manufacturers 


Chairman Fife extended a cordial welcome to 
the following manufacturer guests present :— 


E. M. Unger, American Steel and Wire Co., New 
York, N. Y. 


C. H. Porter, Anaconda Wire and Cable Co., New 
York, N. Y. 


C. E. Murray, Jr., Crescent Insulated Wire and 
Cable Co., Trenton, N. J. 


W. E. Warnecke, General Cable Corp., New York, 
N. Y. 


L. L. McDowell, Lowell Insulated Wire Co., New 
York, N. Y. 


G. C. Richards, National Elec. Products Corp., 
New York, N. Y. 


S. E. Yeaton, John A. Roebling’s Sons Co., Tren- 
ton, N. J. 


G. L. Roberts, Simplex Wire and Cable Co., Cam- 
bridge, Mass. 


C. W. Higbee, United States Rubber Co., New 
York, N. Y. 


John S. Blackburn, 
hocken, Pa. 


Walker Brothers, Consho- 





Information Tags and Labeling 


The Chairman referred to the discussion at the 
previous meeting of the Committee held at At- 
lantic City on May 6, 1947, particularly as to the 
use of descriptive tags. At that time it had been 
suggested that such tags be larger, more legible, 
and provide extra blank space for the whole- 
saler’s record of “take offs”. 


Several manufacturers present indicated that 
they are now supplying tags with spaces provided 
for the “take off’ record. One manufacturer in- 
formed the meeting that he is now issuing tags to 
differentiate colors. 


With regard to a uniform system of color cod- 
ing for the tagging of respective types of wire, 
to which the previous meeting of the Committee 
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also gave attention, manufacturers stated that 
they have been waiting since that meeting for 
suggestions as to a color code schedule which they 
had believed would be forthcoming from this 
Committee. 


The suggestion was made that a Sub-Committee 
of the Association be appointed to work out a 
recommendation with regard to the colors which 
should be used for the suggested tags. In line 
with that suggestion, the following were ap- 
pointed a Sub-Committee to consider this problem 
and report recommendations :— 


John M. Newton, Oakes Electrical Supply Co., 
Holyoke, Mass. 


N. M. Powell, Dyer-Clark Company, Lawrence, 
Mass. 


Aluminum Building Wire Outlook 


One manufacturer reported that there is a 
market for aluminum building wire as well as for 
copper wire. Aluminum building wire is now 
available and some manufacturers will continue 
to manufacture it to fill the demand which is 
expected to continue. 
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Reels 


Some time also was devoted to a discussion of 
the reel situation which still continues to be an 
industry problem. According to present practices 
the Chairman stated that all manufacturers are 
now making a charge for their reels. 


Manufacturers stated that this continues to be 
a perplexing problem and one about which it is 
very difficult to reach a practical solution. 


Reference was made to the previous meeting of 
the Committee on May 6, 1947 at Atlantic City. 
At that time the Committee suggested that the 
manufacturer include the cost of his reels in his 
price to the wholesaler, and that the return of 
reels be handled as a separate transaction between 
the wholesaler and his manufacturing supplier. 
It was mentioned that since the last meeting this 
idea had been tried by one manufacturer who, 
however, had found that it did not work. 


The suggestion was made that a Sub-Commit- 
tee be appointed to attempt to arrive at a work- 
able solution of the reel problem. This suggestion 
was accepted and the following Sub-Committee 
appointed :— 
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J. D. Daly, Graybar Electric Co., Inc., New York, 
N. Y. 


A. Fromm, Hi-Fro Elec’] Supply Co., Plainfield, 
N. J. 


It was further suggested that it would be help- 
ful if this Committee would confer with manu- 
facturers, and the following manufacturers were 
suggested :— 


G. C. Richards, National Elec. Products Corp., 
New York, N. Y. 


C. H. Porter, Anaconda Wire and Cable Co., New 
York, N. Y. 


C. W. Higbee, United States Rubber Co., New 
York, N. Y. 


Types T and TW Wire 


Consideration was given to the question as to 
whether or not the manufacture of types T and 
TW wire would be continued. 


Type TW, it was declared, has all the require- 
ments of type T wire and also is sold at the same 
price. Some manufacturers, therefore, are ex- 
pected to discontinue the type T wire. 


On the other hand there are manufacturers who 
claim that there is a difference in the cost of 
manufacture of these two wire types. These man- 
ufacturers believe that prices should be different 
and they expect that they will be. According to 
the statements of manufacturers present some 
will continue to produce both type T and type 
TW in the future. 


A similar question was raised concerning the 
continuance of types R and RH wires. In the face 
of claims and counter claims that type RH wire 
will meet all requirements of type R wire, manu- 
facturers believed that due to public demand as 
well as code requirements, both these types of 
wires could be expected to be continued in pro- 
duction. 


Armored Cable Winding 


The Chairman announced that there have been 
complaints that in the case of armored cable the 
armor is being wound too tight, so that the fer- 
rules cannot be inserted without additional labor 
to loosen the armor. 


Manufacturers explained that this has been 
caused by changes which have been necessary in 
the manufacture of this cable. They stated that 
this situation is correcting itself and the cause 
is being eliminated. The correction is expected to 
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be entirely completed within a short time and it 
was felt that this actually is not a problem of 
consequence today. 


1948 Delivery Outlook 


The delivery outlook in 1948 for wires and 
cable and armored conductor is promising, and 
manufacturers indicated that they expect to be 
able to make ample deliveries. They called atten- 
tion to the fact that requirements of the Marshall 
Plan may have some effect on overhead wire, but 
that building wire is not expected to be affected 
by this factor. 


N.E.W.A. Sales Booster 


Chairman Fife explained the purposes behind 
the idea of the N.E.W.A. Sales Booster Program 
which had been inaugurated during the past sev- 
eral months to assist members in building up 
sales. The manufacturers were very interested in 
the samples of the Sales Booster for the Supply 
Division and considered this to be a very excellent 
idea and one which very likely would produce 
the desired results. 


General Comment 


The need for more adequately trained salesmen 
was mentioned by manufacturers present. They 
suggested that wholesalers give more thought to 
the better training of their salesmen. They sug- 
gested that advantage be taken of every available 
means of training, mentioning—among other 
things—schools, training classes, and factory 
trips. Wire and Cable products, they stated, rep- 
resent a substantial portion of the electrical 
wholesaler’s sales volume and, accordingly, war- 
rant every possible effort by the electrical whole- 
saler to assure himself of the adequate training 
of his sales force to maintain this sizable volume 
of his business. 


Conclusion 


The Chairman expressed gratification for the 
good attendance of manufacturers as well as ap- 
preciation of their cooperation in participating 
so constructively in the discussions at the meeting. 





There being no further business to come before 


the meeting it adjourned. 
D. LYLE FIFE, 
Chairman. 
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N.E.W.A. 


Hon © 


@ Best wishes and congratulations! It’s with a very warm feeling 











that we add our thanks to those of everyone else in the industry. 
Forty years of promoting “increased distribution of electrical products 
at lowered costs” certainly deserves cheers from all of us! 

Edwards and Company are firm believers in your purpose. We think 
that more efficient, more economical distribution benefits everybody. 
We've always made wholesalers the keystone of our policy. 

That policy is to help the wholesaler with every means at our 
command. It means complete protection for the distributor, main- 
taining distributor profit margins, giving more sales and technical 
help. We try to see your problems from your standpoint—and then 
do something about it! 

What we do takes many forms—some large, some small. Here’s an 
example—important only because it’s typical of effort that goes on 
year after year: 

Our standard doorbell package formerly contained 100 bells. But 
a study from the wholesaler’s point of view caused us to cut the number 
to 12. Tests proved that the new, smaller package makes it easier for 
you to sell the dealer, it makes your turnover quicker, and it cuts your 
inventory. But we didn’t cut your profit—that remains unchanged! 

Thank you for your friendship and co-operation. We look forward 


to wishing you many more “Happy Birthdays!” 


Dbwarps and bon yfrany 


NORWALK, CONN. 


IN CANADA: EDWARDS OF CANADA, LTD. 
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AIR EQUIPMENT TO HELP YOUR BUSINESS 





EQUIPMENT 
FOR 





*® VENTILATING 
* HEATING 


@ Here’s a hearty welcome to * COMFORT 
all of you from the entire COOLING 
“Buffalo” organization for an ‘¢ eae S 
enjoyable and profitable time at 
the National Electrical Whole- 
salers’ Convention ! 


*& PROCESS 
COOLING 


As you know, Buffalo is the * AIR 

home of “Buffalo” Fans and Air TEMPERING 

Conditioning Equipment.: We're frankly delighted 

at the opportunity of seeing you . . . talking over your problems * AIR 

. putting you up-to-the-minute on new and better air equipment that assures WASHING 

you more business, higher profits and a heads-up reputation for dealing in the 

BEST! See you in Buffalo! 

— * EXHAUSTING 


*& BLOWING 


* FORCED 
‘DRAFT 





“BUFFALO” BREEZO FANS “BUFFALO” BELTED VENT SETS “BUFFALO” BELT-AIR FANS * INDUCED : 


give very economical offer quiet operation, one-piece in sizes for free air DRAFT 
ventilation—square compactness; capacity, 600 cfm delivery up to 19,000 


panel makes installation to 12.000 cfm sizes. cfm, give quiet, depend- 
simple. 8” to 24” sizes. Bulletin 3222-F. able industrial or 
Bulletin 3222-F. 


commercial ventilation. * PRESSURE 


Bulletin 3222-F. | BLOWING 
UFFALO: 2:ORGE ae 


COMPAN Y 


520 BROADWAY BUFFALO 4, NEW YORK 
Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 
Branch Offices in all Principal Cities 


CUTTING AIR COSTS IN EVERY BRANCH OF INDUSTRY 


* DRYING 





ELECTRICAL WHOLESALING — April, 1948 

















signed 
Design’ semps 
oDERNEET cathode ” 
93" 
n 


te 


SEND FOR CATALOGUE 
_ SHOWING COMPLETE LINE. 


HAZEL PARK, MICHIGAN 
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WOW POR THE BRST IME. 


BIG RANGE PERFORMANCE ~~“ 
AT SMALL RANGE COST | 


UNIVERSAL 
BANTAM 
ELECTRIC RANGE 


Plugs Into Any Appliance Outlet nes 
Meets Every Cooking Requirement: 




































































Here is your first big opportunity in years 
to expand your Electric Range market. New 
Bantam Electric Range plugs into any appliance out- 








os 2 ie 


let with no costly installation charges. 


BIG RANGE CAPACITY IN SMALL RANGE SPACE! Its easily 
accessible oven will roast a 20-pound turkey ... bake 
four cakes .. «cook a complete meal. 

BIG RANGE CONTROLS IN A SMALL RANGE! Oven is ther- 
mostatically controlled for perfect baking results—op- 
erates on standard oven heats. Order your stock of 
Bantam Ranges today for that big new home and auxil- 
iary cooking market. 





2-WAY HEATING makes this amazing Range possible! 


1, Wrap-around Oven Ele- 2. Reversible Twin Unit i 
ment gives uniform oven for broiling and cooking 
heat for baking and roasting. plugs in top or bottom. 


<t . a : 
BIG SPRING CAMPAIGN ra fae 
OPENS NEW MARKETS! (=> 


NIVERSAL is backing its Bantam Electric Range 

with a special big spring campaign. Full page 
four-color advertisements in national magazines... 
1,100-line dealer listing advertisements in key mar- 
kets ...small town-rural newspapers... millions of 
radio listeners through participation shows. Plan 
now to tie in! 


See Your Universal Distribitior! 
































is 1 eee 


at 
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{ 


LANDERS FRARY & CLARK «= = 





eo 
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NEW BRITAIN, 





CONN 
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the talk of 
the trade 


again in ’48.... 


Yes, for new beauty of design—for 
new perfection in manufacture—for 
new completeness of selection, 
Imperialites will again ‘steal the 
show’ .. . will again be the talk of 
the trade in °48. Scores of new 
models, all in a variety of color 
combinations are now available to 
help the distributor meet the needs 
of all his dealer requirements in 
incandescent residential lighting fix- 
tures. Remember, too, each 
Imperialite fixture, besides being the 
industry’s best dollar-for-dollar 
value, is individually packaged, as a 
complete unit—to provide greater 
ease of stocking for the jobber and 
greater ease of installation. 


At the N. E. W. A. Conven- 
tion—Get your copy of the 

new IMPERIALITES 1948 Cat- 
alog when you visit our display at 
Buffalo’s Hotel Lafayette, May 3-5. 


peria ites 


IMPERIAL LIGHTING PRODUCTS CO, 
GREENSBURG, PENNSYLVANIA 
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With Greenlee Tools You're Selling 


TIMESAVINGS 


. +. In Big Demand Everywhere 






Designed specifically to turn tedious, hard jobs into quick, 





simple ones, GREENLEE electricians’ tools give you this 





important “‘sales plus’’—timesavings. 






For example—the GREENLEE Hydraulic Bender, shown 
above, makes conduit forming fast, easy. With a GREENLEE 
Bender one man in but a few minutes makes precise bends 


in pipe up to 4%”, rigid and thin-wall conduit, tubing, 
bus-bars. Owners report up to 75% man hour savings with 


this compact, portable unit. 






Show your customers and prospects how they can save 
valuable hours and materials with GREENLEE ftimesaving 
tools for electricians. For sales facts, write Greenlee Too! 
Co., Division of Greenlee Bros. & Co., 1844 Columbia 
Avenue, Rockford, Illinois. 







NATIONALLY ADVERTISED TO SPEED YOUR SALES 


GREENLEE backs up your sales efforts with advertisements in Electrical 
Buyer’s Reference © Electrical Contracting e Electrical Equipment ¢ Electrical 
News and Engineering ¢ Electrical West ¢ Electrical World ¢ Factory ¢ 
Industrial Maintenance © Industrial Equipment News ¢ MacRae’s Blue 
Book ¢ Mill Supplies ¢ Plant Purchasing Directory ¢ Thomas’ Register... 
with a combined circulation of well over a quarter-million for each message. 











166 


KNOCKOUT 
TOOLS 


In 14 minutes or less cut 
smooth openings up to 3}2” 
in bakelite, hard rubber, or 
metal up to %” thick. Turned 
with wrench. Eliminate drilling 
and filing. 





Pushes pipe under streets, rail- 
roads, floors, and other obsta- 
cles. Eliminates tearing up, 
back-filling, re-paving. No. 790 
for pipe up to 4”; No. 795 for 
larger pipe and ducts. 












CABLE PULLER 


Easy-operating, Compact unit 
for 7,500 pound pull. Fastens 
direct to conduit for pulling 
in line with conduit... no 
loosened hangers. Attachment 
available for concealed con- 
duit work. 













HAND BENDER 


Quickly makes small-radius 
bends in steel, copper, brass 
andaluminum tubing, conduit, 
or pipe ... without kinks or 
flattening. Especially designed 
to make neat bends up to 180 
for sharp nooks and corners. 


poole] Sie) Ba 7 ise) 13, 


GREENLEE 
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_ new Art Metal line of engineered lighting and ultra- 
violet equipment gives you smartly designed commercial 
fixtures—fluorescent or filament or a combination of both. 
There are highly decorative new residential fixtures and a long 
line of related lens-boxes, exit and special units. Then, too, 
there are DISINFECTAIRE Ultraviolet Germicidal units for 
every hospital, school, office or home need—easy to sell and 
highly profitable and all from a single source of supply. 


There's an Art Metal salesman near you—investigate today! 


THE ART METAL COMPANY 


WManupacturens of Engineered Lighting and Ultrautolet Equifement 


1814 €AST 40TH STREET . CLEVELAND 3 ° OHIO 
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LIGHT UP SALES AND PROFITS 


with PLANET 


FLUORESCENT LIGHTING FIXTURES 


AND TROFFERS 


Consider the needs of your market. 
7, Your customers are looking for light- 
“NEMA: ing equipment that combines even, 
\B e ———— 


over-all illumination with streamline 


oF ted 
~ MEMBER ® ; 
design. Then, too, they want fixtures 


that are easy and economical to install and maintain. 


Planet Fluorescent Lighting Fixtures and Troffers 
meet every one of these requirements. That’s why 
the profitable Planet line out-sells ordinary fluores- 


cent fixtures and troffers wherever featured. 


Planet’s proven performance in stores, factories, 
schools and institutions . . . public acceptance . 

and increasing demand mean greater sales and profits 
for distributors everywhere. For these reasons, your 
investigation of the Planet line will throw light on 
an important source of income for you. Don’t over- 


look it! Write today for free literature. 


| i a Gh ee ee 


2633 W. GRAND AVE. ° CHICAGO 


























- WILL SEE YOU 


N.E.W.A. 


CONVENTION 
IN BUFFALO, N, Y. 


MAY 3-7 
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For uour first real 
uj 





fan season in years! 































| ip been a long time since you've faced a fah season as bright 
as 1948. Look at these stunning new R & M Fans. They 
are our best in 50 years. Sell them with confidence that they'll 
stay sold; that they'll draw quality-conscigus customers into 
your store. ~» 

Consistegt natiqnal advertising, before and during the season, 
makes customers for R & M Fans. So do newspaper mats, 
folders, window streamers (free, of course), and an attractive 
co-operative advertising allowance. 

Right now isn’t a bit too soon to get set for your first real fan 
season in years. See your nearest R & M Fan distributor OR 
mail the coupon for his name and literature on this great new 


I R & M Fan line. 
ROBBINS & MYERS, 4NC. 
SPRINGFIELD 99, OHIO + BRANTFORD, ONTARIO 





PEDESTAL FAN—Gunmetal finish on blades, ‘“‘BREEZE-ALL'’ FLOOR FAN-—Durable mahog- 
motor housing and base. Bright guard. Ad- any plastic with chromium-plated legs and 
justable for height—12 and 16-inch models grille. Two-speed motor moves large volume 
from 38 up to 62 inches; 10-inch fan from of air up and outward from center of four- 
35 to 59 inches from floor to center of guard. bladed, 12” fan. All moving parts guarded 
Wide, quiet-rrunning fan blades. Fully against dirt and dust. Grille gives complete 
enclosed oscillating mechanism. Guaranteed protection against personal injury. 


five full years. 





HOME COOLER—I1's portable— BANNER FAN—Popular-priced. Big air 
¢ sets into open window. Ultra- delivery at low current cost. Handsome 
5 quiet — no belts, no pulleys — bronze finish. Sturdy, die-cast motor 
£ motor mounted on live rubber. body and base. Fully enclosed oscillat- 
; Beautiful cream enamel finish. ing mechanism. Quiet-running 10, 12, 
e Extends only 61/4 inches into and 16-inch blades. Two speeds on 12 
i room. In 24 and 30-inch blades. and 16-inch fans. Wall-mounting brack- 
j Adjustable stand for 24-inch size. et included. One full year guarantee. 
: Three speeds on all models. One 
2 full year guarantee. 
Ls : "1 MR. WHOLESALER'S SALESMAN! 
es ss SK “ ° ° . . . 
| Ose Sa This ad is the second in a series designed 
. nS) 1 to help you sell R & M Fans. Your 








— dealers will see it this month, at the 
height of the fan-buying season, in Elec- 
trical Merchandising, Electrical Dealer, 

Electrical West, and Electrical South. 
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PUT THIS ATTRACTIVE 





























TO WORK FOR YOU 


The sales-compelling SHEPLER Display is complete 
with colorful sales literature and wired for actual 
product demonstration. 





This beautiful merchandise display really makes a 
hit with customers. Sturdily built from one-half 
inch plywood with strong easel support, it stands 
7 feet high, yet requires only 36” x 22” of valu- 
able floor space. It’s finished in three beautiful 
colors to give plenty of added sales punch. At the 
same time, the unit is very practical—each fan and 
heater is wired to permit actual operating demon- 
strations. Just display this beautiful merchandiser 
in a prominent location on your floor—and watch 
your sales and profits soar! We'll be happy to send 


complete information on request. 


* 
© gunnunuununent 
uae 


SHEPLER 
SHEPLER 








© Automatic Ceiling Fan © Duct, Flue, and 


Chimney Fans 
e Bead Chain Control 


Wall Fans 


© Model “S” Speed and 
Switch Control = Bex © Built-In Wall Heaters 


¢ Door Operated Fan 


a 


The Easiest Home Necessities To Sell 
Are RADIA Heaters and Ventilating Fans. 


cs, Ba 


Visit our exihibit at Write Dept. D-1 
Hotel Buffalo during the convention. for complete details. 


i SHEPLER /lanufactuting Company _ 


1312 SHEFFIELD STREET 


PITTSBURGH, PA.,us.a. 


170 ELECTRICAL WHOLESALING— April, 1948 





















--owill be 
LVA \ at Buffalo! 


You bet we'll be there, too 
...for the convention. Make 
it a point to stop by and 
see us at the Lenox. If you 
are interested in fluorescent 
lighting, you'll be doubly 
interested in MONOGRAM 
Letting us talk over our 
plans with you will work out 
to our mutual advantage. 


ie 
g 








eee 





* * 














HOTEL LENOX, NATIONAL ELEC- 
\ TRICAL WHOLESALERS CONVEN- 
\ TION, BUFFALO, NEW YORK — 


MAY 2nd to MAY 7th, 1948. 
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GUY STRAIN INSULATORS 


ILLINOIS wet process insulators 
are made from highest grade 
materials under complete plant 
control. Internal stresses eclimi- 
nated through careful, constant- 
temperature firing. Available in 


large stocks of standard sizes. 


WIREHOLDER INSULATORS 


The insulators you want for per- 
manent installations. Hot galva- 
nized all-steel screws have deep, 
sharp threads, permanently 
bound to insulators with non- 
shrinking metal alloy. Smooth, 
rounded surfaces protect wire 
insulation. Sufficient sizes and 


styles to meet all requirements. 


WHEN IT COMES 
TO PORCELAIN.. 


Specify 
ILLIN 





Wome for wireholders, insulators, or complete 
wiring systems, Illinois porcelain is your best bet. 
Years of experience combined with rigid production control 


bring you the very best in electrical porcelain when you 
buy ILLINOIS. 


Sold only through Recognized Electrical Wholesalers 


ILLINOIS 


ELECTRIC PORCELAIN CO. 


MACOMB, ILLINOIS 
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STANDARD TUBES 

















tb: ae s Knobs that don’t 


Glozed, unglozed, split, floor, split 
floor, headless, curved, crossover 
split, and crossover. Uniform inside 
and outside diameters. Sizes 1/2 
to 48"' long, 5/16 to 3'' diameter. 





KNOBS 


ee | chip when in- 


E a 


CLEATS 


stalled. Cement coated, 
extra length nail—genu- 
ine leather washer — 


Standord cleats of code standard. Wide 
all sizes and types. variety of sizes. 


— re 











TOMIC CONNECTORS MAKE PROGRESS 



























One by one, the Tomic line of con- 
nectors has been introduced, but 
only after exhaustive research and 
on-the-job testing. Simplicity of op- 
eration is always our goal .. . just 
tip in top of the connector from the 
outside of the box, slip in the cable, 
flip the screws tight. Tomic con- 
nectors save time and labor, allow 
more working space inside the box, 
cannot vibrate loose. That’s why 
electricians want ‘em! 





Keep Your Eye TOL on TOMIC in ’48 


is) 


TOMIC SALES « ENGINEERING CO. 


4864 Woodward Ave. . Detroit 1, Michigan 
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The PREFERRED 


Slimline Luminaire 


fe are some of the r preferred ov 


Beautiful “eye-ap 
Efficient overalk 


Engineered § in @turing hinged 
connecting 


inished in 


—¢ca > Uw indivic i: OF ies Sdistinuous rows with 
SPC ropBreimiee units, an added sales-getter 


NEW REDUCED PRICE, making this the lowest priced slimline 
luminaire of high quality 


e@ Underwriters Laboratory approved 


ELECTRICAL WHOLESALERS who haven't as yet ordered a sample of 
the “ROCKET” we invite you to do so now. This is a popular best-seller 
priced right. 
ALL FIXTURES A. F. L. 
UNION MADE & LABELED 


Swnlite MANUFACTURING COMPANY 


Successors to Lincoln Manufacturing Co. 


i ta BELLEVUE AVENUE . DETROIT 7, MICHIGAN 
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Buffalo is an ideal convention city and we know you awarded coveted annual gold medals by the American 
will enjoy your stay with us. Institute of Electrical Engineers. They were: Thomson, 
Did you know that the Buffalo area nurtured some of Westinghouse, Stanley, Tesla, Lanine, Emmet and 


“ie . . Chesney 
America’s greatest electrical experiments ? meee 


Electrical power was generated and distributed on a large 


scale first in this area. 





Another pioneer project, in Buffalo area, now in world- 
wide use, was the large scale distribution of power by 


underground cables. 





From the brain of Tesla and the genius of Westinghouse 
came the idea of alternating polyphase current — new 
dynamos of tremendous size for producing it. Trans- 


mission of tremendous voltages was accomplished. 





Progress still is on the march in Buffalo. Here in recent 
years has been developed the Pierce Balanced Lag Link 
replete with entirely new and patented features that mean 


more protection and service at lower cost. 





In recognition for outstanding accomplishment, seven of Write for the map of the Niagara Frontier area. It’s 
the men instrumental in harnessing Niagara power were FREE. 


PIERCE RENEWABLE FUSES Imec., surrato7,n.y. 
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FOR COMPLETE LIGHTING GLE < 


| PHOEN IX offers the trade 


JV greatest choice of styles 


For choice of styles—for efficient lighting glassware—and for down- 
right good looks, specify PHOENIX quality. The trade knows 
PHOENIX designs are calculated to blend with and complement 


every decorating scheme. 


Write for PHOENIX’s New Jobbers Catalog 
No. 65 . . . in which is pictured the line-up of 
our selected lighting glassware service avail- 
able to recognized jobbers. 


¥ Glassware Only 
We do not provide fixtures f 


eee 





S = 
SSeS Ss 


1402-D 347 





Illustrated are the current favorite best-sellers in residential lighting ' 
glassware numbers. Their beautiful, clear sparkling crystal glass is PHOENIX 
coated with even applications of smooth permanently-fired enamel THE , 


~and the density of the enamel and its evenness of application GLASS COMPANY 


eliminates any paleness or “halo” effect. White enamel is stand- 


but warm-toned Ivory can be furnished also. MONACA. PENNA. 
ATLANTA ° DALLAS ° WINNIPEG 


ard color 


NEW YORK CHICAGO + _ LOS ANGELES 
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BELL RECEPTACLES AND PLATES 





SOP ee 


NH SHUR DUPLEX RECEPTACLES 


Engineered to prevent accidents and save lives, this highly 
acclaimed SAFETY receptacle provides protection for the 
home and a most vital need of industry. 


With its positive snap-back 
spring action, face is closed 
tight when plug is withdrawn. 
Prevents tampering by un- 
suspecting children—no 
longer can shock, burns, or 
death be incurred through 
insertion of hairpins, wires, 
scissors, etc., into current 
carrying terminals. In indus- 
try —keeps out metal chips, 
or wood shavings—prevents 






Belco Duplex 
Plate 
Single Gang 


entry of dust, dirt, orsplashed 
liquids. 


Thick double walls of bake- 
lite separating and insulating 
heavy duty terminals — life- 
time spring action —firmer 
plug grasp, positive contact 
always. Large binding screws 
provide easy wiring. Listed 
as standard by Underwriters’ 
Laboratories, Inc. 


BELCO WALL PLATES... 


Belco plates combine beauty 
and simplicity of design with 
rugged strength. Styled to 


: E qnier 














FASTER MOUNTING! 


Bell engineers bring you 
another first with their new 
Speedmount “500” duplex 
receptacle equipped with 
adjustable threaded clamps 
for fast and accurate flush 
mounted installations. 
THE SPEEDMOUNT ‘’S00°’ 
PAYS FOR ITSELF! 
No more fuss with washers 
or broken plates —the 
Speedmount “500”, with 
its ingenious clamps, en- 
ables a jiffy-quick installa- 


tion tailor-made to insure 


MOUNTING 


mounting of receptacles 
flush with wall or base- 
board, when outlet boxes 
are installed too deeply or 
not lined up properly. 


Speedmount “500” will 
practically pay for itself 
in the time saved by faster 
mounting and the elimi- 
nation of service calls. 
Available in brown or 
ivory. Listed as standard 
by Underwriters’ Labora- 
tories, Inc. 


DIRECTIONS 


1 Drive screws all the way into threaded clamps 
2 Set screws against threaded opening in outlet box 
3 Back screws off until receptacle is flush with wall 
4 Drive screws solidly home 

Clamps adjustable for lateral movement 








COMMENDED 


PARENTS’ 
ewer W4is | 3 


CONSUMER 
SERVICE 
BUREAU 


B 1003 Brown 
B 1004 Ivory 


SPECIFY THE NEW COMPLETELY FOOLPROOF 


WA-SHOK TWIN CONVENIENCE OUTLET 


























B-1201 Brown harmonize with any back- 
B-1 202 Ivory ground, they have instant 
public appeal. Made of the 
more en ae eer 
Belco Switch styrene, for added lustre, 
_ Plate i] greater strength and pliabil- 
Single Gang a ity. Areas subject to greatest 
B-1203 Frown A stresses are doubly re- 
B-1204 Ivory i, inforced to prevent break- 
ing. Available in brown or 
ivory. Immediate deliveries. 
Cat. No.| Color Rating Carton | Std. Pkg. | Shp. We. | List Price 
per 100 
B 500 | Brown | 250 V—10 A| 10 Units | 100 Units | 16'/¢ lbs. 29.50 
125 V—15A 
B 501 Ivory | 250 V—10 A! 10 Units | 100 Units | 161/ Ibs. 35.00 
125 V—15A 
B 1003 | Brown | 250 V—10 A| 25 Units | 200 Units | 3412 Ibs. 45.00 
125 V—15A 
B 1004 | Ivory | 250 V—10A | 25 Units | 200 Units | 341 Ibs. 53.00 
125 V—15A 
B 1201 | Brown 25 Units} 100 Units | 51/ Ibs. 8.50 
B 1202 | Ivory 25 Units | 100 Units | 51/; Ibs. 11.00 
8 1203 | Brown 25 Units | 100 Units 6 Ibs. 8.50 
B 1204 | Ivory 25 Units | 100 Units 6 Ibs. 11.00 
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Sold only 2e2e@8 ane 


COMPANY 


BELL 


CHICAGO 8 ILLINOIS 


through recognized 





electrical wholesalers 








“UNION” 
INSULATED CONDUIT END BUSHINGS 


Melded of Impact Resistant Bakelite 


Threads are smooth, 


Inside lip of brush- 
ings beveled’ to 
prevent damage to 
wire insulation not 


concentric and 


free of burrs. 
J 
Provided with ribbed ' i only when wires 


grip for easy tight- are ‘“‘pulled’’ but 
ening by hand or tool. Immediate Delivery! during service. 


PRICED TO MAKE INSULATED 
BUSHINGS PREFERRED... 


COMPARE! 


Less Ctn. Ctn. Qty. Std. Pkg. 
List Price List Price List Price 
per 100 per 100 per 100 





$4.60 $3.60 $2.90 
5.75 4.50 3.60 
9.20 7.20 $.73 
26.50 20.30 16.25 
30.00 23.40 18.75 
36.00 22.50 
58.50 . 36.50 
64.00 40.00 
80.00 50.00 
96.00 60.00 
180.00 110.00 
210.00 130.00 
400.00 250.00 











THESE ARE ELECTRICAL CONTRACTORS’ PRICES 
Order Through Your Jobber 


UNION INSULATING Co., INC. 
PARKERSBURG, WEST VIRGINIA 
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THE 7cx0Z GERMICIDAL LAMP 
EVER OFFERED TO RETAIL FOR 


GD 


INCLUDING 
LAMP 






















PUR-AR-LITE 





=I 


e IN THE KITCHEN 


r | . « « destroys cooking odors, 
4 bread box molds, preserves 
food longer in refrigerators! 


OR 
e IN THE BEDROOM 


. . « helps protect children and 
odults from colds, dangerous 












\ 4\ ——- cuts down on doctor 

i 

Market research from coast to coast has proven con- 0 
clusively the tremendous consumer demand for a popular Leading germicidal au- Le 
priced air purifying germicidal lamp. The new improved thorities ‘state that the p 
PUR-AR-LITE Air Purifier incorporates every known feature PUR-AR-LITE Air Purifier ° IN THE BATHROOM 
of germicidal lamps plus added features both in construc- combines the highest, pada! satgggie yg ir 
tion and eye appeal. Special 4-watt ozone-producing most beneficial germicidal clean, sweet-smelling always! 
ultra-violet germicidal lamp has a rated average of 2500 requirements PLUS every ra 


life hours (1 year of normal use). Costs under 3¢ per day 

to operate. Runs on AC current only. Unit is attractively 

streamlined of highly polished aluminum. Wall-type, 

stands 9” high, complete with cord and plug. Packaged § GUARANTEED QUALITY MAT- 

24 units to a carton, individually boxed. Today's con- —————e ee hs Liang ee 
sumer demand for added help in combating air borne g food Few rg Bat pray oi 

bacteria and disagreeable odors makes the PUR-AR-LITE and odor-free! ‘ 

Air Purifier a natural for fast turnover, increased profits! 

*Commercial and Industrial Type Germicidal Lamps also 
Available in 15- and 30-watt Units. 


safety feature to assure 
the utmost protection! 





Available Through Wholesale Distributors 





For Full Information Write Cirelite Corporation 
118 South Clinton Street - Chicago 6, Illinois 
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MANUFACTURERS OF 
GENERAL 


Enclosed Satety 


Switches 


Branch Circuit or 
Residence Panels 


Panelboards for Light 
and Power Distribution 


Service Entrance 
Equipment 


Sold exclusively through 
.EPRICAL WHOLES \LERS 


Pd Ae 2 RAL 
SWITCH CORP. 


15 ROEBLING STREET BROOKLYN I1, N. Y., U.S. A. 
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Commercial - 
Industrial - Strip 
Show Window - 
Kitchen 


















Model 1445H 
Equal spaced lamps 
give even light distribution 


—— 


Model 04 | 
Hinged end plates X sr 


for easy relamping 





WILLIAMS Commercial and Industrial Fluorescent Fixtures are 
designed to meet most exacting demands. They are built to 
accommodate two, three, and four forty-watt lamps and 
utilize the latest approved electrical components and high 
power factor ballasts. All models can be connected in con- 
tinuous rows and are designed to be pendent or flush mounted. 


Model VB403 @ Williams U.R.C. Type Fixtures can be supplied with either 

Can be adjusted ribbed glass or steel egg crate louver bottom shields, Hinged 

to any angle glass side panels swing safely out of the way to facilitate 
maintenance, 





@ Williams Commercial Fixtures are smartly styled to blend 
with any interior and feature embossed end plates hinged to 
allow easy relamping. 





@ Williams Industrial Fixtures are exceptionally sturdy 
DISTRIBUTED due to their unique bridge type bracing. The Industrial 
wad —— Models are equipped with Williams Lampholders made of 
laminated bakelite which practically eliminate lampholder 

breakage in shipment or use. 


H. E. WILLIAMS PRODUCTS CO. 


CARTHAGE, MISSOURI, U. S. A. 
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DUPLEX OUTLET 
No. |00i—Chrome Plated 
No. 200i—ivory Wrinkle 









TOGGLE SWITCH 
No. |!0i—Chrome Plated 
No. 210i—Ivory Wrinkle 




































BLANK 
No. 1201—Chrome Plated 
No. 220i—Ivory Wrinkle 


2-GANG 
TOGGLE SWITCH 
No. 1102—Chrome Plated 
No. 2102—Ivory Wrinkle 





NOTHING 
CAN TAKE THE 
PLACE OF 


Steel! 





2-GANG COMBINATION 
TOGGLE SWITCH AND 
DUPLICATE OUTLET 
No. 130i—Chrome Plated 
No. 230i—Ivory Wrinkle 


INTER- 
CHANGEABLE 
PLATES WITH 
HORIZONTAL 

OPENINGS 


No 
No. 


90i—Chrome Plated 
190i1—Ivory Wrinkle 


No 
No. 


902—Chrome Plated 
1902—Ivory Wrinkle 


No 
No 


903—Chrome Plated 
1903—Ivory Wrinkle 





ELECTRIC 


SWITCH 


AND 


WALL 


PLATES 


All plates are packed in 
individual envelopes with 


the necessary number of 


plated screws in glassine 
bag. All chrome plated 


plates are paper covered, 


SINGLE GANG PLATES 
Wt. per box chrome and 
ivory 3'/ Ibs 


2-GANG PLATES 
packed !0 to the 
t. per box chrome 
Ibs 


box. W 
and ivory 2 


* 
HONER 
MFG. 


CO. 


412 SOUTH GREEN ST. 
Chicago 7, Illinois 


* 
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GLOBE « 


Ve wes LIGHTING 


FOR EVERY USE 


COMMERCIAL 
RESIDENTIAL 


INCANDESCENT 
FLUORESCENT 
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WRITE TODAY for Globe's two, colorful catalogs covering commercial and residential lighting. 


Established for over a quarter century 
S| 
G L © 4 E : 


LIGHTING PRODUCTS, INC. 
BROOKLYN, NEW YORK * LOS ANGELES, CALIF. 
NEW YORK showrooms: 16 EAST 40th STREET 








April, 1948—ELECTRICAL WHOLESALING 183 













NORTH STAR 


® North Star, the newest 
fixture in the Smithcraft fluo- 
rescent line, heralds the com- 
ing of a new era in fixture 
design. Slim and simple in 
appearance, giving an un- 
precedented degree of illu- 
mination in the vital working 
zone, this two lamp, 40-watt 
unit achieves lighting output 
mever before obtained in a 


LIGHTING DIVISION 


CHELSEA 50, MASSACHUSETTS 


in Conada, address inquiries to: 
AND LAMPS LTD., 425 RIVER ST, MONTREAL, QUEBEC. 





SMITHCRAFT 


unit of the conventional type. 
North Star has every desired 
maintenance and service fea- 
ture, including hinged glass 
panels and a fully enclosed 
dustproof top. 


North Star is ideal for offices, 
stores or imstitutions. For 
complete information, address 
Dept. 200 
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THE TROFFER installation of fluorescent fixtures in this construction gives more than 90 footcandles. Guth Photo. 





10 Years of Fluorescent Progress 
Forecast Brilliant Sales Future 





HIS year marks the tenth an 
niversary of fluorescent light 
ing’s public debut. 

The event took place in New 
York City on April 21, 1938. On 
that day, General Electric introduced 
its pioneer line of fluorescent lamps 


to a joint meeting sponsored by 
three leading electrical organiza 
tions: The Illuminating [Engineering 
Society ; American Institute of Elec- 


and the New York 


Electrical Society. 


trical Engineers : 


The idea of light by the phenom 
enon of fluorescence had long in 
trigued men of science. But it eluded 
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their best efforts to achieve a pra 


tical illuminant. Scientists — finally 


found the secret: The prolific pro- 
duction in a lamp of electro-mag 


netic energy of extremely small 
wave length, namely, of only on 
one-hundred thousandth of an inch 

\lthough the fluorescent effects in 
nature were 


observed by ancieit 


man, it was only three centuries o1 
that 


Bologna by the name of Casciarola 


sO ago an inquisitive man in 
made a fluorescent material. He did 
this by taking 
grinding it, and roasting the rock 
powder. The substance gave off a 





some S] ecial r¢ ck, 





weird reddish glow in the dark, en 
had 


sunlight during the day. 


ergy which it absorbed trom 

Casciarola! Here might be said to 
he the world’s first manufacturer ol} 
feeble 
luminescent 


a light, no matter how and 


Wmpractical, from a 
powder. But what a far cry to the 
manufacturer of fluorescent lamps 
today. Consider its scope, expendi 
tures in research, talents, personnel, 


and facilities. 


Rapid Growth of Fluorescent Lighting 
\eceptance and growth of fluores 


cent lighting has been truly remark 
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able, if not phenomenal. The fluores- 
cent lamp has taken its place next to 
the filament lamp as a tremendous 
factor in the lighting business in 
only ten short years. Filament light- 
ing, on the other hand, has taken 
nearly seventy years—from the time 
of Edison’s first practical lamp of 
1879 until now—to reach its present 
commanding position. The rise of 
fluorescent lamps and lighting is all 
the more remarkable because “there 
was no home (no sockets) for the 
fluorescent lamp” when it made its 
debut. New sockets to accommodate 
the fluorescent lamp had to be de- 
veloped. 

While fluorescent lamp produc- 
tion represents a relatively small 
portion tenth—of the 
country’s unit volume in the general 
lighting field, it is already nearly one 
half the size of the filament lamp 
business (in the large lamp field) in 
terms of dollars. Strangely enough, 
fluorescent lighting is enjoying its 
amazing growth and acceptance de- 


about one 


spite the steady continued growth on 
the part of filament lamps. 


Vumerous Reasons for Popularity 
The remarkable acceptance of 
fluorescent lamps may be attributed 
in large measure to what fluorescent 
lighting can do and to what it has 
been able to do in the brief ten years 
of its use. It has permitted use of 
higher levels of improved illumina- 
tion, illumination in amount and 
kind more nearly like that under 
which human eyes evolved outdoors. 
It has allowed people to see faster 
and with greater comfort than be- 
fore. It helped our side win the re- 
cent war faster by smashing count- 
less lighting bottlenecks which had 
been hampering production of weap- 
ons and such. It has helped greatly 
to speed up the sale of merchandise 
in commerce. It has brought “pieces 
of sky” 
school children to bring new efh- 


indoors over classes of 


ciencies into our public and private 
“brain factories.”’ It has done much 
to protect the priceless eyesight of 
our youth. It has figuratively 
brought the rainbow indoors with 
practically no limit to eye-pleasing 
decorative effects. The American 
housewife welcomed fluorescent 
lighting in her kitchen. It is opening 
up new horizons in other rooms of 
her home. 
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THE USE of fluorescent lamps in combination with filament types gives this 
shoe store an outstanding commercial lighting installation of high level. G. E. 


photo. 


gene’ _—— 


— 
=. 


THE BENEFITS of adequate industrial lighting are now fully recognized. 
Industrial units in this installation give an average illumination level of 50 


footcandles. G. E. photo. 


Immediately after its introduc- 
tion, the fluorescent lamp captured 
popular fancy and favor. Its use 
spread with amazing speed. In the 
short period of ten years since their 
introduction publicly, in spite of 
wartime restricted production and 
shortages of vital materials, sales of 
fluorescent lamps increased almost 
400 fold. 

Rapid growth of fluorescent light- 
ing during the past ten years is 
clearly reflected by the following in- 


dustry figures on sales of fluorescent 


lamps: 


Year 1938 
1939 
1940 
1941 
1942 
1943 
1944 
1945 


200,000 lamps 

1,500,000 lamps 

7,000,000 lamps 

iasenned 23,000,000 lamps 
32,000,000 lamps 
37,000,000 lamps 
37,000,000 lamps 
anawee 41 ,000,000 “nd 
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A LOUVERALL lighting system with egg-crate louvers from wall to wall over 
the entire ceiling controls brightness and brings a “piece of sky” to the pupils. 


G. E. Photo. 


THE GENERAL ELECTRIC exhibit at the 1938 New York World’s Fair featured 


interior use of the new fluorescent lamps. Note how lamps were used as part of 


ceiling fixture. 


This year alone, an estimated 100 
million fluorescent lamps will have 
been produced by the electrical in- 
dustry. Instead of the mere handful 
of fluorescent types first introduced, 
new shapes and sizes and tints and 
improvements have been added to 
give the present customer a wide 
range of choices for almost his every 
lighting need. Pencil-size fluorescent 
lamps. Eight-foot-long small diame- 
ter lamps. Circular lamps. Several 
degrees of white light. And wattages 


ranging from so few as 4 to as many 
as 100 watts. 

The economic trend in the fluores- 
cent lamp’s first ten years, has been 
to boost lamp efficiencies and to re- 
duce lamp prices. 

For every dollar spent for fluores- 
cent lamps today the buyer gets eight 
times as much value as he got in the 
pioneer days of 1938 and 1939. 

Of course, the greater efficiency 


of fluorescent lamps in comparison 
with the output of light per watt 
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from filament lamps is generally 
known. From the start, the fluores- 
cent lamp challenged filament light- 
ing with twice the efficiency in the 
white lamp field and with efficiencies 
up to many times those of colored 
filament lamps. 

Soon after the fluorescent lamps 
were publicly introduced, combined 
laboratory research and new manu- 
facturing techniques boosted their 
rated life 150 percent. Rated life of 
the more popular types has risen 
from 2500 hours (at three hours per 
start) to 6000 hours (at 12 hours 
per start). 


Fluorescent Lamps Best 
In Producng Rainbow Hues 


Here in just a sentence or two is 
why fluorescent lamps are so adept 
at producing high quality color 
lighting efficiently. Unlike filament 
lamps which produce colors by sub- 
traction, that is, by absorbing all the 
rays but the ones desired, fluores- 
cent lamps do it the “easy” way 
They simply transform ultraviolet 
energy directly into the particular 
colored light desired. 

Ouick to capitalize the advantages 
of both colored and white fluores- 
cent lamps at an early stage were 
the decorators, display folks, and es- 
pecially the experts charged with ex- 
position lighting. An outstanding 
example of this early appetite for 
fluorescent lighting was that of the 
famous New York World’s Fair 
Without colored fluorescent lamps 
the breath-taking rainbow effects of 
the N. Y. Fair could never have 
been achieved. And inside the main 
exposition buildings, white fluores- 
cent lamps demonstrated for the 
first time how higher levels of il- 
lumination could be obtained. The 
improved lighting played no small 
role in glorifying the exhibits and 
focusing attention upon them. 


Application in Homes 


Although fluorescent lighting 
found itself at home almost imme- 
diately in the fields of commerce and 
industry, it ventured rather slowly 
into the the American 
home. However, surveys show that 
fluorescent lighting now is in more 
than 15 percent of the nation’s 
homes. 

In the opinion of leading home 
lighting experts the fluorescent lamp 


rooms of 
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TUBE FILLED WITH 
ARGON GAS AND 
— VAPOR 

pA 


uae MERCURY 





INSIDE OF TUBE COATED 
WITH FLUORESCENT MATERIAL 











ACTIVE MATERIAL 





THE FLUORESCENT lamp is actually a highly developed electronic device; shown here are the essential parts. G. E. 


photo. 


has opened the way to an entirely 


new concept of lighting for living 


rooms. They envision improved il 
lumination from prefabricated lumi 
built 


walls of 


naires into the ceilings and 
new and existing homes. 
lhey believe it is quite possible that 
twelve to fifteen fluo 
rescent lamps will be used in this 


"go vod-sized”’ 


fashion in many a living room. Con 
sidering the part fluorescent light 
ing will doubtless play in the home 
of the future, a tremendous expan 
sion for the lamp is in store in the 
residential field. 

Paving the way to fluorescence in 
the home field, is the new Certified 
lamp Makers’ program, a coopera 
tive movement launched last autumn 
by a host of portable lamp manufac 
turers. One of its aims is the im 


provement in the performance and 


styling of portable lamps 

lhe CLM program calls for the 
use of circular fluorescent lamps in 
hoth floor and table models. Already 
these lamps are appearing in simple 
central ceiling fixtures in increasing 
numbers, numbers which would be 
infinitely greater if production could 
catch up to growing demand. 

Not far 


lighting 


removed from home 
is the broad field of school 
lighting where fluorescent lamps are 
being looked up to as the solution 
long standing 


Through field demonstrations and 


for a problem of 


by other seeing-is-believing meth 
ods, the school authorities are rap- 
idly appreciating what miracles flu- 
orescent lighting can work if it is 
properly understood and cvurrectly 
applied to schools. 

\s an example of good fluores- 





FIRST commercial use of fluorescent lamps took place at the New York World’s 
Fair in 1938 where the lamps were installed on flag poles of this street. G. E. 
photo. 
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cent school lighting which also may 
one day be the rule rather than the 
exception is that recently installed 
at Roosevelt School in the suburb 
of Park Ridge, outside of Chicago 
Thanks to fluorescent lamps and 
adroit control of brightness factors, 
60 footcandles of ample yet com 


fortable illumination are bringing 
new efficiencies 1n education and to 
eyesight conservation in Roosevelt 


School. 


Application of Fluorescence 


In Commerce 


\mong the first to see great po 
tentialities in the fluorescent lamp 
were the store owners, especially the 
department Production ot 
Huorescent lamps has been unable to 
satisfy the appetite of this field for 
the “new” illuminant. All of which 
testifies to the fact that fluorescent 
lighting 
lighting, 


Stores. 


whether used for general 
for decorative eye-catching 
effects, or for color matching, is a 
star though salesman. If it 
had not done an effective selling job 
had 


fast enough, it would have been cast 


silent 


and not moved merchandise 
aside for a better agent of illumina 
tion. Store owners might well pause 
at one time or another during this 
decennial year of fluorescence to 
ponder the good fortune which tlu 
orescence has brought to them. 

In the office field, the 


see a much wider application of fluo 


future will 


rescent lamps with louverall ceil 


some modifications of this 


ings or 


“egg-crate” type of fixture giving 


office people upwards of 100 foot 
candles of cool and comfortable 1] 
lumination for the performance of 
their pro-longed eve tasks. They ex- 
plain that there is a great difference 


between the effect from the better 
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known diffusing glass artificial sky- 
light for offices and the effect from 
a louverall system. In the latter case, 
the fluorescent light comes through 
rather than from the “egg-crate” 
louvers and ceiling as viewed from 
customary angles. The end result is 
one of much less brightness and pos- 
sible annoyance. 


Application of Fluorescence 


To Industry 


Fluorescent lighting’s most dra- 
matic bid to fame is perhaps the 
role it played in helping to win the 
last world war faster. As a weapon 
it hardly could match the atomic 
bomb in making “Page One.” But 
day in and day out and especially in 
the darkest hours of the war, fluo- 
rescent lamps played a tremendous 
part in helping war workers to see 
faster, more comfortably, more ac- 
curately. Fluorescent lighting helped 
the workers to do their seeing on 
the job and not as absentees. Amer- 
ica needed production! It could not 
have achieved its record of volume 
and quality of production without 
the comfortable high-level illumina- 
tion provided by fluorescent light- 
ing. 

In thousands of existing big and 
little war plants throughout the na- 
tion, lighting bottlenecks seriously 
hampered production of vital mate- 
rials. Surveys have since shown that 
the application of fluorescent lamps 
to these bottlenecks added the equiv- 
alent of 200,000,000 man-hours an- 
nually by war’s end. 

Fluorescent lighting not only sold 
itself to those who worked under it 
but also to close observers of indus- 
trial efficiency and economy in the 
postwar world. Industry’s increas- 
ing demand for fluorescent lamps is 
in a sense its salute to them and 
recognition for a wartime job well 
done 


Role of Fluorescence 
In Other Fields 


The various advantages of fluo- 
rescent lighting have hastened its ap- 
plication to a host of specialized 
fields. For example, in the portrait 
studios of the photographic field; 
for color transparency and X-ray 
photo viewing ; for indoor and out- 
door sign lighting ; 


ing of 


for interior light- 


passenger trains, motor 


coaches, street railway cars, subway 
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FIXTURE design has come a long way in ten years and today the residential 
demand for fluorescent lighting, as in this modern kitchen, is growing rapidly. 


G. E. photo. 


trains, vehicular tunnels; for air- 
craft instrument panel and cabin 
lighting; for inland and ocean pas- 
senger ships ; for the special interior 
lighting of fighting ships; for black 
lighting effects ranging from crime 
detection to stage tricks; for theatre 
decorative and utility lighting needs ; 
yes, and for speeding the growth of 
certain types of plants and cuttings 
in underground green houses. 


Fluorescence in the Next Ten 


Or More Years 


The versatile fluorescent lamp 
will doubtless find many new fields 
and wide-spread uses not presently 
developed. That is the opinion of 
those who have followed its desti- 
nies during its first ten years. The 
very nature of fluorescence suggests 
the likelihood of this source reach 
fields for triumph. 
this is the rapid 


ing out into new 
Also suggesting 
rate at which the 
chemistry of phosphors are being 
expanded. Consider also the wide 


frontiers in the 





latitude for the 
lamps of various physical sizes and 
operating characteristics. The small 
diameter and circular lamps are ex- 
amples of ideas in lamp design to 
meet special application needs. 

At this decennial time of the fluo 
rescent lamp’s introduction publicly, 
it is estimated that more than 100, 
000,000 outlets for the lamp are in 
S. Conservative 
estimates by G. E. engineers at Nela 
Park set 200,000,000 fluorescent 
outlets as the figure for the year 
1958. 


development of 


existence in the U 


As to possible improvements in 
the fluorescent lamp, some engi- 
neers point to the possibilties of fur- 
ther developments in phosphors, of 
70 lumens per watt instead of the 50 
to 60 for the 40-watt lamp. ‘“As- 
suming that light source efficiencies 
go up 3 to 1 in the next twenty 
years,” they say, “we may expect to 
see 150 to 200 footcandles quite as 
common as 50 footcandles are to- 


day.” 
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fastener. Standard sizes for 














You can sell a 
" 


- of 
ez 
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HOLE CUTTERS 


Electricians need this adjustable 





cutter to cut clean, round holes in 
steel, slate, bakelite, etc. Adjustable 
for any diameter from 34" to 6". 








Pressure spring and ratchet wrench do the hard work. Replace- 
able knives. Weighs 5 pounds. Place a stock order now. 


















fifh diffy 
SNAP-IN BLANKS CLAMP- 
Snap into place like a glove SUPPORTS 


@ no tools needed 


stock of these useful and box firmly in place. May be 


popular items. used on any type wall .. . 
lath and plaster, metal lath, beaverboard, sheetrock, wood, etc. 





IN BOX 





V/y- to 2-inch knockouts. Meet © speeds up work 

all inspection rules when used * positive grip V. 
° A 

on the job. Order an ample Slip behind the wall and hold PI 











pair for every box being installed in “old work.” 





DRILL PRESS CUTTER 


The JIFFY Drill Press 
Cutter is an adapta- 
tion of standard hand 
operated JIFFY Cutter 


for use on standard 














drill press. Cuts washers, gaskets, holes, etc. 
Uses same knives and is adjustable to same 
diameters as hand-operated type. 
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LABOR-SAVERS FOR CONTRACTORS ARE 
MONEY-MAKERS FOR YOU.....° 


W: are the originators of the JIFFY line of Labor 
Savers and are proud to have been associated for 33 years with 
the members of NEWA. We hope to continue to serve you with 
the same unfailing quality of product and prompt service as 
formerly. If there are any of you who are not already familiar with 
the JIFFY line send for JIFFY folder EW and get acquainted now. 
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SUPER EXPANSION 
5 E ANCHORS 


Far exceeds strength of bolt in 
holding power. For supporting in- 
numerable electrical fixtures as well 
as plumbing and bathroom fixtures, 
awning equipment, signs, and sign 
supports. Specially designed driver 

furnished with every box. : 


SOLDER DIPPER 


Solders hee coints. Swinging cup remains upright. 
Does a quick, neat —— solder and does not 
burn insulation. Quick turnover. 
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POLYVOLTESTERS 


Pocket size — very handy. Gives 
required quickly and 





information 


~ efi} faITL YF LINE-UP WASHERS 


bs es easy way are a mount all types of switches and 
| receptacles. 





accurately. Simple, positive answers 








to these questions: 





Line-up holds screws while starting. No 
Open Circuits . . . . Blown Fuses P ' —e 


Positive Wires . . Short Circuits 
Negative Wires . . . Ground Wires 


Voltage Amount 
AC or DC 


Phase and Direction ... 


ee2ecne 


my more broken plaster, crooked plates, or building up 





oeoeevvreveee 


under screws. Keep the screw locked al! the way down. 













e ANCHOR SALES COMPANY 2 HERMAN ©. GERDTS s. SCHOCLAR & COMPANY 
) 1901 Gravois Avenue 136 Liberty Street 7 pt. Ave 

St. Louis 4, Missouri New York 6, New York ‘- Richmend 19, Virginia 

e Lo hema gt al COMPANY ° MR. CHARLES A. HAMANN ¥, Poomeaeee & COMPANY 

201 Commerce Street 2940 W. Michi Avenue Son Liberty Lite Bidg. 

Worcester 8, Massachusetts Ypsilanti, Michigan me Charlotte, 

= ©. H. BROMBERG ° W. D. HOWZE & COMPANY S$. T. SCHOOLAR & COMPANY 
4814 Ravenna Street 323 West Fifth Street 220 Empire Bidg. 
Cincinnati 27, Ohio Los Angeles 13, California e » Tena. 

©  ELENBE SALES COMPANY © NORTHWEST SALES CO. CARLL W. STRONG 
1635 Race Street 1603 N. W. Johnson Street 3990 Randall Mill Rd. N. W. 
Philadeiphia 3, Penna. Portiand 9, Oregon ‘ Atlanta 7, Georgia 

wi EDWARD J. FLANNERY ° P and G FACTORY AGENTS R. G. TITHERINGTON & CO, 
5920 S$. Queen Street 1355 Market Street 705 Camp Street 
Minneapolis, Minnesota San Francisco, California . New Orleans, Louisiana 

© FRED J. GALL & COMPANY CARL M. WITTE 
P. O. Box 1322 4103 W. 189th Street 
Denver 5, Colorado Cleveland 16, Ohio 
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ClydeW Lint 


1144 WEST WASHINGTON BOULEVARD 


CHICAGO 8, 


DEPT. 306 


ILL. 
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WART 


OUTLET AND SWITCH BOXES 
FOR YOUR REQUIREMENTS 
AT THE TIME 
YOU MAY NEED THEM 




















Yes, we are now in position to give 
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better delivery than in the past and in 
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certain cases to supply you the type of 


box you require when you need it. 
 —\~ 
i Ni 
hi 


For more detailed information on spe- 








<= a | cific requirements contact us regarding 


0 000) deliveries. 


Current catalog sheets available on 
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request. 














NEWART MFG. COMPANY 


6725 Machinery Avenue, CLEVELAND 8, OHIO 
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As ALL history is the story of the individuals who lived it, so the 
history of the electrical industry is the story of men who conquered its 
problems—of those, who as manufacturers, developed its products, and 
of others, who as wholesalers, took them to cates, It is their vision, 
virility and untiring effort that built its remarkable record of stability, 
ever broadening influence and unbelievable growth. 


Some of today's electrical concerns were engaged in manufacturing or 
wholesaling of other products long before the electrical industry was 
born; others entered the field while the industry was still in its swaddling 
clothes, and grew with it; others came into being with the invention of 
specific new electrical products, new applications, new expansions, and 
have kept abreast of its advances ever since. 


This Annual Anniversaries Review is published as an expression of our 
appreciation for the cooperation which electrical manufacturers and 
wholesalers have extended to this publication in the past. Our hearty 
congratulations and sincere good wishes for continuing success go to 
those concerns that celebrate in 1948 an anniversary of twenty or more 
years, divisible by five. 


The Editor 






Compiled and prepared for publication under the supervision of A Xiques, assistant editor, by 
the editorial staff of ELECTRICAL WHOLESALING, from data supplied expressly for this Annual 


Anniversaries Review by each of the respective subject concerns. 





YEAR ANNIVERSARIES 


of Manufacturers and Wholesalers 
in the Electrical Field 
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Manufacturer 120 YEARS 1828-1948 


SPANG-CHALFANT 
Div. of the National Supply Co. 
PITTSBURGH, PA. 
Established 1828 
HE westward movement was at its height in 1828 
when C. F. Spang and his father established the 
firm of H. S. Spang & Son to manufacture wrought 
iron products at Etna, a suburb of Pittsburgh. The 
plant was popularly known as the Etna Iron Works 
and agricultural implements were manufactured to 
meet the growing demands of the Pittsburgh market. 

In 1840 the company pioneered in the manufacture 
of iron pipe to replace the inadequate and inefficient 
wood pipe then in use, and by the time the company 
was well established as a pipe manufacturer, two 
important events occurred. 

In 1856 John W. Chalfant who could trace his 
family history back to 1682 when they first came to 
America, joined the Spangs and the name became 
Spang, Chalfant & Co. Three years after he joined 
the company oil was discovered at Titusville, Pa. This 
discovery played an active part in the beginning of the 
petroleum industry and in 1874 when Spang-Chalfant 
laid down 17 miles of six-and-one-quarter-inch pipe 
from the Harvey gas well in Butler County to its 
plant at Etna, Pa., Pittsburgh had its first supply of 
natural gas for industrial use. 

The company has.manufactured pipe continuously 
since 1840 and now operates one of the “oldest operat- 
ing pipe mills in America,” together with a most 
efficient and modern seamless plant at Ambridge, Pa. 


Wholesaler 105 YEARS 1843-1948 


SHAPLEIGH HARDWARE CO. 
ST. LOUIS, MISSOURI 


Established 1843 


N the days of the opening of the great western em- 


pire, Rogers Brothers and Co. of Philadelphia saw 
the vast possibilities of a flourishing business in St. 


Louis, the gateway city, and A. F. Shapleigh was chosen 
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to do the job. He arrived in St. Louis in 1843 with a 
complete stock of hardware to set up a branch house 
for Rogers Brothers and Co. 

The company first sold axes, saws, pocket knives 
and the like to furnish pioneer needs. Soon, Ben Bogy 
was made traveling salesman, covering his territory by 
boat and on horseback and he carried a handmade 
price book and samples in his saddle bags. 

The«name was changed to A. F. Shapleigh Hard- 
ware Co. in 1886. Shortly after, fire destroyed the 
complete stock, but the company got things back to 
normal without discharging a single employee. 

At the turn of the century, A. F. Shapleigh retired 
and left his sons to carry on the business. The one 
hundred and five year old establishment further pros- 
pered and now occupies eight buildings and more than 
seventeen acres of floor space. 


Manufacturers 105 YEARS 1843-1948 


HUBBARD AND COMPANY 


PITTSBURGH, PENNSYLVANIA 

Established 1843 

_— build quality into its line of electrical products 
has been the objective of Hubbard and Company 

ever since Charles W. Hubbard first started in business 

in a small shop near the site of Old Fort Pitt at Pitts- 

burgh, Penn. in 1843. Hubbard and Company, manu- 

facturers of pole line hardware, has grown in size to 

include three large and modernly-equipped plants in 

Pittsburgh, Chicago and Oakland, California. 


UNITED STATES RUBBER CO. 
NEW YORK, NEW YORK 
Established 1843 

HIS year the United States Rubber Company 

celebrates 105 years of continuous experience in 
the production of vulcanized rubber goods. Experi- 
menting in this field started back in 1837 when Charles 
Gsoodyear tried to discover a method to enable rubber 
to withstand all temperatures. 

He underwent many trials and hardships before 
some of the rubber compound, that he had mixed with 
sulfur, accidentally touched a stove and to his surprise 
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the substance only charred, whereas formerly it 
melted. When he also found that the rubber withstood 
the cold weather test too, Charles Goodyear realized 
he had discovered the process of vulcanization and 
his many years of suffering had been crowned with 
success. 

It was in 1843 that Goodyear was able to secure the 


necessary financing and cooperation in order to begin 
operations. 


The first products manufactured out of rubber were 
waterproof garments and footwear and in addition to 
these products, rubber was used for mechanical goods 
such as hose, belting and packing. As electricity be- 
came more prominent it was also used for insulation. 

In 1880 bicycles and horse drawn vehicles changed 
from steel to hard rubber tires and in 1888 came the 
first change to pneumatic tires. By 1892 a large group 
of leading rubber clothing and footwear manufac- 





YEAR ANNIVERSARIES 


of Manufacturers and Wholesalers 


turers, which included the original Goodyear Metallic 
Rubber Shoe Company, banded together and formed 
the United States Rubber Company. 

In 1910 the company recognized the importance of 
producing its own crude rubber, due to the rapid 
advancement of the automobile, and purchased acreage 
in Sumatra, Dutch West Indies, and immediately 
began to clear the jungle and to plant. 

Rubber has played an important role in electrical 
insulation and to perfect this insulation, it was neces- 
sary to work directly with the wire conductors. Con- 
sequently at Bristol, R. I, the company not only 
applies the insulation but draws its own wire and 
forms the finished product into cords and cables of 
many types and varieties. 

Herbert E. Smith, president of the company, with 
thirty-five years of outstanding service already to his 
credit, continues to look ahead and to envision new 


horizons. 


in the Electrical Field 








80 YEARS 1868-1948 


Wholesaler 





W. A. ROOSEVELT COMPANY 


LA CROSSE, WISCONSIN 
Established 1868 


HE helm of a 19th century steamboat on the Mis- 

sissippi River and a modern electrical wholesaling 
establishment in La Crosse, Wis. would not seem to 
have much in common, but between the two is written 
the history of the 80-year old W. A. Roosevelt Com- 
pany. 

In 1868 W. A. Roosevelt left the Mississippi River 
on which he captained a steamboat and opened a steam- 
boat supply shop at La Crosse, Wis.—the meeting 
place of the Mississippi, La Crosse and Black Rivers. 
There he sold pipe-fittings, valves, belting, hose, pumps, 
and windmills. Later Mr. Roosevelt took on steam 
heating and plumbing supplies. For many years his 
salesmen traveled as far west as the Dakotas. 

An electrical department was added to the W. A. 
Roosevelt Company in 1915. During the first years 
of the department, only wiring devices were handled. 
Since then small and major appliances, radios, house- 
hold and commercial refrigeration, electronic products, 


April, 1948—-ELECTRICAL WHOLESALING 


motors and controls, industrial lighting, etc. have been 
added. 

Today the W. A. Roosevelt Company covers the 
territory within a 100-mile radius of La Crosse. Re- 
cently, a new showroom was built by the firm to dis 
play its electrical fixtures, appliances and plumbin 
supplies. 

Although Mr. Roosevelt died in 1894, his heirs still 
own major stock in the company. The present officers 
are: T. H. Brindley, president; E. J. Gautsch, vice 
president and treasurer ; and A. W. Swan, secretary. 


oO 
~ 


Wholesaler 


15 YEARS 


1873-1948 





KELLEY-HOW-THOMSON CO. 
DULUTH, MINNESOTA 
Established 1873 
R A. Costello opened a small tinshop seventy-five 
® years ago in Duluth, Minn. By 1887, he and his 

brother, J. J. Costello, were also engaged in the sale 
of hardware and related lines on both a retail and 
hardware business. 

The two brothers sold their interests to M. H. 
Kelley, a pioneer lumberman; J. F. Killorin, a lumber- 
ing and mining man; and George W. Wells, a pioneer 














hardware merchant, and the company became known 
as the Kelley Hardware Co. 

$y 1902, the company was operating on a strictly 
wholesale basis and A. D. Thomson and B. W. How 
joined the organization. 

From those modest beginnings, Kelley-How-Thom- 
son has grown to be a large wholesale establishment 
with several hundred employees, and sells hardware 
and electrical appliances in eight states. It attributes 
much of its success to faith in the independent mer- 
chant, a principle which has been maintained since the 
company’s beginning. A. G. Thomson is president. 


Manufacturers 75 YEARS 


1873-1948 





ALEXANDER R. BENSON CO., INC. 
HUDSON, NEW YORK 
Established 1873 


N 1873 Charles Yager took out the first patent for a 

dry salt flux to take the place of muriatic acid. Six 
years later, 1879, Alexander R. Benson took over and 
upon his death in 1905 his three children continued 
the business as a partnership. In 1919 they incor- 
porated under the present name of the company and 
are currently carrying on the operation of the busi- 
ness in the plant at Hudson, New York. 


THE R. THOMAS & SONS CO. 
LISBON, OHIO 
Established 1873 


HE R. Thomas & Sons Co. was established in 

1873 at East Liverpool, Ohio by Richard Thomas 
and his three sons, L. M., A. W., and C. R. Thomas. 
The company started operation with the manufacture 
of a single product—porcelain door knobs. 

A. W. Thomas, now vice president and generai 
manager, is a descendant of one of the founders, 
A. W. Thomas. 

The company today manufactures porcelain insu- 
lators for high tension transmission lines and distribu- 
tion lines, and special porcelain shapes according to 
customers’ specifications. 


Wholesaler 


10 YEARS 


1878-1948 





THE CHAS. B. SCOTT COMPANY 
SCRANTON, PENNSYLVANIA 
Established 1878 
ACK in the years shortly after the Civil War, 
Charles B. Scott had the vision to see that coal 
and more coal—would be needed to fuel the grow- 
ing American industrial giant. Close to the coal mining 
scene and a former mine operator himself, Mr. Scott 
founded the company bearing his name in 1878 in 
Scranton, Pa. to provide mining equipment and boilers 
for the local anthracite industry. Then with his mining 
supply business as a springboard, he entered the elec- 
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trical wholesaling field when electricity first began 
to offer its benefits to the public and industry. 

The wholesaling of electrical supplies and appliances 
gradually became a major part of The Chas. B. Scott 
Company’s business. The expansion has been such that 
the firm recently separated its electrical department 
into two sections—an electrical appliance department 
and an electrical supply department. These two sec- 
tions handle a complete line of electrical supplies, 
traffic and major appliances, radio sets and parts, in- 
dustrial lighting equipment and motor controls. 

In contrast to its covering only Lackawanna County, 
Pa. in the beginning, The Chas. B. Scott Company has 
now extended its electrical wholesaling operations into 
12 counties in northeastern and central Pennsylvania 
and lower New York State. Originally the firm’s per- 
sonnel consisted of Mr. Scott and one man. Today 
over 100 employees make up the organization. 

The policies laid down by Mr. Scott, who died in 
1940 at the age of 99, have been continued by the 
company’s present officials. They are L. L. Scott, Jr., 
president, and W. I. Tucker, secretary-treasurer. 


Manufacturers 70 YEARS 1878-1948 





BOSTON WOVEN HOSE & RUBBER CO. 
BOSTON, MASSACHUSETTS 
Established 1878 


HIS year 1948 the Boston Woven Hose & Rubber 

Company is celebrating its seventieth anniversary. 
Founded by Theodore Ayrault Dodge as president, J. 
Edwin Davis as treasurer and Robert Cowen as super- 
intendent, the company began manufacturing opera- 
tions on Broadway and Portland Streets, Cambridge, 
Mass. Today the company is one of the leading manu- 
facturers of friction tape and supplies which are dis- 
tributed in many of the principal cities throughout the 
United States. 


BUFFALO FORGE CO. 
BUFFALO, N. Y. 
Established 1878 


HERE is little connection between blacksmith 

forges and ventilating equipment yet the history 
of this company requires mention of both types of 
products at one and the same time. 

First of all it is necessary to explain how a firm 
entitled, Buffalo Forge Company, is today one of the 
leading manufacturers of fans and ventilating equip- 
ment. 

Seventy years ago the Wendt family supplied the 
neighboring blacksmiths with forges for in those days 
the only method known of shaping metal was by heat- 
ing it over a forge. Diversifying its line of products 
over the years the company today manufactures fans, 
heating, ventilating and air conditioning equipment as 
well as machine tools. 
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H. W. Wendt and E. F. Wendt, sons of one of the 
founders, take an active part in the management of the 
company. 


GENERAL ELECTRIC CO. 


NELA PARK, CLEVELAND 
Established 1878 


HEN Thomas Alva Edison needed financial 

backing to aid him in the developing of the 
world’s first commercially practical electric light, he 
contacted New York financiers and with Grosvenor 
Lowrey organized the Edison Electric Light Company 
on October 15, 1878. 

One year later, Oct. 21, 1879, Edison invented his 
famous lamp. With this invention the Edison Electric 
Light Company was on its way to a slow but sure 
success. It later began to manufacture generating and 
transmission equipment in order to supply the energy 
necessary to light the incandescent lamp. 

Around the same time that the Edison Electric 
Light Company was competing for supremacy in the 
newly developed electrical industry, another up and 
coming organization, the Thomson-Houston Company, 
was struggling for success in this industry too. The 
history of the company dates back to 1880 when two 
Philadelphia high school instructors, Elihu Thomson 
and Edwin J. Houston, formed the American Electric 
Company and began the manufacture of generators 
and arc-lighting systems at New Britain, Conn. 

In 1892 the Edison Electric Light Company and the 
Thomson-Houston Company merged to form the Gen- 
eral Electric Company. The organizers of the General 
Electric Company came from both of these firms and 
included such men as Charles A. Coffin, the first presi- 
dent; Thomas A. Edison; Elihu Thomson; and 
Eugene Griffin. In addition to these, there were repre- 
sentatives of several financial organizations, such as 
J. P. Morgan, F. L. Ames, Henry L. Higginson, and 
C. H. Coster. 

General Electric started with manufacturing plants 
at Schenectady, Lynn and Harrison, N. J., where the 
Edison Lamp Works had been established to manu- 
facture incandescent lamps. In the years that have 
since elapsed, the company has grown up with the 
electrical development of America. It now designs, 
manufactures, and sells electric apparatus and appli- 
ances for the generation, control, transmission, dis- 
tribution, measurement, and consumption of electricity. 

The Lamp Department of General [lectric is per- 
haps still one of the company’s biggest and most 
important divisions. This department began in 1901 
through: the efforts and foresight of the late F. S. 
Terry and B. G. Tremaine in Cleveland, Ohio. These 
two men consolidated many of the small independent 
lamp companies into a strong unified organization. 
It was they who conceived the idea of a beautiful 
headquarters which is today’s Nela Park in East 
Cleveland, Ohio. 

Among the recent General Electric leaders are: 
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Owen D. Young, who became vice president and 
general counsel of the company in 1913 and in 1940 
was elected honorary chairman of the board; Gerard 
Swope was elected to the presidency of the General 
Electric Company in 1922, continuing in office until 
January 1940, when he was elected honorary presi- 
dent; Philip D. Reed was appointed assistant to the 
president in 1937 and in 1940 he was elected chairman 
of the board; Charles E. Wilson was elected vice 
president in 1930 and five years later, his responsibili- 
ties were enlarged to include all appliance activities. 
In January 1940 he was elected president and is still 
president today. 


THE OKONITE CO. 
PASSAIC, N. J. 


Established 1878 
MPXHE Okonite Company had its beginning in 1878, 

a year before Edison had invented the electric 
light, and when John Haven Cheever started manu- 
facturing rubber-insulated wire, the original factory, 
known as the New York Insulated Wire and Vulcanite 
Company, was a two-story building in Passaic, N. J. 
His son, Charles, was first president and at this time 
the former’s partner, Henry F. Durant, died and his 
cousin, Frank Cazenove Jones entered the business. 
Mr. Jones’ son, Frank C. Jones, is now president. 

An important factor in The Okonite Company’s 
development was its purchase of the strip-insulating 
process patents in 1884, the same year in which the 
company was incorporated and at about the same time 
they started making rubber and friction tape and 
splicing cables. 

In 1890, an English syndicate invested in the enter- 
prise and established a new corporation, The Inter- 
national Okonite Co., Ltd., which took over the assets 
of the New York corporation. A two-story factory 
was built in Passaic and another was started in Man- 
chester, England. With the rapid growth and demands 
of the electrical industry, the company was incorpor- 
ated in 1908 as The Okonite Co. 

Okonite established a wire-drawing department and 
went into the manufacture of varnished cambric in- 
sulated cables to help expand its activities into the 
power and light field in 1917. By 1924 a sales force 
was established in key cities throughout the countr\ 
and the research staff increased. 

In order to expand Okonite’s market into the build- 
ing construction business, the cable line was supple- 
mented with a line of wiring when The Hazard 
Insulated Wire Works Division was established in 
1927. 

Now, the company operates three plants: The 
Okonite Co., Passaic, N. J.; The Hazard Insulated 
Wire Works Division, Wilkes-Barre, Pa.; and The 
Okonite-Callender Cable Co., Inc., Paterson, N. J. 
There are approximately 2500 employees, twenty-one 
branch offices, and an export department under the 
managership of W. W. Fleming is maintained in New 
York City. 
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ROBBINS & MYERS, INC. 
SPRINGFIELD, OHIO 
Established 1878 


HANDLER Robbins, who owned a small machine 

shop and foundry in Springfield, Ohio, was 

joined in 1878 by J. A. Myers, a merchant who pur- 
chased an interest. 

They moved the factory three years later to the 
north-eastern section of Springfield where they had 
acquired two acres of land. Buildings were added from 
time to time until the entire two acres were used for 
offices and factories. 

Electric fans were added in 1897 as a side line 
and electric power motors were added two years later. 
This proved to be so successful that eventually the 
job foundry and machine shop were supplanted by 
the electric motor and fan business. 

Robbins & Myers, Inc. also produces special mo- 
tors for manufacturers of small electrically driven 
machines. 


G5 YEARS 1883-1948 


Wholesalers 





ALLEN & JEMISON CO. 
TUSCALOOSA, ALABAMA 


Established 1883 
LLEN & Jemison Co. has served the electrical 
industry for sixty-five successful years since W. C. 
Jemison, M. P. Jemison, Robert Jemison and T. B. 
Allen started the business. 

Besides wholesaling electrical supplies, the company 
has handled hardware, mill supplies, farm implements, 
auto supplies, sporting goods and building materials. 

From first selling the local Tuscaloosa area, the 
company now covers a territory including six counties. 

One of the founders, M. P. Jemison, who was in 
charge of the business until his death in 1914, has 
often been referred to by company employees as an 
example of the strong foundation upon which the 
organization was started. 

Officers today are: A. C. Cade, president and 
treasurer; A. C. Cade, Jr., assistant to the president ; 
M. T. Jemison, vice president and secretary; E. B. 
Collins, assistant to the secretary; and J. W. Weaver, 
assistant secretary. 


E. COSGROVE, INC. 
SILVER CITY, N. M. 
Established 1883 


N 1883, when many a murderous Apache and bad- 

man roamed what was then the Territory of New 
Mexico, Eugene Cosgrove founded a retail hardware, 
grain and implement firm in the mining town of Silver 
City. The business was incorporated in 1913, a year 
after New Mexico became the 47th state. 

The wholesaling of hardware was the firm’s first 
venture in the distributing field. Then in the 1920’s, 
the company went in and out of an automotive parts 
distributorship. It was not until the ’30’s that E. Cos- 





198 


grove, Inc. entered the electrical wholesaling business, 
covering southwestern New Mexico. 

Today, the 65-year old firm covers southwestern 
New Mexico, southeastern Arizona, and is now plan- 
ning to extend its operations into southeastern New 
Mexico. The mining industry is the concern’s biggest 
customer for electrical equipment. 

Future plans include an extensive remodeling of 
the company’s building (during World War II, the 
firm’s 40,000 sq. ft. warehouse was rebuilt). The pres- 
ent officers of E. Cosgrove, Inc. are: M. H. Porter- 
field, Sr., president; and Frank C. Light, vice presi- 
dent. 


NOVELTY ELECTRIC COMPANY 
PHILADELPHIA, PA. 
Established 1883 


CCORDING to advertisements which appeared in 
Philadelphia newspapers on June 8, 1883, “the 
manufacturing, selling and dealing in electrical toys, 
motors, supplies and other machinery and materials” 
was the business purpose of the then newly-incorpo- 
rated Novelty Electric Company. William M. Lloyd 
and Frank J. Firth were the founders of this firm— 
one of the oldest electrical wholesaling concerns in the 
country. 

A year after its establishment, the Novelty Electric 
Company broke the ground for future electrical whole- 
saling organizations by issuing a price list which dealt 
strictly with electrical items. In 1885 the firm followed 
up this “first” with a more complete catalog which 
included almost all of the items of an electrical nature 
available at that time. 

In the early days, the electrical wholesaling opera- 
tions of the Novelty Electric Company extended 
throughout all of the states east of the Mississippi 
River. Since then the concern has reduced its terri- 
tory coverage to better serve the heavily populated 
and industrialized eastern Pennsylvania, southern New 
Jersey and Delaware area. 

Today the firm still retains its manufacturing de- 
partment, but its dealer and contracting business was 
discontinued about 1900. The recent addition of an 
electronics department and the relighting of the office 
are among the concern’s latest improvements. 

The firm’s name—Novelty Electric Company—al- 
though appropriate in the beginning, is hardly descrip- 
tive of its business today. But the owners, according 
to President Charles E. Mason, are reluctant to change 
the name which has identified the company through its 
65 vears in business. 





Wholesaler 60 YEARS 1888-1948 





JNO. E. GRAYBILL & CO., INC. 
YORK, PENNSYLVANIA 
Established 1888 


NO. E. Graybill & Co. has maintained its position 
as one of the oldest and best known electrical 
wholesalers in the country since its beginning sixty 
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years ago. The company, first engaged in contracting 
and retailing, has had its share of the normal vicissi- 
tudes of life, and has successfully continued to stay in 
business through depression, floods and other hazards. 

Through the years, the company has carried nation- 
ally known lines of electrical products and in the early 
1900, were pioneers in the development of new prod- 
ucts being introduced at that time. 

A branch house was started in 1937 in Lancaster, Pa. 
and more recently, another one in Harrisburg, Pa. was 
opened. The company has a policy to fully develop the 
sales potentials of its products now on hand before 
considering new lines. 

H. A. Brown is president, W. W. Decker, secretary, 
and W. R. Burkley, treasurer. 


60 YEARS 


Manufacturers 1888-1948 


ALUMINUM COMPANY OF AMERICA 
PITTSBURGH, PENNSYLVANIA 
Established 1888 


HE principal individuals who founded the com- 

pany in 1888 were Captain Alfred E. Hunt, Charles 
M. Hall and George H. Clapp. The firm at this time 
was called the Pittsburgh Reduction Company and was 
renamed the Aluminum Company of America in 1907 
in order to identify the company more closely with 
product it manufactured. Today the company supplies 
aluminum to leading electrical manufacturers of wire 
and cable. 


ANACONDA WIRE AND CABLE CO. 
NEW YORK, NEW YORK 
Established 1888 


H{E history of the Anaconda Wire and Cable Com- 

pany can be traced back to the Norwich Insulated 
Wire Company of Harrison, New Jersey, which in 1888 
made the first helically wrapped paper insulated cable 
and was truly a pioneer in the manufacturing of ma- 
terial for electrical distribution. Another direct line 
predecessor was the National Conduit and Cable Com- 
pany at Hastings-on-Hudson, New York, the present 
site of one of Anaconda’s large plants. 

In 1929 the Anaconda Wire and Cable Company 
was formed by the merger of the smaller companies 
through the efforts of H. Donn Keresey, Harold V. 
Engh, W. E. Sprackling, F. L. Meeske and W. K. 
Daly. 


AUTOMATIC SWITCH COMPANY 
NEW YORK CITY, NEW YORK 
Established 1888 
OUNDED in Baltimore in 1888 and_ re-incorpo- 
rated in the city of New York in 1906, the Auto- 
matic Switch Company currently manufactures sol- 
enoid operated valves, automatic transfer switches and 
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magnetic switches and relays. David M. Darrin, son 
of the founder, succeeded his father as president and 
today W. F. Hurlburt serves in this capacity. 


THE BRYANT ELECTRIC CO. 


BRIDGEPORT, CONN. 
Established 1888 


ALDO C. Bryant was issued a United States 

patent in 1888 which covered a “snap-acting”’ 
switch for the control of electrical circuits. To manu- 
facture this switch, along with several other products, 
The Bryant Electric Company started operations in 
one room of a downtown office building in Bridgeport, 
Conn. 

The company grew, simultaneously, as the need for 
wiring devices increased, and in 1900 the Perkins 
Electric Switch Manufacturing Company was added 
to the organization. In 1901 the Westinghouse Elec- 
tric and Manufacturing Corp. acquired the full capital 
stock of The Bryant Electric Co. and since then 
Bryant has been a wholly-owned subsidiary. 

Today the company occupies more than 700,000 
square feet of manufacturing area, employs over 2,000 
people, and makes over 1,800 wiring devices. Besides 
wiring devices, The Bryant Electric Company has an 
interest in the plastic molding field. 


THE ELECTRIC STORAGE BATTERY CO. 
PHILADELPHIA, PENNSYLVANIA 


Established 1888 

N 1888, the days of scepticism and prejudice against 

the electric storage battery, The Electric Storage 
Battery Company was founded in a small one-story 
brick building in Gloucester, N. J. After marked suc- 
cess with its first type of battery, which proved to have 
great versatility in use, the company grew steadily and 
in 1894 the original building was found to be inade- 
quate and another had to be built. 

After another type of battery, the Exide, was per- 
fected and placed on the market; sales increased and 
additional floors were added from time to time to 
handle the growing demand. In 1911, a large six-story 
building was erected and in.the same year, the com- 
pany made another forward stride when automobiles 
with electric starters appeared, thus ending the era ot 
“hand-cranking.” 

Continued growth resulted in the building of a new 
eight-story structure in 1917, and in 1920 another plant 
in Crescentville on the outskirts of Philadelphia was 
added, where the company’s manufacturing facilities 
are now located. 

Officers today are: R. C. Norberg, president ; S. W. 
Rolph, executive vice president; F. T. Kalas, vice 
president in charge of sales; C. F. Norberg, vice presi- 
dent in charge of manufacturing; L. E. Lighton, vice 
president in charge of engineering ; H. C. Allen, secre- 
tary and treasurer; D. N. Smith, comptroller; E. W. 
Williams, assistant secretary and treasurer. 
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HEINEMANN ELECTRIC CO. 
TRENTON, NEW JERSEY 
Established 1888 
OR sixty years the Heinemann Electric Company 
has specialized in the manufacture of protective 
wiring devices such as cutouts and switches. The com- 
pany was established in Philadelphia by George Heine- 
mann, and was moved to Trenton in 1929. 

About eighteen years ago, the company acted on its 
belief that the ultimate answer to proper protection 
of wiring would lie in the field of circuit breakers, by 
starting development work on smaller breakers. Devel- 
opment of a number of types of small air circuit break- 
ers some years ago made it possible for a fairly large 
production by 1939. 

From that time to now the Heinemann Electric Co 
has manufactured various types of breakers for use in 
apartments, homes, factories and office buildings. One 
of the more recent developments is for the protection 
of light, power and control circuits in military or com- 
mercial aircraft, P. T. boats and tanks, and for the 
electronic industry. 


HARVEY HUBBELL, INC. 
BRIDGEPORT, CONN. 
Established 1888 
ARVEY Hubbell began early in life following his 
interest and aptitudes in the field of mechanics. 
After completing his formal education at Cooper 
Institute in New York, he received practical experi- 
ence in the manufacture and design of printing presses 
with the Potter Printing Press in Norwich, Conn. 

In 1888 he came to Bridgeport and opened a small 
tool and machine shop, soon being forced by the 
growth of his business to seek larger quarters. Mr. 
Hubbell then turned his attention to the possibilities 
of the electric industry and began to design products 
for this swiftly developing field. At the same time he 
was inquiring into the confusion and dissatisfaction 
which he thought would occur with the rapid growth 
of the wiring device field. While designing and invent- 
ing wiring devices, Mr. Hubbell was also designing 
and making the necessary tools and machines for the 
manufacture of these items. 

Mr. Hubbell died in 1927, when his son, Harvey 
Hubbell Jr., became president and treasurer of the 
company. 

The founder’s high standards for advancement have 
been maintained by members of the company through 
the sixty years of operation and new devices have been 
continuously added to keep pace with industry demands. 

Harvey Hubbell is now director, president and 
treasurer. Other officers are Charles E. Volkhardt, 
chairman of the board; Walter Volkhardt, director, 
vice president and general manager; and Emmet K. 
Moore, vice president in charge of sales. 


I-T-E CIRCUIT BREAKER CO. 
PHILADELPHIA, PENNSYLVANIA 
Established 1888 


HE I-T-E Circuit Breaker Company had its be- 
ginning sixty years ago when Henry B. Cutter or- 
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ganized the Cutter Electrical Manufacturing Company 
for the purpose of conducting an electrical contracting 
business. 

Recognizing the need for a better electrical switch 
at this time, Mr. Cutter began manufacture of a 
“double-push” snap switch for flush mounting and 
concealed wiring. 

Technical assistance as well as additional finances 
were needed in order for the business to flourish and 
it was around this time that William M. Scott, a young 
mechanical engineer, joined the company as drafts- 
man. One year later, 1894, another young man, A. 
Edward Newton, with an eye for the future of the 
electrical industry put such savings he had into the 
struggling company. As the business began to progress 
Mr. Scott concentrated on product development, leav- 
ing the operation of the business to Mr. Newton. 

The Scott-Newton team worked out so well that by 
1900 they purchased the company from Mr. Cutter 
who at this time wished to retire due to poor health. 

In 1904 when the company adopted the “inverse 
time element” principle of circuit breaker operation, it 
used the three initials of the principle, I-T-E, as its 
trademark. Eventually the trademark became better 
known in the industry than the original name and by 
1928 the name was changed to its present name the 
[-T-E Circuit Breaker Company. 


THE MONITOR CONTROLLER CO. 
BALTIMORE, MARYLAND 
Established 1888 

ACK in 1888 the late George N. Wittingham, chief 

engineer of The Monitor Controller Company, 
developed and placed on the market a motor starting 
switch incorporating an automatic feature. Since that 
eventful date, Monitor has continued to manufacture 
automatic motor controls, as well as starters and ac- 
cessories and is today one of the country’s leading 
manufacturers of motor control equipment. 

Of the present officers John W. Pugh and Thomas 

3. Soost have also been associated with the company 
since its inception. 


REZNOR MANUFACTURING CO. 


MERCER, PENNSYLVANIA 
Established 1888 
EORGE Reznor and his son Jesse started manu- 
facturing the Reznor gas heater at Mercer, Penn- 
sylvania in the spring of 1888. This gas heater was a 
small sheet metal, box-like unit that incorporated a 
corrugated copper reflector and a luminous flame 
burner. 

Over the past sixty years the company has developed 
and improved its gas heating equipment so that at 
present the company manufactures gas fired suspended 
unit heaters for industrial, commercial and domestic 
use. 

The president, G. F. Reznor, is the youngest and 
only surviving son of the founder. David R. Webster 
is vice president and general manager and is a grand- 
son of the founder. Three other grandsons and one 
great-grandson of the founder are also actively engaged 
in the business. 
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30 YEARS 


W. J. HARTWIG CO. 
DETROIT, MICH. 
Established 1893 
OUNDED ior the purpose of wholesaling electrical 
supplies, the W. J. Hartwig Co. has served the in- 
dustry in that capacity for fifty-five years since its 
inception in Detroit, Mich. At one time during its 
existence, the company also was a manufacturer of 
fuses. When W. J. Hartwig organized the company in 
1893, the business covered the metropolitan Detroit 
area, and continues to do so today. Lloyd C. Sherwood 
is president. 


1893-1948 


Wholesaler 





39 YEARS 


1893-1948 


Manufacturers 





L. B. ALLEN CO., INC. 


CHICAGO, ILLINOIS 

Established 1893 

— L.. B. Allen Company was founded in 1893 by 
LL. B. Allen, C. A. Allen, John D, Allen and Stuart 

S. Crippen, Sr. in Chicago, Illinois. The company was 

incorporated in 1899 and for fifty-five years it has 

been known in the electrical field as manufacturers of 

chemical products including soldering materials. 


THE CHASE-SHAWMUT CO. 
NEWBURYPORT, MASS. 
Established 1893 
HE Chase-Shawmut Company was founded as 
The Shawmut Fuse Wire Company, manufactur- 
ing fuse wire, in 1893. A process in the manufacture 
of this product, drawing the wire through jewel dies, 
was used. The company still finds this to be a highly 
accurate process. To that first product of fifty-five 
years ago, numerous others have been added, including 
switchboards, panels, rail bonds, several types of fuses 
and their accessories. 

William E. Edsall is president, and one of the origi- 
nal emplovees, Thomas J. O’Brien, is still with the 
company. 

The company is proud of the fact that it has been 
continuously on the banks of the Merrimack River 
since the days of the old Newburyport-built clipper 
ships without ever once closing its doors. 


THE O. C. WHITE CO. 
WORCESTER, MASS. 
Established 1893 

R. O. C. White, a dental surgeon, found time in 

his busy profession to invent and produce devices 
to facilitate his dental practice. Then he became inter- 
ested in the development of studio posing and lighting 
appliances for portrait photography. 

Dr. White organized The O. C. White Co. in 1893 

for the production of adjustable electric light fixtures 
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designed to fulfill the requirements of incandescent 
lighting. These appliances also serve other purposes 
such as resonators and microphone holders. The com- 
pany has continued in that line for fifty-five years. 

With the passing of Dr. White in 1907 his son, 
O. C. White, succeeded to the presidency and has 
served in that capacity since then; David B. Stone is 
vice president. 


30 YEARS 


Wholesalers 1898-1948 





BLUEFIELD HARDWARE CO. 
BLUEFIELD, W. VA. 
Established 1898 


HEN J. W. Ruff and C. B. Hancock founded the 

Bluefield Hardware Company in 1898, the town 
of Bluefield, W. Va. was shedding some of the last 
of its frontier characteristics—for in that same year 
the town council ordered that no more hogs were to 
be allowed to run loose in the streets. 

A wholesaling establishment from its inception, the 
Bluefield Hardware Company has grown tremendously 
with the passing of 50 years. Operating out of 110,000 
sq. ft. of floor space, the firm has added North Caro- 
lina, Tennessee and Kentucky to its original coverage 
of West Virginia and Virginia. This territory is now 
covered by the 20 salesmen who are numbered among 
the company’s 95 employees. 

Electrical equipment, mine and mill supplies, hard- 
ware, plumbing and heating equipment, and automobile 
supplies are distributed by the Bluefield Hardware 
Company. Seventy-five percent of this business is 
with coal companies and represents merchandise con- 
nected with that industry. 

5S. D. May is the president of the Bluefield Hard- 
ware Company. The vice president and treasurer is 
C. A. Lilly, and the secretary and sales manager is 


C. M. Harrell. 


BUFFALO ELECTRIC COMPANY, INC. 
BUFFALO, N. Y. 
Established 1898 

HE gas-lit era was flickering near its end in 1898 

when, with $1,500 working capital, the late E. D. 
and E. J. McCarthy and the late Henry R. Ford organ- 
ized an electrical manufacturing and construction con- 
cern which they called McCarthy Bros. & Ford. 

The early business of the firm consisted of manu- 
facturing automobile magnetos and selling the few 
electrical devices then available, such as gadgets which 
furnished the spark to light gas lamps in the home 
and old-fashioned copper-sulphate wet batteries to 
ring door bells. 

With the passing of 50 years, the concern—since 
1940 known as the Buffalo Electric Company—has 
grown from a firm employing 12 persons and occupy- 
ing rented space in one building to a 500-employee 
organization owning and occupying seven buildings. 

Today the business of the Buffalo Electric Com- 
pany is done through its four divisions: The supply 
and apparatus departments, which carry stocks of all 
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standard types of electrical materials and apparatus ; 
the merchandise department, which handles major 
appliances; the engineering and construction depart- 
ment ; and the repair department. The electrical whole- 
saling operations of the firm are carried on through- 
out western New York and northern Pennsylvania. 

The Buffalo Electric Company has had only two 
presidents in its 50-year history. E. D. McCarthy was 
the first president and Karr Parker is the present one. 
Besides Mr. Parker, the officers of the firm are: 
Charles J. Schwab, vice president ; Richard G. Harper, 
vice president ; William L. Clark, treasurer ; and Harris 
McCarthy, secretary. 


DAKOTA ELECTRIC SUPPLY CO. 


FARGO, NORTH DAKOTA 
Established 1898 
HE Fargo Plumbing & Heating Co. was formed in 
1898 at Fargo, N. D. as a retailing and contracting 
firm for plumbing and heating equipment. In time the 
business dropped its plumbing and heating emphasis 
and developed along electrical wholesaling lines. When 
its name was no longer descriptive of its business, the 
concern changed its title to Dakota Electric Supply Co. 

As an electrical wholesaling establishment, the Da- 
kota Electric Supply Co. first covered North Dakota 
and western Minnesota. Today the firm not only 
operates in those states, but also includes eastern Mon- 
tana and northern South Dakota in its sales territory. 
This vast area is served by the company’s headquarters 
at Fargo and its branches operating out of Bismarck 
and Minot, N. D. and Aberdeen, S. D. 

The expansion and improvement aims of the Dakota 
Electric Supply Co. are clearly indicated by that firm’s 
building program—both as of now and in the recent 
past. In 1939 the company constructed a building at 
Fargo which was specifically designed for electrical 
wholesaling operations. A new warehouse and office 
building was started in Bismarck during the latter part 
of 1947. This building was reported ready for occu 
pancy last month. Plans are underway to start con- 
struction of a new building at Minot which is scheduled 
for completion by the fall of this year. 

Other improvements carried out since the war by 
the Dakota Electric Supply Co. include the setting up 
of separate departments to handle electronics, REA 
material, major appliances, traffic appliances, fixtures, 
construction material, and product service. 

J. D. Farnham, son of P. W. Farnham who joined 
the firm in 1889 and was president for many years, is 
the present president of the Dakota Electric Supply 
Co. S. D. Farnham is vice president and J. D. Dudley 
is secretary. 


TARR, McCOMB & WARE COMMERCIAL CO. 


KINGMAN, ARIZONA 
Established 1898 


N 1898, twelve years before electricity came to King- 
man, Ariz., Harry McComb, Nathan W. Tarr and 
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Allen E. Ware pooled a small amount of capital and 
formed a company to handle mining and milling equip- 
ment and supplies for the Mines of Mohave County. 
In those days, Kingman was a frontier mining and 
cattle town. There were no telephones in the vicinity 
and transportation was by means of stagecoach and 
freight team. 

When electric lines went up in Kingman in 1910, 
the electrical department of the Tarr McComb & Ware 
Commercial Co. started to grow. In the beginning, the 
firm confined its electrical wholesaling activities to 
Mohave County. Today the company’s sales territory 
includes all of northern Arizona and the eastern por- 
tion of San Bernardino County, Calif. 

Forging ahead with its post-war expansion and 
improvement program, the Tarr, McComb & Ware 
Commercial Co. recently opened a new branch at 
Prescott, Ariz., purchased a new delivery truck and 
installed fluorescent lighting equipment in its head- 
quarters. Planned for the near future is the construc- 
tion of a 5,000 sq. ft. warehouse. 

The present officers of the company are as follows: 
John Allen Ware, president; Edwin E. Ware, vice 
president and secretary ; Robert Lesher, assistant sec- 
retary; and John Blair, director and manager. 


1898-1948 


Manufacturers 50 YEARS 


GARDEN CITY PLATING & MFG. CO. 
CHICAGO, ILLINOIS 
Established 1898 
ARDEN City Plating & Mfg. Company was organ- 
ized in 1898 by George and Morris Kurtzon at 
Chicago, Illinois. This year marks the company’s 
fiftieth anniversary as one of the leading manufac- 
turers in the lighting field, specializing in fluorescent 
fixtures for store lighting. 


ONE MINUTE WASHER 
KELLOGG, IOWA 


Established 1898 
HE hand power washer was the first type of wash- 
ing machine manufactured by the One Minute 
Washer Company when it started in business at New- 
ton, lowa fifty years ago. 

The founders of the company were F. H. Bergman, 
W. C. Bergman and A. H. Bergman. In keeping with 
the progressive spirit of these founders, the company 
constantly adopted and perfected many basic product 
improvements. Today the company manufactures One 
Minute electric and gasoline engine washing machines 
and One Minute double and single drain tubs. 
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PORTABLE ELEVATOR MFG. CO. 
BLOOMINGTON, ILLINOIS 


Established 1898 

ORTABLE wooden grain elevators were the first 

products of the Portable Elevator Mfg. Co. found- 
ed by G. B. Read fifty years ago. Now, the company 
produces steel portable grain elevators, portable farm 
grain elevators, stationary inside grain elevators and 
lime spreaders, which products make up the agricul- 
tural division. A refrigerator division was formed in 
1934 to manufacture beverage cooling equipment and 
home freezers. R. S. Read, son of the founder, is now 
president. 


THE THOMAS & BETTS CO. 


ELIZABETH, NEW JERSEY 
Established 1898 
IFTY years ago Robert McKean Thomas, Hobart 
D. Betts and Adnah McMurtrie founded the 
Thomas and Betts Company in New York City to 
act as sales agents for three manufacturers: the Safety 
Armorite Conduit Company of Pittsburgh, the Helios 
Company of Philadelphia and the L. A. Chase Co. 
of Boston. 
In 1910 the three men acquired control of the 
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INTERSTATE ELECTRIC COMPANY 
NEW ORLEANS, LOUISIANA 
Established 1903 
T was right after the turn of the twentieth century 
that the Interstate Electric Company was formed 
by the merger of three companies: Stern and Marx, 
electrical contractors; Safety Electric Co., manufac- 
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Standard Electric Fittings Company of Stamford, 
Conn. and recapitalized the company thus marking the 
entry of Thomas and Betts into the electrical manu- 
facturing industry. Early in 1917 the company was in- 
corporated in the State of New Jersey and the first 
factory building was erected at Elizabeth. 

As the company expanded new buildings were added 
and the Thomas and Betts Company of Canada was 
organized in 1928 to handle the growing Canadian 
business. 

Manufacturers of fittings and tools for the installa- 
tion of all types of electrical raceways including 
conduit, electrical metallic tubing, flexible conduit, 
armored cable, non-metallic sheathed cable and pres- 
sure (solderless) terminals and connectors for all types 
of wires and electrical cables, the company is now well 
along with an extensive plant expansion and new ma- 
chinery program. 

In addition to introducing a number of various 
electrical fittings to the industry, Thomas and Betts 
is noted for its one-hundred percent wholesaler—one 
price policy of distribution known as the “T & B Plan.” 

Robert McKean Thomas, one of the founders, is 
chairman of the board ; his nephew, George C. Thomas, 
Jr., is president and treasurer. Vice president is N. J. 
McDonald, and George Whitefield Betts, brother of one 
of the founders, is secretary. 


in the Electrical Field 











turers; and Newman and Spranley, Jobbers. Prime 
purpose of the organization was electrical contracting, 
but soon attention was focused on fast growing elec- 
trical supply distribution field and the company has 
grown right along with the industry and today covers 
Louisiana, Mississippi, Alabama and western Florida. 

With well over 100,000 square feet of floor space 
covering an entire city block, the company now has 
switch track facilities for handling freight cars simu!- 
taneously. 

Present plans call for air conditioning of all offices 
and the addition of an intercommunication system. 
Warehouses are all equipped with sectional conveyors, 
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electric elevators and the company has five new deliv- 
ery trucks in operation. 

Officers of Interstate Electric are Percy Stern, presi- 
dent; F. B. Stern, vice president; Elvin Breaud, sec- 
retary and treasurer; and Leon Mattes, vice president 
in charge of sales. 


45 YEARS 


1903-1948 


Manufacturers 


ALLEN-BRADLEY CO. 
MILWAUKEE, WIS. 
Established 1903 


FPXHE Allen-Bradley Company had its beginning 

forty-five years ago when Lynde Bradley, who 
provided the product to be manufactured, and Stanton 
Allen, who advanced the money to be spent, joined 
together to form the Compressed Rheostat Company. 
The product, a compression carbon pile rheostat, was 
manufactured and sold by another company on a 
royalty basis until 1910 when the Compressed Rheostat 
Company changed its name to the Allen-Bradley 
Company and opened its office in Milwaukee to design 
and sell its own products. 

In 1910 Lynde Bradley’s brother, Harry, joined the 
company and when Lynde died in 1942, Harry became 
president. Harry is now chairman of the board and 
Fred Loock, who was employed as a draftsman in 
1910, is president. 

Today the Allen-Bradley Company has grown to an 
organization that employs over 2000 people and occu- 
pies 400,000 square feet of floor space. 


APPLETON ELECTRIC COMPANY 
CHICAGO, ILLINOIS 
Established 1903 


; yong”! Ivar Appleton, founder of the Apple- 
ton Electric Company, came to America from 
his native Sweden at the age of thirteen. In 1893, 
he became assistant superintendent at the Chicago 
Fuse Manufacturing Company and in 1903, ten years 
later, started in business for himself with two em- 
ployees as a manufacturer of electrical conduit fittings 
and specialties in very modest headquarters at 224 W. 
Washington St., Chicago. 

This was the very beginning of the Appleton Elec- 
tric Company which today has grown to include, not 
only the plant on Wellington Avenue in Chicago and 
a foundry, Wisconsin Appleton Company in South 
Milwaukee, but the recently purchased Goodrich Elec- 
tric Company, manufacturers of lighting equipment. 

Albert Ivar Appleton is now chairman of the board. 
His son, Arthur I. Appleton, is president and treas- 
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urer; and another son, John A. Appleton, is vice 
president. 


THE ESTERLINE-ANGUS CO., INC. 
INDIANAPOLIS, INDIANA 
Established 1903 


W. ESTERLINE, a graduate and former head of 
® the Department of Electrical Engineering of Pur- 
due University, was the founder of the Esterline-Angus 
Co., Inc. The company, first known as the Central 
Laboratory Supply Co. in Lafayette, Ind., manufac- 
tured various types of electrical apparatus for use by 
engineering institutions and industrial laboratories. In 
the early days, installing jobs were also performed. 

The Wabash River flood of 1913 necessitated the 
company’s moving to Indianapolis where it is now 
situated. 

Today, complete attention is devoted to the design- 
ing and manufacturing of graphic instruments. Mr. 
Esterline retired about a year ago. Officers who have 
been with the company since before its moving to 
Indiariapolis are: D. J. Angus, president ; A. J. Weber, 
chief engineer; and E. E. Skytte, electrical engineer. 


SQUARE D COMPANY 
MILWAUKEE, WISCONSIN 
Established 1903 


HE Square D Company, which today includes 

seven manufacturing plants, three assembly plants 
and some fifty branch sales offices, had its beginning 
forty-five years ago when B. D. Horton formed the 
McBride Manufacturing Company in Detroit. A young 
business man at that time, Mr. Horton started manu- 
facturing electrical fuses. In 1908, the company, then 
known as the Detroit Fuse and Manufacturing Co., 
acquired certain British patent rights and began the 
manufacture of enclosed safety switches. Four years 
later a “D” for Detroit was embossed on the sheet 
steel enclosures for safety switches. That trademark 
was registered and in 1917 the company’s name was 
changed to Square D Co. 

Square D Co. merged with the Industrial Controller 
Co. of Milwaukee in 1929. Some of the products which 
this division now manufactures are automatic and 
manual motor starters, laundry and welder controls, 
limit switches, push button stations, relays, and pres- 
sure switches. 

In 1930 the company merged with the Diamond 
Electrical Mfg. Co. in Los Angeles, thus setting up 
the Western Division. Today, there are also Canadian 
and Mexican affiliations. 

The story of Square D Co. is one of continuous 
growth: from a dozen employees to almost 10,000, 
from one product to several thousand, from a small 
fuse manufacturer to one of the leading companies in 
the electrical industry. 
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Wholesalers 40 YEARS 1908-1948 


EVANSVILLE SUPPLY COMPANY 


EVANSVILLE, IND. 


Established 1908 
HE history of the Evansville Supply Company 
dates back to 1908 when G. C. Bruner, Chas. Nuss- 
meier, John O’Donnell and F. W. Kullman founded 
the firm to provide industry in Evansville, Ind. and 
surrounding territory with a local source of main- 
tenance, repair and operating supplies. 

In 1935 the Evansville Supply Company took on 
industrial electrical supplies to keep apace with the 
ever-increasing demand for these materials by indus- 
try. Evansville and a 100-mile radius was the area first 
covered, and today it remains as the sales territory 
served by the firm. 

Preparing for the future, the Evansville Supply 
Company is planning to spend $30,000 on various im- 
provements. Included on the firm’s program for ad- 
vancement is the issuing of a new catalog. The present 
officers of the company are: F. W. Kullman, president ; 
F. W. Wastjer, vice president ; I. H. Holder, secretary 
and sales manager; and C. F. Schlamp, treasurer and 
general manager. 


THE HARTMAN SPRENG COMPANY 


MANSFIELD, OHIO 
Established 1908 


E R. HARTMAN, who died on January 2 of this 

¢ year, and W. J. Spreng founded The Hartman 
Spreng Company in 1908 at Mansfield, Ohio. Through 
its 40 years of electrical wholesaling, the firm has 
covered the same territory—north central Ohio. As 
part of its $20,000 improvement program, the concern 
recently renovated its office and wareroom. The officers 
of The Hartman Spreng Company are: W. J. Spreng, 
president; C. U. Graf, vice president; and C. K. 
Spreng, secretary-treasurer. 
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McLAUGHLIN ELECTRIC SUPPLY HOUSE, INC. 


ABERDEEN, SOUTH DAKOTA 
Established 1908 


ORTY years ago the Aberdeen Engineering Com- 

pany was founded in Aberdeen, S. D. as an elec- 
trical contracting firm by the late George A. Mc- 
Laughlin. Since then both the company’s name and 
its business has changed. 

Today the Aberdeen Engineering Company is known 
as the McLaughlin Electric Supply House and it is 
engaged in the electrical wholesaling business. The 
firm’s sales force—which has been rebuilt since the 
end of the war—covers North Dakota, South Dakota, 
western Minnesota and southeastern Montana. 

With renovation and expansion as its post-war 
theme, the McLaughlin Electric Supply House recently 
purchased new warehouse equipment, office machines 
and lighting equipment. At present the company is 
concentrating on the job of improving its displays— 
particularly those devoted to lighting fixtures. 

Winifred McLaughlin is president and K. J. Ulland 
is vice president and manager of the firm. 


PENN ELECTRICAL ENGINEERING CO. 
SCRANTON, PENNSYLVANIA 
Established 1908 

WO graduate electrical engineers and former class- 

mates, Thomas F. Eynon and Gustave F. Smith, 
organized the Penn Electrical Engineering Co. in 1908 
in Scranton, Pa. Begun as an electrical contracting 
firm, the company engaged in electrical wholesaling 
shortly after its founding. 

Distributing only in Scranton and vicinity at first, 
the Penn Electrical Engineering Co. today includes 
all of northeastern Pennsylvania in its electrical whole- 
saling operations. In addition, the firm operates an 
electrical repair shop and sells reconditioned electrical 
equipment. 

Recently the Penn Electrical Engineering Co. com- 
pletely remodeled its office, installed new lighting equip- 
ment and leased a new warehouse. 

The officers of the Penn Electrical Engineering Co. 
are V. A. Decker, president; G. F. Smith, vice presi- 
dent; T. I’. Eynon, treasurer; and T. F. Eynon, Jr., 
secretary. . 
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STRAUS-BODENHEIMER CO. 
HOUSTON, TEXAS 
Established 1908 


IKE many present-day electrical wholesaling con- 

cerns which started out in different businesses 
and then switched when the opportunities in the elec- 
trical distributing field became apparent, the 40-year- 
old Straus-Bodenheimer Company of Houston, Texas 
was a leather goods manufacturing ana distributing 
firm at first. 

A few years after its founding in 1908 by D. H. 
Straus, A. Bodenheimer and B. A. Straus, the Straus- 
Bodenheimer Company began to distribute electrical 
appliances in south, east and central Texas. 

Today the Straus - Bodenheimer Company covers 
Houston and approximately 50 surrounding counties. 
Appliance sales represent the biggest part of the firm’s 
business. 

Indicative of the Straus-Bodenheimer Company’s 
expansion and sales-building plans are the recent acqui- 
sition of a new building to provide additional ware- 
house space and the establishment of a Home Economy 
department to demonstrate its lines and assist dealers 
and their salesmen. 

Officers of the Straus-Bodenheimer Company in- 
clude: D. H. Straus, president; J. B. Straus, vice 
president ; and H. Brockmeier, secretary. 


TERRY-DURIN COMPANY 


CEDAR RAPIDS, IOWA 
Established 1908 
NCORPORATED in 1908, the Terry-Durin Com- 
pany of Cedar Rapids, Iowa was an electrical con- 
tracting establishment at first. But the growing electri- 
cal distribution opportunities in the Corn Belt attracted 
J. B. Terry, the firm’s founder, and he gradually di 
rected his company’s activities into the wholesalit 
end of the electrical industry. 

Iowa has been the sales territory of the Terry-Durin 
Company for 40 years, and the firm continues to oper- 
ate throughout that state today. Improvement-wise, the 
concern recently purchased new equipment for both its 
office and warehouse and departmentalized its major 
appliance line. Planned for at present is the company’s 
biggest post-war expansion step—the spending of 
$60,000 for additional warehouse space. 


ig 


The firm’s founder, J. B. Terry, remains as its presi- 


dent today. A. E. Durin is the secretary-treasurer. 


Both owners are breaking in George A. Durin and 
W. E. Durin so that they can eventually take over the 
business. 





WEAKS SUPPLY COMPANY, LTD. 
MONROE, LA. 
Established 1908 


HE Weaks Supply Company was founded in 1908 
in Monroe, La. by George G. Weaks and J. Clayton 
Johnson. For the past 40 years this firm has been 
engaged in the wholesaling of electrical, industrial, 
mill and plumbing supplies, and oil and gas well 
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equipment. Serving northern Louisiana at first, the 
Weaks Supply Company has extended its electrical 
wholesaling operations to include southern Arkansas 
and western Mississippi. 

Setting its sights for bigger distribution operations 
in the future, the Weaks Supply Company is planning 
to set up new departments and remodel, redecorate 
and relight its offices this year. These improvements, 
plus the recent purchase of new office equipment, are 
expected to cost approximately $25,000. 

The present officers of the firm are: George G. 
Weaks, Jr., president; Owen L. McCleary, vice presi- 
dent; and W. M. Washburn, secretary-treasurer. 





Manufacturers 40 YEARS 1908-1948 


AUTOMATIC WASHER CO. 
NEWTON, IOWA 
Established 1908 


J JHN Nelson, H. - Ogg, and O. B. Woodrow 
joined together in 1908 to manufacture an agi- 
tator type washing machine. The first manufacturing 
operations were made in a small one-story frame build- 
ing equipped with a single electric motor of one horse 
power for operating the few pieces of machinery. 

The new washing machine proved to be of such 
success that the three men had to seek larger quarters 
the next year. They took over a school building, thus, 
enabling them to add more machinery. 

Soon Automatic Washer Co. built its own two- 
story brick building, the nucleus around which the 
present large and modern plant was built. 


CLEVELAND HEATER CO. 
CLEVELAND, OHIO 
Established 1908 


ORTY years ago Leo and Arthur Friedman started 

the Cleveland Heater Company, serving as presi- 
dent and vice president respectively. Today with its 
various divisions, including the electric and air con- 
trols divisions, the company has one of the founders, 
Arthur Friedman, as president and successfully serves 
a national market. 


ROLLER-SMITH COMPANY 
BETHLEHEM, PENNSYLVANIA 
Established 1908 


RGANIZED in 1908 the Roller-Smith Company 

resulted from the merger of the Whitney Elec- 
trical Instrument Co., Penacock, N. H., and the 
Switchboard Equipment Co. of Bethlehem, Pa. The 
individuals forming the company were Frank W. 
Roller and David R. Smith. Products designed and 
manufactured today are electrical measuring instru- 
ments, balances, air and oil circuit breakers, rotary 
switches, transformers, relays and switchboards. 
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YEAR ANNIVERSARIES 


of Manufacturers and Wholesalers 


| Wholesalers 35 YEARS 1913108 


PHILIP CASS COMPANY 
PHILADELPHIA, PA. 
Established 1913 


HILIP Cass and one boy started this company 

which bears his name, as a mail order electrical 
wholesaling house in 1913. Since then the company 
has grown until its staff now numbers about 80 persons 
and its territory includes Pennsylvania, New Jersey, 
Delaware and Maryland. 

It is notable that the Philip Cass Company has had 
no changes in its executive, store and appliance man- 
ager personnel in its 35 years in business. Some of the 
salesmen have been with the firm for 30 years. The 
officers of the Philip Cass Company are: Philip Cass, 
owner; W. R. Donachy, comptroller; W. M. Traut- 
wein, sales manager. 

To give faster and better service to its electrical 
contractor, dealer and industrial accounts, the com- 
pany recently purchased new bookkeeping and billing 
machines, and five new trucks. 


ELECTRIC SUPPLY CO. 
TULSA, OKLAHOMA 
Established 1913 


INETEEN hundred and thirteen was the year that 

R. C. Steuve, W. H. Steuve, H. K. Herbst and 
R. E. Newhouse founded an electrical contracting and 
retail firm, called the Electric Supply Company, in 
Tulsa, Okla. Because of the tremendous amount of 
building done in that area between 1913 and 1923, 
the local demands of large oil companies for electrical 
equipment, and the large stocks of merchandise it 
carried, the Electric Supply Company did some whole- 
saling. Gradually, the firm drifted out of the con- 
tracting and retailing picture entirely and devoted itself 
fully to wholesaling. 

Originally covering the eastern half of Oklahoma, 
the concern has now extended its wholesaling opera- 
tions into parts of Arkansas and Kansas. Recently the 
firm purchased new office machines and installed new 
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in the Electrical Field 








lighting equipment. R. C. Steuve is president, R. E. 
Newhouse is vice president and treasurer, and F. W. 
Stolba is secretary of the Electric Supply Company. 
Mr. Steuve and Mr. Newhouse have been in charge 
of the firm since its inception. 


GENERAL SUPPLY & MACHINE CO. 
MERIDIAN, MISSISSIPPI 
Established 1913 


ANUFACTURING dam mill machinery and job- 

bing industrial supplies were the two purposes 
for which A. B. Weddington and J. H. Perrin founded 
the General Supply & Machine Co. in 1913 at Me- 
ridian, Miss. It was not long, however, before the 
two partners perceived the broad opportunities that 
awaited them in the electrical distribution field, and 
their firm shortly became engaged in the wholesaling 
of electrical and plumbing supplies in western Mis- 
sissippi and eastern Alabama—the same territory it 
covers today. 


McGOWIN-LYONS HARDWARE & SUPPLY CO. 
MOBILE, ALABAMA 
Established 1913 


TILL using the building originally occupied when 

the company was founded, but with seven ware- 
houses added during its process of expansion, the 
McGowin-Lyons Hardware & Supply Co. was or- 
ganized in 1913 by Mark Lyons, Sr. and the late J. F. 
and J. G. McGowin. 

Today the company employs a sales force of seven- 
teen representatives who cover southeast Mississippi, 
south and southeast Alabama and northwest Florida. 

The organization is composed of ten departments 
with those in charge specializing in the goods handled 
by their respective departments. 

Mark Lyons, Sr., under whose active direction the 
business has been conducted from the start, is now 
chairman of the board. Other officers are Mark Lyons, 
jr., president; John W. Pugh, vice president and 
treasurer; Thomas B. Soost, vice president; J. D. 
Terrill, vice president ; C. E. Gaston, A. S. Goodgrad, 
W. K. P. Morrill and J. C. Phillips, assistant vice 
presidents. 
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NATIONAL ELECTRIC COMPANY 
PASSAIC, N. J. 
Established 1913 
HE National Electric Company was founded by 
Just Justesen in 1913. First place of business was 
a small store located in Passaic and here electrical 
supplies for electrical contractors and retailers were 
sold. With the growing demand for electrical equip- 
ment of all types in this area the company expanded 
and in 1936 changed to a wholesale policy only. 
Members of the firm are Just Justesen, Clifford 
Justesen, Robert Bolton and Donald Bolton. 


SCHMERHEIM ELECTRIC CO., INC. 


SAGINAW, MICHIGAN 
Established 1913 


N 1913 Henry Schmerheim founded the Schmer- 

heim Electric Company in Saginaw, Mich. as a 
hardware and electrical contracting establishment. Like 
many present-day electrical wholesaling firms which 
started out in related businesses, this company found 
the transition to the distributing end of the industry 
relatively easy. 

Expansion has keynoted the electrical wholesaling 
activities of the Schmerheim Electric Company ever 
since they were begun. At first the firm covered only 
the local Saginaw area. Today it covers 22 counties, 
the Thumb district and northeastern Michigan. With 
the completion of a 16,500 sq. ft. building, now under 
construction, the Schmerheim Electric Company ex- 
pects to have stocking facilities which will permit it 
to extend its coverage over an even larger area and 
to take on new lines of electrical equipment. 

Besides the new building, the company’s modern- 
ization program includes the recent purchase of an 
electrical bookkeeping machine, typewriters, furniture, 
new lighting equipment, a new pick-up delivery truck, 
steel shelving, 15 hand trucks, a hydraulic hoist, pack- 
ing benches and roller-type ladders. 

Anne Schmerheim Bird and Joseph Schmerheim 
are the present owners of the firm. 


UNITED ELECTRIC FIXTURE & SUPPLY CO. 
CLEVELAND, OHIO 
Established 1913 


TPXHE United Electric Fixture & Supply Co. was 

started as a retail lighting fixture and traffic appli- 
ance firm in 1913 at Cleveland, Ohio by L. S. Desberg 
and Leo Desberg. Covering Cleveland and 50-mile 
radius when it first entered electrical wholesaling, the 
35-year-old company covers the same territory today. 
Numbered among the concern’s recent improvements 
are new office machines, lighting equipment and a 
delivery truck. Leo Desberg and Ira Desberg are the 
present owners of the United Electric Fixture & Sup- 
ply Co. 
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35 YEARS 


Manufacturers 1913-1948 





APEX ROTAREX CORP. 
CLEVELAND, OHIO 
Established 1913 


HIRTY-FIVE years ago, two brothers, C. G. 

Frantz and W. A. Frantz, not only manufactured 
vacuum cleaners, but also acted as their own sales 
representatives by carrying the product under their 
arms from door to door to demonstrate its qualities. 

In spite of the first World War, the Apex vacuum 
cleaner sales continued to increase and more people 
were added to the sales and production staff. This 
necessitated larger quarters and the company moved 
from its original one room location to a jactory lo- 
cated at 1067 West 152 Street, Cleveland. 

sy this time the Apex vacuum cleaners were well 
established in the field and the company added other 
electrical appliances to its line, including washing ma- 
chines, in 1918; electric ironing machines, in 1921; 
and refrigerators, in 1931. 


DELTA ELECTRIC CO. 


MARION, INDIANA 
Established 1913 


Bb properly promote the manufacture of a device 

he had developed—an electric lantern, W. B. 
Stephenson turned over his invention to a group of 
Marion, Indiana citizens. To them the lantern seemed 
to have great promise and a partnership was tormed— 
four employees and a modest capital. 

The first product to be manufactured operated on 
a single No. 6 dry cell. The company has from that 
time on continued to bring out new models of electric 
lanterns. It has also manufactured a bicycle lamp, 
bicycle horn and tail light—all operating on dry cell 
batteries. In 1927, the company started manufacturing 
motor car switches, head light plugs and sockets. 

W. B. Stephenson, the founder serves today as 
president of the Delta Electric Company. D. D. Well- 
man is vice president. 


GILLINDER BROTHERS INC. 


PORT JERVIS, NEW YORK 
Established 1913 


HE continuation of a family business started in 

Philadelphia in 1861, Gillinder Brothers, Inc. man- 
ufacturers of glass was established in Port Jervis, New 
York by William T., Edwin B. and James Gillinder in 
1913. 
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GREAT WESTERN FUSE CO. 


PITTSBURGH, PENNSYLVANIA 
Established 1913 


HIRTY-FIVE years ago F. C. LaMar and P. J. 

Hopkins founded the Great Western Fuse Com- 
pany at Pittsburgh, Pennsylvania. Since this time the 
company has constantly developed and improved its 
products to include a line of Great Western and La- 
Mar knife blade and Ferrule type fuses. 
















Wholesaler 30 YEARS 


1918-1948 





AUBURN HARDWARE COMPANY 
AUBURN, INDIANA 
Established 1918 


OUNDED thirty years ago by C. E. Frederick, 

Frank Strock and B. E. Frederick, this company 
first operated a wholesale as well as a retail business. 
With the increasing demand for electrical equipment of 
all kinds the company focused its attention on the dis- 
tribution of these materials and today serves a territory 
covering the states of Ohio, Michigan, Indiana, Ken- 
tucky and Illinois. Currently Frank Strock is president ; 
C. E. Frederick, chairman of the board; C. K. Fred- 
erick, manager; Donald Wilson, vice president and 
Carl Strock, secretary and treasurer. 


Manufacturers 30 YEARS 1918-1948 





THE ERICSON MFG. CO. 
CLEVELAND, OHIO 
Established 1918 


oo year marks the thirtieth anniversary of the 

Ericson Manufacturing Company, founded by Ed- 
ward QO. Ericson in 1918, Cleveland, Ohio. Mr. Eric- 
son, who was chief engineer of a large rubber com- 
pany, formed the company when he developed a rub- 
ber handle for portable lamp guards to replace the 
wooden handles that were continuously breaking. Since 
then the company has developed other items such as 
rubber attachment plug caps, portable hand lamps and 
test leads. 
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KILLARK ELECTRIC MFG. CO. 
ST. LOUIS, MISSOURI 
Established 1913 


HE history of the company dates back to 1913 

when Joseph Desloge started manufacturing auto- 
mobile fuses and bell transformers. The company now 
specializes in electrical conduit fittings, maintaining 
offices and warehouses in many of the principal cities 
throughout the country. 








— YEAR ANNIVERSARIES — 


of Manufacturers and Wholesalers 





in the Electrical Field 





JACKSON ELECTRICAL CO. 


CHICAGO, ILLINOIS 
Established 1918 


ILLIAM Cottrell, founder of the Jackson Elec- 

trical Company, started in business manufactur- 
ing lighting equipment thirty years ago at the corner 
of Green and Adams Street, Chicago, Illinois. 

When Mr. Cottrell passed away, Sidney Baskin, 
Elwood F. Iden, and William Ford Cottrell took over 
the operation of the company and have continued to 
manufacture incandescent, commercial, and industrial 
lighting equipment. The present line includes the com- 
pany’s yard light, vapor proof units, ornamental out- 
door lighting and a line of aluminum sockets for 
outdoor lighting. 


LADUBY COMPANY 
NEW HAVEN, CONN. 
Established 1918 


HIRTY years ago three men joined forces and 

formed the Laduby Company—J. W. Ladd, Fred 
Dewey and H. S. Bixby. (The combination of the 
three names forms La-du-by. ) 

The first product they manufactured was the 
Laduby lamp lock, a device for locking incandescent 
lamps against the pilfering of lamps in factories and 
public places. 

Today, after thirty years of operation, Bixby is the 
lone survivor with Mrs. Doris E. Jackson and P. D. 
Bixby assisting. 

The company continues to manufacture incandes- 
cent lamp locks and has also added another specialty, 
the fluorescent lamp lock. 





209 






LIBERTY ELECTRIC COMPANY 


INDIANAPOLIS, INDIANA 
Established 1918 


OUNDED thirty years ago by Carl L. Rost, Liberty 

lectric Company today makes its manufactur- 
ing headquarters in Indianapolis and Mr. Rost still 
serves as president. C. Weinhardt is vice president. 


SHEPLER MFG. CO. 
PITTSBURGH, PA. 


Established 1918 

HE Shepler Manufacturing Company was orga- 

nized in 1918 by F. W. Shepler to manufacture 
gas garage heaters. The business was then located at 
225 Third Avenue, Pittsburgh, Pa. Fred C. Shepler, 
son of the original founder, is today president and 
general manager of the company. Products manufac- 
tured at the present time include ventilating exhaust 
fans, portable electric heaters, recessed electric wall 
heaters, automatic shutters, stationary louvers and gas 


radiant heaters. 





REMLER COMPANY LTD. 


SAN FRANCISCO, CALIF. 
Established 1918 


G. DANIELSON and Thomas Gray founded 

® Remler Co. Ltd. thirty years ago when they 
started manufacturing marine wireless transmitters. 
Their company, called Gray and Danielson, manufac- 
tured radio parts and kits for Elmer T. Cunningham 
up into the middle twenties. Cunningham merchan- 
dized the parts along with his radio tubes, under the 
trade name, Remler which was Cunningham’s first 
name spelled backwards with an “r’”’ added. 

In 1930, Gray and Danielson incorporated the com- 
pany as Remler Co. Ltd. 

Some of the products which Remler manufactures 
are home radio receivers, table radio-phonographs and 
furniture combinations. A division was organized 
in 1932 for the manufacture of broadcast station and 
commercial public address equipment. 

Officers are: R. C. Gray, president, who is the son 
of Thomas Gray, one of the founders; Jack Totten, 
vice president in charge of sales; William S. Jardine, 
secretary and treasurer; and G .D. Ormond, con- 
troller. 


YEAR ANNIVERSARIES 


of Manufacturers and Wholesalers 
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Wholesalers 25 a 1923-1948 





BAITINGER ELECTRIC COMPANY, INC. 
NEW YORK, N. Y. 
Established 1923 

OR a veteran electrical wholesaler Henry J. Lait- 

inger, 1948 holds more than one significant anni- 
versary : This year not only marks the 25th anniversary 
of his firm—the Baitinger Electric Company—-but also 
brings to 40 his number of years of activity in the 
electrical wholesaling industry. 

Coincidental with the founding of the National 
Electrical Wholesalers Association, Mr. Baitinger 
entered the employ of Stanley & Patterson as a counter 
clerk and stockman in 1908. Fifteen years later Mr. 
3aitinger and Wiliam C. Chapman, aided by Mrs. Bait- 
inger and one boy, organized the Chapman Marine & 
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Industrial Supply Co. to distribute electrical equipment 
and supplies to shipyards, shipping lines, railroads and 
industrial firms in the Metropolitan New York area. 

Mr. Baitinger had only about $2,000 with which to 
start his business. Of this amount, $1,200 went into 
the purchase of equipment and the remaining $800 
was used for merchandise and financing. Yet in its first 
year in business, the sales of the Chapman Marine & 
Industrial Supply Co. totaled approximately $150,000. 

Since 1923 the Baitinger Electric Company—to 
which its original name was changed—has undergone 
continual growth and expansion. Its staff now num- 
bers 75 persons, approximately doubling its employ- 
ment figure as of the end of the war. With its sales 
force operating throughout Metropolitan New York, 
the firm also covers all of the United States and many 
foreign countries by mail. 

Two accomplishments in which the Baitinger Elec- 
tric Company takes justifiable pride are: The exten- 
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sive part it took in supplying electrical equipment to 
the government, naval shipyards and shipbuilders dur- 
ing the war; and its issuing of 64 catalogs over a 25- 
year period. At present, the firm is compiling data for 
a 1,500-page general supplies catalog. 

Besides Mr. Baitinger, who is president, the officers 
of the company are: George H. Jungen, vice president ; 
Mrs. E. O. Baitinger, secretary; and E. J. Kuchnia, 
assistant secretary. 


COOK ELECTRIC SUPPLY CO., INC. 
OKLAHOMA CITY, OKLAHOMA 
Established 1923 


Fk‘ YR 25 years—from its birth to its present mature 
stature—-the Cook Electric Supply Co. has been 
engaged in the electrical wholesaling business. Founded 
in 1923 by C. W. Cook and T. D. Cook, the firm has 
steadily expanded its sales territory from a radius of 
100 miles of Oklahoma City at the beginning to its 
present coverage of the entire state of Oklahoma. 

Having recently added several new employees to its 
staff, the Cook Electric Supply Co. is enlarging its 
organization to prepare for increased business and 
expansion activities in the future. As a step toward 
creating better working conditions for office personnel 
and a better sales climate for customers, the firm air- 
conditioned its display rooms and offices last year. 

The officers of the Cook Electric Supply Co. are 
T. D. Cook, president; E. W. H. Falter, vice presi- 
dent; and G. F. McCarthy, secretary. 


THE W. T. FOLEY ELECTRICAL SUPPLY CO., INC. 
KANSAS CITY, KANSAS 
Established 1923 


ILLIAM T. Foley started in the electrical con- 

tracting business, opening his own shop in 1919, 
and soon entered the electrical wholesaling field, also. 
After operating in various quarters, the present struc- 
ture was built in 1936. The electrical contracting busi- 
ness was sold three years ago, and the company has 
continued on a strictly wholesale basis. 

Mr. Foley died in 1947, and his wife, who had been 
associated with the business since its beginning, be- 
came president. Other officers are: W. F. Foley, vice 
president and manager; J. R. Foley, second vice presi- 
dent and assistant secretary ; Lillian E. Fowler, secre- 
tary; and John M. Weir, sales manager. 


GERMANTOWN ELECTRIC SUPPLY CO. 


PHILADELPHIA, PENNSYLVANIA 
Established 1923 


ELEBRATING its 25th anniversary this year is 
the Germantown Electric Supply Co., Philadel- 
phia, established in 1923 by Julius Saltzman and 
Albert A. Schwartz. Since its founding, this firm has 
been continuously engaged in the distribution of light- 
ing fixtures, lamps, electrical supplies and appliances. 
With a working force of 50 employees, 10 of whom 
are outside salesmen, the Germantown Electric Supply 
Co. today operates in Philadelphia and a 30-mile 
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radius. Electrical dealers, contractors, hardware deal- 
ers, industrial plants, department stores and chain 
stores are numbered among its customers. Through 
its consulting service, the firm works closely with 
architects, builders, industrial plants and contractors. 

A modernization program recently instituted by the 
Germantown Electric Supply Co. has resulted in the 
purchase of a new inventory file system, two new 
trucks, and a new conveyor system for transfer of 
stock in the warehouse. As part of the company’s plan 
to keep up to date on the sales front, weekly classes 
are conducted for its salesmen. 

The present officers of the Germantown Electric 
Supply Co. are: Julius Saltzman, president and owner ; 
S. Dietz, appliance manager; A. Brand, fixture man- 
ager; and M. Hasson, supply department manager. 


LANGSTADT ELECTRIC CO. 
APPLETON, WISCONSIN 


Established 1923 

NE of the first electrical workers in the Appleton, 

Wis. area was the late A. C. Langstadt, who 
supervised some of the earliest home wiring installa- 
tions there. After spending 35 years in the electrical 
contracting business and organizing two contracting 
firms, Mr. Langstadt with A. A. Schneider and R. A. 
Raschig founded the Langstadt Electric Company in 
1923 as an electrical wholesale and retail house. 

In 1940 the firm discontinued its retailing efforts 
and since then has devoted itself entirely to electrical 
wholesaling activities in Appleton and a 150-mile 
radius. 

Planning to spend $40,000 on improvements which 
will make expansion possible, the Langstadt Electric 
Company is looking forward to the completion of a 
new building now under construction, to enlarging 
departments, to issuing a catalog, and to developing 
industrial sales. New equipment includes calculating 
machines and bookkeeping equipment, improved light- 
ing for the revamped office, and a new delivery truck. 

The present company executives are: Vilas A. Gehin, 
president and general manager; Ray H. Damm, vice 
president; and Oscar G. Scheil, secretary-treasurer. 


LORENZ COMPANY 


KLAMATH FALLS, ORE. 
Established 1923 


HEN the Lorenz Company was organized 25 

years ago by G. C. Lorenz, W. M. Lorenz and 
EK. M. Igl, its principal business was plumbing and 
heating contracting. Gradually industrial supplies were 
added, and as demand for these and other items in- 
creased, the firm felt the need for larger quarters. 
This housing problem was solved in 1929 when the 
Lorenz Company moved to its present location. At 
the same time the concern discontinued its plumbing 
and heating contracting business and devoted its efforts 
almost entirely to the wholesaling of mill, logging and 
industrial supplies. Some hardware supplies were car- 
ried at retail. 
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The decision to become a wholesaler exclusively was 
made in 1934 by the Lorenz Company. All retail sales 
were dropped and the firm added electrical and other 
lines, issued a catalog and actively cultivated the dealer 
trade. One year later the firm opened its Medford 
branch which today is practically a duplicate of its 
Klamath Falls operation. 

Covering an area in southern Oregon and northern 
California which comprises 67,000 square miles and 
contains approximately 250,000 persons, the Lorenz 
Company’s present wholesaling operations are a far 
cry from the days when the firm covered just the 
territory in and around Klamath Falls. 

With an eye to the future, the company is planning 
to spend $200,000 on improvements. Its present of- 
ficers are: G. C. Lorenz, president ; George P. Davis, 
vice president and general manager; Stanley Miller, 
secretary ; and Roy T. Premo, treasurer. 


W. A. RAMSAY, LIMITED 
HONOLULU, T. H. 
Established 1923 


HE merging of two companies, the Honolulu Iron 

Works and Caton & Neil Co. in 1923, gave start to 
W. A. Ramsay, Ltd., for Mr. Ramsay took over all 
conflicting accounts of the merged companies. 

The company now handles a complete line of elec- 
trical products and covers the entire Island group. A 
pioneer in air-conditioning in this area the company 
still maintains a very active air conditioning and com- 
mercial refrigeration division. 

Present owner of the company is American Factors, 
Limited; Paul A. Johnson is vice president and mana- 
ger and Loys Griswold is vice president and assistant 
manager. 


REPUBLIC SUPPLY CORP. 


DETROIT, MICHIGAN 


Established 1923 
ETROIT was shifting into high gear as the auto- 
mobile center of the world when A. H. Zimmer- 
man and N. M. Ferguson founded the Republic Radio 
Corporation there in 1923. An electrical wholesaling 
establishment since its inception, this firm has covered 
all of Michigan for 25 years. 

Planning to spend $50,000 on improvements, the 
company—now the Republic Supply Corporation—has 
gone ahead with its program of setting up new depart- 
ments, installing new lighting equipment, and pur- 
chasing new office machines and warehouse equipment. 

A. H. Zimmerman is president and K. A. Zimmer- 
man is the vice president of the Republic Supply Cor- 
poration. 
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WEHLE ELECTRIC CO. 
BINGHAMTON, N. Y. 
Established 1923 


ALESMEN of the Wehle Electric Company first 

operated in southern New York when that elec- 
trical wholesaling firm was founded in 1923 at Bing- 
hamton, N. Y. by E. C. Wehle. 

Today the 26 outside and counter salesmen of the 
Wehle Electric Company not only serve customers in 
southern New York, but also cover the central and 
western portions of the state and northern Pennsyl- 
vania as well. 

Expansion and renovation on a tremendous scale 
has been undertaken by the Wehle Electric Company 
since the war. As a result of its recent purchasing and 
remodeling of three warehouses, the firni now occu- 
pies approximately 150,000 sq. ft. of warehouse space. 
In addition, the company has spent about $22,000 for 
office machines and equipment. 

E. C. Wehle is president and R. J. Wehle is vice 
president of the company. 





Manufacturers 25 YEARS 1923-1948 





DAY-BRITE LIGHTING, INC. 
ST. LOUIS, MISSOURI 
Established 1923 


T was in one room of a two-story residence that D. J. 
siller and O. W. Klingsick began specializing in 
the manufacture of display lighting equipment and 
formed what was then known as the Day-Brite 
Reflector Company. 

Within five years the Day-Brite company had com- 
pletely outgrown its original quarters and leased a 
building with 28,000 square feet of floor space. By 
1935 the company expanded again, purchasing a loca- 
tion containing 55,000 square feet of floor space. At 
this time Day-Brite added an engineering department 
that now employs a large staff of illuminating engineers, 
designers and draftsmen who continuously design and 
experiment with new fixtures to be added to the Day- 
Brite line. In January 1941 a new addition was com- 
pleted to provide 24,000 more square feet of factory 
area and 6,000 square feet for the general offices. As 
soon as materials became available after World War IT, 
more space was needed and the company acquired 
20,800 additional square feet of space for manufac- 
turing, packing and shipping. 

With a record of five expansions in 25 years, it is 
probably safe to assume that it will not be long before 
Day-Brite will once again call in its architects. 





NEWARK TRANSFORMER CO. 
LINDEN, NEW JERSEY 
Established 1923 

WENTY-FIVE years ago, Maurice Herald and 
Charles Urban started manufacturing various types 







ELECTRICAL WHOLESALING— 4pril, 1948 








of transformers, “tailor-made” to customers’ specifi- 
cations. This was the beginning of the Newark Trans- 
former Co. and operations actually began in January 
1923 at 17 Freylinghausen Avenue in Newark, N. J. 

This “specialty” type of transformer manufacture 
was discontinued about two years ago and the company 
began mass production of standard oil burner ignition 
transformers and luminous tube transformers. 

Newark Transformer Co. has also built and oper- 
ates a fine wire drawing and enameling plant, finding 
it very advantageous to manufacture this important 
component of transformers. 


PRYNE & COMPANY, INC. 


LOS ANGELES, CALIF. 
Established 1923 


LOS ANGELES builder, dissatisfied at having 

his new kitchen soiled with greasy cooking steam, 
solved his problem by working out a ceiling ventilator 
consisting of motor, fan and duct. Two manufactur- 
ers’ agents met him and decided to do something about 
his idea. 

They purchased a small factory for the manufacture 
of home ventilating equipment and thus, Pryne & Co., 
Inc. was founded in 1923. Ralph Pryne and Clark G. 
Thompson incorporated the company in 1925 and were 
joined two years later by Arthur S. Burdick. These 
three men are still the principal executives of the com- 
pany. Justin E. Osbun was the builder whose idea for 
kitchen fans started the well known line, and at 81, 
he still enjoys showing employees “how to get things 
done quickly.” 

Although Pryne & Co., Inc. is located on the Pacific 
coast, more than half of its exhaust fan business comes 
from the east and middle west and an assembly branch 
is now operated in New York. 

In addition to a combination fan and blower line, 
the company markets a side wall ventilator line, re- 
cessed lighting fixtures, and electrically illuminated 
house numbers. 


STRUTHERS-DUNN, INC. 
PHILADELPHIA, PA. 
Established 1923 


WENTY-FIVE years ago J. Struthers Dunn be- 

gan manufacturing relays in Philadelphia. Today 
the company manufactures electrical controls, time 
delay relays, magnetic relays and solenoids. 

Mr. Struthers Dunn has since passed away but Mrs. 
Struthers Dunn, widow of the founder, is actively 
engaged in the conduct of the business at the present 
time. 
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SUPERIOR INSULATING TAPE CO. 


ST. LOUIS, MISSOURI 
Established 1923 


HE company was founded on July 23, 1923 at its 

present address in St. Louis, Missouri by Julius 
A. Schweig and Arthur M. Freund for the purpose of 
manufacturing friction tape and rubber insulating 
tape. The company continues to manufacture these 
same products, constantly developing and improving 
them to meet present day requirements. 

The company maintains a one hundred percent job- 
bing policy and supplies many of the leading electrical 
wholesalers throughout the country. 

Julius A. Schweig is president of the company and 
Julius S. Schweig is vice president, treasurer, and 
general manager. 


VICTOR ELECTRIC PRODUCTS, INC. 
CINCINNATI, OHIO 
Established 1923 


SUCCESSOR to the Corcoran Lamp Company 

which had been in business previously for more 
than fifty years, Victor Electric Products, Inc. was 
founded in 1923 by C. L. Harrison and his son C. L. 
Harrison, Jr. The line of electrical products manufac- 
tured has been expanded to include fans, motors and 
electrical appliances and today C. L. Harrison, Jr. 
serves as president of the organization. 


THE VERPLEX CO. 


ESSEX, CONN. 
Established 1923 


ULIUS Schneller began manufacturing reproduc- 

tions of oil paintings by a special embossing process 
in 1923 at Bound Brook, N. J. Two years later he 
added a line of parchment lamp shades, and it was 
not long until this became the chief product of the 
company. In 1935 the business was moved to Essex, 
Conn. 

By 1942, the company had reconverted completely 
to serve the war effort; all civilian products were dis- 
continued and work was chiefly with the Medical Corps 
and Chemical Warfare Department. 

The founder died in 1945 and his wife, Helen, 
assumed the presidency. Under her guidance, the 
company was commended for doing an unusually quick 
reconversion job and forty-eight hours after V-J day, 
lampshades were once again being shipped. 

Besides a line of parchment and fabric-over-parch- 
ment shades, the company manufactures a line of 
pin-up and small occasional lamps. Also, it has a wire 
division including wire goods and point of sale display 
merchandisers. 
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FIFE ELECTRIC SUPPLY CO. 


DETROIT, MICHIGAN 


Established 1928 

HERE is something exceedingly spectacular in the 

success of a young man scarcely thirty years of age 
who entered into a business in the face of keen com- 
petition and succeeded. D. Lyle Fife at fifteen years of 
age was employed by Mutual Electric Machine Co. 
and several years later he became order clerk for Cres- 
cent Electric Supply Co. After considerable success 
with the company he decided to go into business for 
himself and on May 21, 1928 he opened the Fife 
Electric Supply Co. in Detroit, Michigan. 

With the present interest in re-lighting, Mr. Fife has 
put special emphasis on his lighting department and 
recently installed in his office an attractive as well as 
applicable flourescent lighting job that adequately 
demonstrates good lighting. At the same time he has 
secured an additional man who is now being trained 
as a specialist on commercial and industrial lighting. 

Like all sound executives, Mr. Fife is vitally inter 
ested in the progress of the industry itself and lends 
his energy and mental resources to the advancement of 
the electrical wholesaler. In 1942 he was elected the 
first president of the National Electrical Wholesalers 
Association. 


LOWENTHAL ELECTRIC SUPPLY CO. 
HACKENSACK, N. J. 


Established 1928 
WENTY years ago, M. M. Lowenthal and Lewis 
Lowenthal organized the Lowenthal Electric Sup- 
ply Co. as an electrical wholesaling establishment in 
Hackensack, N. J. Originally covering Bergen County, 
N. J., the firm now operates throughout northern New 
Jersey and Rockland County, N. Y. 

Since the war, the Lowenthal Electric Supply Co. 
acquired and moved into a new building, complete 
with shipping and receiving departments and a park- 
ing space for 50 cars. Other recent improvements in- 
clude the installation of an inter-communication sys- 
tem and fluorescent lighting equipment. All in all, the 
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firm’s improvement expenditures total about $10,000. 

Still in charge of the Lowenthal Electric Supply Co. 
are its original founders. M. M. Lowenthal is the 
owner and Lewis Lowenthal is the manager. 


THE McCAFFERY COMPANY 
SOUTH BEND, INDIANA 


Established 1928 
C' INCENTRATING their efforts at first on the 
electrical supply markets of the industrial and 
electrical contractor in the city area, this company, 
founded by J. J. McCaffery and B. J. McCaffery, soon 
developed into full-line operation. Today its sales area 
covers seven counties in Indiana and four counties in 
Michigan. 

Current expansion includes the addition of 4000 
sq. ft. of floor space, a merchandise display room, new 
fluorescent lighting throughout, and additions to the 
sales personnel to more effectively cover the territory 
served. 


PEERLESS ELECTRIC SUPPLY CO. 

INDIANAPOLIS, IND. 

Established 1928 

| pennennguen Electric Supply Co. had its beginning 
twenty years ago in Indianapolis, Ind. Ten years 

later a branch house was opened in Anderson, Ind. 

under the management of Carl Klose. 

The company is engaged in wholesaling electrical 
supplies, and has recently added a new building, 
adjacent to the original one, to house new electrical 
appliances division. 

H. E. Rasmussen, president and P. H. Keller, sec- 
retary and treasurer have served in those positions 
since the beginning of the company. R. C. Price, vice 
president, has also been with the organization for 
twenty years. 


ALBERT D. STANCS ELECTRIC CO. 
YONKERS, NEW YORK 


Established 1928 
FTER working for years as a salesman for a New 
York electrical firm, Albert D. Stancs decided to 


go into business for himself. Only 27 at the time, 
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he started his own electrical wholesaling establishment 
—the Albert D. Stancs Electric Co.—in 1928 in Yon- 
kers, N. Y. 

In 20 years his company has quadrupled its floor 
space. Today it distributes electrical supplies—mostly 
to industrials—in Westchester, Putnam, Duchess and 
Rockland Counties, N. Y. In addition to recently in- 
creasing its warehouse floor space, the Albert D. 
Stancs Electric Co. has installed fluorescent lighting 
equipment and purchased a new delivery truck since 
the war. 


WAKEM & WHIPPLE, INC. 
CHICAGO, ILLINOIS 


Estaklished 1928 

HE era of the Roaring ’20’s” was approaching 

its climatic close when John W. Carter, E. R. 
wholesaling firm since its inception, Wakem & Whipple, 
Inc. has been distributing electrical products in north- 
ern Illinois and Lake and Port Counties, Indiana for 
20 years. The firm’s founders, Roy A. Whipple and 
H. N. Smith, are its president and secretary-treasurer, 


respectively. 


WHOLESALE ELECTRIC SERVICE CO. 


KOKOMO, INDIANA 


Established 1928 

HE era of the “Roaring ’20’s” was approaching 

its climactic close when John W. Carter, E. R. 
Carter and P. Blackmore founded the Wholesale 
Electric Service Co. in 1928 in Kokomo, Ind. The 
then newly-established firm rode out the “Crash” 
and today it continues to serve the same territory— 
Kokomo and 25 mile radius—which it started out to 
serve. 

Since the war the Wholesale Electric Service Co. 
has completely modernized its building’s exterior— 
signs, illumination, etc.—and installed new lighting 
equipment throughout. Also included on the 20-year 
old firm’s list of recent improvements are new addi- 
tions to its building, a new delivery truck, and the 
creation of a department to handle a line of water 
and sump pumps. 

The same men who founded the Wholesale Electric 
Service Co. are its owners today. J. W. Carter is the 
president, treasurer and general manager, and E. R. 
Carter is the vice president. 





CARBOLOY CO., INC. 
DETROIT, MICHIGAN 


Established 1928 
ARBOLOY Co., Inc. was founded in 1928 for 
the purpose of manufacturing and selling “car- 
boloy cemented carbide.” First offices were located 
in New York City at 350 Madison Avenue, but the 
company moved to Detroit the following year where 
it is now located. 
It produces cutting tools, dies, general use metal 
in a variety of designs and metallurgical grades. Up 
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until 1939, various units of the company were scat- 
tered and at this time they were brought together 
in a new plant. 

The firm is proud of its participation in World 
War II. Cemented carbide products were produced 
for American and Allied industrial requirements. 
Training facilities were set up by the company to 
teach the physical characteristics and proper applica- 
tion of tools, dies and general use items which infor- 
mation is necessary for the users of carbides. 


CASCO PRODUCTS CORPORATION 
BRIDGEPORT, CONNECTICUT 


Established 1928 
HE Casco Products corporation, manufacturers of 
home appliances, was founded twenty years ago by 
J. H. Cohen at 1333 Railroad Avenue, Bridgeport, 
Conn. 


CHICAGO TRANSFORMER CORP. 
CHICAGO, ILLINOIS 
Established 1928 
N 1928 four men, Wilmer J. Leidy, Dr. Arni Hel- 
gason, Earle Knight, and George R. Blackburn 
formed the Chicago Transformer Company at 4541 
Ravenswood Avenue, Chicago, Illinois to manufac- 
ture an improved type of transformer. The company 
has since moved to 3501 Addison St., Chicago, its 
present address, where power circuit transformers in a 
wide variety of sizes are manufactured. 


GENERAL MILLS, INC. 


MINNEAPOLIS, MINN. 
Established 1928 
HE General Mills Company was formerly incor- 
porated in 1928 by joining together a large num- 
ber of flour mill organizations and the Mechanical 
Division of the company became a full-fledged operat- 
ing component of the parent organization in 1941. 

It takes machinery to process and package the prod- 
ucts the company makes and for many years it de 
signed and built its own machinery. When World War 
Il came along, the company was able to convert its 
manufacturing equipment to the production of fire 
control instruments for the Army and Navy. After 
the war the company reconverted this equipment to 
the manufacturing of home appliances and industrial 
machines as well as its usual products. 


KNAPP MONARCH CO. 
ST. LOUIS, MO. 
Established 1928 

ATIONALLY known for small electrical appli- 

ances this company came into existence just at the 

beginning of the popularity upsurge for this type of 
equipment. A. S. Knapp, J. W. Kueser, and Theo. 
Herkert were the individuals who started the organi- 
zation in St. Louis and today A. S. Knapp is still 
extremely active in the conduct of the business. 
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IVORY ond BROWN 


AN ALITY TOGGLE SWITCH Wut 
EQUIPMENT | 


Ivory, $34 per 100 
designed for 
easier wiring 
quicker installation 


ma 
Ws 
1 = 


IVORY and BROWN 
“T" Slot 


DUPLEX OUTLET fa 


No. 132 10A-250V 15A-125V 


LIST PRICES: 
Brown, $34 per 100 
Ivory, $38 per 100 
(Shipping weight approx. 
17 lbs. per 100) 


Strong, heavy molded plastic 


ff Double-sided contacts with secure grip 
Wide plaster ears permit easy alignment 
Large, well recessed terminal screws 


_ amply large for No. 10 wire 


Guiding grooves on outlets for easy plug insertion 


Triple tested — during assembly, on U.L. 
approved equipment, and before packing 


Guaranteed 


IVORY cond BROWN 


Parallel Slot 


DUPLEX OUTLET 


No. 112 10A-250V 15A-125V 


LIST PRICES: 
Brown, $30 per 100 
Ivory, $34 per 100 


ORDERS 
SHIPPED 
IMMEDIATELY 


WRITE FOR 

SAMPLES AND 
PRICE LISTS 
We supply elect } 


wholesalers and 


A-P ELECTRICAL DEVICES CORPORATION 


501 N. Figueroa Street 


(FORMERLY "ALL-PLASTIC MANUFACTURING CO.") 


Phone TRinity 0851 Los Angeles 12, California 


Address all correspondence te P.O. Box 2135, Terminal Annex, Los Angeles 54, California 
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IVORY and BROWN 


FLUSH PLATES 


FOR EVERY NEED! 















































No. 138 No. 140 No. 106 





First quality heavy plastic — will 
not warp. 
Engineered to prevent ‘‘splits’’ 
when installing. 
Each plate packaged in an indi- 
vidual envelope complete with 
METAL screws. 
One basic, universally popular de- 
sign permits full stock with a mini- 
mum inventory. 
LIST PRICES PER 100: 
Singles: Brown $8.40; Ivory $10 
Doubles: Brown $16.80; Ivory $20 
Triples: Brown $25.20; Ivory $30 
116-AP 
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MOBECO, INC. 
BOSTON, MASS. 
Established 1928 


WENTY years ago, John W. Mollica and John 

Bellivue started operation of a factory on Moody 
Street in Waltham, Mass. They manufactured adver- 
tising signs, specializing in those for the theatrical 
market. Electrical advertising signs still make up a 
large part of Mobeco’s business, although today this 
product is confined mostly to within a 100-mile radius 
of Boston. 

Cold cathode fluorescent lighting is currently the 
major part of the company’s production and a line of 
show case reflector rails has been introduced recently. 
This line is sold throughout the country. 

John W. Mollica still serves the firm as president. 


MOTOROLA INC. 
CHICAGO, ILL. 
Established 1928 


WENTY years ago Paul V. Galvin and John E. 

Galvin organized Galvin Manufacturing Corp. to 
manufacture “A” and “B” battery eliminators. Just 
two years later the company brought forth its first 
radio for automobiles. Manufacturing operations be- 
gan in a plant on Harrison St. and in 1937 the company 
built a large modern plant on West Augustus Blvd., 
the site which it now occupies. 

In addition to its auto radios, Motorola Inc. also 
produces home radios, automatic gas heaters, and, 
recently, has entered the field of television. 


PENN-UNION ELECTRIC CORP. 
ERIE, PENNSYLVANIA 
Established 1928 


— company was organized in 1928 by Charles L 
Stoetzlen at 315 State Street, Erie, Pennsylvania. 
The Penn-Union Electric Corporation has made a 
record for itself in the electrical industry by constantly 
developing and improving its products so that today 
its line of conductor fittings are carried by many of the 
leading electrical wholesalers throughout the United 
States. 


THE TOASTSWELL COMPANY 


ST. LOUIS, MISSOURI 
Established 1928 


WENTY years ago the Utility Electric Company 

was formed by Joseph Pavelka, Sr.; his son, Joseph 
Pavelka, Jr., and his daughter, Miss M. F. Pavelka to 
manufacture small table heating appliances. The com- 
pany name was changed subsequently to the Toastswell 
Company and today operates under the guidance of 
the same three Pavelkas. 

Electric bread toasters were the products first spe 
cialized in by the company and later, to the line of 
toasters, were added waffle bakers, sandwich toasters 
and food warmers. As time went on, the company 
expanded into heavy duty equipment, but is currently 
curtailing this line due to material shortages. 








Will your next fluorescent installation 


he years ahead- 


HOLDENLINE ARROWHEAD 
FIXTURE. Catalog No. CP-240. 
Ballast enclosed in channel. 
Patents pending. 


or behind ? 






Commercial louver design has changed! 


Customers have never liked 
eye-tiring brightness contrasts on 
the surface of fluorescent lou- 
vers. Today, however, you have 
a new PL/PL tool that com- 
pletely solves this problem. 


The Holdenline Arrowhead 
commercial louver features con- 
trolled surface brightness. 
All plastic, it has no metal re- 
straining parts. The result: unr- 
formly low surface bright- 
ness ranging from 1.1 cp. to 
2.6 cp. per square inch. There 
are absolutely no dark-to-bright 
contrasts. This advanced louver 
is equally attractive whether 
operating or unlighted. 


For surface or pendant, in- 
dividual or continuous mount- 
ing, the Holdenline Arrowhead 
fixture diffuses light evenly. 
Ceiling and wall ‘‘hot spots”’ 
are eliminated. Thus, you can 
now easily achieve remarkably 
low brightness ratios. 


There are important mainte- 
nance features too. No bug 
graveyard, the Arrowhead lou- 
ver is shaped to prevent dirt 
accumulation. It snaps into 
place on the channel without 
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screws. Self-locking sides, lon- 
gitudinal and transverse louver 
sections are all made of the 
same identical material, bonded 
into a sturdy, integral, all-plas- 
tic unit. An Arrowhead louver 
can’t warp, sag, expand or dis- 
color under any normal operat- 
ing conditions. This fixture is 
backed by the traditional 
Holdenline guarantee. 


All the versatile features of 
Holdenline INDUSTRIAL 
Chan’l-Run are built into the 
Arrowhead commercial fixture 
—for faster wiring . . . easier 
hanging . . . longer socket life. 


Satisfy customer needs today 
with years-ahead Arrowhead 
louver design and assure future 
repeat business. On your next 
commercial job recommend the 
Holdenline Arrowhead fluores- 
cent fixture— with theonly all- 
plastic,controlled brightness 
louver. Prompt delivery, 





through electrical wholesalers 
exclusively. 
INDUSTRIAL AND COMMERCIAL 


CHAN'L-RUN BASIC UNIT SYSTEM 


@ Individual or continuous runs 
with standardized heavy- 
gauge units. 


@Sockets mounted on welded 
end plate for positive lamp 
spacing. 


@End plate protects sockets 
during shipment and main- 
tenance. 


@Faster, easier hanging and 
wire pulling without close- 
fitting nipples. 








HOLDENLINE Co. 
In Flucrvescent 


2299 Scranton Road 


HOLDENLINE—T. ¥, REG, U, S. PAT, OFF. 1937 
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GLEANED FROM N.E.W.A. 
RECORDS 


(Continued from page 122) 


installations, freight rates and claims 
committee. The committee made a 
study of warehousing in 1945 in 
order to advise the members how to 
best utilize their manpower to speed 
handling of goods, into, through and 
out of their warehouses. The com- 
mittee’s report covered locations, 
types, lay-outs and costs of ware- 
houses. 


IT HAPPENED IN 1946— 


Charles W. Goodwin was elected 
chairman of the Pacific Division of 
N.E.W.A. at the division’s meeting 
in March, 1946. 

More than 450 members and 800 
guests attended N.E.W.A.’s ‘first 
postwar convention in Chicago in 
April, 1946. In the two years since 
the last meeting of the association 
many problems had arisen in the 
electrical wholesaling field. These 
problems were discussed and acted 
upon in the general, division and 
committee meetings held during the 
convention. 

On the recommendation of the 
by-laws committee, the membership 
voted to adopt the appliance division 
as a permanent part of the associa- 
tion. (The appliance division had 
been in operation on a tentative 
basis.) The members also voted to 
discontinue special memberships. 
Other changes in the by-laws includ- 
ed the adoption of nine geographic 
zones instead of three divisions; the 
adoption of a motion to elect a board 
of governors at the next convention 
to succeed the present executive 
committee; and the adoption of a 
motion to elect an executive com- 
mittee at the next convention to re- 
place the present management com- 
mittee. 

It was announced at the Chicago 
convention that E. Donald Tolles, 
treasurer of the association and its 
managing director for many years, 
had been retired. Miss Rose M. 
Cleary, the assistant treasurer, was 
elected to succeed Mr. Tolles. 

The catalog committee reported 
to the members that its program to 
persuade manufacturers to use a 
standard size catalog sheet and 
format was being well-received. 

Two promotional and public rela- 
tion documents were introduced at 
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the 37th annual convention. Follow- 
ing a dramatic presentation, the 
wholesalers voted to adopt a “Decla- 
ration of Electrical Interdepend- 
ence” and ““Tenets of the Electrical 
Wholesaler.” 

The tenets stated in one-two-three 
order the “principles in practice and 
the principles in action” of the asso- Vl) MAKE f] FRIEND 
ciation’s members. The declaration 
of electrical interdependence stated 


the wholesalers’ position and aims as {{} HEA VOI) DECOMMEN l) 
a part of the great electrical indus- 


IT HAPPENED IN 1947— STEEL CITY ELECTRIC CO 


The 38th annual convention of 
N.E.W.A. in Atlantic City, N. J. in 
May, 1947 broke all previous at- 
tendance records “i over 1700 is a statement based on the 
registered wholesalers and guests. Mm |! experience of many distribu- 

E. B. Ingraham, president, Times tors of STEEL CITY Switch 
Appliance Co., Inc., was elected boxes, Outlet Boxes and Cov- 


president of the association to suc- : ave 
mee 7 plage r= 4a @ eo) Lett bh as Oe haeb slots Moles t| 
ceed John L. Busey, president, Gen- 
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This isn’t merely a slogan. It 





— | 
— | 











eral Electrical Supply Corp. and Electrical Specialties, 
George F. Kindley, vice-president, made of the best materials 








Edgar Morris Sales Co., was elected 
chairman of the appliance division 
to succeed Mr. Ingraham. D. M. 
Salsbury, executive vice president, 
Westinghouse Electric Supply Co., 
was re-elected chairman of the ap- But Steel City Electric Co. is 
paratus and supply division. The doing more than helping its 
two division chairmen were also 
elected vice presidents of the asso- 





available and designed to 
save installation time and 
expense. 














distributors make friends. In 
these days of crying need for 





ciation. j 

In 1947, Managing Director Pyle such products as it manufac- 
told the members: “For some time tures, it has not sought new 
our association has been very much or “more profitable” outlets; it 


concerned with the pr blem of mass has kept prices in line with 
distribution. The problem is an elec- 


PEP ann ‘ efficient production costs, and 
trical industry problem and one that 

presents the greatest challenge we its policy of fair and equal 
have ever faced in our relatively distribution to its customers 
short and highly productive life. 
What we need and must have is 
mass distribution—which alone can 
make possible mass production and 
volume selling. Distribution means 


41 
selling, both at wholesale and at re- i i ti—‘(isésCS lll VU) HOLD THE Th ADE 
tail, and the end result of increased 


sales volume is more jobs and a 


higher level of national prosperity ()f THE FRIENDS 
which, somehow or other, must be 
maintained. Tm , VE MADE 44 


“Because sales of electrical prod- 
STEEL CITY ELECTRIC COMPANY 


ucts must be stepped up, N.E.W.A. 
1207 COLUMBUS AVENUE, PITTSBURGH (12), PENNA. 








is helping 






























































steps up with its new publications, 
the Appliance Sales Booster and the 
Supply Sales Booster, which will be 
provided to all salesmen of our mem- 
bers to inform them on important 
subjects implicit in selling and at the | 



































April, 1948—ELECTRICAL WHOLESALING 219 











Turn to KNIGHT for 


Smart Ways Out of Tough Spots } 






= i SS 


New York City Housing Project 
KNIGHT Case History No. 1041 


The huge Williamsburgh Housing Project in New York City. 
America’s greatest (embracing 20 four-story apartments on a 
30 acre site), presented a tough electrical installation prob- 
lem. Because of shallow 2-inch wall partitions, regular size 
outlet boxes could not be used. In order to work out of this 
tight spot, Knight engineers designed a special 4-inch Square 
Thin Wall Open Front-and-Back Outlet Box—allowed switches 
or receptacles to come in at the same position on both sides 
of the wall partition. The problem was solved—the cost of 
hundreds of extra outlet boxes and accessory parts was 
saved. This was only one of the many savings in time, money 
and labor realized by the use of Knight Electrical Products 
throughout this tremendous housing project. 


Another example why more and more electrical con- 
tractors, engineers, builders, architects and wholesalers 


turn to Knight for smart ways 
out of tough spots! 


a 





More than 40 YEARS of Service 
to the Electrical Trades 








ELECTRICAL PRODUCTS CORP. 
1361 Atlantic Ave., Brooklyn 16, N. Y. 





same time to help them help their 
dealers and other customers.” 

Both of the publications have been 
issued periodically since then. 

In September, 1947 the planning 
committee met in New York with 
leaders in the building construction 
industry. The committee wanted to 
obtain dependable opinions and esti- 


| mates regarding building construc- 


tion throughout the country for the 


| balance of 1947 and also 1948. A 


full report was issued by the com- 
mittee shortly after the meeting and 
the members given many valuable 
leads on planning for this market. 

The catalog committee introduced 
a series of cartoons which were sup- 
plied to the members to mail to man- 
ufacturers who did not follow the 
standards suggested by the associa- 
ution in their salesmen’s price sheets 
or handbook sheets. 


Area Meetings 


One of the major projects of the 
association in 1947 was to hold a 
series of area meetings for N.E.- 
W.A. members in 20 major market- 
ing centers throughout the country. 
The association had grown so large 
that the national conventions did not 
permit meetings of small groups of 
members from particular areas. 

The association executives felt 
that an organization that is repre- 
sentative of an essential national in- 
dustry, and was as large as N.E.- 
W.A. had become, required both the 
convention and area type meetings 
to discharge its full responsibilities 
and to provide the services which its 
members expected. As a result of 
the meetings a number of specific 
suggestions were forthcoming and 
relayed to committees for study and 
action. 

Two new committees were ap- 
pointed in 1947. The program and 
projects committee, consisting of E. 
B. Ingraham, D. M. Salsbury, G. F. 
Kindley, R. A. Stott, D. L. Fife, 
Herbert Metz, R. J. Brown and W. 
G. Peirce, Jr., was created to make 
the association activities more bene- 
ficial to members and to increase 
further the number of services avail- 
able to members. The personnel and 
labor relations committee was ap- 
pointed because important develop- 
ments were taking place in that phase 
of the wholesaler’s operations and 
the association felt a committee 
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should be in existence to keep the 
members informed of all latest de- 
velopments. 


AND NEWA WILL MARCH ON— 

It is, of course, impossible to 
write a conclusion to a_ historical 
review of an association such as 
N.E.W.A. is and has been, even at 
the end of its first forty years. It is 
impossible to estimate the value of 
the association to its members and 
the electrical wholesaling industry. 
The plans and activities scheduled 
for the association and presented 
elsewhere in this issue are indica- 
tion enough that N.E.W.A. will 
continue to be the heart of the elec- 
trical wholesaling industry for 
many years. 

Many years ago, one of the asso- 
ciation’s members, Jas. A. Clark, Jr., 
summed up very well the true mean- 
ing of the National Electrical 
Wholesalers Association to its mem- 
bers. 

“Suffice to say we have been 
taught to be loyal to our price sheets, 
taught what it really costs to do busi- 
ness, how to better manage our sales- 
men, co-operate more, successfully 
run a business as intricate as whole- 
saling electrical supplies, and, in ad- 
dition, given many ideas of very 
great value.” 





(Continued from page 95) 


adequate wiring program is assured; 
without it, the success of the wiring pro- 
motional activity will be retarded. Sug- 
gestions made for obtaining the contrac- 
tor’s support included: (1) Inviting locai 
contractors to participate from the very 
beginning in drawing up plans to launch a 
certification program; (2) Holding con 
tractor’s meetings before the program is 
launched to explain the plan of action and 
the procedure to be followed; (3) Call- 
ing regularly upon contractors to offer 
assistance on technical and promotional 
problems; (4) Trying to see the con- 
tractor’s problems from his point of view 
and then providing him with all the sales 
ammunition possible to help make his job 
easier. 

Reiterating the point made on a pre- 
vious panel, “you've got to make calls if 
you want to get results,” participants in 
the discussion on “How to Sell Adequate 
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“KLEIN-LINE”’ BELT -- L Aenean pat 
New design with “Klein 4 ~ a 
Kord”’ Sliding Trace b Or 
that allows movement of 
approximately 6 inches in 
either direction. Reduces 
chafing and safety strap 
wear. Comfortable latigo 
leather cushion. All sizes. 
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“KLEIN-KORD” BELT 


Made of "'Klein-Kord,”’ the material made 
famous by Klein Red Center Safety Straps. 
Wide, comfortable fabric cushion. All sizes. 





y * To the lineman a fine tool belt is more than 
a necessity—it is a proud possession that assures safety, comfort 
and convenience—is essential to efficient work. 
Klein Tool Belts—favorites among linemen—are made in 
a range of styles and sizes to suit individual preferences and 
requirements. Advantages of Klein Belts include tested ‘“‘Dee”’ 
rings drop forged from the finest steel . . . hand-set rivets of 
solid copper . . . lock stitched sewing with hot waxed thread... 
convenient tool loops... plier pocket, tape thong and knife snap. 
Illustrated here are two recent additions to the complete line 
of quality Klein Tool Belts—the ‘“KLEIN-LINE” Belt with the 
sliding trace and the “KLEIN-KORD” Belt made of multiple i 
plies of long staple cotton vulcanized in rubber. 
To assure the last word in comfort, convenience and safety 
be sure to specify Klein Tool Belts. 












Ask Your Supplier 


Foreign Distributor: International 
Standard Electric Corp., New York 


A copy of the Klein Pocket Tool Guide, 
showing the Klein line and containing 
valuable tool information, will be sent 
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; Exclusive 
with 


QUAD 


The QUAD exclusive and practical mounting 
method saves planning and installing time, labor, 
and material. One type or size of reflector can 
be easily replaced with another without disturb- 
ing the wiring or detaching the bracket. Indi- 
vidual light control thru adjustable head means 
unusual flexibility and adaptability to all types 
of floodlighting needs. Simple focusing of the 
inner beam projector is a valuable feature. The 
beam projector snaps into the reflector neck and 
can be tipped forward or backward for exact 
focusing of lamp filament. 











FOR INSTALLATION 


IN SINGLE + DOUBLE OR TRIPLE UNIT COMBINATIONS 








MULTIPLE MOUNTED 


FLOODLIGHTS 


"'NO LITTER OF PARTS"’ 


NO ADDITIONAL PARTS SUCH AS ELBOWS, 
NIPPLES, AND OTHER PIPE FITTINGS RE- 
QUIRED, AS THEY ARE ORDINARILY. 





FLOODLIGHTS 


Get these 7 Advantages: 


(1) unusual illuminating features 
enable them to meet all industrial 
and sports floodlighting require- 
ments (2) furnished completely 
equipped for immediate mount- 
ing (3) adaptable for either pole 
top, pole clamp, or flat surface 
mounting (4) provide for either 
open or enclosed wiring (5) pro- 
duce one, two, or three unit flood- 
light combinations (6) save time, 
labor, and material (7) low in 
cost and economical to maintain. 


Write today for complete details! 


Wiring to Owners of Existing Homes,” 
emphasized that there is no substitute for 
leg work. With suggestions ranging from 
cold canvassing and ringing doorbells to 
maintaining a record of customers’ com- 
plaints as a good prospect file, all were 
agreed that the modernization market 
must and can be cracked through agegres- 
sive selling and promotion. 

The concluding panel, “How Should 
We Organize Adequate Wiring Bureaus 
in Different Kinds of Communities,” was 
held for those industry members who are 
planning to set up organizations to operate 
the wiring certification program. Discus- 
sion centered around specific problems in 
appointing various committees to draw up 
local standards, arranging finances, plan- 
ning promotion and assuring broad local 
support from all affected groups. 

A presentation of the National Ade- 
quate Wiring Program for 1948 was 
made during the Conference by Frances 
Armin, director of consumer education 
for the National Bureau. The materials 
shown to conferees included a consumer 
advertising campaign consisting of four 
direct mail folders, a 24-page book, 12 
newspaper ads, 24-sheet poster, car and 
counter cards; window displays; a new 
lesson plan book for home economics 
teachers; and details on the new trade 
paper advertising campaign being directed 
at builders and architects monthly during 
1948. 


Havens Electric Co. 
Elects New Officers 


ALBANY, N. Y.—The directors of 
the Havens Electric Co., electrical whole- 
saling firm of this city, recently elected 
L. R. Perlee as president, succeeding the 
late Elmer A. Jones who died January 
16. Elected as vice president was B. J. 























QUADRANGLE MFG. CO. 
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L. R. Perlee 


Coughlin. F. A. Van Schaick was re- 
elected as secretary and treasurer, and 
Mrs. Morton Havens remains as a vice 
president of the corporation. 

In addition to their new duties, Mr. 





























Perlee and Mr. Coughlin will retain 

their positions as general manager and | 
supply sales manager, respectively. The 

two men have completed 30 years of ele 
































B. J. Coughlin 


service with the Havens Electric Co., bot! 
having entered its employ as clerks in | 
1918. 

Folowing his promotion, Mr. Perlee an- | 
nounced that there will be no change in | 


company policy or organization. 


Diehl! Electric Supply 
Opens San Jose Branch 
SAN FRANCISCO — The Diehl! Elec- 


tric Supply Co., electrical wholesaling 

firm of this city, recently opened a branch 

at San Jose, Calif. according to an 4 

announcement by P. F. Diehl, president. . | 

Named in charge was Harry Pierce. : = = 
The new branch, which has 6,000 sq. ft. wee —— == 




















of floor space, was set up to serve elec- whites a ahah. er : 8 4 = 
trical contractors and industrials in San = - ° 

Jose and in the area extending south to plative oppec ° C T 
Carmel and north to San Carlos. Parking 900 : ore ~ Ps 
problems at the outlet are eliminated by RE . ae eaiokhes . v4 


means of a runway which permits trucks 


to be driven into the building from one 


\ -—, QM) | 
| , Ly Vj i { LJ 
side, loaded and driven out the other side. “ 3 i , . a an Bap} 





D. W. May Corp. Appoints | , 3 
Divisional Sales Managers | ° assified directory) c 
| 


NEW YORK—The appointment oi | G coupon for comp detc perc 3 0 
three divis‘onal sales managers for the 
D. W. May Corporation, electrical appli- 


ance wholesaling firm of this city, was | ILG ELECTRIC VENTILATING CO., 2822 N. Crawford Avenue 
announced recently by D. W. May, presi- Chicago 41, Ill. Offices in more than 40 Principal Cities. 
dent. D Send details on your profit-making proposition 

Byron Forster was named sales mana- OD Send free copy of bulletin No. 614 


ger for the company’s Manhattan Division, 
comprising Manhattan and Bronx, West- 





Firm Name 





tus . FREE—Colorful 
chester, Orange, Rockland and Putnam Ip senn anon annmimrmnnenineninnnsintn Macc nonnnmascce Bulletin No. 614 
Counties, N. Y., and Fairfield County, | EEA eI ESRD CR ee a oe 
Conn. ‘ Night Cooling 
ihe helnnodapiiahdihtpncenibiias semnboedaaiaiand ie ccnicetien entanbeaein Systems. 


Appointed as sales manager for the 
Brooklyn Division was George Shimm, 






April, 1948—-ELECTRICAL WHOLESALING 















who has been with the May organization 
for some time. The sales territory that 
he will manage includes Brooklyn and 
Staten Island, and Queens, Nassau and 


Suffolk Counties, N. Y. 

The sales manager in full charge of 
May operations in the northern New 
Jersey territory will be Frank Coryell. 








FACTORY representatives and sales- 
men of the Western Insulated Wire 
Co., Los Angeles, attending their 
firm’s recent annual three-day series 
of conferences, were introduced to 
new type wires and cables now in 
production and heard plans for in- 
creased advertising support. 









PROMPT 


euvent BALLASTS 


WHILE -»--4 TO 40 WATTS... 











SUPPLY BE STANDARD LINE & 
LASTS Enjoy profitable repeat sales, fast turn-over PLU G. IN TYPES 


with these light weight secondary racks. 
They’re low cost, sturdy, built of the finest 
materials that mean more satisfied cus- 
tomers through superior service. All metal parts are hot dip gal- 
vanized, spools are high quality porcelain. 

The 520 Series is a sturdy group of medium weight racks 
APPROVED FOR USE ON REA PROJECTS. The 620 Series 
is suited to light duty service, short spans such as between out- 
buildings. 

These racks have an unusually high sales volume in rural areas 
as well as areas where lines are being extended. Meet this demand 
by ORDERING NOW before our stock is exhausted. 
























“PLUG-IN” TYPE ILLUSTRATED ABOVE 


COMPETITIVE PRICES 
PROMPT DELIVERIES 
UL APPROVED 


Quiet... Quality...long Life... 
For origiral equipment or replacements 
use and recommend SYKES ballasts. 
Write for prices and catalog sheets. 


RODUCTS, Inc. SYKES 


ELECTRIC MANUFACTURING CO. 


3905 WESLEY TERRACE 
SCHILLER PARK, ILLINOIS 





FINDLAY, OHIO 
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Three Executives Elected 
By Graybar Electric Co. 
NEW YORK—A. H. Nicoll 
f the 
nnounced the 


, president 
Graybar Electric Company, Inc., 
following 
of that 
rm’s voting trustees and board of direc- 
ores G. J, 
trict manager at Chicago, was 
oting trustee; A. ¢ 


election of the 
men at the recent annual meeting 
Cossmann, director and dis- 
made a 
’. Lamperti, secretary, 
comptroller and director, was made a 
nember of the executive committee: and 
kK. B. Wilkinson, 


l'rector. 


treasurer, was made a 


Video Outlook Examined 
By 3-Day G. E. Seminar 
SYRACUSE, N. Y. 
| 


the next five vears will 


Television within 
develop into a 
$600,000,000 receiver sales business at re- 
tail value and will serve than 40,- 
000,000 persons in the 140 principal U. S. 
markets, Arthur A. 


manager of the 


more 
Brandt, general sales 


General Electric Com- 


pany’s Electronics Department, estimated 
at a three-day television seminar recently 
held here at Electronics Park. 

Before an than 125 


engineers and management personnel cur- 


audience of more 


rently or socn to be engaged in television 





UNIFORMLY GOOD 


Because they possess exceptional uniformity, 
@ group of “Electro” fuses taken from stock in 
any part of the U. S. A. will show test results 
well within U. L. requirements. Made with 
Plus-values like other Miller Products, 
they safeguard your profits 
with Design that attracts . ... 






Quality that satisfies. 


MILLER 


ELECTRIC COMPANY 


40 River St. 


Pawtucket, R. I. 
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Day 


go~ 


The finest appliance ever made is helpless if a weak-kneed cord and 


Perhaps Your 


reputation hangs by a cord 


plug fail to stand up under aging and hard usage. The fact that PWC 
cord sets won't let a good product down explains why you'll find | 


PWC on the plugs of so many of America’s best and most famous 


makes of radios and electrical appliances. 


PWC cords retain their handsome colors, 


high gloss, and flexibility. 


They resist grease, chemicals, and age which cause so many cords to 


fray, rot and crack. That’s because they are not only plastic insulated, 
but developed and made by the men who know plastic best — the 


ielectric stre 
or rot. 


Tailor-made, for every ap plic a- 
tion, special electrical, chemical 
and physical characteristics are 





engineered into all PWC. pro- 
ducts... flexible cords, multiple 
conductors, telephone wires, 
radio wires, power cable, building 
wire, apparatus and machine tool 


wire, coaxial cable, shielded 
cables, special purpose wire 
and cable. 

{ soe 
When you sell a PWC engi- & 


neered wire or cable, you sell a 
product whose performance will 
| oost your reputation with your 
customers. 





PWC 


WHOLESALING 





world’s largest exclusive maker of plastic insulated wire and cable. Y 


tang 


— 








Take a tip 
from a PWC 


Cord Set... 


BUILDING WIRE 


Si evenienatinteesneadiaceed 


POWER CABLES 


CONTROL CABLES 


HEAVY DUTY FLEXIBLE CORDS 


PARALLEL LAMP CORDS 


SS ag =] 
TELEPHONE WIRE 
Te 


THERMOSTAT WIRE 


WELDING CABLE 


PLASTIC WIRE & CABLE CORP. 
406 East Main Street 


Jewett City, Connecticut 






































station operation throughout the country, 
Mr. Brandt explained that as new tele- 
vision-served areas are opened and more 
programs are made available, the number 
of television receivers in use by the end 
of 1952 will be more than 12,000,000 
units. 





Other speakers at the seminar covered 





a wide variety of subjects from the selling 
of time on television programs to the 
technical operations and maintenance of 





transmitters. Among those who addressed 
the sessions were: J. D. McLean, com- 
mercial manager of Station WPTZ, 
Philadelphia; Jack Pegler, Jerry Fair- 
banks, Inc., New York; M. F. Mahoney, 
vice president of Maxon, Inc., New York; 
and Paul Wittlig, supervisor of technical 
operation, Station WCBS-TV, New 
York. 








Union Supply & Elec. Co. 
Opens Branch In Asheville 


CHARLOTTE, N. C.—The Union 
Supply and Electric Co., electrical whole- 
saling firm of this city, recently opened 
a branch at 61 North Market Street, 
Asheville, according to Robert F. Allen, 





sales manager. Managing the new branch 
is C. M. Pressley. 





FOR 











LOCK NUTS 
Steel and Malleable, 
Cad-Plated, Available 
in Standard Sizes 3%" 
to 4". S 


CONTROL OF ATTIC AND 
WINDOW VENTILATION FANS 











BUSHINGS 


=) Steel and Malleable, 
Cad-Plated, Available in 


Sell comfort at a profit with Paragon “AF” Timers... 
designed for dependable, automatic control of attic or 








window ventilation fans. All-electric...no springs to Standard Sizes ‘4’ to 4’. 
break. Accurate ... powered with quiet Telechron motor. 

~eefn y _— to wee pay single gang — CONNECTORS 

0x, or may be surface mounted with conc 4 — ion. 90 Dagees Squeese, 

Choice of two time ranges: 0 to 10 or 0 to 20 hours. Steel Lock Nut, Steel 


Back, Pressure Cast. 


sell c ‘ort at a profit wi are “AF”. Write lay 
Sell comfort at a profit with Paragon “AI rite today = cine oF ant Oats anes tas 





for the complete sales story. | 
| SWITCH BOXES 
FOR FANS UP TO 5 NEW LIBERAL Steel — Galvanized with 
3/4 H. P. ye TRADE DISCOUNTS. | cars and clamps. 
115 VOLTS . _ WRITE FOR DETAILS. 


Size 2” x 2%’ x 3’ 





1630 TWELFTH ST. | 


Dread TWO RIVERS, WISCONSIN 


OMPANY BUILDERS OF ELECTRICAL I GENERAL ENGINEERING & DESIGN CO. 
ELECTRIC : E Q U | P - E a] if S | i] C E | 905 | 439 E. FORT STREET + DETROIT 26, MICHIGAN 















Fast Delivery —Write for Price List 
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RECENT appointments by the West- 


inghouse Electric Supply Co. in- 
clude: L. W. Fernandes, (upper 
left) as North Pacific district lamp 
manager; J. Edward Sheasgreen, 
(upper right) as New England dis- 
trict specialties sales manager; El- 
bert Kramer, (lower left) as Los 
Angeles appliance sales promotion 
manager; M., J. Kaiser, (lower 
right) as Northern district farm 
sales manager. 














Use SPREADERS 
for Rigid 
Outdoor Wiring 





3 wire circuit to be used with weatherproof socket 


Doico Spreaders make outdoor wiring most 
rigid. Made of special Sillicon Aluminum 
Alloy, these durable spreaders will not rust. 
Sold through wholesalers only. Write for full 


information. 
DOLC MANUFACTURING 
COMPANY 
Cherry & Curry Sts. 
North Long Beach 5, Calif. 





tively designed fan for stores, restaurants, hotels 
| and similar installations. Totally enclosed motors 


| exclude dirt and moisture. Fans may be mounted 


| quiet and efficient in operation. Modern design 
| with all metal panel finished in attractive grey. 


A line of standard general purpose motors. 
| Single-phase, repulsion start-induction run (high 
| starting torque with low starting current) in 
_ratings 4 to 5 H.P. Also polyphase motors up 
| to 7% H.P. 





Prompt Deliveries on 


Poorkess. Clechric 


Exhaust Fans and Motors 








A number of sizes and models 
of Peerless Electric motors and exhaust and attic fans are 
now available for prompt shipment. This is your opportu- 
nity to stock fans of proven performance, attractive design 
and quiet operation—all carrying the famous Peerless 
Electric name and powered with Peerless Electric Motors. 


Write for catalogs and price lists. 


DeLuxe Fans 


Here is an extremely quiet, variable speed, attrac- 


vertically or horizontally. Supplied for single 
speed, two-speed, or three-speed operation. 


Finished in Buckingham grey. 16” to 30” sizes. 


Attic Fans 


Powerful air movers that are economically op- 
erated and easily installed. Belt-driven by ther- 
mally protected Peerless Motors. Extremely 


24 to 48-inch sizes. 


Motors 





~ re Poorless. Electite. conrsnr— 


Established 1893 + Warren, Ohio 
MOTORS ° FANS ° BLOWERS 
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NO OTHER popu! 
gives as many 


A PRODUCT OF 


ASCO 


* 
















228 


ar-priced 





ventilator 
Quality Advantages 


Gentlemen: EW-2 
Please send complete information on the New FASCO 

Automatic Kitchen Ventilators, dealer sales literature, and 

displays. 

Name_ 

Street 


City State - 


F. A. SMITH MANUFACTURING CO., INC., ROCHESTER 2, N. Y. j 











THE STAFF of the California 
Wholesale Electric Co.’s recently- 
established branch at 6825 Melrose 
Avenue, Los Angeles, includes: Ray 
Miller (left), manager; Bill Pike 
(center), counter salesman; and 
Elmer Lord, in charge of records. 





G-M Laboratories Names 
Three New Sales Agents 


CHICAGO—The appointment of three 
new sales agents for home appliances 
manufactured by G-M Laboratories, of 
this city, was announced recently by I’. M. 
Maichle, general sales manager of thi 
company. 

Representing G-M Laboratories in North 
Carolina, South Carolina, Georgia, Flor- 
ida and Alabama will be the George E. 
Sundre Co., Atlanta. Alvin M. Goldstein 
& Associates will cover Missouri, east of 





Knockouts Don't 
Line Up? 
USE OFFSET NIPPLES! 





The Dolco Offset Utility Nipple makes 
possible mounting of switches, gutter 
outlet boxes and other equipment where 
knockouts do not line up. All nipples 
are same length. Underwriters Ap- 
proved. Sizes 42”, %", 1", 1%", 142", 
2”. Sold through wholesalers only. 
Write for full information. 

Also manufacture Entrance Elbows, 
Meter Loop Boxes, Sequence Meter 
Troughs, Ground Clamps, U Bolts, 


Ground Bushings. 
MANUFACTURING 


DO LC COMPANY 


Cherry & Curry Sts. 
North Long Beach 5, Calif. 

















ELECTRICAL WHOLESALING—4pril, 1948 














Springfield; Illinois, Peoria and south; 


and the Paducah area in Kentucky. 











































1 The James H. Blinn Co. will operat 
in Montana, southern Idaho, Wyoming, 
Colorado, New Mexico, and the El Paso 
territory of Texas. These three agents, 
together with Ollie A. Lower & Associ 
ates, Dallas, complete the representation 
‘of G-M Laboratories, Inc. in the south 


and southwest. 











Standard 
RLM Spe 


A PROGRAM which reviewed and 
stressed salesmanship, demonstra- 
tions and door-to-door canvassing 
highlighted the semi-annual distrib- 


utor’s meeting recently held by the 
Monitor Equipment Corp., of River- 
dale, N. Y. 








PRESENTING ——— 


Specification 





CONDUIT LOCKNUTS 
AND BUSHINGS 
PRESSURE MOLDED 
OF ZAMAC ALLOY 
TO PROVIDE STRENGTH 
AND APPEARANCE 


Continu-Lit 


This material compares to ss 
malleable iron in tensile | Slimline Uni 
strength 





For the complete line of SILV-A- 
KING Flood-lighting Units, and all 
other Incandescent Reflectors, 
send for free Catalog 50. 


CONDUIT LOCKNUTS 
—'¥," to 3” sizes, 
packages or cartons. 
Write for new price list. 





sizes, packages or car- 
tons. Write for new 
price list. 


INCORPORATED 





| 
BUSHINGS—14" to 2” | 
| 


Jobbers Discount 20%—Freight paid over 100 
Ibs. Prompt Shipment 


NEER MFG. CO. SILVAKING 


111-115 E. Chestnut St., Columbus 15, Ohio 
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EXCHANGING VIEWS at a recent 
meeting of the Los Angeles Electric 


FOR AGGRESSIVE DISTRIBUTORS LIKE Club were Sam W. Scott (right), as- 
FOX ELECTRIC COMPANY OF ELGIN, ILL. sistant manager of Graybar in Los 


ingeles and club president, and 
Guest Speaker Sam Hayes (center), 
VBC newscaster. Shown also is 
ducts," says E. E. Hasselquist, President of Fox Henry J. Wheeler of General Elec- 


Electric Company. "For in addition to a quality tric. 
line, The Herman Nelson Corporation offers val- 
uable merchandising assistance and prompt serv- 
ice — both so important in opening and closing 


a sale. Our satisfied customers are proof of 1948 Officers Elected By 






































"Sales go up when you sell Herman Nelson pro- 





oy ae Herman Nelson cooperation and service.” Propeller Fan Association ( 
2D DAYTONA BEACH, FLA. The p 
veductls Propeller Fan Manufacturers’ Associa 
— Successful Distributors have learned that tion, at its ninth annual meeting recently 
they can't sell better heating and ventilating products than those held here at the Sheraton-Plaza Hotel, el 
bearing the Herman Nelson nameplate. All products are rated elected the folowing officers for 1948 . 
in accordance with standard test codes. = 





e 
C Yh ¢ — It's evident in Herman Nelson's hard- to 
hitting advertising to dealers — your customers. It's evident in | L_s< '@) \ 
th 


outstanding sales literature and comprehensive engineering data. 

It's also evident in the sales promotion campaigns which Herman LUGS AND 
i CONNECTORS 

Nelson provides. 


Senuice ILSCO 








— One of the primary purposes of Herman Nelson's FUSE 
nation-wide organization of Branch Offices and experienced Pro- CLIPS 
duct Application Engineers is to see that you get prompt service 
— valuable sales assistance — personal attention to help you BELONG 


IN YOUR 
PRODUCTS 


increase your business. 









Herman Nelson Herman Nelson 
Direct Drive Belt Drive 
Propeller Fans Propeller Fans 

















because of these points of superiority: 


Part of Herman Nelson's v ® special alloy material selected for 
Bite spring, strength and high conduc- 
QUALITY LIN E er tivity 
f H ti d oe ' @ arched bottom assures secure 
° caring 9s < 7 mounting and prevents expansion 
Ventilating Equipment ES or distortion 
1 ® rounded corners 
® four “line point’ contact to assure 
perfect fit for fuse and rigidity to 
maintain required pressure 
@ 12% cooler by test 
® attractive prices 





Herman Nelson 
Model CA 
Fans 


ORDER TODAY ...IMMEDIATE SHIPMENT 
Write for 54-page illustrated catalog 
with full mechanical details. 
COPPER TUBE 
& PRODUCTS, Inc. 








THE HERMAN NELSON CORPORATION 


Since 1906 Manufacturers of Quality Heating and Ventilating Equipment 


MOLINE, ILLINOIS. 
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yman C. Reed, president ; W. J. Lohman, 
, vice president ; and Mr. L. O. Monroe, 
secretary-treasurer. 
Mr. Reed is president of Reed-Unit- 
ans, Inc., of New Orleans. Mr. Lohman 
s an official of Chelsea Products, Inc., of 
rvington, N. J. 





Heater Made By La Salle 
And Markel Wins Award 


BUFFALO—La Salle Lighting Prod- 
icts, Inc. and Markel Lighting Products, 
Inc. of this city recently were notified by 
Barbara Daly Anderson, director of the 

nsumer service bureau of Parent's Mag- 

ne, that a portable electric heater manu- 
factured by them has been awarded the 
Parent's Magazine Commendation Seal. 
The heater winning the award produces 
two kinds of heat—infra-red rays plus 
fan-forced heated air. 


Cutler-Hammer Moves 


Purchasing Department 
MILWAUKEE—Cutler-Hammer, Inc., 


electrical control apparatus manufacturer Scenes like this 


of this city, recently leased the office por- 
tion of the former Clark Building at 1330 


West Clybourn Street here and moved its mean new markets for 


purchasing department from the main 


plant to larger quarters there. According 
to the company’s announcement, the move 
was made to provide additional space at 
the main plant for expanded sales and 
Ce ; Ohare’ 


New construction needs electric power, and line extensions create 





engineering activities. 





new markets for Pole Line Materials. Make sure that your utility 
customers have a full supply of dependable OLIVER Pole Line 
Materials, to take care of all new construction requirements. 
You will find your customers readily accept Oliver Pole Line 
Materials. The high quality of all items that comprise the com- 


plete Oliver line is known to them. 








RECENTLY appointed as vice presi- 
dent and director of sales for the 
Varkstone Manufacturing Co., Chi- 
cago, was G. W. (Chick) Field. 
Formerly with Sylvania Electric Tee ee etre 
Products, Inc., Mr. Field has been 


: : CORPORATION 
active in sales and sales manage- 


ment for the past 20 years. South Tenth and Muriel Streets - Pittsburgh 3, Pa. 
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EMT Thin Wall 
Conduit 


Fittings 
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FAM Features 


1. Simple, fast installation 

2. No rings to cock or lose 

3. Precision machined 
taper fit 

4. Cuts surface for posi- 
tive ground 


5. Raintight— 
UL Approved 


Buy FAM couplings 
and connectors—they 
will merit your con- 
tinued confidence 


Pn 


> et A AI Cc 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 














7 IS something 


NEW ander the Sun! 


Cee 


Underwriters’ Laboratories 


Approved as Raintight 


FAM Coupling 
(Cutaway View) 


M@ Eliminate your fitting prob- 
lems from the start. The FAM 
coupling has only three parts — 
and no rings to cock or lose. 


It’s precision machined to bite 


for sure, positive ground, and 
a raintight seal. And better yet, 
FAM couplings can be used over 


and over again. 


SOLD ONLY THROUGH 
RECOGNIZED JOBBERS 


Write 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
deeply into the conduit surface 
| 
| 
| 
| 
| 
| 
| 
for Descriptive Literature 7 


FISHER-ARMOUR Mec. Co. 


757 Waveland Avenue 
Chicago 13, Illinois 


| Okonite Appoints Johnson 
Asst. Advertising Manager 
PAISSAC, N. J.—-T. G. 


cently 


Johnson re- 


was named assistant advertising 
manager of The Okonite Company of this 
city, manufacturers of insulated wires and 
cables. He will be in charge of advertising 
and promotional work for the Hazard 
Insulated Wire Works Division in Wiikes- 


Sarre, Pa. 








WHOLESALERS in charge of the 
appliance show held April 3-10 by 
the Electric Institute of Boston—re- 
portedly the first such event ever 
sponsored by that organization— 
were (left to right): Vice Chairman 
B. F. Moody, Westinghouse Electric 
Co.; General Chairman C. M. Wil- 
son, General Electric Supply Corp; 
and Vice Chairman J. P. Maloney, 
Eastern Company. 














| “Wiring Devices of the Future—TODAY” 





SUPER 


SERV-ALL 


THIN 
PULL CANOPY 


same. OWITCH 


* With the manufacture of the Super Thin 

Pull Canopy Switch, SERV-ALL continues its 

policy of constantly striving for improvement 

and perfection. We feel that this switch will 
become the standard of the 
electrical trade. Let us send 

1 you descriptive circular. Sold 
through Wholesalers. 





1 


. Extra Heavy Phosphor Bronze Contacts— 
.014 thick 

. Spring Brass Rotating Arm 

. Electrically Insulated Bakelite Rotor 
Direct Centrifugal Pull through Insulated 
Channel 
@ Listed by Underwriters Laboratories @ 


334 N BELL AVE 
CHICAGO /2,1LL 


awn 
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Wholesaler’s Staff Takes 
Salesman Training Course 
LOS ANGELES — Ten members oi 
the staff of the Modern Wholesale Elec 
tric Co., electrical wholesaling firm of 
this city, are taking a 20-week salesman’s 
training course, according to J. H. Cole 
man, manager. In addition to attending 
the four-hour evening class held each 


week, the staff members are given further 


instructions outside of the course in 
reading blueprints, using catalogs an! 


handling stock. 


Yellow Enameled Lamps 
Added To G., E.’s Line | 1. BUILDS SALES 


Ti Ik so e ¢ mar > 
NELA PARK—The Lamp Department Shows your customer he's buying a good lamp that 
of the General Electric Company, with lights a starter that works. Gives your sales story 
. . ° the ide f > / 
headquarters in this city, recently an a” oF @. views! gemonsirenon 


nounced the addition to its lamp line oi y 2 BUILDS PR OFITS 
60-watt and 100-watt yellow enameled 

; 5 : A = e | By saving time and unjustified returns of lamps and 
lamps Tor outdoor lighting. The yellow . starters. Test lamp first then test starter if both 
enamel is a glass coating “fixed” on the oe. work, check for faulty fixture 





bulb, according to the company. 

In making its announcement of the two 
new lamps, both of which have 1,000 hour 
life ratings, the General Electric Com- 
pany said: “The substitution of yellow 
lamps for white lamps of equal wattage 


markedly and definitely reduces the num 


THE LIFETIME 
HANDLE 


DOUGLAS 

Aluminum 

Compass Saw 

Handles al- 

low easy ac- 

cess to hard- 

to-reach 

Pat. Pending places. TWO 

convenient 

wing nuts permit quick rever- 

sal of the blade, and hold it 

perfectly rigid. Handle _ is 
made in one piece. 


DOUGLAS BLADES 


LAST LONGER 
DOUGLAS Compass Saw 


Blades are made from 
highest grade spring steel. 
The teeth alternate from 
one side to the other; each 
tooth double sharpened. 


Send for Price Sheets 


DOUGLAS CO. 


P. O. Box 1864 Charlette, N. C. 


DOUGLAS 
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ber of insect pests attracted by any out- 
door lighting. There's no magic in it—the 
simple fact is that insects are less attracted 
to a yellow lamp than to a white lamp of 


FULLMAN equal wattage.” 
The lamps are recommended for door 
ways, barns, boat docks, gardens, garages, 


| carnivals, picnic areas, parking lots, out- 
Pp 4? oO D U Cc s | door theaters, porches, roadside stands, 


pavilions and summer camps. 


T 
FLOOR BOXES WIRING SPECIALTIES ° : 
| FLoorsoxes ¥ [ERE tine Min Se 


Y, ‘te 
a> Draws Over 116,000 
MILWAUKEE — More than 116,000 
“LATROBE” for LONG LIFE | persons attended the 24th annual Home 
| Show here : Mil 


cre, recently staged by the 
The first cost of “Latrobe” Floor Boxes and Wiring Specialties 
is the last cost. The high quality materials and conscientious 
craftsmanship that go into the manufacture of “Latrobe” prod- 
ucts are assurance of their perma- 
nent usefulness and 


ag 


No. 252-R Floor Box 
Sturdy and practical Two Gang Box with 


No. 208 Receptacle . one _ 4 — 
Cover Plate has '2” Brass ug and o 
No. 470 “‘Latrobe”’ has 2” Brass Plug. 


Pipe or Conduit Hanger 





pill 


waukee Board of Realtors. Exhibits dis- 
played everything from furnaces to roof- 
ing; from vacuum cleaners to home fur- 
nishings. 

In the electrical appliance industry, 27 
exhibitors bought space to display their 
products. It was reported that almost 
every type and leading make of appliance 
was represented. 

Novel among the appliance manutac- 
turers’ exhibits was that of the Thor Cor 
poration. Staffed by four factory-trained 
experts, this exhibit provided continuous 
demonstrations of three major appliances 


during the week-long show. 


APRIL 
NEWS FLASH « 
f 4, aA 


~ tte 9h? - 





Keystone Fish Wire No. 110 “Latrobe”’ 


Fiat steel wire of high quality and properly Watertight Box 

tempered. 

tron box body with 3'2” round Brass Cover 
Plate. Shown with No. 208 Receptacle 
and 207 Ball Nozzle. 


“Bull Dog” Insulator Support “Bull Dog” 


le Staples 
Quick and efficient for fastening porcelain BX Cable P 


or oe insulators to exposed steel frame- Excellent quality staples. Packed in Cian 
_ tons, Kegs and Barrels, 





Sold Only Through Wholesalers 


Convenient for hanging pipe or conduit 
3 and |” to steel beams up to *, 
) Ue for use as ground clamp. 
a“ bf = Ange 
J . ~ ; 4 


kay apa, oman RN Ms) ee 


enon ill 


FULLMAN MANUFACTURING CO. 
LATROBE . . . PENNSYLVANIA SHINS DEVICES 


and HANGING 
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DIRECTING the activities of the 
Standard Wholesale Electric Co., 
Los Angeles, are Sam Gryde (right), 
manager, who has had 17 years of 
wholesale and retail experience, 
and Merle A. Potter, assistant mana- 
ger, formerly with the Hollywood 
Wholesale Electric Co. 








National Electric Names 
Colliver As Ohio Manager 


PITTSBURGH—Hal E. Colliver has 
been named Ohio district manager for the 
National Electric Products Corp., of this 
city, according to a recent announcement 
by H. J. Newton, sales manager. For- 
merly in charge of the company’s Cincin- 


nati sales office, Mr. Colliver will con- 


TO REEL OR UNREEL 
agar 
THE ¥ asiEst WAY 






WHATEVER YOU USE ON A REEL... 
WIRE, CABLE OR ROPE. SAVE TIME AND LABOR WITH 


ROLL-A-REEL 





Portable 
Lightweight 
Slanted front 
Positive front lock 
Ne jocks needed 
Adjustable slots for mony widths 


TAKE IT TO REEL, 
STORAGE OR JOB 


Style A: 
2,000 Ibs. cap. 
37.50 


Style B: 
4,000 Ibs. cap. 
75.00 
f. ©. b. Cincinnati 









ASK FOR DETAILS IMMEDIATE DELIVERY 











ROLL-A-REEL 


327 WEST FOURTH STREET 
Cen cinanart ta aes O 









AVAILABLE FOR 


& FUSE PLUGS are 


PROMPT DELIVERY - - - 


recall thes€ 





. ill 
in| Old timers Wh 
back eae. As you know GLE WOULD NOT 


EAGLE EY fuses before th end wace de unti 
of the quickest se reelain recent YEAGLE favorite could not oo 
to obtain 9° QUALITY, '! 
— WITH — WHIRL- 
COMPROMIS MOUS EAGL 
ith the FA sed by the 
now. S are made wit the gases ca¥ VE 
Remember, Ae EYE ly constructed to expel His is AN EXCLUS! 
LE—scie es to es 


blow—b 









































ut does not 
EAGLE FEATURE. 

EAGLE EYE FUSES 
OF QUA 


industrials. 


allow any 


EST STANDARD 


ities 4n 


AS THE HIGH 
t lighting comps 


ORIES 


nies, util 


TED 
EEN ACCEP 
HAVE, RS, by the lerges 


FOR 15 
Livy RITERS LABORAT 


LISTED BY UNDERW 














#722 























AVAILABLE IN ALL STANDARD SIZES 
10, 15, 20, 25, 30 amp. 
Also sub standard sizes 3, 6, 8 amp. 
Attractively packed 5 to a box 
20 boxes to a carton 


Standard Package 500 Weight 30 Ibs. 





CAT. #625 
LISTED BY UNDERWRITERS LABORATORIES 











BRANCH OFFICES 
AND 
WAREHOUSES 


LOS ANGELES 

2566 San Fernande Read 
MINNEAPOLIS 

2015 Pleasant Street 
MILWAUKEE 

1027 W. McKinley Ave. 


PHILADELPHia 


EAGLE ELECTRIC MANUFACTURING CO.. Inc. 5479 Montgomery Ave. 

















23-10 BRIDGE PLAZA SOUTH, MONTREAL 
LONG ISLAND CITY 1, N. Y., U.S.A 619 St. James St. West 
TORONTO 
*& CHICAGO %& SAN FRANCISCO 1207 Bay Street 
627 West Jackson Blvd. 1282 Folsom Street % BOSTON 


; 7 
%& Indicates locations of Warehouse Stocks. or eeeay Cine 
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tinue to supervise sales activities in the 
Cincinnati area from his new headquarters 
at 1836 Euclid Avenue, Cleveland. 


\fr. Newton also announced the trans 


use 
BRIEGEL 


ALL-STEEL 
ae 


S fittin 


fer of R. O. Burke, raceway sales spe 
ialist, from Cincinnati territory to the 
company’s Cleveland district office. Mr. 
Burke now sells all products in the Na 
tional Electric line, including wire, conduit 
and cable. 


“These personnel changes,” pointed out 





Mr. Newton, “are in line with our experi- 
ence that the Cleveland area has become 
one of the major territories for industrial 
and commercial renovation and new con- 
struction.” 


oom 




















Stubbs Electric Announces 





Sales Staff Appointments 
PORTLAND, ORE.—The Stubbs Elec- 
tric Company, electrical wholesaling firm 
of this city, recently announced the fol- 
| lowing appointments: Jack Erskin, for- 





merly an outside salesman, was promoted 
| to assistant appliance manager; named 
as appliance man for the state was Bill 





Roughten; previously with the Westing- 

house Electric Supply Co., Harry Floyd 
| joined Stubbs in the industrial division ; 

and Virt Schale was chosen to handle the 
| Willamette Valley territory. 






























Select the best, insist on 
Briegel All Steel Fittings, the 
only approved Indenter type 
connectors and couplings for 
thin wall conduit tubing. You 
will not only find that Briegel 





indenter Fittings are easier Cross Section Show- 
ing Indentations. 


and faster to use, but also 
make neater, stronger con- 
nections. Two Easy Squeezes 
and they're set. Start using 


Briegel Fittings today. Have B R | b G f [ 


more satisfied customers— 


more profits from each job! M f T H 0 y 


DISTRIBUTED BY 


The M. B. Austin Co., Northbrook, Ill. TOOL CO 

Clayton Mark & Co., Evanston, Iil. e 

Clifton Conduit Co., Jersey City, N. J. 

Gen. Electric Co., Bridgeport, Conn. 

The Steelduct Co., Youngstown, Ohio GALVA, ILLINOIS 

Enameled Metals, Pittsburgh, Penn. 
National Enameling & Mfg. Co. 


Pittsburgh, Pa. 





“pencil 
type” 
ELECTRIC 

SOLDERING TOOL 


for delicate 
soldering jobs 
V4” diameter screw tip 


Cool tapering wood handle permits 
“writing grip’ 


Flexible coil insures cool handle and 
aids in reaching tight spots. 


VULCAN ELECTRIC CO. 
DANVERS 9, MASS. 






All B-M Fittings Carry the 
Underwriters Seal of Approval 


¥ 





Electric Soldering Tools 
Electric Solder Pots 
Electric Heating Units 








NEATEReFASTEReSTRONGERe 
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Dominion Electric Supply 


Names Thrash As Manager 
ARLINGTON, VA.— The Dominion 


Electric Supply Company, Inc., electrical 
wholesaling firm of this city, recently 
named Glenn E. Thrash as general man- 
ager and buyer, according to M. H. Shar- 
lin, president. Mr. Thrash formerly was 
associated with Noland Plumbing Supply. 











WHILE C. H. Newman, (left) vice 
president of The Silex Company, 
looks on, J. H. Townsend, (center) 
sales manager, congratulates Sam 
Del Russo, advertising and sales 
promotion manager, on the success 
of the point-of-sale display recently 
produced by the advertising depart- 





ment, 










ELECTRICAL 
SPECIALTIES 


FOR HEAVY 
INDUSTRIAL SERVICE 
















3-Conductor Single 
Soldering Angle Conductor 
Lug Pothead Pothead 





Write for a complete selection of 
RUSGREEN bulletins 











ENDULATORS (POTHEADS) ALL SIZES * ALL 
SHAPES * ALL VOLTAGES © ALL TYPES 
* BUS SUPPORTS © SPLICING KITS AND 
MATERIALS * INSULATING COMPOUNDS 


* = 


RUSGREEN MFG. CO. 


14260 Birwood Avenue °* Detroit, Mich. 
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COLLYER Wires and Cables give top performance 
under all operating conditions — they are fast 
working and have every quality for safety, long 
life and economy. Specify COLLYER on every 
installation, outdoors or in, and forget your wiring 
troubles—COLLYER delivers full power all the time. 





SERVICE ENTRANCE CABLE 
Start the job right with COLLYER Service Entrance Cable! Type SE, Style U, 


unarmored, with concentrically wound bare neutral, is tamper proof and eliminates 
conduit. Its gray, weatherproof braid is both flame-retardant and inconspicious. 
Flexibility and lightness speed installation in difficult locations. 








CABLEX (Non-metallic Sheathed Cable) 


COLLYER Cablex speeds up wiring from meter to outlet... its small diameter and 
smooth, non-tacky finish facilitate "pulling". Braid is flame-resistant with conductors 
uniformly insulated with COLLYER Type T Resistol of high dielectric strength. 
Available in sizes 14 to 4 with 2, 3, or 4 conductors; sizes 14/2 and 12/2 in con- 
venient 250 ft. cartons. 


RUBBER INSULATED BUILDING WIRE 


The COLLYER line of rubber insulated wire is complete. For dry locations and heat 
to 60°C. specify Type R; for temperatures to 75°C. Type RH; and for moist loca- 
tions Type RW. Wires are available lead sheathed or braid covered, impregnated 
against flame and moisture, for voltages to 5,000 or higher, with sizes 14 to 8 solid 
or stranded, size 6 and larger stranded. 


; 


eee 





VARNISHED CAMBRIC INSULATED POWER CABLES (Type V) 


These cables permit higher safe operating temperatures, up to 85°C. — carry 
heavier current loads with a given conductor. COLLYER Varnish Cambric insulation 
is well known for long life and high dielectric strength, resisting oil, ozone and heat. 
Available braided or lead covered, single or multi-conductor, for voltages up to 
15,000. 


Write for information. 


INSULATED WIRE CO. 


245 Roosevelt Ave., Pawtucket. R. f. 








BURGESS 


Flashlights and Batteries 
Are Order-Book ‘Openers’ 


Arm your salesmen with this fast-selling, high 
quality line of Burgess Flashlights and Batteries 
. watch their overall sales volume sky-rocket! 


See for yourself how important these two | 


| Burgess products really are for getting the 

. crucial first items on a dealer order! Burgess all- 
metal, smartly styled flashlights are popularly 
priced to give you a wide selling range .. . 
ready sellers with bright, sales-stimulating 
display cards. 

As a tie-in for your flashlight sales, Burgess 
batteries, packed in eye-catching displays like 
the one shown, give dealers another opportunity 
at fast-selling, traffic-building sales. 

Be sure you're ready for the summer vacation 
season. Order Burgess Flashlights and Batteries 
now! Write today for bright Burgess catalog 
sheets for your salesmen. 


No. 48-V 
Flashlight 
Battery 
Display 


No. 6247 
Assortment 
No. 2 Flashlight Bar- 


tery. A complete line BURGESS BATTERY COMPANY 


of quality batteries 


lieu! for all flashlights. FREEPORT, ILLINOIS 


pee See ee ee SS ee Oe Oe. Oe Se SS SP Oe Oe ee ee ee ee ee ee ee 
BURGESS BATTERY COMPANY, Freeport, Illinois 

Gentlemen: Send us these flashlight battery sales builders so that we I 

are ready for the outdoor season just ahead: I 


BURGESS 


Colorful flashlight battery window streamers. 
Flashlight Battery order cards to mail to our dealers. 
Envelope enclosures on flashlight batteries. 


Name 

Address 

City Zone State 
Signed 


Catalog Sheets for our salesmen. | 


NOW well acquainted with the 
“hard ways” of doing things in es- 
tablishing an electrical wholesaling 
business are William Adler (left), 
an engineer, and S. F. Evans, a law- 
yer, who are partners in the Merit 
Wholesale Electric Company, Los 
Angeles. They employ six outside 
and four inside salesmen. 








“Sylvania” Is New Name 
For Wabash Photolamps 


NEW YORK—tThe line of Wabash- 
Sylvania photolamps will carry the sole 
name “Sylvania,” according to a recent 
announcement by Philip Sperry, general 
sales manager of the photolamp division 
of Sylvania Electric Products, Inc. 

The name change follows the acquisi- 


tion of the Wabash Corporation two years 


Millions of Steel 


IFFY CLIPS 


Serving the Electrical Industry 


MINERALLAC 


HANGERS, CLIPS, 
STRAPS, BUSHINGS 


Expert design, choice 

materials and con- 

trolled manufacture 

have built ‘‘top-service 

and lengest life” into 
Minerallac Electrical Spe- 

cialties. That's why the elec- 

trical industry ‘‘prefers Miner- 
allac”...In steel and Everdur for 
hanging pipe, conduit, BX cable, etc. 


Send for new literature and prices. 


MINERALLAC ELECTRIC COMPANY 


25 North Peoria Street— Chicago 7, IWlinois 


MINERALLAC 
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ago by Sylvania Electric Products, Ine. 
It has been adopted, Mr. Sperry said, to 
identify the photolamp line more closely 
with the products and policies of the 
parent company. 

The move does not mean the liquidation 
of the Wabash Corporation as an organ- 
izational entity, however, Mr. Sperry 
pointed out. The company will be pre- 
served as a wholly-owned but independ- 
ently-operated subsidiary. The only visible 
change, operationally, will be that Wa- 
bash will merchandise its photographic 


products under the trade name Sylvania. 


Names New Sales Director 
Super Electric Products 


Super Electric Products Corp., Jersey 
City, N. J., 
transformers recently announced the ap- 
pointment of William F. 
director of sales. 


manufacturers of ignition 


Anderson as 
Mr. Anderson was formerly co-owner 


of Utility Sales 
turers’ representatives and 


Associates, manufac 
brokers in 
electrical and steel products. 

An intensive sales program is planned 
by Super Electric Products Corp. follow- 
ing a realignment of the company’s sales 
representatives and assignment of ex- 


clusive territories to distributors. 





To The Members of the 


NATIONAL ELECTRICAL 
WHOLESALERS’ ASSOCIATION 


R. & W. WILEY, Inc. 


WELCOMES YOU TO THE 


NATIONAL ELECTRICAL 
WHOLESALERS’ ASSOCIATION 
CONVENTION 


Hotel Statler 


BUFFALO, N. Y. 
MAY 2—MAY 7, 1948 


And Cordially Invites You 
To inspect our display room 
Hotel Statler (Refreshments Served) 
and visit our plant to see the manu- 
facture of Fluorescent Fixtures from 
the drafting board to the finished 

product. 





R. & W. WILEY, INC. 


119 Dearborn St. Buffalo, N. Y. 











CHECK THESE CANNON ELECTRIC 
SPECIALTIES BEFORE YOU BUY 





SEVERAL OF THOUSANDS OF ITEMS 


GAMO GLacrie 


INDICATOR LIGHT 





... for broadcast stations, Type 
flashes red and green, alternately, to warn 
that programs are on the air. 24V 15CP, or 
115V 10W. Also available with "DO NOT 
ENTER” or other lettering. Hammertone fin- 
ishes. Write for Q-1 Bulletin. 


“Q” Light 





GANNON GLaciTRIc 


WATERPROOF PLUGS 





... for underwater use. Tested for pressures 
up to 250 lb. and 550 ft. in oceans, rivers, lakes, 
swamps, on docks or with underground cable. 
Heavy brass fittings in 3 AN sizes, with ap- 
prox. 50 contact arrangements available, make 
this type series flexible for wide uses. Write 
for W-146 Bulletin. 


GANWOW GLacuRuG 


LABORATORY AND 
SWITCHBOARD PLUGS 


e—- & 


... for laboratories, decade units, experimen- 
tal switchboards, automatic separation panels, 
dispatcher boards, etc. Single to 4 contact 
fittings, in 30 and 60 amp. Molded phenolic in- 
sulation. Red or black, optional. High quality 
construction. Not to be confused with ordi- 
nary jack plugs. Write for Lab. & Switch 
Bulletin. 


ASK THE MEN 
WHO USE THEM 


CANNON BlaerRIC 


Levelgonint Company 


IN CANADA & BRITISH EMPIRE: 
CANNON ELECTRIC COMPANY, LTD. oe 
TORONTO 13, ONTARIO 


GANWO) ELECTRIC 


CONDUIT FITTINGS 













les 
Jf 





CNT-1U BOX CONNECTOR. Listed as ap 
proved by Underwriters’ Laboratories. *” 
reversible type for BX and Romex flexible me- 
tallic conduit. Aluminum Alloy: clamp zinc. 
Completely assembled with slot head screws. 
Standard package 1200. 


CF-1U and CF-2U. Listed as approved by 
Underwriters’ Laboratories. For 4%” and \” 
flexible metallic conduit. Aluminum alloy. 
Inspected assembled and packaged. Standard 
package 500. 





FS-2 and FS-3 FIXTURE STUD. %” with or 
without locknut. A time saver. FS-2 with lock- 
nut; FS-3 without locknut. Material zinc. . . 
Standard package 500. 





76-Page BROCHURE “Cannon Plugs for the 
Electric Circuits of Industry”’ will be sent free 
of charge. ‘A digest of ideas on quicker and 
better assembly, easier servicing, mainte- 
nance and greater portability of electrical 
equipment through Cannon Electric Connec- 
tors.”” Address Department D-362. 






CANNON 
ELECTRIC 


SINCE 1915 


3209 HUMBOLDT ST., LOS ANGELES 31, CALIF. 
WORLD EXPORT (excepting British Empire): 


FRAZAR & HANSEN, 301 CLAY STREET 


SAN FRANCISCO 11, CALIFORNIA 
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| Bickford Names Nadritch 
General Sales Manager 


“Accwire 
INSULATED 
Wige AND 


HABLES 


BUFFALO—The apointment of Irving 
A. Nadritch as general sales manager of 
3ickford Brothers Co., electrical appli- 
ance wholesaling firm of this city, was 
announced recently by Paul Volk, presi- 
dent. 

Widely experienced in the appliance 
sales field, Mr. Nadritch has been associ- 
ated with the Bickford Brothers Co. for 
many years, first as a salesman and then 















































Division. Prior to that he was sales man- 




















ager of the Sibley, Lindsay & Curr Co,’s 
appliance department and manager of the 
appliance department of Abraham & 
Straus at Jamaica, Long Island. 


® Rubber and Synthetic Cords © Special Cables and Portable 
and Cables in a wide range Cords. 


as sales manager of the firm’s Rochester 
of sizes, stranding and con-  « Cord Assemblies—standard | 





ductors. and to specification for all i GEA . —— 

© Cotton and Rayon Braided types of Electrical Appli- II ct se ppoints stae e, 
Wire for all general flexible ances. Stonehill And Pritchard 
cord applications. ® The right cord for each job. SCHENECTADY — The appointments 


" of P. M. Staehle, C. Stonehill and H. K. 
e : 
Send for Sample Card . . . inspect 14 Pritchard in the sales group of the spe- 


4 e . ” . 
different ““Accwire”’ Cords and judge cialty transformer and ballast divisions of 
quality for yourself. the General Electric Company’s Appa- 


THE ACCURATE INSULATED Wire Corp. ||| 


Manufacturers of Quality Wire for a Quarter of a Century 


28 FOX STREET © NEW HAVEN, CONN. 















































Perfect-Line Door Switches 


AN IDEAL SWITCH FOR CLOSET, PANTRY 
DARK ROOM AND REFRIGERATOR LIGHTS. 
Furnished Complete—Ready for Installation. Consists of Metal 


Box with '/2'' Knockouts in Both Ends and Back, Cover, Necessary 
Screws, Striking Plate and Switch, U-L Approved. 











Cat. No. Description | _ Carton Std., Pkg. Wt. Std. Pkg. List 
DN 415 “On’’ When Door Is Open 10 50 25 Lbs. $1.90 
DF 415 “Off? When Door Is Open 10 50 25 Lbs. $1.90 


SWITCH HAS WIRE LEADS AND ADJUSTABLE PLUNGER. 
BOX: OUTSIDE DIMENSIONS: 2-11/16" x 1%” x 12” DEEP. 
COVER: 1%” x 4”. 





P. M. Staehle 


ratus | Jepartment re cently were announced 
by W. C. Wichman, manager of the 


divisions. 





Weatherproof Flush Switch 























DESIGNED FOR OUTDOOR RESIDENTIAL i. i Heading the new sales organization of 
AND INDUSTRIAL INSTALLATIONS AND FOR S : ¢ . 
the specialty transformer and ballast di 
INTERIOR USE WHERE EXCESSIVE MOISTURE a re optic <nruine 
IS PRESENT : visions is Mr. Staehle, who has been 
; associated with General Electric since 
PACKING: Boxed Individually: Standard Packing as Shown: Al! 912 . | 
Mounting Screws and Weatherproof Gasket Included. : 1912. He has been manager of sales of the 
MATERIAL: .040"' Brass, Aluminum Finish. - 
Ls 
rare: —— a ——e ~~’ 
Switch Rating ow . 
Cat. No. Description ™ 125V 250V Std. Pkg. Wt. Std. Pkg. SS \ 
sw.-!t Single Pole Switch 10 5 25 20 Lbs. ras 
SWw-2 Double Pole Switch 10 «(10 10 8 Lbs. a 
Sw-3 3-Way Switch 10 «65 10 8 Lbs. : 
sSw-4 4-Way Switch eo 5 5 Lbs. 
~ FH 3 
Available for immediate delivery to Elec. Wholesalers \ : 


PERFECT-LINE MFG. CORP. 


Hicksville, L. 1., New York 
EXPORT AGENT: MARLEY EXPORT & IMPORT CO., INC 








Mt 


C. Stonehill H. K. Pritchard 
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specialty 


coe" "| STIMULATE BULB SALES with— 
NALCO SPECIALTY LAMPS 


For quick and repeat sales feature these dependable NALCO 
Lamps, which are time tested and job tried — nationally 
advertised, profitable merchandise for lively sales from 


Mr. Stonehill, formerly manager o 
sales for the lighting components section, 
is the new manager of the ballast sales 


division. Now managing the 


specialty 
transformer sales division is Mr. Prit- 
chard, who previously was manager of 
sales for the general-purpose components 


division. 








CONFERRING with Seymour Brown 
(left), who with his father, Jack 
Brown, owns the American Whole- 
sale Electric Co., Los Angeles elec- 
trical wholesaling firm, is L. M. 
Robertshaw, manager of the com- 
pany and formerly assistant mana- 
ger of L. B. Marsh Electric Sup- 
plies. 


catme.s 


New Look! 


Wrapped with descriptive removable 
bands, flying the U. L. flag, an extension 
cord set that’s really thought through. 
New PLASTIC cord is color harmonizing. 
Guarantees maximum life, because re- 
sistant to wear, oil, alkalis, acid and water. 
An extra that means extra value for your 


customers. 


ELECTRIC COMPANY 


40 River St. 





Pawtucket, R. I, | 
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dealer shelves. 





Candle Flame and Candylbeme Lamps 


For use in electric candle sticks, crystal 
table displays, funeral chapels, wall 
brackets, altar lights, candelabras, me- 
norahs, churches, theatres, etc. Step up 
your dealer's impulse sales with the 
“Counter Salesman” Display Carton for 
Candle Flame Lamps. 





Candle Candyl- 
Flame beme 











Infra-Red and Dritherm 


able units. 





For more industrial business stock NALCO Infra-Red 
Lamps, furnished in either inside silvered (self reflect- 
ing), or clear glass type, for use with reflectors. Use 
NALCO DRITHERM Infra-Red Lamps for strip and port- 















NEW JUSTRITE CAMP and FARM LANTERN 


Heavy Duty Carbon Lamps 


For industrial use and pilot 
lights. Available in standard or 


and standard screw, or special 
bases. 


Photographic Dark Room 


. Complete line for 
special shapes, sizes, and colors, —- ok 


Dark Room Work. 





Send for NALCO catalogs and price lists 


a NORTH AMERICAN 
Electric Lamp Co. 


1¢234.. 37 t &2 54 O Bt $ 


A brand new idea in electric lanterns and a brand new 
sales opportunity. The Justrite Camp and Farm Lantern 
is designed to replace oil lanterns—supplies safe, clean, 
illumination in a hurry. Nothing to spill, no soot to 
clean, no fuel to carry. Provides a wide band of bright 
light in a circular pattern to all sides. (Not to be con- 
fused with flashlights which cast a spot beam in one 
direction.) Ideal for use on the farm, for camping, 
boating, or emergencies. 

Built for rugged use—metal battery case, unbreakable 
plastic globe, heavy gauge wire base and handle. Uses 
5 volt bulb and standard 6 volt battery. Attractive finish. 
List price—only $3.95 each. 

Act now to profit now. Write today for complete 
details on the Justrite Camp and Farm Lantern, Model 


No. 2191. 
JUSTRITE 


MANUFACTURING COMPANY 


2061 N. Southport Ave., Chicago, lil. Dept. A-4 














NATIONALLY 
ADVERTISED J 
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For every job where illumination must be com- 
pletely automatic . . . for jobs that call for stepped- 
up sales promotion . . . Reliance Time Switches 
offer added volume for you and better lighting serv- 
ice for users. More and more sign men rely on the 
Reliance line—they say our standard electric time 
switches meet practically all of their automatic 
lighting requirements. Always suggest a time switch 

. always specify RELIANCE . . . dependable for 
over 35 years. For complete information, write 
RELIANCE AUTOMATIC LIGHTING CO., 
1911 Mead St., Racine, Wisconsin. 


RELIANCE TIME 


Dovid 
AUTOMATIC 
SALES 
PROMOTION... 
AROUND- — 
THE-CLOCK | 














oe ae a ee 


GUARANTEEDE 


50% 


PLONGER = 


ler w we ew we we = 2) 
’ 
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Specialists in time control de- 
vices since 1909. 


SWITCHES 

















Catalog Bulletins on 
Sherman Soldering Lugs 
ivailable upon request 


We put a lot of careful workmanship into the produc- 
tion of all Sherman Soldering Lugs. Dimensions are 
held to consistent accuracy. Lugs are kept free from 
burrs, corrosion, etc., 
to maintaining FLAT contact surfaces. All lugs 
individually inspected before shipment. 


H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 


_ Shela 


DERING LUGS 


and special attention is devoted 








FEATURING LIGHTING, the new 
showroom of Westinghouse Electric 
Supply Co., at 201 Potrero St., San 
Francisco, has a general illumina- 
tion of 75 footcandles and a spot 
illumination of 200 footcandles on 
tabletops and displays. Present at 
the opening of WESCO’s new San 
Francisco quarters were (left to 
right): C. R. Matthews, WESCO 
northern Calif. district manager; 
C. D. Vivian, Oakland contractor; 
and H. N. Muhler, WESCO Oakland 


branch manager. 
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Fan Manufacturers’ Assn. 


Elects Officers For 1948 


BUFFALO—At the 35th annual meet- 
ing of the National Association of Fan 
Manufacturers recently held here at the 
Hotel Statler, the following officers were 
elected for 1948: R. A. Wasson, presi 
dent; T. J. Flanagan, vice president; and 
IL. O. Monroe, 

Mr. Wasson is vice president and gen 


secretary-treasurer. 


eral manager of the Clarage Fan Com- 
pany, Kalamazoo, Mich., and Mr. Flana- 
gan is president of the Garden City Fan 
Company, Niles, Mich. 


Super Electric Appoints 


Six New Representatives 

JERSEY CITY—Super Electric Prod- 
ucts Corp. of this city has named six 
new organizations to represent its line 
of fluorescent ballasts, Ben S. Miller, 
sales manager of the company’s ballast 
and neon division, recently announced. 

P. G. Dockham, Boston, represents the 
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New 
territory. Illinois, lowa, Indiana and Wis- 
consin is covered by Clyde W. Lint, Chi- 
cago. Walter J. is the 
representative in 


Super Electric line in the England 


Brauer, Cleveland, 


company’s Ohio and 
Kentucky. 

Operating in New York State, exclusive 
of the Metropolitan New York area, is 
Robert H. Schaub, Utica. Fred A. 
nett, Detroit sells in the state of Michi- 
Marketing Service, 


Ben- 
gan. Manufacturers 
Menlo Park, Calif. is the representative 
covering the West Coast and the moun 


tain states. 


Pittsburgh Wholesaler 
Moves To New Location 
PITTSBURGH — E. 
of the State Electric Supply Company in 
that the com- 


Ernesty, owner 


this city, has announced 
pany is moving to a new location at 910 
Penn Avenue. The new location will have 
25,000 sq. ft. of floor space and will in- 
clude adequate display facilities. 

A special removal sale was held by 
State Electric Supply to reduce the amount 
of stock that had to be moved from the 


old location. 











REPRESENTATIVE 
wanted 


Salesmen and manufacturers representatives have 
rare opportunity in line of Fluorescent Lighting 
Fixtures—easy to sell to wholesalers because it’s 
UP in design and quality of construction 
and, DOWN in cost of manufacture. Choice 
territories. Write experience or facilities in full 
William Ranieri, President 
WM. PENN FLUORESCENT LIGHT MFRS 
1639 South Broad St., Philadelphia 48, Pa. 











Waterbury 
HANDY PLUG 


No Tools 
No Screws 






No Wire 
Stripping 
Approved by Underwriters 
Packed 25 to Package 
Immediate Shipments 
WATERBURY COMPANIES, INC. 

Waterbury, Conn. 











FLOODLIGHTS 


There are hundreds of applications where the ABolite Re- 





flectors shown above can be used to take full advantage of 


e illumination out of doors. Business well recognizes the value of 


SIGN LIGHTS 


efficient lighting of signs, buildings, sales and parking areas 


s to gain increased patronage. Extended night lighting of signs 


EMBLEM LIGHTS 
6 tective lighting is o 


STATION 
ISLAND LIGHTS 


in increased sales. 


ften a necessity. 


Investigate the possibility of outdoor lighting... 


Sold only through wholesalers 


THE JONES 
METAL PRODUCTS CO., 
West Lafayette, Ohio 





and billboards has proven profitable. And don't forget pro- 


it will pay 

















yKon 


The many obstacles encoun- 
tered on every wiring job 
can now be easily over- 


come with HYKON time 
and labor saving tools. 
Used and endorsed by good 
electricians, HYKON tools 


make what used to be the 
toughest part of the job the 
easiest! 


Write for bulletins. Start 


saving time, labor and 
money now! 


Left, HYKON 
STORE ROOM 
REEL — Won't 


tip, dispenses 
any size wire 
fast. 


HYKON 
MFG. CO. 


Alliance, 
Ohio 








TOOLS FOR EVERY 
WIRING JOB! 


HYKON WIR- 
ING REEL — 
also avail- 
able in one, 
four and six 
unit gangs. 
Portable. 


Below, HYKON KNOCKOUT 
TRIMMER—A new, quick way 
of enlarging holes. Compact, 
fits your tool box, cuts any 
size. 


HANOLE 
PUSHES UP 
WHEN CUTTING 














a 
>) 

Smaiets } 7 
4 ; } 
4 
j 
ey SS 
H YK ON 
BORING MA- 
CHINE—drills 
toughestjoists 
easily — uses 


std. bits which 
are available. 
















‘THIS IS THE WAY IT CUTS OUT THE METAL 
ANO ENLARGES 


HOLE TO THE OEMRED SiZB 
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DISTINCTIVE INDOOR AND 
OUTDOOR LANTERNS 


. sell on sight, for our standard of per 
fection in design, engineering and construc- 
tion has made us the leading source of 
satisfaction to dealers and public alike. 
When you consider the solid copper con- No. 514 
struction of all our fixtures, our authentic Diameter 10° 
designs and moderate prices, you have a eight 189° 
combination that's mighty hard to beat! Cae 34 





© For Quality and Beauty— 
Install ARTOLIER 


© For Customer Satisfaction— 


Suggest ARTOLIER 


® For Quick Turnover 


Stock ARTOLIER 


Our handsome 1948 catalog is ready to 
mail. If you haven't received your copy of 
this valuable guide-book to larger sales and 
profits, write us today! 


520 ntotios 


Diameter 514" core 
Height 1214” 
Extension 6° 


LODI, NEW JERSEY 






























IT’S HERE! THE NEW CHELSEA 


f 
t 


i 


= PACKAGE UNIT 
a 





ATTIC 
os FAN a 


APPLIED FOR ™ ay 


SILENT, EASY TO i ! 

















Truly an innovation in attic fan design. Cut 
a simple hole in the attic floor, tighten a few 
screws and the fan ‘and automatic ceiling 
shutter are installed—make a short electrical 
connection, pull the switch cord and “presto” 
the fan is in operation. 





Inexpensive to buy—inexpensive to install— This compact fan, float-mounted on 
unit-packaged for convenience—adaptable to attic floor or from the rufters, elimi- 
attics of low headroom—available in 24”. nates vibration. The complete, low- 
” ” ” cost package unit includes . ..a 
30”-36" and 42” sizes for any home. sturdy, efficient Chelsea fan, an 


. automatic ceiling shutter, mounting 
— oe ee ee - —_< brackets, vibration dampening springs, 
sar be caamtend by the Stondard Test conves boot for anti-vibration- seal 


between floor and fan, and a pull- 
a Ae any =a ao chain switch for convenient control. 


CHELSEA FAN & BLOWER CO. 


INCORPORATED es 
1206 GROVE ST., IRVINGTON 11, N. J. 






















2 


"48 National Radio Week 
Scheduled For Nov. 14-20 


WASHINGTON National Radio 
Week will be observed this year during 
the week of Nov. 14-20 with all phases 
of the radio broadcasting and manufac- 
turing industries participating, the Radio 
Manufacturers Association and National 
Association of Broadcasters announced 
here recently. 

To honor radio broadcasting’s anni- 
versary—the 28th—celebrations and pro- 
motion programs are being planned on a 
national and local scale. This will be the 
fourth consecutive year in which broad- 
casters, manufacturers, distributors, deal 


| ers and allied interests will co-operate in 
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observance of the birthday. 


All-Electric Show Called 
One of Midwest’s Greatest 
ST. PAUL—The All-Electric Indus- 


try Trade Show and Convention, recently 
held here at the St. Paul Auditorium and 
St. Paul Hotel, gave every evidence of 
being one of the greatest trade shows and 
conventions ever held in the Midwest, 
according to the Midwest Electrical 
Council, Inc. 

With more than 1,900 persons partici- 
pating, the activity of the five-day show 
was coordinated through North Central 
Electrical Industries. The convention was 
sponsored jointly by electrical manufac- 
turers, wholesalers, contractors, contrac- 
tor-dealers, utilities, cooperatives, inspec- 
tors, and appliance dealers. 








CHARLES H. HOLMAN, JR. re- 
cently was appointed as appliance 
sales supervisor of Thurow Distrib- 
utors, Inc., electrical wholesaling 
firm of Tampa, Jacksonville, Miami, 
West Palm Beach, Orlando, Talla- 
hassee, and Pensacola, Fla. Mr. Hol- 
man was formerly associated with 
Raybro Electric Supplies, Inc. 












~~ 











ED SIEGERT recently was elected 
vice president of the Central Supply 
Company, Portland electrical whole- 
saling firm serving Oregon, south- 
ern Washington and northern Idaho. 
For the last seven of the company’s 
eight years in business, Mr. Siegert 
has been general manager. 





Cutler-Hammer Acquires 
New Quarters In Atlanta 
MILWAUKEE—Cutler-Hammer, Inc., 


electrical control apparatus manufacturer 
of this city, recently announced the ac- 
quisition of new quarters for its Atlanta 
district sales office. The new quarters, 
located at 714 Spring Street, N.W., At- 
lanta, provide improved and expanded 
facilities for the sale of the company’s 
varied lines of electrical equipment, it 
was reported. Cutler-Hammer’s Atlanta 


district sales manager is G. E. Hunt. 


Present Wiremold Prices 
Guaranteed To June 30 
HARTFORD, CONN. Prevailine 


prices on raceway, fittings and lighting 
units manufactured by The \iremold 
Company, of this city, are guaranteed 
until June 30 of this year, D. Hayes 
Murphy, president, announced recently. 
“We have again taken a calculated risk 
on a thousand things beyond our con 
trol, but we consider the chance well 
worth the taking because it is one small 
voice crying out against an inflationary 
menace that is threatening the foundation 
of our economy,” stated Mr. Murphy in 
announcing the price guarante 


National Electric Buys 
Iron Works In California 
TORRANCE, CALIF.—The purchase 
of the 27-acre Joshua Hendy Iron Works 
here by the National Electric Products 


Corp. was recently announced by the 


Joshua Hendy Corp. This plant hereto- 
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*Patent No. D-141024, others pending. Underwriters approved 








EYDER LANGER 


Just connect wires, screw to outlet box and 
your chain suspension fixture is hung —in a 
few minutes. All it takes is a screwdriver! 





































Complete with receptacle, two 5-foot chains, 
“$” hooks and cord clips. Fits standard 4” or 
314” outlet box or plaster ring. Self- $ 65 
grounding — regular 2-wire cord and ] 

plug may be used. each list 
Day--Brite Lighting, Inc., 5405 Bulwer Ave., St. Louis 


7, Mo. Nationally distributed through leading elec- 
trical supply houses. 


In Canada: address all inquiries to Amalgamated 
Electric Corp., Led., Toronto 6, Ontario. 


SAVE CONDUIT, COPPER 
AND LINE LOSSES 

Dy ACHIEVE CLEAN-LOOKING 
-_ INSTALLATIONS 


~ with CHICAG 
TRANSFORMERS 


Eliminate unnecessary runs of 115-volt 
wiring to machine tools, welders, and 
other production equipment. Install 
these versatile transformers on the same 
220 or 440-volt power line used for ma- 
chine operation, and supply lighting and 
other 115-volt requirements up to 250 
VA (continuous duty) with economy. 





@ Simple, convenient to mount—will fit on 
any FD or FS-type conduit box. 


@ Secondaries fused for overload protec- 
tion, 


@ High quality core and coil construction 
for long and dependable operating life. 


pies j @ Durable cadmium plated finish on shields 
J and cover, 


Write for prices and further details. 


CHICAGO TRANSFORMER 


Division of Essex Wire Corporation 








3501 ADDISON STREET * CHICAGO 18, ILLINOIS 





fore has been engaged 1 he manufac- 
A COMPLETE LINE THAT SELLS ore i Se mixers, cranes, psn 
Oo N | T’S Rg EP UTA Tl Oo N — presses and other heavy machinery. 


It was learned that the National Elec 
? 
) TRICO PRODUCTS represent a complete line of 
) 














tric Products Corp. is planning to adapt 
the facilities of the works to the manu- 
electrical protective and lubricating devices. Man- facture of rigid. thin-wall and flexible 
ufactured to the highest standards of exclusive 
design, manufacture, packaging and merchandis- 
ing. Your assurance of steady mounting sales... 


and profits. 


conduit and conduit fittings for the pur- 
pose of supplying the requirements of 


the western states. 


( 
) 
( TRICO PRODUCTS are sold under a con- 
( trolled “THRU THE WHOLESALER” policy 
- +. nationally advertised . . . direct mail 


New Aberdeen House Is 


Graybar’s 99th Branch 
MINNEAPOLIS — The opening of a 


and factory representative follow-thru 
- . « all for the benefit of TRICO DIS- 


, TRIBUTORS. new house at Aberdeen, S. D. by thi 
( FOR MAXIMUM SALES PER CALL Graybar Electric Company recently was 
M announced by C. HEI. McClean, district 
( Ce + +e + «+ ae oe manager here. This warehouse and sales 


office brings to 99, the number of Gray- 
bar distributing points throughout the 
country. 

Named as manager of the Aberdeen 
branch was LD. G. Hubbard. Mr. Hub 
bard started with Graybar in 1936 as an 


GET ALL THE FACTS NOW! 
WRITE FOR A TRICO CATALOG 







appliance specialist and later became a 


territory salesman. 


————e—eeeeeeeeee _—ce_— eee cee _—o eee ee ae 





It gives sound selling information on the com- 
plete line. If you do not have a copy, write us 
immediately. . . . It’s FREE! 


SILO TRICO FUSE MFG. CO. 
- WMilweukee Wisconsin 







OBITUARIES 








R. E. CONDER 


Funeral services for Ralph E. Conder, 
advertising manager of the Boston Woven 
llose & Rubber Company. were held Fri- 

i 


AVAILABLE Ag day, February 20, 1948 at Cambridge, 
a Shipoments ] Massachusetts. 


Mr. Conder was associated with the 


FROM STOCK ¢ company for 42 years, and was well known 
, in the advertising and mechanical rubber 
goods fields. 


DONGAN "PM" TYPE 
CONTROL 
TRANSFORMERS THIS AND THAT 


Used on magnetic starters, breakers, cabinets, 
etc., for outside mounting where lower than 
line voltage is desired. Equipped with nipple Meetings 
and locknut for knockout mounting. Made in 
50-60 cy. — 460/230 volts primary, 115 volts 
secondary. Capacities up to 250 V. A. inclu- 





National Electrical Wholesalers Asso 
ciation—Annual convention, Statler Hotel, 
Buffalo, N. Y., May 2-7. 





atthe n Edison Electric Institute—Annual engi- 
neering meetings, Edgewater Beach Hotel, 
DONGAN ELECTRIC MFG. CO. 2 


Chicago, Ill., May 3-5. 

Westinghouse Agent Distributors Asso 
ciation-—Hotel Statler, Buffalo, N. Y.., 
May 9-11. 

National Fire Protection Association 
Annual meeting, Statler Hotel, Washing- 
ton, D. C., May 10-13. 

Electrical Manufacturer's Representa 


2989 Franklin Detroit 7, Mich. 


The Dongan Line We Invite 


a a neg tives Association of Michigan—Industrial 
Since Nineteen-Nine Inquiries 


Electrical Exhibit, Convention Hall, De 
troit, Mich., May 12-14. 
I'luminating Engineering Society—East 
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Central Regional Conference, Mellor In- 
stitute, Pittsburgh, Pa., May 13-14. 

Society of the Plastics Industry—An- ~~ * 
nual meeting, Ambassador Hotel, Atlantic ; , ‘i APPLIED 
City, N. J., May 20-21. j 

Illuminating Engineering Society-—Mid- 
western Regional Conference, Hotel 
Nicollet, Minneapolis, Minn., May 27-28. 

Edison Electric Institute-—Annual con- 
vention, Atlantic City, N. J., June 2-4. 

Illuminating Engineering Society 
Great Lakes Regional Conference, Hotel 
Statler, Detroit, Mich., June 16-18. 

Cold Cathode Fluorescent Lighting Ex- 
hibit—Grand Central Palace, New York 
City, July 6-10. 

Second International Store Moderniza- 
tion Show—Grand Central Palace, New 
York City, July 6-106. 

Illuminating Engineering Society—Na- 










new “Yriction-Set” 


FIXTURE HANGER... 
That Adjust With a Twist of the Wrist! 


tional Technical Conference, Boston, 
Mass., September 20-24. 

National Electrical Manufacturers As- 
sociation—Traymore Hotel, Atlantic City, 
N. J., November 8-13. 


At last you can get a Fixture Hanger that turns to 
any angle after being screwed to an outlet box, 
Although base and receptacle remain stationary, 
hanger arms may be turned to align with any 
preconceived lighting plan. Exclusive Friction Ring 
firmly holds fixture in selected position. Hanger 
screws on to 3%” or 4” outlet boxes, no other 
fastening necessary. Furnished complete with re- 
ceptacle, two 5’ chains, hooks and cord clips. 


Friction-Set K100 . . . List Price $1.10 For ony fixture position 
Write for Bulletis K25 


SIMPLET ELECTRIC COMPANY 


3600 West Potomac Avenue e Chicago 51, Ill. 
112 Chariton Street © New York 14, N.Y. 





ASSOCIATION NEWS 





CAMDEN, N. J.—The Electric League 
of South Jersey recently heard Davis 
H. Tuck, chief electrical engineer, 
Holophane Company, Inc., discuss 
“Some Practical Aspects of Lighting”’ 
at a dinner meeting at Tom Kenney’s, 
531 Market Street. Mr. Tuck illustrated 
his talk with exhibits of some new de- 


aN | 
N 





velopments in lighting equipment. 


CHICAGO—Felix Van Cleef was re- | 
elected president of the Electric Asso- 
ciation of Chicago for 1948 by the board 
of directors. Mr. Van Cleef is vice 
president of Van Cleef Brothers, Inc. 
Other officers elected were G. L. Sea- 
ton, general manager of Illinois Bell 
Telephone Co., treasurer and A. A. 
Gray, secretary. 


ae 


H. L. Robinson and Karl W. Zartler | 
of Ideal Industries, Inc., Sycamore, III. 
discussed time-saving tools and equip- 
ment, their use and application at a 
recent meeting of the West Suburban 
Electric League. 


SPOTLIGHT 


Smallest Spotlight of its kind! 
Provides 500 Watt Illumination! 


Totally Enclosed — Absolutely Safe — 
Completely Automatic — 6 Continuous 
Color Changes — Adjustable Beam Size 
Ideal for Store Windows, Disploys, Exhibits, 
Conventions, Shops, Theatre and Hotel lobbies, 
Restaurants, Night Clubs, Cocktail Lounges 
LIBERAL DISCOUNT POLICY 


Send for Bulletin No. 471 


GoldE Manufacturing Co. 
1222-D West Madison St., Chicago 7, Ill. 





K. P. Fraider spoke at a recent din- 
ner meeting of The West Suburban 
Electric League of Chicago on the 
subject, “Built In Facilities for Tele 
phone Service.” 

In his talk he discussed installation 
of conduits and outlets for telephone 
wires which should be installed when 
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—A Practical Luxury 





All Mirrors have Arched Top Plate 
Glass with polished bevel edge. Cus- 
tom and Ultra Series easily serviced 
by quick removal of bracket covers. 
Cabinet need not be removed from 
wall. Quick assembly. Both lamps 
operated by canopy toggle switch. 
Can be operated remotely. Twenty 
four inch front of Ultra and Custom 
Series makes them ideal for replace- 


HIPS 
FLUSH-LIGHT 


CABINETS 


Highly finished Stainless 
Bracket Covers 

Razor Blade Slot 

Toothbrush Holder 

Three Adjustable Glass Shelves 
Stainless Mirror Clips 
Continuous Piano Hinge 
Noiseless Bar-type Door Slide 
Rubber Door Stops 

Outlet for Appliances 





HIPS Cabinets are available in a variety of These cabinets are sold only through whole- 
styles and sizes. Write for catalog and price salers 
list. 


<That Customers Buy! 













2610 EAST 51st STREET 





THE HIPS MANUFACTURING COMPANY 


CLEVELAND 4, OHIO 






















MSGILL 


TRADE MARK 





ONLY McGILL MAKES 


SWITCHES 


Macias MANUFACTURING CO., INC. 


350 N. CAMPBELL STREET 


Levoltier SWITCHES ASSURE... , 


POSITIVE ACTION 
FROM ANY ANGLE 





provides instantaneous control from any angle. 





The patented universal pull lever action of LEVOLIER Switches 
Their high 


a new building is being constructed or 


an old one remodeled. 

Mr. Fraider is division service man- 
ager of the Illinois Bell Telephone 
Company and has been with the com- 
pany approximately fifteen years, work- 
ing in various parts of the state in 
connection with customers’ — service 


matters. 


CLEVELAND The Electrical 
League of Cleveland is up to its fif- 
teenth and sixteenth classes in The 
Edison Electric Institute basic sales 
training course with a total enrollment 
of 239. The course offers a planned 
method of selling and incorporates 
specific information regarding the ad- 
vantages and operation of electric 
ranges and water heaters. lormer 
| graduates of the course have expressed 
their gratitude for the knowledge they 


have received. 


| DENVER The Rocky Mountain 
| Electrical League has plans well under- 
way for its “Go All-Electric” program, 
| one of the most important single ac- 
tivities in recent years. The program 


is designed to develop the rural and 





2 circuit 
3 gmp. 
125 volt 





quality, watch-like construction guarantees dependability and 3 woy pull. 
longer service. Specially designed sizes and types are easily 3 amp. 
applied to motors, fans, electrical appliances and lighting fixtures. 125 volt 


Model Number 41, shown here, is the most compact 6 amp. 
switch on the market today — only %” thick. Particularly adapt- 
able for canopy mounting. Qualifying for a “T’ Rating by Under- 
writers’ Laboratories, through many years service, it will safely 
take an initial surge of 48 amps. eight times its rated capacity. 


A complete description of the 
many types and sizes of 
LEVOLIER Switches is found 
in McGILL Catalog No. 43. 
Send for your free copy 
today. 


Electrical Division 








2 circuit 
~ 10 amp. 
125 volt 





No. 265 


6 amp., 125 volt 
Double pole 


VALPARAISO, INDIANA Double throw 
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small town market for major domestic 
electrical appliances. 

Joe Wright has been employed by 
field of 
He the 


variops elements in the operation of 


the league as representative 


the program. will coordinate 


this activity, and will work with local 


lealer groups and utilities in making 


the program effective in each locality. 


INDIANAPOLIS 


training course, with 


A basic 
Harold 


nstructor, is being repeated by 


sales 
Harding 
popu- 
ar request to members of the Electric 
of torty- 
five are taking the course, twenty-seven 
‘f whom are employees of Guarantee 
fire and Rubber Co. At the first pres- 
of full 
representation companies. 


league Indianapolis. Some 


entation the course, there was 


from some 
The league is emphasizing salesman- 
the 
future 


ship, believing that it will be one 


biggest asset in the immediate 


KANSAS CITY 
the 
Kansas City 


A 


Electrical 


joint fellowship 
\ssociation 
Electrical Main- 
tenance Engineers took place recently, 


meeting of 
of and 
sponsored by The Kansas City Power 
& Light Co. The purpose of the meet 
ing was to acquaint association mem 
the program 
The Kansas City Power & Light Co. 
and the industry in the Kansas City 


bers with expansion 


area. Included in the program were 
the following subjects: interconnec 
tions, their a.c. network systems, gen- 
erating equipment, distribution prob- 
lems, magnitude of future demands, 


d.c.-2.c. the downtown 


listrict and their financing program. 


change-over in 


MILWAUKEE — Members 


Wisconsin Radio Refrigeration & Ap 


Ol the 


pliance Association heard television 


discussed at a luncheon meeting. Som 
the major issues described were the 
of Mil 
principal 
rroblems of sales, and television’s pos 


resent status television in 


vaukee, future possibilities, 


sibilities for appliance dealers 


NEW ORLEANS—The adequate 


wir 
ng committee of the Electrical Asso 
iation of New Orleans has’ been 
licensed by the National Adequate 
Wiring Bureau to certify wiring in the 


ity of New Orleans. With this license 


the committee is authorized by a hom« 


uilder or owner to inspect the wiring 
nstallation and issue an adequate wit 
ng certificate if the home has a proper 
ind flexible enough wiring system t 
future needs 


st, 


low for present and 


Xpansion at minimum c efficiency 


SELLING 
FLUORESCENTS? 





PATENT 
APPLIED FOR 





IT IS 


_. .Climinate accidents, work stoppages | 


HERE'S WHAT 


...permanent, easy installation 
...two sizes, for 40 and 100 W. lamps 


Now you can offer your customers fool-proof protection 
against loose fluorescent lamps. Den-El Lamp Guards in- 
sure against falling lamps, work interruptions, injuries, 
and material spoilage. Made of stainless steel for lasting 
good appearance. Special resilient stock allows them to 
be sprung aside for quick cleaning or relamping. Simply, 
permanently installed with machine screw and nut. 





HERE'S HOW IT WORKS 


Thousands of grateful users in industrial and commercial establishments, everywhere. 


4% Gy Installed by factories, mills, printers, railroads, mines, shops, offices, stores, banks, 
& % etc. Complete Your Fluorescent Stocks With Den-El Fluorescent Lamp Guards! Ask 
a co For Literature and Prices, Now. 


MANUFACTURED BY 









A complete line of sturdy 
Watertight Floor Boxes, single 
or gang types; Combination 
Floor Extension Sets, Floor Out- 
let Type Receptacles, Heavy 
Duty Floor Receptacles & Plugs. 


and ACCESSORIES 


Sold Through Electrical Wholesalers 
SALES OFFICES IN PRINCIPAL CITIES 





Complete information in 


new catalog FB 147-5 


72 Write for copy. 








BAy 
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RUSSELL & STOLL COMPANY, INE. 


Precision-Built Electrical Equipment 
125 BARCLAY STREET, NEW YORK 7, N. Y. 








































JOBBERS! (Write for Information 
ON THE NEW ae 
HEINEMANN << 








CIRCUIT BREAKER—~* 
S 
Nims 


~~) 


An outlet with a pilot light that 
shows when circuit is in use. 








Here is a new sales stimulant for con- 

tractors and electricians ... A circuit break- % 
| er that can be installed right where an 

appliance can be plugged in, which it pro- . , 
tects without affecting the main fuse or 
breaker. Magnetic, instantaneous’ on 
‘shorts,” yet with time-delay for inrush 
current or harmless overload. Listed by 
Underwriters Laboratories: Ratings: 115 V. 

6, 10, 15 amps. 230 V.—6, 10 amps. 


iit a aeciaencimatililinteer sin 


ACTIVELY ADVERTISED TO 
CONTRACTORS EVERYWHERE 


Thousands of contractors and elec- | 
tricians are reading about the 
SAFELET every month. Order now, | 
and be prepared to demonstrate it | 
when asked. 


| Descriptive Folders Furnished For Your Use 


HEINEMANN ELECTRIC COMPANY | 
152 Plum St. | 





Trenton, N. J. 



























MEASURE THE MODERN WAY 


Wire Cordage * Air Hose * Cable, BX and other 
FLEXIBLE MATERIAL up to 1” Diameter 


Quickly pays for itself many times over. Cuts 










ALL DIALS 
ROTATE CLOCKWISE. 
ADDS OR SUBTRACTS 
RECORDS by 3 IN. to 
999 FT. 


losses of .. .time, labor, money, accuracy, efficiency, 


carelessness and excess allowances. 


Write for pamphlet and prices on other 
Olympic Meters and Accessories 


A. D. HEWITT COMPAN 


2718 ELLIOTT AVENUE e@ SEATTLE 1,WASHINGTON 








——— 













and maximum flexibility for use 
portable lamps and appliances. 

This activity affects all of the ele 
trical industry, increasing sales and 
bringing customer satisfaction as it 
creates public interest in efficient awir- 
ing systems. 


Mr. Paul Geary, executive vice presi- 
dent of the National Electrical Con 
tractors Association, was guest speaker 
at a “contractors night” dinner meeting 
Several fifty-year golden anniversary 
certificates were awarded to men who 
were considered pioneers in the ele 
trical industry by the New Orleans 
Electrical Association. 

Mr. Geary also met with Association 
members of the adequate wiring com- 


mittee to familiarize them with wiring 
practices in the New Orleans area and 


the accomplishments and aims of their 
program. 


OMAHA—tThe Nebraska-lowa Elec 


trical Council reports that its member 


ship drive is bringing in good results 
D. L. Harper is chairman of the pro 
gram. The slogan is “an aggressive 
industry is a progressive one.’ Four 
of the new members are Thomas [ 
Moyer, Council Bluffs Electric Com 
pany; Harold Krosnoil, Rosenbergs 
Company; F. M. White, White Electri 
Company; and Sam Barron, The Bar 
ron Company, Inc. 








PITTSBURGH—C. E. 


president of Swartzbaugh Manufactu 


Swartzbaugh 


ing Company, was the speaker at 

Electric 
League of Western Pennsylvania in thx 
ball room of the Roosevelt Hotel, last 


luncheon meeting of the 


month, 


SAN DIEGO COUNTY— | he Bur¢ au 


of Radio and Electrical Appliances 
reports a splendid annual winter con 
ference at the U. S. Grant Hotel, with 
almost 500 attending the luncheon 
afternoon, and dinner sessions. 

There were fifty-two speakers whi 
spoke on such subjects of varied inter 
est as television, problems of th 
manufacture, kitchen planning, ade 
quate wiring, and FM program infor 
mation. During a “surprise panel,” five 
men courageously rose to the occasion 
adding sparkle to the evening sessio1 
as they spoke, largely, impromptu. 

Chairman Taylor Brown and adver 
tising adviser Frosty Raymond pre 
sented advertising and promotional 
plans of the bureau with general infor 
mation and an array of charts, pictures 
and figures concerning the amount ot 
money to be spent and for what pur 


| poses. 
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KITCHEN 


VENT 


TWO TYPES 
ADJUSTABLE 
6"-114" - 13” to 24" 
10" 


QUIET TYPE 
FAN 





CAN BE INSTALLED 
IN NEW OR OLD 
HOMES! 








HECK the features em- 

phasized here, and 
you'll see why Signal Kitchen Vent 
Fans are popular with the trade and 
customers alike . . . features that all 
point to more sales . . . a quality 
product popularly priced to actually 
meet the demand for a kitchen ne- 
cessity . . . an item needed the year 
‘round. 











Streamlined design. . . three speed 
- safelocking w ng nuts that hold 
fan In selected angle of operation 


- « solf-ali ning sertogs, rubber 
mounting, 3,500 C M. Height ad- 
justment wan 4’ rod to 7’ 6”, floor to 





center of fan. Finish—motor. — 
baked enamel; base station 
column, black wrinkle; adjustable 


column and blade, nickel 

plated. Write for complete 

details on this Signal 24” 
elreulator. 








ELECTRIC MFG. CO. 


MENOMINEE, MICHIGAN 
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lon MAX UM LIGHTING 


EFFICIENCY 


STONCO 


FLOODLIGHTS 
WEATHERPROOF 
CAST ALUMINUM 


NO. 


B153 


h 


NO. B153—3 light assembly shown 
mounted on island light uses 
PAR 38 lamps. 

NO. B353-—3 light assembly uses 300 or 
500 watt sealed beam weath- 
erproof floodiamps. 


PREFERRED EVERYWHERE 


For Service Stations, Sports Areas, 
Industrial, Advertising, etc. 
FEATURING the SEALED Beam Type Lamps 
(Beam and Light Combined in One Unit—No 
Reflectors) Simplicity-——Economy—Adaptability 
Sold Exclusively Through Wholesolers—Prompt 
Deliveries—Write for Cotalog. 


S TITAN ANUFACTURING CO. 


Elizabeth 4, N. J. 

















e Threadless guard is easily 
installed and removed. Unique 
locking device keeps it from 
falling off, even though set 
screws are not tightened. 


e@ Universal box, with plenty 





AIR CIRCULATOR} 


of wire room, has 4 hubs 
drilled and tapped. Plugs are 
furnished for unused hubs. 
Thus one box provides for 
practically all runs. No need 
to carry a large stock of fittings. 


@ 100, 200 and 500 watt 
types, with or without stand- 
ard reflectors. 














e Choice of mounting — 90° 
elbow, 45° elbow, pendant, 
outlet box or junction box. 


THEA 
®) MAMU/ALTUHING 2 


14300 LORAIN AVE 
CLEVELAND 11 


fom. mme) 





PARENTS’ 
MAGAILINE 


Only FAN-GLO HEETAIRE 
gives you ALL these 
advantages over your 
competitors! 


*® Parents’ Magazine Commendation Seal. 

* The only Heater that gives WARM 
COMFORT QUICKLY — both kinds of 
heat: hot infra-red rays plus fan-forced 
heated air. 
Two Independently Operated Switches 
—one controls the upper radiant ele- 
ment and the fan, the other controls 
the lower (or front) radiant element. 
A Completely Planned Practical Mer- 
chandising Program — national con- 
sumer and trade paper advertising, 
statement inclosures and give-away 
folders, newspaper advertisements and 
mats, colorful point of sale displays, 
comparison chart. 
The Guide to Quick Heating—the only 
practical pocket size sales manual in 
the industry that gives you (and your 
salesmen) tested ways to sell more 
heaters to more people more profitably. 
A complete Line and Price Range of 
Portable and Built-In Heaters. 


Yes, FAN-GLO HEETAIRE gives 
you ALL these selling advantages of 
your competitors . . . Parents’ Maga- 
zine Seal, Underwriters Laboratories 
Seal .. . backed by powerful selling 
ammunition — a dynamic convincing 
“Best Seller” sales manual .. . plus a 
veritable arsenal of new dealer ligera- 
ture — folders, stuffers, catalog and 
specification sheets, charts—and color- 
ful displays . . . plus newspaper ads 
that drive home to millions of cus- 
tomers the fact that FAN-GLO 
HEETAIRE is the only heater built 
that gives BOTH kinds of heat—fast! 


So get in touch with your jobber 
now—get the world’s most-wanted 
auxiliary heater, the only heater that 
gives your customers BOTH kinds of 
heat—the only heater that gives you 
more sales to more people more profit- 
ably! 


A NOTE TO JOBBERS: If our representa- 
tive has not called on you yet—and if 
your order is not in yet—we suggest 
you get in touch with us immediately. 
(U,)) servic 


a In 


MARKEL ELECTRIC PRODUCTS |. 





sted u cr vreevan ft 
nderwriters’ Laboratories 


LA SALLE LIGHTING PRODUCTS... 


Seneca St., Buffalo 3, N. Y. 


252 


MORE FACTS 
ON PRODUCTS 


Ballasts—A twenty-eight page bulletin, 
no. GEA-4950, gives technical factory 
operations in the manufacture of GE 
ballasts: single-lamp, two-lamp, two- 
and-three-multiple-lamp, three-lamp, 
four-lamp, slimline instant start, and 
circline. Bulletin also includes illustra- 
tions, specifications, wiring diagrams, 
General Electric Apparatus De- 
1 River Road, Schenectady 


etc 
partment, 


S 9 
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Electrical Equipment — An eighteen- 
page catalog contains pictures, detailed 
descriptions, catalog numbers, and 
specifieation and price charts ot screw 
anchors, commutator repair equipment, 
industrial blowers and vacuum cleaners, 
flashlights, pports, wire con- 
strippers, fuse specialties, 
and live centers. Holub Industries, Inc., 
413 DeKalb Avenue, Sycamore, II. 


clamp su 


nectors and 


When writing ELECTRICAL WHOLESALING 


. mention 








IGHTS 


80 types available in price ranges 
from .75 cents up. All parts in 
stock. 


Complete line of “AMERICAN” 
incandescent lamps, our own prod- 
uct at best factory discounts. 


Send for complete information. 


THE SAVE LAMP COMPANY 


Baltimore, 11-P, Maryland 


UNIVERSAL 


PORCELAIN 


INSULATORS 














ESTABLISHED 
MANUFACTURERS’ 
REPRESENTATIVE 


@ Desires additional lines for Texas and 


Louisiana. Have contacted electrical 


distributors in this territory for past 


twelve years. Warehousing facilities 


available. 
RA-4131 


ELECTRICAL WHOLESALING 
520 N. Michigan Ave., Chicago 11, 











EXPERIENCED 
LONTRALCTORS 


STAY G000/ 


THE UNIVERSAL 


CLAY PRODUCTS CO. 


1549 EAST FIRST ST. 
SANDUSKY, OHIO 
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Weatherproof installations no 
longer need be of the old- 
fashioned “one-to-a-gang” type. 
With P&S Weatherproof wiring 
devices, you can have the added 
convenience of an extra switch or 
an extra outlet with a switch— 
under a one-gang plate. 

T-rated switches — Outlets with 
double grip contacts — Each de- 
vice sealed with cover and plate 
gaskets. — .060” brass plates with 
aluminum finish not affected by 
atmospheric conditions. 


P&S Quality based on over 50 
years’ experience in the manufac- 
ture of wiring devices — your as- 
surance of a trouble-free wiring 
job. Consult P&S Catalog No.42 


for complete information. 


F ? 4 
. ig ‘ 
4 


COMPACT § 














Electrical Fittings Description of 
beryllium copper-lined Hysplices for 
overhead lines, copper, copperweld full 
tension, loop service and A.C.S.R. loop 
service with installation tool data, per- 


formance facts, and other technical data | 


are in bulletin 48Y1. Burndy Engineer- 
ing Co., Inc., 107 Bruckner Blvd., New 
York 54, N. Y. 
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Fans and Ventilating Equipment - 

Twelve-page bulletin no. 849 describes 
attic fans with photos and information 
on selecting proper size fan, method of 
operation, installing, ceiling shutters, 
and fan operating costs. Chelsea Fan & 
Blower Co., Inc., 1206 Grave St., Irv- 


ington 11, N. J 
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Fluorescent Lighting—Photos, installa 
tion data, illumination charts and gen- 
eral description of pendant, circline, 
and troffer fixtures are given in a 
twenty-eight page catalog. Pearl Light 
ing Corp., 161-163 Van Wagemen Ave., 
Jersey City, N. J. 
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for 
SOLDERING 
WELDING 


BRAZING 






L.B. ALLEN CO., Inc. 


6701 BRYN MAWR AYE. 
od a | Loy. \cl ome 5 am | & & 








ELECTRICAL 
CABLE 


% Largest stock of special 


cable in the middle west. 
% All sizes any voltage. 
%& Cut to length. 
%& Prompt shipment. 
%& Send us your inquiries. 
UNIVERSAL Wire & Cable Co. 
2662 Clybourn Ave. Chicago 19, III. 
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Trade Mk. Reg 


Already a proven seller 


Here’s why the Sierra Triplex makes a 
hit with User, Architect, Contractor: 
With contractors it’s the ease of instal- 
lation in standard boxes; the oversize 
binder-head screws; the plaster ears. 
Architects find it harmonizes with all 
kinds of architecture; and is engineered 
for long life. Users appreciate the extra 
outlet and the smooth, safe operation. 
What's more the Sierra Triplex is attrac- 
tively packaged, competitively priced, 
backed by over 25 years experience. 
McDONALD MANUFACTURING CO. ae 
546 E. 31st St. + Los Angeles 11 EN 






COMPLETE LINE OF 16 MATCHING PLATES 


GET THE DETAILS! 


Send for samples, 
Price List and 
New Catalog... 


Simply Pin to Your 
Letterhead 


Mc Donald Manufacturing Company 
546 East Thirty-First St., Los Angeles 11 
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A pie 
BUT EASIt® 


MORE EFFICIE 


JOB FOR YOUR 
CUSTOMER 


TOUCH-PLATE 


LOW VOLTAGE 
LIGHT CONTROL SYSTEM 


Now you can give your customers 
the greatest thing in residential 
lighting controls at virtually no in- 
crease in cost. Feather-touch on and 
off control...all the multiple switches 
desired installed without conduits 
.. new, streamlined beauty and 
added safety...this is the new 
Touch-Plate System. Let us tell you 
the whole story; just drop us a card. 
Approved by the 
Underwriters’ Laboratories 


h TAA) of 
e ( 
6.24 





THE RELAY DOES 
y THE WORK! 


TOUCH-PLATE 
DISTRIBUTORS, INC. 


2038-42 Bay St., Los Angeles 21, Calif. 
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The WIRE and CABLE 


with du Pont 
NEOPRENE. 


Jacket 


\ 


\ 
\ 
\ 


Bronco 60 is highly 
resistant to oils, sol- 
vents, acids, chemicals, 
abrasion, sunlight, heat 
and cold. Its long life 
means real economy. 


Made in the West by 


WESTERN 
INSULATED WIRE CO. 
1001 E. Sixty-Second St. 





Los Angeles 1, California 





| 
| 


| and fixture hangers. J. 


Electrical Fittings—Descriptions, price 
and specification charts, catalog num- 
bers, and pictures are shown in a six- 
teen-page catalog of electrical fittings, 
some of which are outlet box covers, 
switch and receptacle wall plates, con- 
duit locknuts and bushings, cable clips 
R. Richards 
1160 Washington Road, 


Company, 


Pittsburgh 16, Pa. 
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Fluorescent Fixtures—A circular de- 
scribes the “Illinois,” the first of the 
“State Series” of four-lamp forty-watt 
fixtures with louver to be hinged from 
either side and glass side panels 
Shenley Electric Products Co., 3540 
Southport Ave., Chicago 13, IIl. 


when weit'S ELECTRICAL WHOLESALING 


Fluorescent Portable Lamps — Four- 
page bulletin D-25 shows photos, de- 
scriptions and specifications of clamp- 
on models, desk lamps, and _ floor 
models with general description of 
other one tube or two tube models, 
accompanied by price list sheet. Mid- 
west Naturlite Co., 228 West Kinzie 
St., Chicago 10, IIl. 
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Incandescent Lighting Fixtures — The 
1948 catalog with printing in two colors, 
illustrates with photos, indoor and out- 
door 


2 


lanterns. Artolier Corp., Lodi, 
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Incandescent Residential Lighting — 
Catalog no. 148, a twelve-page booklet, 
shows color photos with descriptions 
of wall and ceiling fixtures including 
Springdale, Chesterland, Redwood, Sun 
Valley, Mapledale, Sunset, Glatthar 
Quality and Brighton Up Series, with 
replacement glassware. The Glatthar 
Lighting Company, 949 East 72nd St., 
Cleveland 3, Ohio. 


inten? ELECTRICAL WHOLESALING 


Store Lighting—A guide for store light- 
ing is explained in a twenty-four page 
manual with the emphasis on the 
proper way to play up merchandise in 
sales-provoking displays by effective 
general illumination, accent lighting, 
showcase lighting and wall display 
lighting, with descriptions and specifi- 
cations of the fixtures needed for such 
lighting effects. Sylvania Electric Prod- 
ucts Inc., 500 Fifth Ave., New York 
18, N. Y. 
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THERMADOR 
(' Ui. 


ELECTRIC 


BATHROOM 
HEATER 
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NEW 


CORD CONNECTOR 


The new Ericson 19-PC Cord Connec- 
tor Body features a rubber jacket with 
a flexible shank thus taking all wear 
off the cord. The cord grip clamp 
removes all tension from the con- 
nection. One yank loosens the 
connector body without dan- 
ger of shorts or breaks, elimi- 
mating the usual cause for 
repairs. Inner construction 
insures tight contact. In- 
teriors and covers avail- 
able separately. 


THE ERICSON 


No. 1915-PC 




















No. 19-PC 


10 AMP.—250 V. 
15 AMP.—125 V. 
HEAVY DUTY 
UNBREAKABLE 

ALL RUBBER 
OIL RESISTANT 


MANUFACTURING CO. 





SA 


FETY PRODUCTS 





CLEVELAND 3 


OHIO 
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MANUFACTURERS SALES 
REPRESENTATIVES 
WANTED 


Well established manufacturer of a full 
line of T and TW plastic building wire 
has several exclusive territories avail- 
able for aggressive sales agents through- 
out the country. 

Give complete details of territories cov- 
ered and lines carried. 


RW-4504 
Electrical Wholesaling 
330 W. 42 St., New York 18, N. Y. 


Only THE CLIPPER 





Hundreds of pounds of grease and dust suspended 





in the air as mist pass through a kitchen ventilator 








APPROVED BY 
UNDERWRITERS’ LABORATORIES 








CATALOG OUTPUT LIST 
MODEL NO WATTS B.T.U. 1 HR PRICE 
LR-161 1650 5630 $28.60 
LR-162 1650 5630 29.95 
LR-202 2000 6824 29.95 


F.O.B. Factory 


“Seven Leagues Ahead” 


THERMADOR 


THERMADOR ELECTRICAL MFG. CO 
Los Angeles 22, California 








MANUFACTURERS’ 
REPRESENTATIVES 
WANTED 


Electric Wire Manufacturer has open- 
ings for representatives who cover elec- 
trical jobbers in the following states: 
Western Pennsylvania, Ohio, Michigan, 
Indiana, Southern Illinois, West Virginia, 
Maryland, Delaware, Washington, D.C., 
Virginia, and North Carolina. We pre- 
fer those now selling allied electrical 
items. Exclusive Commission basis. 


Write to RW-4153 
ELECTRICAL WHOLESALING 
330 W. 42 St., New York 18, N. Y. 


during its operating life but only the Clipper moves 
this harmlessly outdoors without gumming or wearing 
the motor. The Clipper is guaranteed for 5 years 
because the motor is entirely removed from the air 
stream. It's easy to install in old or new houses. 
Mounts in the ceiling between joists with only the 
dripless ceiling grille 
visible. 
o 





Sketches show how easily 
Clipper is installed be- 
tween joists and vented 





throughroof ora side wall 





MAIL THIS COUPON TODAY 


5721 S. Main St., Los Angeles 37, Calif 


Send complete information on the Clipper 


NAME 





ADDRESS 
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At low cost 


Fusetrons protect coils, solenoids and transformers 


against burnout 


Why risk the loss of expensive coils, solenoids and transformers 
when you can protect them with Fusetrons? At a cost of just a few 
cents, a Fusetron, properly installed, will protect against costly 
burnouts. 


A transformer or coil can be protected because the long time-lag of 
the Fusetron permits it to hold all normal current surges and harmless 
overloads — yet it will open to prevent burnout on any dangerous 
overload. 


A solenoid, likewise, can be protected because the Fusetron will not 
open on the operating surge but will open in time to protect should the 
heavy current continue too long for any reason. 


Burnouts mean costly and troublesome repair or replacement jobs. 
Why take a chance on crippling your operations? 


Here's AA You Need 


TO PROTECT COILS, SOLENOIDS, TRANSFORMERS. 





A Fusetron of Jy plus a fuse 
proper size, block— 


On voltages up to 125, the same accurate, dependable pro- 
tection can be provided with 


a proper size 
plug Fusetron 


The Fusetron is Bussmann’s dual element fuse 


SELLING FUSETRONS FOR THIS TYPE OF 
PROTECTION CAN MAKE YOU NEW PROFITS 


Here is practically a new field for selling electrical Why not call Fusetrons to the attention of your 
protection. Almost everywhere you will find sole- customers? You can not only save them the time 
noids, coils or transformers. and trouble of making costly replacements but 

often you save them the delay, inconvenience and 
Fusetrons make the protection of such devices so expense of having some vital circuit shutdown 
easy and inexpensive that no one should be with- because a solenoid, coil or transformer burned 
out it. out. 


Bussmann Mfg. Co., St. Louis, Mo. 
Division McGraw Electric Company 
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